


Armstrong
Sundial
no-wax floors

Theycould be
the special
feature that
turns“lookers’
into buyers.

Because today's home buyers ar
more value-conscious than ever beforg
vou need to install products that giv
your customers an added incentive t
buy. Sundial is the no-wax floor that ca
give your kitchens that added sales a
peal! Because it shines without waxin
far longer than an ordinary vinyl floo
your Kkitchens offer less work to bus
housewives.

Sundial is not only easy to care for
but its tough inner foam cushion stand
up to heavy kitchen traffic and bounce
back for more—an important considerd
tion for active families. Sundial comg
in 6’ and 12" widths, which means yo
can sell the advantages of seamless i
stallation in most rooms.

Three distinctive designs in 18 cug
tomer-pleasing colors offer the perfeq
match for whatever *‘look’ you're tryin
to create. And best of all—Sundial i
priced for builder budgets—an importa
feature for you.

To find out more about how Arm
strong no-wax floors can give your kif
chens added sales appeal, contact you
local Armstrong contractor, or write t4
Armstrong, 904 Sixth Street, Lancaste
Pa. 17604.




20
20

ytsl
bH
o
eat
t-A-L
ar
mp, ¢
a4
4




du(’\ﬂg oy

)
\Y- er.
:s\l a\\Ogem

RF-68 Roof Fan 1250 CFM

N
57 Wall Fan 2090 CFM

Dept. HH-4. Form 2527, Printed in U.S.A




adas 1 FUIUSIIIT

ANAGING EDITOR
laxwell C. Huntoon Jr.

ENIOR EDITORS
dwin W. Rochon
. Clarke Wells, Western Editorial Office

SSOCIATE EDITORS
atalie Gerardi

lise Platt

flichael J. Robinson
hne R. Vollman

ISSISTANT EDITOR
arold Seneker

RT STAFF

seph Davis, director

ristine Hafner Wong, assistant
hn V. White, consultant

Dyck Fledderus, illustration

DITORIAL ASSISTANTS
arbara Behrens Gers
en Z. Hershberg
lileen Silver

[OARD OF CONTRIBUTORS
erbert L. Aist

barole Eichen

lfred Gobar

bhn Rahenkamp

ing Rose

alter S. Sachs Jr.

enard L. Wolfte

ONSULTING ECONOMIST
eorge A. Christie

CGRAW-HILL WORLD NEWS
alph Schulz, director

[ domestic and
ternational news bureaus

VERTISING SALES MANAGER
hn S. Renouard

JUSINESS MANAGER
ito De Stefano

ARKETING SERVICES MANAGER
enry G. Hardwick

RCULATION MANAGER
pseph D. Holbrook

UBLISHER
mes E. Boddorf

asp @ [ |

louse and Home, April 1975, Vol. 47, No. 4, Pub-
hed monthly by McGraw-Hill Inc. Founder: James
. McGraw (1860-1948). Subscription rates, U.S. and

sessions, Canada and Mexico . . . for individuals
ithin circulation specifications, $12 per year; for
thers, $24 per year. All other countries, $36 per year.
Ingle copy, if available, $2. The publisher reserves
e right to accept or reject any subscription.

kecutive, Editorial, Circulation, and Advertising of-
bes: McGraw-Hill, 1221 Avenue of the Americas,
ew York, N.Y. 10020. Telephone: 997-4872. Sec-
hd class postage paid at New York, N.Y. and at addi-
onal mailing offices. Published at 1221 Avenue of

tent Office. Copyright® 1975 by McGraw-Hill Inc.
] rights reserved. The contents of this publication
ay not be reproduced either in whole or in part
ithout consent of copyright owner.

fficers of McGraw-Hill Publications Company:
hn R. Emery, president; |. Elton Tuohig, executive
ce president, administration; David ]. McGrath,
oup publisher—vice president; senior vice pres-
ents: Ralph Blackbum, circulation; John B. Hog-
Ind, controller; David G. Jensen, manufacturing;
ordon L. Jones, marketing; Jerome D. Luntz, plan-
Ing & development; Walter A. Stanbury, editorial.

fficers of the Corporation: Shelton Fisher, chair-
an of the board and chief executive officer; Harold
. McGraw Jr., president and chief operating officer;
allace F. Traendly, group president, McGraw-Hill
blications Company and McGraw-Hill Informa-
n Systems Company; Robert N. Landes, senior
ce president and secretary; Ralph ]. Webb, trea-
rer.

is issue of House & Home is published in national
d separate editions.

stmaster: Please send form 3579 to Fulfillment
anager, House & Home, P.O. Box 430, Hightstown,
.J. 08520.

e Americas, New York, N.Y. 10020. Title® in U.S.

HousesHome

McGraw-Hill's marketing and management publication of housing and light construction

Volume 47

Number 4/April 1975

53
54

60
64
76

12
12
16
16
18
18
18
28
32
34
38
42

20
24

87
89

102

103
104

TN

/K

FEATURES

How energy costs are squeezing housing—and what you can do to ease the squeeze
They’re hurting sales, changing rental patterns and eating into profits
Save energy by upgrading building specs—a HUD study shows how
Use your site as an auxiliary energy plant—an ASLAF study shows how

The decline of Levitt and Sons: what went wrong under ITT

Project Portfolio 23: Heritage Hills, Somers, N.Y.

NEWS

Starts expected to reach 1.9-million annual rate by year’s end

Two new securities devised to lure pension money into mortgages
Phoenix gets one of first block grants—How city beat the red tape
National building code drafted for mobile homes

Tougher standards decreed for carpeting in FHA homes

Britain tries buy-now, pay-later plan to spur building

Research house at NAHB convention shows advantages of new products
Conservative Al Hayes leaving New York Federal Reserve Bank
Home Loan Bank Board puts itself on video tape

People in homebuilding: Robino-Ladd loses its top Robino

Nation’s biggest mortgage-banking company shifts executives
Executive officer Tim McInerney leaves Long Island Builders Institute
Location and value sell in a condo-glutted market

Now you can see where your housing is losing heat

DEPARTMENTS

Housing stocks prices

The mortgage scene
New housing bill can aid cities by rescuing apartments

Readers service card

Products
A fire-safety system and a ventilating skylight are featured

Literature
A HUD-sponsored booklet on residential security

Classified

Advertisers index

Cover/Photo by Werner Wolft

Hil

E 2 ON READER SERVICE CARD

H&H arriL 1975 3




4 H&H arriL 1975

When the rairway
is everybody’s backyard,
you need

TORO automatic sprinkler systems are the
#1 choice of the country’s top golf courses.

More and more developers are discovering these impor-
tant reasons why:

VERSATILITY Whether you're doing golf course condos,
equestrian trails or a camp ground, TORQ's got the sprin-
kler heads for the job. From tiny ground bubblers to 235’
giants. And a variety of controllers to make the system
completely automatic.

BUILT-IN QUALITY TORO heads are built of CYCOLAC®
the tough engineering plastic, with gear assemblies of Du-

The Vari-Time 4000
Controller operates
your whole system
automatically for up
to 14 days.

Pont Delrin. They're self-contained for easy maintenance
and oil-sealed for long life. And they feature TORO inno-
vations like valve-in-head and repeat cycle watering for
better accuracy, less waste.

AESTHETICS No more ugly, noisy impact sprinklers.
TORO heads pop down below ground surface when not
in use, discouraging vandalism and expensive accidents.
And TORO's gear-driven heads are night-time silent.

EASY INSTALLATION A TORO system can be installed
quickly, with minimum turf disruption, less piping and im-
pressive in-ground savings. TORO sprinkler systems, to-
gether with the full line of quality TORO mowers, provide
complete care for both lawn and large turf areas.

SERVICE TORO's nationwide network of distributors and
installer/contractors is readily available whenever, wher-
ever you need service, a system design, installation ar-
rangements...or more information. Just write, TORO
Irrigation Division, Dept. HH-475, P.O. Box 489, Riverside,
CA 92502.

CIRCLE 4 ON READER SERVICE CARD




tarts now expected to reach 1.9-million rate by fourth quarter

ter such a beating as the
mebuilding industry took last
ar, it’s hard to believe in good
Ws.
But 1975 should see a strong
covery in the housing market,
sed on an even stronger recov-
in the supply of mortgage
oney.
And there are already signs
at consumers and builders are
sponding in the traditional
y to an easing of mortgage
ds.
These are conclusions of Ad-
ce Mortgage Corporation’s
ent semi-annual survey,
.S. Housing Markets,” which
iews national housing trends
d those in 17 specific markets.
vance, with headquarters in
troit, is a subsidiary of Citi-
rp of New York.
1.5 million starts. President
bert J. Mylod of Advance pre-
cts that total housing starts—
blic plus private—will attain
9-million annual rate by the
h quarter of this year. He
w projects 1.5-million total
rts for the year, compared to
e 1.35 million in 1974,
Mylod also expects that there
| be enough money in the
ortgage institutions to sup-
rt a 2-million-plus rate by the
h quarter—if the demand
1ses.
“The second half could be
en stronger than we're now
ojecting,” Mylod adds, “if we
e a truly significant and quick
duction in the inflation rate.”
One-family rally. Most of the
using recovery that will be
sible in the first half will be in
e one-family-home sector.
artment starts fell to a 15-
ar low in the fourth quarter of
74 (48,000 units), and the first
ter of this year should be lit-
, if any, better. A general
kup in rental apartment con-
ction is not expected until
e in the third quarter. In con-
miniums, none is expected
fore 1976 or later.
Similarly, “U.S. Housing
arkets” predicts the mobile-
me market will merely stay
en with or very slightly
ass its 1974 level of 370,000
ipments, which was the
est total since 1968. It is
unting on a second-half recov-
to offset a dismal first half.
Cheaper mortgages. The
gle-family-home market al-
ady reflects signs of consumer
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and builder readiness. Mylod ob-
serves:

““We are most encouraged by
the reports from many local
markets of sharp increases since
mid-January in single-family-
home traffic and sales. These are
mostly for Ginnie Mae’s Tan-
dem Plan subdivisions, with
7% % mortgage financing,

““Many models are offering
more home per dollar than a
year ago; there are rebate pro-
grams. There are also reports
from almost all the markets we
survey of recent upturns in ex-
isting-home activity, particu-
larly in FHA and VA applica-
tions since the rate was dropped
to 8Y2 % (January 24) and then to
8% (March 3).

Top markets. Mylod said that
some of the survey’s most in-
teresting reports came from
Miami-Fort Lauderdale, Atlanta
and Detroit.

“All, in their very different
ways, were among our most de-
pressed markets,” he explained.
“Yet Fort Lauderdale builders
reported tenfold increases in
traffic. Some Detroit builders
reported the best traffic in five
years. Some Atlanta brokers
have tripled their sales.

“Too much can be made of
this evidence of a few weekends.
We are dealing with interest
rates lower than unsubsidized
rates are likely to reach at any
time this year. The traffic was
more spectacular than the sales.
The reports were all on single-
family  developments, not
condos.

“But these testimonies do in-
dicate that consumers will still
respond to a reduction in inter-
est rate and that the housing

market is not hung up at its late-
1974 level.”

High inventories will provide
some drag on the market, the
survey notes. There are some
410,000 unsold homes, com-
pared to the 227,000 homes with
which the 1971 recovery began.
There was no condo inventory
in 1971; this year, “U.S. Hous-
ing Markets” estimates, there
are some 300,000 units, as many
as 35,000 in Miami-Fort Lauder-
dale alone.

How bad 1974 was. Everyone
agrees 1974 was a devastating
year for the housing industry.
“U.S. Housing Markets” cites
some statistics to put it in
perspective:

Total starts fell by a third dur-
ing 1974 and apartment starts
fell by more than half. There
was never any letup in the rate
of fall. There were steeper hous-
ing declines than this in the first
year of the depression and the
first year after Pearl Harbor—
but not much steeper.

The real estate share of all
credit commitments swung
from about 45% in 1972 and
early 1973 to an estimated 25%
in the last quarter of 1974.

Mortgage vyields increased
two percentage points in nine
months so that monthly pay-
ments (given a 10% price rise)
increased nearly 30% while con-
sumer incomes were increasing
only 6%. This was the reverse of
the long-term trend. In previous
years, consumer income con-
sistently rose faster than mort-
gage payments.

Jobs. There was a net loss in
construction employment of
300,000 jobs (plus an undeter-
mined number in construction-

related industries).

An entire sector of real estate
finance was virtually wiped out.
New lending commitments by
real estate investment trusts
were 5% of the year-ago volume
in the most recent HUD data.

For the first time, mortgage
rates rose high enough to inter-
sect with 10% interest ceilings.
Usury laws added to last year’s
discomforts in 14 of the 17 mar-
kets Advance surveys. In at least
a half dozen of these markets,
they shut off or severely con-
strained conventional lending
part or all of the year.

And there was a grim toll of
construction industry casual-
ties. Builders were whipsawed
between inflation, which pro-
duced cost overruns, and the
escalating cost of their money or
its outright unavailability.

Plea for reforms. The housing
industry problems that came to
the surface in 1974 will still be
around after the current recov-
ery, Mylod points out.

“The industry,” he empha-
sizes, ‘‘has solved none of its
problems. Tight money and the
ills that flow from it lie just over
the next hill, unless reforms are
achieved.

"“The housing market can
probably never escape its con-
tra-cyclical and stabilizing role
in the national economy. But
surely the violent swings such
as we had last year can be mod-
erated. One vehicle that has
been proposed to accomplish
this is the variable-rate loan and
it has won increasing accep-
tance during the past year. A
number of lenders are now mak-
ing such loans on an experi-
mental basis.”

|
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Lpresentatlve was a big part of the picture
America’s most unique residences.’

Stephen Muss, President, Alexander Muss & Sons, Inc.

“When you'e crafting $168,000 to $335,000 con-
dominiums for 84 of the world’s fussiest buyers, only
the finest can do.

“Which is why Alexander Muss & Sons, Inc.
turned to General Electric for its top-of-the-line
kitchen appliances. And to Lew Guitard, their GE
rep, for advice and assistance.

“The showcase General Electric kitchens aren't,
of course, the only reason discerning buyers are
turning to TowerHouse in Miami Beach. With 36
professionals watching over 84 residences, it has
the largest staff-per-apartment ratio in the nation"

TowerHouse is a presentation of the Equitable
Life Assurance Society of the United States in as-
sociation with Alexander Muss & Sons, Inc. Archi-
tect was Reiff Felman Associates; general contractor
was the Millman Construction Company.
On-Time Delivery. General Electric has 9 factories,
5 regional distribution centers and over 60 ware-
houses throughout the country to get your appli-
ances to you where and when you need them. Our
Contract Register records your order and updates

your delivery requirements.

Technical and Merchandising Assistance. GE's spe-
cialists will work with your engineers and architects
to help with your heating and cooling needs. And
merchandising people can help develop programs
to meet your sales or rental objectives.

Kitchen and Laundry Design. GE's designers can
custom-style kitchen and laundry plans based on
your budget, space, etc. You can choose from an
array of efficient, dependable GE appliances.
Customer Care” Service. This means we have Factory
Service Centers covering 350 cities, and, in addition,
there are more than 5,000 franchised servicers across
the country. Many of them are listed in the Yellow
Pages.

Nationwide Staff of Contract Sales Reps. They co-
ordinate and expedite all GE builder services. When
you order GE products you also get know-how,
service and professionalism...all fromasingle
source. You can reach a GE Contract Sales Repre-
sentative through your local GE Major Appliance
Distributor.

Over 25 years of consistent service to builders.
GENERAL @3 ELECTRIC
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1. GAFSTAR™ Foamecraft® 2. GAFSTAR™ Grand 3. GAFSTARTM Supreme 4. Fashioncraft™ Tile
Foam-cushioned for residential New line of 12’ sheet vinyl A deep padding of pure vinyl foam Luxury floor tile for use in residential
comfort and warmth. The glass-  perfect for residential use. in addition to the foam core that’s and light commercial installations.
like vinyl surface has a high gloss It can be installed in most built into every GAFSTAR floor. It’s extra-thick, extra-durable, and
which can be maintained with dry rooms without seaming. Again with the beautiful, tough vinyl designed to recreate the authentic

surface which maintains its luster beauty of natural materials.
Available in Sure-Stik®, to0.

buffing. Comes in 6, 9", and :
without periodic waxing.

12’ widths.
' GAFSTA
= k
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your huddled attics yearning

5. GAFSTAR™ A
Can be used on, above,
below grade. It has foa
cushioning and a high
vinyl surface like all
GAFSTAR floors. Av
in 6" widths.

For 50 years, we've made it our business to supply the remodeling business.




ortgage bond, note are devised to lure pension money into S&Ls

the halcyon days not quite
rgotten by bombed-out home-
ilders, mortgage crises didn’t
me as often or go as deep as
ey doin the dismal 1970s. One
mforting difference a decade
two ago was at least the token
esence of pension-fund inves-
rs supplying money to the
ortgage market. Those inves-
rs have long since departed, so

ashington now is starting a

ive to lure some of them back.

To recapture the allegiance of

nsion-portfolio managers, the
ome Loan Bank Board (HLBB)

d its affiliate for secondary
arket purchase of mortgage
ans, the Federal Home Loan

ortgage Corp. (Freddy Mac),

e pinning their hopes on two
ew-fangled ways to package
ortgage loans. Board Chair-

an Thomas Bomar and his
des talk expansively about
pping pension funds for “bil-

ns,”” with both of the new
ortgage-backed debt instru-
ents—a mortgage-backed
nd, designed to be sold in the
ivate market by the savings

d loan industry; and a guaran-
ed mortgage certificate.

eddy Mac will peddle the lat-

r, hoping to turn the $5 billion

its mortgage portfolio into
sh that it can channel back
to housing,

New opportunity. The tim-
g, at least, of the attempt to go

quest of the long-term capital

arket’s money seems to be fa-
orable. Not only are interest
tes and inflation easing, en-

uraging investors to place
nds long-term, but pension

nds are at an investment
ossroads of their own. In the
arly 1960s they deserted mort-
ages in favor of a bull market in
ocks. The equity market has
one a full cycle back to de-
ressed share prices in the inter-
ening decade, and last year
ongress wrote provisions into

new pension law that will
ause pension funds to sell off
quities.

“Maybe it’s time for them to
ke a hard look and come
ack,” says a spokesman for the
ational Association of Home
uilders.

Indeed, both the mortgage-
acked bond and Freddy Mac’s
ertificate have already had
irly promising dry runs. First

ederal S&L of Rochester, N.Y.,

as sold a $15-million issue of

bonds at an encouraging low in-
terest rate. Freddy Mac placed a
$300-million issue of certifi-
cates at a yield a few basis points
higher than other equivalent
kinds of federal-agency debt
paper. Buyers in both cases were
almost entirely pension funds or
bank trust departments acting
as pension fiduciaries. So the
holders of the pension money
bags are sniffing at the new
mortgage packages.

Deficiency of GNMAs. The
HLBB surmises that institu-
tional investors want a mort-
gage instrument just like a
straight industrial or utility
bond—with none of the income-
flow complications associated
with mortgages themselves.
The proof, says Chairman Tom
Bomar and his associates, is the
failure of the Government Na-
tional Mortgage Association’s
mortgage-backed pass-through
security to attract pension
money.

Five years after the start of the
GNMA program, pension funds
and fiduciaries acting on their
behalf hold only 19% of out-
standing pass-throughs.

Pension managers seem to be
dismayed by the irregularity of
GNMA income payments, the
uncertainty of maturities and—
most of all—by having to accept
monthly payments of principal
as well as interest. Says Econo-
mist Donald Kaplan of the Bank
Board: “They want their prin-
cipal locked up so they can
count on the yield.”

Bond’s features. The new
mortgage bond has a fixed matu-
rity of five years or more, with
principal paid only at maturity,
and interest in fixed amounts
paid semi-annually. Such con-
cessions to bond-market taste
had to be made if the market was
to be persuaded to swallow
mortgage-backed securities at
yields which S&Ls could afford
to pay.

Bomar is experimenting to see
whether the bond market will
take these offerings without
benefit of government guaranty,
save the implicit guaranty in
those cases where the collateral
behind the bonds is composed of
government-insured FHA-VA
mortgages. First Federal of
Rochester’s collateral was in
FHA-VA paper, which explains
its Standard and Poor’s Triple-A
rating and low coupon rate.

If the mortgage bond proves
unsalable without a govern-
ment guaranty, says Harris
Friedman, director of HLBB's of -
fice of Economic Research, ‘it
makes more sense to use low-
cost Treasury debt rather than a
guaranty (of private lenders).”

Size of offerings. First Fed-
eral’s issue had to be placed pri-
vately because it was too small
to suit the capital market’s pref-
erence for large, frequent issues
easily sold in a liquid secondary
market. To go in for big public
offerings of bonds, the S&Ls will
almost certainly have to use
lower-rated conventional loans
as collateral and, even then,
they will have to club together
in groups to achieve bond offer-
ings on grand scale. Several S&L
groupings right now are explor-
ing the possibility of public
issues offered through joint-ser-
vice corporations.

Says James Hollensteiner of
the U.S. League of Savings Asso-
ciations:

“Wall Street isn’t going to be
interested in First Federal of
lowa with $10 million. The
Street will want somebody with
$50 million or $100 million in
new issues every six months.”

Complications. If it uses its
Own service corporation, an is-
suing S&L must go through the
rigors of registration with the
Securities and Exchange Com-
mission. Further, when S&Ls,
following the Bank Board’s con-
cept, guarantee to buyers of
their bonds a fixed income
stream, they lock themselves in
with all the uncertainties of the
haphazard flow of income from
the back-up mortgages.”

The small investor. Despite
all these concessions to the
bond market’s notion of what a
security ought to look like, S&L
men and underwriters are con-
vinced that, to have a firm mar-
ket for public flotations of mort-
gage bonds, the S&Ls can't
count on pension funds alone.
They have to lure some money
from individuals—and perhaps
from the same people who now
deposit in S&Ls. This is a very
painful point. To placate those
S&Ls that don’t offer the bonds,
the Board set the minimum de-
nomination at $100,000.

If individuals are to buy the
bonds, however, the minimum

purchase must be brought down
to around $5,000. So the Bank

Board seems ready to approve
small-denomination bonds pro-
vided they are publicly sold
through an underwriting bro-
kerage. They must also bear the
name of a service corporation,
not the name of an S&L.

Waning enthusiasm. The
S&Ls, inundated this spring
with savings deposits, are less
keen than they initially were
about trying the bond, but the
Bank Board figures it has too
much at stake to give up now.
Unless the S&Ls lock in long-
term money now, when rates
are relatively low, housing will
bear the brunt of a borrowing
squeeze in any new credit
crunch. And the Bank Board is
still bruised by the criticism it
received in financial circles for
its own excessive borrowing to
support the S&Ls in 1974.

Meanwhile, Freddy Mac in-
tends to borrow long from pen-
sion funds on its own. Issues of
its new certificates will run be-
tween $1 billion and $3 billion
this year. Buoyed by a govern-
ment guaranty, the certificate
need not make all the conces-
sions to the bond-market re-
quirements that the mortgage
bond does.

Innovations. The certificate is
more like a bond than the Gin-
nie Mae pass-through is. New
features are a 15-year maturity
(although the maturity is not
stated that way) and semi-an-
nual payments of interest.

““We wanted to be as bond-like
as we could,” says Freddy Mac’s
Ronald Struck.

The next problem is to sell
enough certificates so investors
will be satisfied that there will
be an adequately liquid secon-
dary market in mortgage certifi-
cates when money tightens.

The acid test. For Bomar and
the Bank Board the question re-
mains whether the capital mar-
ket will buy the un-guaranteed,
industry-sold mortgage bond
without insisting on an interest
premium so expensive that the
experiment fizzles.

The key test will come when
public issues hit the market. If
the market accepts them, the
Bank Board would like to think
mortgage bonds could bring $10
to $20 billion into housing in
the next few years.

—StaN WiLson
McGraw-Hill World News,
Washington
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Between you
and the elements - -

Caradco

Wood Windows...
the climate controllers

Made of wood—nature’s finest insulator—Caradco
windows help keep you warm where it’s cold

(and cool where it's hot). Caradco refinements
like complete high-efficiency weatherstripping,
insulating glass and vinyl glazing create
remarkable weather-tight window systems,

give you energy-saving, cost-saving comfort
anywhere.

And Caradco has a complete line of double-
hungs, casements and sliders for commercial and
residential buildings . .. 228 Caradco choices!
See your local distributor for full details.

Caradco ‘
Window and Door Division the
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How Phoenix got $2.6-million block grant, most ot it tor housing

Under the new community de-
velopment block-grant  pro-
gram, the Department of Hous-
ing and Urban Development is
now approving the spending of
$2.5 billion by 1,200 cities and
a few urban counties under
plans drawn by city officials—
usually the mayors—and ap-
proved by HUD area offices.

Each city must submit a plan
that conforms to the require-
ments of the law: A statement
of its plans to improve living
conditions for the poor by clear-
ing slums and preventing blight,
and a plan to provide housing for
poor families and for the elderly.
Plans must be broken down to
show how the money will be
spent over the first year and
then over the years that are to
follow.

A housing plan is a must. It
has to include numbers of subsi-
dized housing units to be fi-
nanced and their location.

Here’s a close look at the plan
of one of the first cities to get its
application approved—in this
case by the HUD Los Angeles
area office director, Roland E.
Camfield Jr.

Housing will get most of the
money Phoenix, Ariz., is draw-
ing down for the first time under
HUD’s community develop-
ment block-grant program.

Phoenix was one of the first
cities to submit an application
and get itapproved. The applica-
tion, dated December 10, calls
for $1.6 million of its $2.6-
million entitlement to be spent
on the Booker T. Washington
Neighborhood  Development
Program, a 121l-acre urban re-
newal project begun in the
spring of 1972. It will cost $11
million to complete.

Phoenix 1is Senator Barry
Goldwater’s hometown. It is
one of those cities whose con-
servative politics have kept it
out of many federal programs,
but its politics is now easing
toward mid-road.

100% rise in spending. The
block grants replace the city’s
old categorical grant from
HUD—grants for such specific
purposes as open-space pro-
grams, urban beautification,
historic preservation, water and
sewer spending, neighborhood
facilities, urban renewal, model
cities and public-facility loans.
Those grants had given the city

a HUD spending level of $1.3
million a year.

But under HUD's formula for
block grants Phoenix became
entitled to $2.6 million, or twice
its previous level of grants. Its
grant will later rise to $9.7 mil-
lion, more than seven times its
income from the Treasury under
the old way of doing things.

City Manager John B. Wentz,
working under Mayor Timothy
Barrow, filed a seven-page sum-
mary of the application. It in-
cluded a statement of needs, a
rundown of the short- and long-
term objectives of each of its
projects, a detailed breakdown
of the housing it plans to build
under federally subsidized pro-
grams and a general statement

about where the units are to be
located.

Planning since ’'72. Public
hearings were held on the plan
in mid-November, after which
the plan was approved by the
City Council. It was formally
adopted in a public meeting No-
vember 26.

The city’s housing plan was in
good shape as the result of plan-
ning begun back in 1972. The
planning was done so as to give
the city a so-called workable
program, which was required at
that time to make any city eligi-
ble for HUD’s categorical
grants. Wentz in his application
said the city was eager to “‘enter
into a new pattern of relation-
ship with HUD.”

A national code for mobile homes

A national building code will be
imposed on  mobile-home
makers early next year—a result
of political bargaining between
the House and Senate on the
omnibus housing law Congress
adopted last August.”

The National Mobile Home
Construction and Safety Stand-
ards Act of 1974 is the latest ad-
vance by the federal govern-
ment—through the Department
of Housing and Urban Develop-
ment—into vigorous consu-
merism. The department will
become the regulator responsi-
ble for creating and enforcing
standards that assure the safety,
quality and durability of mobile
homes.

When the national standard is
officially promulgated by HUD,
a state or locality may not have
a standard for any aspect of per-
formance covered by the federal
standard that is not identical
with the federal standard.

Uniformity. The national
standard aims to minimize state
mobile-home code variations,
thus expanding the geographical
market for any given mobile-
home plant. A unit conforming
to the national standard can be
shipped freely from a factory in
Pennsylvania, for example, to a
distributor in Indiana or New
York—and vice versa.

Officials at HUD plan to have
a draft of the proposed standard
published in the Federal Regis-

*Public Law 93-383, the Housing and
Community Development Act of 1974,
passed unanimously by Senate, 377-21 by
House, signed by President Ford Aug. 22.

ter for comment by May. Final
standards are scheduled for pub-
lication in August, to become
mandatory by February 1976.

““The first standard will be pri-
marily the American National
Standards Institute’s A 119.1
standard, with variations,” ac-
cording to Maurice L. Fowler, a
HUD official in charge of coor-
dinating the standards proce-
dure.

Mobiles under fire. The ANSI
standard, which has been
adopted voluntarily by 46 states,
would be generally acceptable to
the mobile-home industry. But
already HUD is under pressure
from consumer groups to come
up with stiffer standards than re-
quired by ANSI.

In a slashing report titled
““Mobile Homes: The Low-Cost
Housing Hoax,” the Center for
Auto Safety, a Ralph Nader spin-
off, takes 197 pages to bolster its
case that mobile homes are gen-
erally a poor investment [NEws,
March]. The result of a 2% -year
study, the center's report
charges the industry’s leaders
with being concerned more with
“maximum profits and expan-
sion” than “safety, quality, and
integrity.”

The safety, durability and
quality of mobile homes are
being investigated by the Na-
tional Bureau of Standards with
a $50,000 fire-research grant
from the Mobile Home Manu-
facturers Assn., and a $200,000
grant from HUD—in addition to
fire research financed by funds
from the NBS budget. —D.L.

At the Booker T. Washingtq
project, the funds will be used
acquire homes and to reloca
homeowners.

Subsidized units. The cit
housing plan shows the cit
estimate of a need to demoli
4,000 dilapidated dwellings, 1
habilitate 40,830 and provide
least 77,323 subsidized units
1980.

The housing plan propose
series of residential restorati
and preservation programs—
nanced with $303,000 the fit
year—which would inclu
inspection, rehabilitation
saveable units with rehab loa
demolition of derelicts and
general neighborhood upgradi
program.”’

The city plans on 3,870 un
of subsidized housing duri
1975. That includes 1,260 nd
units, 640 existing and 1,9
rehabs.

Phoenix is counting
HUD'’s new Section 8 apartm
program to provide the funds f
1,000 of its new starts and 1
of the rehabs.

Locations. For the first ye
Phoenix is planning to alloc
800 of its starts to housing f
the elderly poor, who are es
mated to need a total of 14,3
housing units by 1980.

The housing plan speci
where the units for the elde
will go (100 each for Paradi
Valley, Deer Valley, Sunnysid
etc.). For the non-elderly uni
the plan says the new cc
struction will be sited accordi
to a detailed allocation form
including 20% of the units
South Phoenix, 19% for D
Valley, and so on. In each ca
the census-tract numbers a
identified.

West Coast grant. Stockto
Calif. is the first city on t
West Coast to receive a blo
grant, according to James
Price, director of the San Fra
cisco office of HUD. Stockts
received a first-year grantof
million, which will be used
continue two redevelopme
projects and to initiate a ng
phase of code enforcement.

Price said that his office pla
to issue block grants totali
$81.4 million to 39 other co
munities in northern Califo
in the next four months.

—Don Loo
McGraw-Hill World Ne

Washingt(
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hink what 1t takes
0 put up stucco.

Now think about
tuccato.

a

Now it’s easy to give any home #§ 1
exterior the clean look of skip- .£t¢
troweled stucco.

Our popular Stuccato panel hard- ¢
board siding installs quickly and re-
quires no special skills. Just position
he panels, nail them in place, and
the job’s done.

Used in Tudor styling, the panels
an he positioned sothe joints are coveredwith half-timber battens. Used
in typical Spanish architecture, the ship-lapped edges form tight,
nobtrusive joints.

In every way, Stuccato gives the look and feel of stucco, but
ithout the cost and incomvenience of installation. Anothe
extraordinary difference from Masonite. ]

And it’s available locally. Right now. Either primed
or prefinished in warm, flat, Classic White.

For more information on Stuccato or the many
pther Masonite brand hardboard sidings, contact
your Masonite representative.

Or write Dept. ST-HH, Masonite Cor-
poration, Box 777, Chicago, Illinois 60690.

Think of what it could mean to you.

STy
=
®

MASONITE

CORPORATION

<

. i “ F
. L)
Masonite and Stuccato are registered \ ’rhe eXtI’aOl'dﬂm dlﬁerence'
trademarks of Masonite Corporation .

%
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Britain adopts buy-now-and-pay-later plan to spur homebunaing

Britain’s ailing housing industry
has been given a multibillion-
dollar survival kit by the La-
borite government, but most in-
dustry leaders believe the plan
has only a fair chance of achiev-
ing full recovery.

Freely admitting he is borrow-
ing from a Conservative Party
plan, Labor’s Environment Sec-
retary Anthony Crosland has
announced these measures:

e A buy-now, pay-later
scheme by which first-home
buyers with annual in¢omes
under $9,120 can defer part of
their mortgage payments for ten
years on houses costing less
than $26,400. The plan is volun-
tary for Britain’s version of sav-
ings and loan associations,
known as building societies—
and has higher ceilings on in-
comes and prices for the London
area.

® Raising from $18,000 to
$28,800 the ceiling on the so-
called option mortgage scheme.
This plan allows homebuyers to
choose between lower interest

Tougher standards

Because tests showed a decline
in the quality of carpeting being
sold under the assurance that it
met Federal Housing Adminis-
tration standards, the Depart-
ment of Housing and Urban De-
velopment has raised the stand-
ards and made mandatory a new
procedure for checking carpet
quality.

With nylon—the pile fiber
used almost exclusively in FHA
homes sold with carpeting—
costing about $1 a pound, the ad-
ditional cost of material would
run from 12% to 25 cents a
square yard. However, HUD
also estimated that the cost to
the manufacturer of complying
with the new regulation proce-
dures might run $1.50 to $2 for
the 100 square yards of carpeting
in the average FHA-insured
house.

About 5% of all carpet manu-
factured in the United States is
believed to be used in FHA
homes.

Opposition. The Carpet and
Rug Institute objects to the new
standard (Minimum Property
Standard 44C), as published in
the Federal Register October 8,
1975, and 26 senators from the
textile producing states urged
HUD to delay the checking pro-

rates and tax write-offs on nor-
mal interest payments.

® Pledges to continue mas-
sive loans to building societies,
whose liquidity problems have
prevented them from making
many loans, even at the going
11% rate. So far, these loans
have totaled $1.2 billion.

® Pleas to local authorities to
speed plans for housing develop-
ments.

® A promise to let many de-
velopers go ahead with building
plans  despite  legislation
proposed by the Labor govern-
ment to nationalize develop-
ment land, chiefly in suburban
areas.

Delayed-pay plan. The de-
ferred-interest plan is complex,
but in effect it means that pur-
chasers would initially pay
8.5% interest. The rate would
then rise by %2% a year until
11% was reached at the sixth
year. The rate would remain at
this level through the tenth
year, after which payments
would rise for the remaining 15

years of the standard mortgage
length.

Homebuyers using this plan
would ultimately have to repay
more money than on regular
mortgages, but the higher pay-
ments would presumably be
made with inflated money.
They would also be able to mort-
gage up to 95% of the house
price.

A homebuyer, for instance,
might take out a mortgage for 25
years at 11%. If the loan now
amounts to $19,200 in today’s
market, monthly payments (in-
cluding amortization) in the
first year will be about $157.

The monthly payments will
be about $7 higher in each suc-
ceeding year until they stabilize
at about $190 a month for years
six through ten.

For years 11 through 25 the
monthly payments would be a
flat $197 a month.

Drop in starts. To underscore
the need to stimulate the in-
dustry, the  Environment
Department confirmed that

housing starts continued to dr
last year even after a large injq
tion of capital into building §
cieties. November’s priva
starts fell to 7,000, compared
8,000 in the previous month 2
15,000 in November 1973. Rd
ovation grants—allocatio
made to private homeowners
local authorities—were

late last year at about 50% of
1973 level.

One of the few signs of op
mism came a day after the gg
ernment’s program was
nounced. The Building Socie
Association reported that ]2
uary deposits would set
monthly record of nearly $6
million. The deposits, howe
were clearly a reaction agair
investmentin the stock mar.
which had plunged in the p!
ceding months. Stocks
bounded in January, and the
surgence was expected to sip
off potential deposits—at le
in February and March.

—Don Ebig
McGraw-Hill News, Lond

set for carpeting despite industry’s objections

gram. Manufacturers that do
participate in the program may
state that their products meet
HUD-FHA standards, but they
also include a statement that
this does not imply endorse-
ment by the federal govern-
ment.

The institute has gotten a
promise of another meeting
with HUD officials and, one of
its sources said, it will propose
“a superior program.” This
source also said that the costs of
HUD’s own new regulation
would run higher than HUD
now estimates.

Testing program. The new
procedure requires a manufac-
turer to submit samples to a
HUD-approved testing labora-
tory, which functions as an ad-

ministrator of the program. The
administrator is responsible for
the testing and certification that
the carpet meets the FHA stand-
ards—and responsible for mak-
ing two random spot-checks of
the manufacturer’s output each
year.

Another procedure will allow
amanufacturer to test the carpet
in his own laboratory. If the lab-
oratory is approved by an admin-
istrator, the administrator will
then conduct three spot-checks
of the carpet’s quality each year.

The higher standard and
tighter regulation replace a
standard originally laid down in
1966, and a self-regulation pro-
cedure whereby the manufac-
turer certified that his carpet
met the standard. However,

Two developers file in bankruptcy

Cavanagh Communities Corp.,
acommunity developer based in
Miami Beach, and Co-Build
Cos., a developer in the Virgin
Islands, filed for reorganization
Feb. 18 under Chapter 11 of the
federal Bankruptcy Act.
Trading in Cavanagh shares
was suspended on the New York
Stock Exchange the same day.
Co-Build has been in financial

disarray since 1973. Its former
management has been sued by a
major stockholder for allegedly
releasing misleading financial
information.

Under Chapter 11, a company
operates under its own manage-
ment but seeks court protection
against creditor lawsuits while
it tries to work out a plan for
paying debts.

tests done for HUD by ing
pendent testing laboratories
1970 showed that one-third
100 samples tested failed

meet the standard—and in 19
two-thirds failed. The test fa
ures revealed that many man
facturers were cutting back

the amount of fiber per squ4
yard, thus lowering their o
costs.

Test centers. At the beginni
of March one labo
tory—Electrical Testing Labo
tories, New York City—]
been signed by HUD as an 4
ministrator. The firm will
actually do the testinginits o
shops, but will contract out
work to testing labs equipped
do such work. Early in Marg
about 30 manufacturers out
the 350 in the country
signed up.

Officials at HUD’s Washiy
ton headquarters say they
been trying to work out star
ards and a certification prog
dure with the industry for yea
and Undersecretary James
Mitchell said in a statemg
that “we are willing to co
with industry representatives
attempt to develop an additio
method of self-certification
lizing end-use spot-checks.”
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We have a
reputation
can

Copyright, 1975, Congoleum Industries, Inc

... And that reputation goes a long way toward helping you

sell homes. The kitchen is the most important room in the house,
and Congoleum invented the features women want most in
their kitchens . . . the easy-care no-wax finish of Shinyl-Vinyl®,
and cushioning — for comfort, warmth and quietness underfoot.
We have over 300 exciting patterns and colors to choose from
in a wide price range. And since they're all cushioned vinyls,
they install fast and easy in new construction or remodeling.

Add our 1975 full-line pattern book to your arsenal of sales
tools. Hundreds of appealing designs, plus a thorough specifica-
tions and installation guide for all Congoleum floors. Write
Dept. H, Jack K. Berk, contract sales manager, Congoleum
Industries, Inc., 195 Belgrove Dr., Kearny, NJ 07032,

(201) 991-1000.

Congoleum

World’s largest manufacturer of cushioned vinyl floors.
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Al Hayes leaving NY. Fed-Paul Volcker reported to be successo

Retirement of President Alfred
Hayes is the key move in a
changing of the guard at the
New York Federal Reserve
Bank, by far the most powerful
of the 12 banks in the system. In
the shuffle, several sensitive
posts will fall to new hands.

In his 19-year tenure as New
York Fed president, Hayes has
come to epitomize the rock-
ribbed, conservative, anti-infla-
tion viewpoint of New York fi-
nancial opinion, just as William
McC. Martin did during long
years as chairman of the Reserve
Board in Washington. Now 65,
Hayes will step down August 1.
His successor presumably must
inspire confidence in the conser-
vative constituency to bolster
confidence in the nation’s
money and its monetary policy.

A different type. While no one
has been chosen to replace

PRINCETON’S VOLCKER
A change of voice and manner

Hayes, all speculation centers
on a former Treasury undersec-
retary for monetary affairs, Paul
Volcker. At 47, Volcker is the
same age Hayes was when the
latter took charge in New York.
Neither man has much fondness
for Milton Friedman’s mone-
tarist economics, which the
New York Fed, as operator of the
reserve’s policy-executing open-

market trading desk, tradition-
ally has resisted as destructive
of the stability of financial mar-
kets.

An ex-banker with Chase
Manhattan, Volcker did a five-
year stint with the New York
Fed early in his career. But per-
haps his chief asset is his leader-
ship in international monetary
matters as Treasury undersecre-
tary during the turbulent 1969-
74 years. He is presently a senior
fellow at Princeton University’s
Woodrow Wilson School of In-
ternational Affairs.

Volcker may be as conserva-
tive an opponent of inflation as
Hayes, but in manner he is con-
spicuously different. Volcker is
a free talker, if not garrulous.
Hayes has a reputation for si-
lence, except with a small, inner
circle of associates.

Other changes accompany the

Hayes exit. Thomas Waage, sg
ior vice president for public
fairs, left the New York
March 31. Waage is 63. Sen
Vice President Charles Coom
56, in charge of the New Yd
Fed's foreign exchange ope
tions, will leave June 1. Waa
will continue as a consultant
both the New York Rese
Bank and the Reserve Board
Washington. Coombs has
revealed his plans.

Alan Holmes, the executi
vice president who manages
Fed’s trading desk, will assu
Coombs’ foreign-exchange
sponsibilities. That, in tug
will mean that more of the da
to-day command of trading-de
activities will fall to Vice Pré
ident Peter Sternlight, who
title is lengthened to inclu
“deputy manager for domes
operations.” —S.

Research house at homebuilders’ convention stresses new materials

Each year they meet in Dallas,
the NAHB’s members will see a
house built by a local research
group to demonstrate the eco-
nomic feasibility and market ac-
ceptance of new products and
techniques not in common use.

“Discovery 1975,” a 3,300-
sq.-ft. contemporary ranch-style
house built by the Construction
Research Center of the Univer-
sity of Texas at Arlington, was
designed with special attention
to energy and resource saving, to
low maintenance costs and to
security measures. Much of the
work was done by architectural
and engineering students under
the direction of professionals,
and manufacturers and suppli-
ers donated most of the materi-
als.

Funds from the sale of this
house are going into continuing
research and the construction of
a 2,000-sq.-ft. house to demon-
stratein 1976 a solar heating and
cooling system in addition to ad-
vances in construction technol-
ogy and materials.

New approaches. Among the
innovations demonstrated this
year were:

® The first residential floor
slab made of concrete reinforced
with glass fibers. The CRC says
this fibrous concrete performs
twice as well as conventional
concrete reinforced with steel,
apparently eliminates shrinkage
and temperature cracks, and

should be cost-competitive
when the special alkali-resis-
tant glass fibers are available
commercially.

e Walls made of concrete
block stacked without horizon-
tal or vertical mortar joints (tri-
pling a mason’s productivity),
then coated with about %-in. of
glass-fiber-reinforced  mortar.
The mortar (available commer-
cially) is said to make the con-
crete block wall significantly

McInerney leaves Long

Timothy J. Mclnerney resigned
unexpectedly last month as ex-
ecutive vice president of the
Long Island Builders Institute,
one of the largest locals in the
National Association of Home
Builders.

He attributed his resignation
to “personal and professional
considerations.”

McInerney had held the exec-
utive’s post for ten years and had
been on the institute’s staff for
14. He was also editor of the
group’s monthly publication,
The Long Island Builder. He left
to become construction editor
of the Long Island Business Re-
view, a weekly. He had been a
reporter and political writer in
the Bronx in the 1930s, but he
had been a full-time trade asso-
ciation executive since 1937.

President Andrew A. Monaco
of the institute accepted McIn-

KENNETH SANDERSON

stronger than conventional
walls with block set in mortar.
It serves as both interior and ex-
terior finish, and can be painted
or covered with textured plaster,
if desired.

e A water-repellant, free-
flowing granular vermiculite,
poured into cores and cavities of
the masonry walls, serves as a
permanent barrier against trans-
mission of heat and sound.

® Heating-ventilating ducts

Island builder group

LIBI's MCIERNEY
After 14 years, good-by

erney’s resignation with “deep
regret”” and said:

""His years as our administra-
tor were very fruitful for our
oganization, which is a tribute
to his ability.”

Mclnerney’s replacement is
Thomas Junor, who has been as-
sociated with a planning board
on Long Island.

made of a flat glass-fiber shg
bonded to an aluminized fab
then folded to form rectangu
ducts, provide an economig
system completely free of noi

® An under-foundation wa
system to maintain Supporti
soil moisture and automatica
provide water to lawns
plantings. Two parallel loops
porous pipe are made from req
cled rubber tires and plastics.

® Solar  bronze  windg
glass—with hermetically sea
air space between the doul
panes—to control brightng
and solar heat gain. This is n¢
for single-family constructio

® A concrete tile roof, prov
ing long life and minim
maintenance, is underlaid w
a reflective coating—a wat
proofing membrane with an e
bedded foil barrier—to red
heating and cooling.

® Exterior doors which lo
like conventional wood do
have a steel face and back—s
arated by wood—and a po
urethane core. These elimin
warping, bowing and significa
heat loss, and magnetic wea
erstripping assures no air
moisture infiltration.

® A sheathing, made of
truded polystyrene foam, wh
is said to have superior ins
tion characteristics. Itis used
wall and in gable areas, but i
still experimental. It is light 2
easy to install.
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Solarcool reflective glass.
Its looks don't reflect |ts price.

Compared to tinted glass,
Solarcool reflective glass can add
as Iittle as 10% to the cost of the
total wall system.

Yet it brings virtually any type
of light-commercial building to life
with the unique and prestigious
esthetics that only reflective glass
can offer.

There's no limit to the effects
you can achieve. Wood, concrete,
masonry, and metal can all be
dramatically complemented
by reflective glass.

But besides good looks,
Solarcool reflective glass gives you
good performance, t0o.

Since it is reflective, it shields
the sun’s glare and reduces heat
gain more efficiently than tinted

“-ﬁff

oo i
Professior : ma

glass. So your air conditioning 1

da

system is more economical. Krehissct: Jnini Gialari Chokiige
In cold climates it can save on Contractor: Jean Mordellet

your heating costs, too. Because 2. Roanoke Office Building, Phoenix, A

it becomes an excellent insulator SWEASC: k. Log Capin

when used in double-pane 0 i inccasit iidiead

construction.

So treat yourself and your
next building to the remarkable oo Dt il 8
beauty and excellent performance Architect: Arkhora & Associates
of Solarcool reflective glass. Contractor: Hails Constructios

For all that you get, it's not all
that expensive.

To find out more about it, see
your local glass distributor, or write
for our free booklets to: Dept. H45,
Solarcool, PPG Industries, Inc.,
One Gateway Center, Pittsburgh,
Pa.15222.

PPG: a Concern for the Future
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The housing industry’s stocks take a tumpie

House & Home's value index of ar.3 %?:3 cd e -y g

25 housing stocks slipped to |  company Close  Month Company Close  Month Company Close  Month

14435 from 151.98 in the McCarthy Co—d ........PC 1% ... National Mortgage Fund NY 1% - % Fuqua COmp. ... N 5 - %

month ended March 3. McKeonConst ... AM 2 - % Nationwide RE. Inv. ... OT 4%  + 1 Georgia Pacific .......... NY 38%  + 1%
H. Miller & Sons ... AM 6 +1 (Galbreath Mtg Inv.) Glassrock Products .....AM 2%

The loss ended a two-month Mitchell Energy & Dev. .. AM 11%  + 1% North Amer. Mig. Inv. ... .NY 8% - 1% Great Soumm ) .
National Environment ...OT % - % Northwest Mut. Life Com=d .....oovernrns or 312 +

pattern of advances' tha@ had (Sproul Homes) Mg BRI, .. . NY 10 - 1% 6l Qi (Gu« Reston) . NY 20% + Y

brought most housing issues Oriole Homes Corp. .....AM 5% - % PNB Mtg. Rity. Inv NY &% - 1h Gultstream Land &

’ Presidential Realty AM 4 + % Palomar Mtg, Inv.—d ... AM 1 - h Dev—a ... AM 8%

into the new year on the upbeat. Presley mctgp;;nom Mg - Pem.REIVT... AM 8% + % (Bel-Aire Homes)

AR i Pulte Home Com—d ...AM 2% - % P Capital AM 8§+ % INACorp. (M.J.Brock)  NY 32+ %

The new retreat was led by mo Robio-Ledd Co— ..MM 1 i Reaty ncome T, AM &%~ 11 wan%?ml (o) . NY 3 - ¥

1le- N ossmoor Corp. A Ya i Republic Mtg. Inv. NY 2% - Y International Basic Econ. OT 1 o
bile-home and mortgage compa Ryan Homes .......... AM 16K+ 1% BESwLRET | NY 3% 1 intornational Paper ...... NY 3%%  + 1h
nies. R lnd“Group ...... : 8; g;: - 1:;; Security Mtg. Inv. AM th - W Inter. Tel. & Tel. ... NY 19% - %

: g apell Industries ....... - Stadium Realty Tr oT 2% + K Investors Fundin 2 T
Share prices of January 1965 ShalerCap. o Anerca O Y+ ) Stat Wi S0 N 2h - % o ™ T

" ? tandard Paciic—d ... .AM 2% Sutro Mtg. NY 3% - % Leroy Corp. LOT 1h o+ %

Lc}ugte with a bgsg of 100: The Universal House & Dev..PC % - % Unionamerica Mig. & Ludl(y,wCo( v NY 102+ W

25 issues comprising the index «US. Home Comp. ........ NY 4% Y% Equity . AM 1% - % Monogram Industries ... NY 7% - %

‘ . Valley Forge Corp. .......0T % 4 US. Realty Inv. NY 3% - 1% Monumental Corp. oT 10% - %
are overprinted in color. Washington Homes ... .OT 1%  + 1 Wachovia Realty Inc. . NY 3% - 1% (Jos. Meyerhoff Org)
- g Del. E. Webb . NY 3% - % Wells Fargo Mortgage ... NY 5% - 7 Mountain States Fin.
Here’s the graph Of a” & Westchester Corp orT % i orp OT 5% +2
stocks on the composite index. LAND DEVELOPERS Natiorial Homes NY 3% - %
SAVINGS & LOAN ASSNS. All-State Properties .. OT 15 + Q2% National Kinney AM %+ %
American Fin. Corp. 0T 10% + % *AMREP Corp. ........... NY 3% + % (Uris Bidg.) )

400 s e Calif. Fin. L NY 3% - % Arvida Corp. 0T 5% % NEI Corp. oT 5% + 1%
Empire Fin. ... AM 14% LY Atlantic Imp.—d oT 2% % Occidental Petroleum ... NY 147 + "
oFarWestFin. ............ NY 5 - 1% Canaveral Int AM %+ Ve (Occ. Pet. Land & Dev.) )
Fin. Corp. Santa Barb. ....AM 117 + 2% Cavanagh Communities NY 7 + e Pacific Coast Prop—d ... AM :t - Y%
FRLFOE ..ocomsossisid NY 10% - % Crawford Corp. ...........0T 4 Perini Corp. ....... AM 62+ %
«First Charter Fin. ........ NY 1% -1 «Deltona Corp. ............ NY 6% + % Philip Morris ... NY 46%

500 First Lincoln Fin oT 2% - % Dominion Holding ......OT % - Y% (Mission Viejo Co.)

First S&L Shares AM 8% 1% (Disc. Inc. of America) Pope & Talbot NY 12% - B
First Surety oT 3% + % Fairfield Communities—d OT % % Republic Housing Corp. . AM 176 -
First West Fin. oT % - % +Gen. Development ......NY 4% Rouse Co OT 3% + %
Gibraltar Fin NY 9% - % Getty Financial Corp. oT 1 Santa Anita Consol. oT + 1%

400 Golden WestFin. .......NY 10% -1 (Don the Beachcomber) (Robt. H. Grant (:om) . :
oGreat West Fin. ........... NY 162 + % *Horizon Comp. ........... NY 3% + % Tenneco Inc. NY 2% - %
Hawthorne Fin. 0T Th - % Landmark Land Co—d .AM 1% - % (Tenneco Realty) »

«Imperial Corp. ........... NY 9 + % (Gulf State Land) Time Inc. NY 34%2 +4
Transohio Fin. NY 6 - % Land Resources ofT % + % (Temple Industries)
(Union Fin.) Major Realty OT 144 +0025 Tishman Realty oT 2% - 1%

300 Trans World Fin NY 9% - % oMcCulloch Oil ............. AM 4% + % Titan Group Inc. OT  "he +
United Fin. Cal NY 6% Y% Sea Pines Co OT 2% + % UGI Corp. NY 12 - 1%
Wesco Fin. .. NY 10% South. Rity., Util.—d AM 4% - Weil-McLain NY 8% .

Westinghouse NY 12% + h
MORTGAGING MOBILE HOMES & MODULES (Coral Ridge Prop.) ‘ .

20 ChanerCo. ... NY 29 + &% «Champion Home Bidrs. AM 3% + % e e
CMi Investment Corp. .. NY 9%  — 1% «Commodore Com—d . AM 1% ... S el ¥ B ~
O AM 3% - % Conchemco—d ... AM 8  + Y A il A B

14435 Cont, llinois Realty ... NY 1% - % De Rose Industries—d . AM 1% - % ickes Corp. -
Fed. Nat. Mig. Assn. ... NY 17% % oFleetwood ................ NY 10% - % SUPPLIERS
100 Fin.Resources Gp—d ..OT % - % Golden West AM 2
GlobeMongage) Moamco Corp AM M + Y Armstrong Cork ...NY 25%  + 3%
+Lomas & Net. Fin. ....... NY 6% - % (formerty Mobil Automated Bldg. Comp AM 3 - %
sMGIC Inv. Corp AAAAAAAAA NY 12% - 1% Americana) Bird&Son ...............0T 33 + 1%
Palomar Fin. AV 1% Mobile Home Ind NY 2% - % glack &&ocpker z‘; ag:/. + 4:;:
TANUX - United Guaranty Corp OT 5% - 1% Monarch Inc OT 1% - % arrier Corp. .. 0% +1

y 3 T Eu TR, lwo'r‘ (formerly FMIC Corp.) *Redman Inc. ............ N Certain-teed NY 9% - %
100 DF X :’A‘o”o" “{JJASONDTFM Western Pac. Fin.Corp. OT 2%+ % Rex Noreco—d NY % + % Crane ......................NY 39% + 3%
72 73 75 (formerly So. Cal b NY 16% -M% Dexter ... NY 10% - 1%
Mort. & Loan Corp.) Town and Country ....... AM 2% + W% Dover Corp. ... NY 36% + 4%
g UPI Corp. ... AM 2%  + % Zimmer Homes .........AM 2% " Emerson Electric ... .NY 34%  + 5%

Here’s how the five compa- (United Imp. & Inv,) skl Emhat Cof.........NY 19+ 1h

1 1 Brigadier Inc or 1 L —— - %
nies in each group performed. REAL ESTATE INV. TRUSTS En?.argnmenm Commun, OT % gﬂkgm : m }3;2 + :

AlisonMtg. ...........NY 3% - 1% Hodgson Houses oT % + % v .
AmncrtngCenlury AM gn'. - 1% Liberty Homes ... 0T 1% - % GOW&‘E'OCMC v NY 44 + 5%
Mar.'74Feb.”75Mar.'75 Arlen Property Invest. ....OT 4% - % Lindal Cedar Homes oT 1% % Goodrich NY 16% + 1%
Builders 199 128 126 Atico Mig. . NY 3% - % Nationwide Homes .....AM 10 + 1% Horcules ..................NY 21%  + 3
X i Baird & Warner e — W Shelter Resources AM 3% + 1% Hobart Mamiac!unng NY 18 + %

Land developers 142 88 94 Bank AmericaRlty. .. OT 6% - 2% Switt Industries .. OT e Int. Harvester .NY 26% +5

M 672 221 Barnes Mig. Inv. OT 2% - 1% Johns-Manville ... .NY 21% - 2%

ortgage cos. 221 199 BametMigTr . . NY 2% - % DIVERSIFIED COMPANIES Kaiser Aluminum NY 18 - 1%

Mobile homes 444 459 409 Beneficial Standard Mtg, AM 4% - 2% American Cyanamid ... .NY 25%  + 2 Keene Corp. ... NY S+ %

S&Ls 139 106 103 BT Mort. Investors ....... . NY 4 - 1% Amer. Standard ...NY 12% ! k:lgh - :Jh‘c g‘/ ; ‘%
Builders Investment Gp. NY 4% Amterre Development ..._.OT 1% - % MMCND- - 39% T
Cameron Brown ......... N 2% - % Arien Realty & Develop. NY 1% - % - - -
Capitol Morigage SBI .. .NY 2% - % AVCO Comp. ............ NY 3% - % N‘Y‘*‘g rrrrrrr A

Mar3  Chng Chase Manhattan ... NY 5 -3 Bendix Corp. NY 2%  + 1% ational GVDW“ N 18
Bid/  Prev ClMongage Group . NY 1% - % Bethlehem Steel . NY 31 - 1% ORCRNIAR: ..o 806 BN % TN
Company Close  Month Citizens Mg ........ A 2% - % Boise Cascade ... NY 15%  + 1 Overead Door ».........NY 6% - %
Ciizens & So.Rty. .. NY 3% - 1% Buiding & Land Tech. . OT 1%  + % °"°"5°°’“'"9F'°'9'- ~NY 3T+ 4%
BUILDING Cleve. TustRlty.Iov. . OT 3 - % CNAFinancia (Lawin)  NY 3% - % Lo gy - ¥
Alodex or CowellMig. Trust ... AM 3 -1 CampeauCop. ... TR 5  + 45 e NY 26% - %
AVCO Comm.Devei—d PC % - '/ Conn. General ... NY 13 - 1% Castle & Cooke NY 1% - % H"Y"""’SM"“'S ~NY 16h - %
American Cont. Homes ..OT 1% - % «Cont. Mig. Investors .....NY 1% - % (Oceanic Prop.) HohmaHaas iV (3%
American Urban Corp, ..OT %  + % Cousins Mig. & Eq. Inv. NY 2% T CBS (Kiingbeil) ... NY 41%  + 4% n°“s°“ e Ny 7 +h
BramaleaCon.(Can) . TR 5%  + 1 Diversified Mig. Inv. ... NY 1% - % Champion Int. Corp. ... NY 16 + 1% oper Cop. ..............NY 13—+ %
Campanelli Ind. oT % + % Equitable Life ........... NY 14% (US. Pwaood-Champ'on) St.Regis Paper ..........NY 24%  + 1%
(New America Ind.) Fidelco Growth Inv. ._.._.AM 7% - 1 Christiana %L + % Scovil Mfg. .............NY 10% - 1%
Capital Divers (Can)— OT 36 + 04 Fidelity Mig—d ... NY 1% Citizens Financiai—d . AM 1% . Sherwin Williams NY 0 +2
«Centex Com. ............ N 7%+ % First Memphis Realty ....OT 3% - 1 City Investing NY 6% - 1% SIHCOM. .......couorvneens NY 10% + %
Cenvill Communites .....AM 2% - % *First Mig. Investors .....NY 1% - % (Sterling Forest) Stater Electrc ... 0T 3% -1
Cheezem Dev.Corp. . OT % - % First of Denver—d ... AM 3 i Coming Glass ... NY 42  + 3 v e b e -
Christiana Cos. M 1% % FirstPennsyivania . NY 3% - % Cousins Properties . OT 3% - % PR - v Ny dh - %
Cons. Bldg. (Can) TR 260 - 05 Frankin Realty—d AM 2% Dreyfus Corp. NY 6 - % Thomas Industries .......NY 7 - %
Dev. Corp. Amer, AM 4% 4 % Fraser Mtg. . LOT 9% + % (Bert Smokler) Triangle Pacific—d ......NY 7% - 1%
Dev. Int. Corp—d OT 062 + 012 Gould Investors—d ... AM 4% - % Envionmental Systems | OT 'y + 013 US. Gypsum ... NY 1% - 2%
Eawards Indus OT 2% + % Great Amer. Mtg.Inv. ... NY 2% - % ERC Com. oT 1% + % »L:I.SVSMI. - NY 50%  + 2%
FPA Corp—d . CAM 3% Guardian Mg . AM 3 % (Midwestern Fin) allace Murray .........NY T - %
Carl Freeman Assoc. . OT 2% % Gulf Mig, & Realty AM 2% 4 Evans Products NY 3% -1 Jim Walter ..... NY 2k - 1%
Frouge Corp—d oT 4% i Hanmilton Inv oT 1% - 1% Ferro Corp. NY 28%  + 4w Whiripool Corp. . NY 20% + 1h
General Builders AM 1%+ % Heitman Mig. Investors _.AM 2% - 1% First Gen. Resources—d OT 05 - 075 R
Hoffman Rosner Corp. ... OT 3%  + 2 Hubbard R. E. Inv NY 12%  + % First Atty. Inv. Cop—d .AM 1 + % AM—closing price American Stock Exchange. NY—
Homewood Corp. LOT 5% + 1 ICM Realty AM 10% - Y% Fishback & Moore NY 30% New York Stock Exchange. OT—over-the-counter
Hunt Building Corp. .......0T 2 Larwin Mtg. AM 1% - % Forest City Ent AM 4% bid price. PC—Pacific Exchange. TR—Toronto
*Kaufman & Broad ....... NY 6% - % Lincoln Mtg. ... LOT % - % Flagg Industries—d AM 3 + % Stock Exchange. a—stock newly added to table.
Key Co—d AM 1% o+ Y% Mass Mutual Mtg. & Rit.  NY 11 Frank Paxton Corp. orT ™M + % d—not traded on date quoted. *—Computed in
Leisure Technology ... AM 1% - % Mony Mtg. Inv. NY 6% (Builders Assistance Corp.) HOUSE & HOME's 25-stock value index. Source:
Lennar Corp. NY 4% - % Mortgage Trustof Amer. NY 3% - % Fruehauf Corp. NY 1Th -1 Standard & Poor's, New York City.
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Eljers Natural,
the fixture color
thats any color
vou want it to be

Natural is Eljer's name for a
great new bathroom fixture
color.

It's the first color that lets you
build bathrooms that do not
dictate decorating motifs and
color schemes to your buyers
or tenants.

ELJER

It moves from off-white to
subtle complementary hues,
in different lights, next to
different colors, in
combinations with different
textures and patterns.

Natural’s the perfect choice
because it lets you use the
added appeal of color without
risking consumer resistance.

Eljer Natural is available in
bathtubs, lavatories, bidets
and toilets. The color match is
perfect between vitreous
china, steel and cast iron.

Now there’s one bathroom
fixture color that can be many
colors. Developed by Beatrice
West, noted color consultant.

Specify Eljer’'s new decorator
fixture color. It’s a Natural.

Contact your Eljer plumbing
contractor, or write Eljer, for
our free brochure.

ELJER PLUMBINGWARE
Wallace Murray Corporation
Dept. HH, 3 Gateway Center
Pittsburgh, Pa. 15222

WallaceMurray
e
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In good times and

bad,some things keep
getting better.

Insulite. First of the fiberboards.
We first made it in 1914, and
we've been making it better ever
since, through wars and depres-
sions, through thick and thin.

We introduced Textured Insulite
in 1970, and Textured took off.
We added tough, tung-oil temper-
ing and had a hit on our hands.
We followed with priming and
prestained colors, lap and panels,
and—just last year—the first
color-matched automatic nailing
system.

And this year: Textured hard-
board’s only thermo-set acrylic
finish. For unsurpassed dur-
ability in four new natural colors.
In orders customized with any
mix of Insulite Sidings—primed,
Colorside and Textured.

Team up now for a trip to
Super Bowl X. Boise Cascade is
giving away 12 trips for two to
Super Bowl X. To be eligible for
the drawing, all you do is attend
a special “Kickoff Meeting” in
your area. There you’ll learn how

Boise Cascade
Building Materials Group

your purchase and installation of
Insulite Siding between March 1
and October 31, 1975, can earn »
you a Super Bowl holiday, an
exciting Get-Away vacation, or
super merchandise awards.

Contact your Boise Cascade
representative soon: you must
qualify and register for the pro-
gram before June 30, 1975.

Boise Cascade

Building Materials Group
P.O. Box 2285,

Portland, Oregon 97208

We've been on your side
for sixty years.
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‘74 housing act’s double-shot force:
It can save rotting areas of cities
and launch rescue financing

for rental-apartment projects

There is more potential impact on the mul-
tifamily market in the Housing and Com-
munity Development Act of 1974 than in
any federal legislation in years.

One program, now only a step from appli-
cation, holds special promise.

This is Section 223f, which brings FHA
into the financing of existing rental apart-
ments that were not built with the agency’s
insurance.

This section is exciting. It provides tools
for coping with two problems.

One is the accelerated decline, and even-
tual abandonment, of older neighborhoods
with physically sound structures. Section
223f offers a mechanism for making such
buildings viable and economically sound in-
vestments, thereby attacking the economic
waste and personal tragedy of disposable
cities.

The other problem involves the many
thousands of new multifamily units that
were started without a takeout—or perma-
nent—mortgage in the 1972-73 boom and
have never obtained such financing. Some
were never completed, work having stopped
when the money ran out. Some were com-
pleted as condominiums but then couldn’t
sell. Another tragic waste, because most of
these projects are in local markets where
there is strong and healthy demand for ren-
tal apartments.

Section 223f—under a temporary authori-
zation—provides the tools for these projects
to obtain permanent financing as rentals.
Unfinished projects could be completed and
made viable. Condos would have to convert
to rental on a permanent basis, but that
might be a better fate than waiting for the
condo market to turn around in an overbuilt
area.

This program faces one hurdle. (That may
have been overcome by the time you read
this.)

A short wait on GNMA. For technical rea-
sons (the fact that the program insurance is
backed by federal debentures rather than
cash) the most favorable financing for Sec-
tion 223f will be GNMA mortgage-backed
securities. Hence the program and inter-
ested lenders and developers are all waiting
at the starting line for a declaration from
GNMA that it will guarantee securities
backed by Section 223f loans.

A considerable financing volume is in
prospect, once GNMA moves. Estimates for
the first year range from $4 billion up.

Aside from the fact that it offers the only
tools in sight for solving the problems men-
tioned above, Section 223f is really very fa-
vorable financing.

With the new 8% rate, the constant may
be as low as 9%, compared to a 10.4% con-
stant on today’s typical conventional loan.
There is no personal liability. Loans are up
to 80% of value, based on projected cash
flow (or up to 85% of acquisition cost,
whichever is lower), with a cap rate in the
range of 82 %, compared to 10.3% for a typi-
cal conventional project when this was writ-
ten. A project financed under 223f is thus an
ideal vehicle for syndication.

Liberal loan limits. The loan limits are the
same as for the old Section 207, the most
liberal FHA has. On a three-bedroom unit,
the base rate is up to $32,750 in an elevator
building, $26,500 in low-rise, and, of course,
higher in higher-cost areas.

The loan term is three-quarters of the
building’s remaining economic life up to a
maximum of 35 years. For some old build-
ings or neighborhoods with a limited future,
terms may be as short as ten years.

With older buildings, 223f’s primary role
is to finance new purchasers, thus maintain-
ing a market and sustaining property values
in neighborhoods that may now be redlined.
But it may also be used for refinancing, if the
proceeds go for rehabilitation and cleanup to
increase a building’s economic life.

There are two criteria for 223f eligiblity,
each defining one of the problems that needs
attention. Where the problem is preserving
viability of older neighborhoods, the crite-
rion is that the building must be at least
three-years old and have begun some
occupancy. Where the problem is lack of a
takeout on a new complex, the project must
have been started before June 30, 1974, and
be scheduled to complete before the end of
1975.

Those old FHA problems. What of the two
standard bugaboos of FHA multifamily fi-
nancing—points and red-tape delays?

Section 223f borrowers should come out
well on points because of the very provision
that is now holding up the start of the pro-
gram—funding through GNMA securities.
The GNMA market has been strong in re-
cent months. Securities backed by residen-
tial FHA-VA loans have been selling at close
to par for the 82 % loans, and that is several
points better than the FNMA market. A se-
curity backed by apartment mortgages

‘ ROBERT J. MYLOD, PRESIDENT, ADVANCE MORTGAGE CORP., DETROIT, MICH.

L

might not do quite as well initially, but, 2
in all, points should be moderate or low.

Processing time should be substantiall
less than on other FHA multifamily pra
grams because 223f does not involve ne
construction. It should compare favorabl
with conventional processing time.

Other reforms. Under the heading of u
finished business, the new Housing Ag
brings up to date several pieces of financing
some of which can be turned into starts a
most overnight.

For example, it provides funding for 32
000 turnkey units that had been committe
before the 1973 moratorium.

It authorizes a two-year extension of Sed
tion 236, with an appropriation of up to $75
000,000 for localities with special needs tha
can’t be met under the new Section 8. |

The old land-development Title X ha
been liberalized under the new act and coul
become a potent tool if adequately funded
It will now finance land purchases up t
80% and development costs up to 90%
Funding will depend in large part o
whether GNMA will approve this progra
for issuance of securities.

Perhaps the simplest and largest immed
ate opportunity is in a program that doesn
even depend on the housing act. There ar
still Tandem Plan allocations left, with dis
counts that may run as low as 2 points o
an 8% loan, for 60,000 unsubsidized units
221d4s, 207s and 232s.

Critique of Section 8. It is difficult to writ
about the new housing act and not touch o
its centerpiece, Section 8. This is the pro
gram that has received the widest indust
and public attention, and it already has
$900-million allocation.

I must confess I am ambivalent about thi
section.

On the one hand, it is the best thought-o
conceptual approach to housing subsidies t(
date. It has eliminated many of the failing
of the predecessor Section 236 and Sectio
23 programs.

On the other hand, its potential cost to th
taxpayer is three times that of Section 234
And Section 8 offers limited benefits to th
average builder. It favors state and loca
housing agenciés over private developers.

The high cost to the federal budget of Sed]
tion 8 will probably limit its growth. Th
real breakthrough in the housing act will b
a straight insurance program without subsi
dies—223f.
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Aristocon
««2 DOX=-0ffice smash.

You’re looking at Sonora. The newest star in the
Aristocon floor show.

Aristocon is the finest no-wax flooring on the mar-
ket. And, it’s one floor show for which there’s no cover
charge.

Now, we’re going to show Sonora to your customers
in American Home, House & Garden, and House Beau-
tiful.

Since the Aristocon floor show opened about a
year ago, it has become a runaway hit for us. So far,
no complaints about permanent loss of shine. No re-
ports of Aristocon needing any kind of redressing.

CIRCLE 25 ON READER SERVICE CARD

The reason: Our new JT88® finish. A Mannington
exclusive that seals in the gloss and seals out stains.

Specify Aristocon for your floors. Its beauty and
no-wax feature add two major selling points to o

your homes. ” N
mMmanninaron’ —

Tough. Smart. And out to floor you.

Mannington Mills, Salem, New Jersey
08079. Over 60 years of fine flooring. Other
fine floor coverings by Wellco Carpet Corp.
of Calhoun, Georgia. A wholly owned
subsidiary of Mannington Mills, Inc.

Other hit Aristocon patterns

Roman Square No. 4000

Haymarket Square No. 4034

H&H apriL 1975
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Because they're light. .. so they handle easily. An
theyre strong .. .so fewer of them have to be used
Super-C Steel Framing members, developed
. by U.S. Steel, are roll formed from hot-dipped

galvanized steel (40,000 psi minimum yield
point). Sized like framing lumber, steel joists
weigh about 33% less per linear foot (and steel studs 25% less) than comparab
wood members. Builders have found two men can handle and install Super-C
Steel Joists with ease—even extra-long lengths.
And because theyTe strong, Super-C Steel Joists and Studs can be spaced
24" on center in typical installations. Walls can be prefabricated and set in
place as a unit.
Here's how Super-C Steel Joists and Studs stack up in some other areas:
Which gives you a better frame? No contest. Super-C Steel Joists and Stu
cant warp, shrink, swell, or split. Theyre termite and rot-proof. They don't caug
floors to squeak. You should expect no callbacks with Super-C members.
How do in-place costs compare? Wood costs less per member today. But
Super-C Steel Joists and Studs are delivered pre-cut, so there’s no waste in the
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oists and Studs
Ime and costs.

1d. They'e pre-punched for wiring

d plumbing. Add in the fast
stallation we talked about, and

al installed costs can well be less
ith Super-C.

Can Super-C Joists and Studs

> used separately? Definitely.
uilders have used Super-C members
parately and in combination, using
variety of framing practices, for
ojects ranging from detached

houses to apartments and light com-
mercial structures of many types.

Theyre compatible with conventional
building materials and methods.
Plywood or steel decking and convention-
al wall coverings are easily applied.

How do I get more information?
Details and specifications for Super-C
Steel Joists and Studs can be found
in the 1975 Sweet's Architectural File
(5.3/Uni). Or mail this coupon. We'll
send you structural design booklets
on both Super-C Steel Joists and Studs—
with load tables and the information
you need to start working with them.
Plus, the name of an independent steel
fabricator serving your area. He's ready

to work with you now.

United States Steel
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OSuper-c Steel Framing

United States Steel, P.O. Box 86 (C 384-1)
Pittsburgh, Pa. 15230.

Dear Sirs: Please send me information on
Super-C Steel Joists and Studs:

Name Title

Firm

Address

City State Zip
Tvpe of units How many?
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Robino-Ladd loses its top Robino; other homebuilder changes announced

The financially troubled Ro-
bino-Ladd Co. of Wilmington,
Del., names Steven J. Green as
chairman and chief executive.
Jerome C. Berlin becomes pres-
ident.

Green, at 30, replaces Frank
A. Robino Jr., 50, a company co-
founder who, a spokesman says,
has resigned for reasons of
health. Frank’s departure leaves
the publicly held building con-
cern with no Robino or Ladd in
management, although Frank’s
brother Charles and son Frank
3d still work for the company (in
Wilmington and in Palm Beach,
Fla., respectively). Co-founder

Roger Ladd resigned in 1971 as
chairman and son David, who
had become president, departed
last December.

Green and Berlin controlled a
real estate investment company
called Sterling Capital Invest-
ments in Miami before joining
Robino-Ladd last October.

Prel Corporation, based in
Saddle Brook, N.J., elects Walter
D. Turken, formerly a senior
vice president of Landa Proper-
ties in Miami, as executive vice
president.

Continental Homes, the mod-
ular producer in Roanoke, Va,,
makes Joseph Campbell its sales

STONE’S SPARKS . . .

L More hiring e xpertise .

AND RISBROUGH
. for homebuilders

CHAIRMAN GREEN . .
New men taking control . . .

manager, and William String-
field its Midwest sales chief.

In Los Angeles, meanwhile,
the Barclay Hollander Corp., a
builder, promotes Dennis G.
Harkavy, 44, to executive vice
president. And the Irvine Co.,
based in Newport Beach, moves
Richard W. Jimerson, 33, to a
project-manager post.

The Stone Institute of Mar-
keting and Management in
Santa Cruz, Calif, adds two
principals: Bayne A. Sparks, for-
merly vice president of market-
ing for the Grant Corp., as exec-
utive vice president, and Jack
Risbrough, an independent con-

h
‘ﬁ/)\

... PRESIDENT BERLIN
. of Robino-Ladd

sultant, as vice president fc
marketing services. Their pu
pose is to expand the institute’
capabilities as an advisor t

builders.
The National Association c
Realtors installs Arthur

Leitch president. The Nation
Corporation for Housing Par
nerships, an organization f
promoting low-income housin
promotes Steven N. Rupp t
vice president for equity sal
and Robert L. Tracy to vice pres
ident for development. Both ha
been directors. The Institute

Real Estate Management elec
Albert N. Justice as president.

Why risk

aint peeling

e, ON gutters?

<=

For Galvanized Met

/ ‘

It takes a tough, special formula paint to hold on gutters, downspouts a

other galvanized and slick metal surfaces. Derusto® Galv-A-Grip™ doe

DOUBLE BOND
“*ACTIVATED”

Needs No Et ning Spe

o

al Acid |

catment §

G-31 WHITE

32 FLOZ.(1QUART). . 095 LITER
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The builder’s word for
quality every time.

the job, bites deep into metal, sticks and stays tight. Won't check, crack
or peel like ordinary paints. Flexes with temperature changes. Needs no
surface etching. Each coat primes, protects, beautifies. Ask for Deru
Galv-A-Grip at your paint, hardware or building materials supplier.

Assure
performance.

Use 1%

AR

DAP Inc., General Offices: Dayton, Ohio 45401

Subsidiary of Plough, Inc.
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... AVAILABLE IN PLASTIC OR WOOD

These IDEAL Clide-and-Fold Doors will add dramatic and distinctive

beauty to your homes, apartments and condominiums. They are available
in wood (shown above) or plastic (at right) in a great variety of

designs and sizes.

Write today for colorful brochures containing complete information
about IDEAL Ponderosa Pine and Plastic Millwork and see the many ways
these products can be used to beautify homes and apartments.

IDEAL COMPANY * P.0. BOX 889 - WACO, TEXAS 76703  DIVISION OF CERTAIN-TEED PRODUCTS CORPORATION CERTAINTEED
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Now you can glue Bruce
oak planks to concrete.
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Village Plank
goes down faster, cheaper.

The new way. No more screeds.

Up 'til now, putting oak plank floors
on a concrete slab was a real chore.
Time-consuming, tedious and expen-
sive. We have changed all that. Now
it's almost as easy as laying hardwood
squares. No more screeds and/or ply-
wood as a sub-floor for nailing. Because
nailing isn’t necessary with Bruce
Village Plank. It goes down in adhesive
just like blocks. No more varying the
height of the slab to compensate for

Bruce Herringblok

A versatile laminated
floor that can be laid in
many interesting pat-
terns: herringbone,
brick, flagstone, basket
weave. Square sides
and ends and beveled
edges simplify instal-
lation. Comes in
1/2"x3"x9" glue-down
oak strips. Mellow Brown
shade. Antique surface

Bruce Stone

Classic stone pattern
turned into a beautiful
laminated hardwood
floor. Wire brushing of
naturally-grained oak
gives flooring an ele-
gant antique surface,
helps hide wear pat-
terns. Comes in big

1/2"x 12" x 12" glue-
down sections to speed

Mellow Brown shade.

and sim%lify installation.

The old way. Screeds in mastic.

the thickness of subfloor and 3/4" thick
planks. Bruce Village Plank is 3/8"
thick. Lay it in non-flammable Bruce
Everbond LP Adhesive and butt it

right up to the carpet and pad in the
next room.

Bruce Village Plank is all hardwood
veneer construction. Cross-graining
makes it highly stable. Tongues and
grooves on sides and ends simplify
installation. Each plank face is

Plus these Bruce hardwood glue-n parquets.

Bruce Haddon Hall
One of our favorite
classic parquet pat-
terns, Fits traditional
or contemporary
interior design. Four
individual Haddon Hall
laminated oak patterns
are bound into big

Bruce Jeffersonian
Same exquisite floor
you'll find in some of
America's great old
homes. A classic pat-
tern, now at popular

are surrounded b

easy-to-lay 1/2"x12"x 12" 2"wide mitered pickets.
Glues to concrete, wood,

lue-down sections.
ellow Brown shade.
Antique surface.

or tile. Mellow Brown

CIRCLE 31 ON READER SERVICE CARD

prices. 6" x6” laminated
oak squares 1/2" thick

shade. Antique surface.

genuine oak.

Why haven't we done it before?
Because up 'til now there was no work-
able adhesive that would hold down a
five-foot plank. Now our research depart-
ment has developed such an adhesive
just for Bruce Village Plank. You can
have real oak planks with walnut pegs
and a choice of smooth or wire-brushed
factory finishes that have a penetrating
seal for tough, long-wearing surfaces.
Also available unfinished.

Cartons contain 25 sq. ft. in equal
lineal footage of 3", 5" and 7" wide
planks in lengths from 12" to 5'.

Quit sacrificing the sales appeal of
America’s most popular flooring just
because you build on slab. Village Plank
is available now. Contact your local
distributor, or write to Bruce Flooring,
P. 0. Box 16902, Memphis, Tenn. 38116.

Bruce Flooring

A product of E. L. Bruce Co., Inc.
A i Company

Bruce Teak

Genuine Teak from the
Orient. One of the rarest
and most exotic woods in  pattern. Simple to install

entry halls and dens. In
the classic Haddon Hall

the world. Prized for over concrete, tile and
centuries by connois- wood subfloors. Comes
seurs of fine woods. Now in solid 5/16" x 12" x 12"
brought to you at popular  glue-down sections.
ﬁriccsA Natural oils make  Autumn Brown (above
ruce Teak Parquet left) and Coffee Brown
hardwearing, resistant to  (above right) shades.
water. ldcarfor high
traffic areas such as

H&H arriL 1975
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The gas range
that washes
dishes-

by Modern Maid.

THE MODERN REPLACEMENT
FOR YOUR OLD GAS RANGE.

Big 21" Perma
Clean”Continuous
Cleaning” gas
oven. Attractive
dark glass door.

*A.G A mark

Random loading
dishwasher

with two rollout
baskets. Soft-food
disposer eliminates
pre-rinsing.

Door panel comes
in six colors.

Compact 30" width.

Available as a
built-in unit or
slide-in as shown.

It's the Cook-
‘N-Clean Center*®
—a full size gas
oven, cooktop,
k. vent hood and

. dishwasher.

| Oven and
cooktop controls
at safe eye-level.

Built-in Vent-Pak
. exhaust system
for all cooking
areas.

Lift-up top,
concealed tubing,
removable
burners make
cleaning easy.

Six push buttons
featuring
Hygienic cycles
and Rinse-n-Hold
for later washing.

[ﬁ] MODERN MAID

8 McGraw-Edison Company Division

Box 1111, Chattanoogs, Tennessee

3 7an

American Gas

Use gas wisely. It's clean energy for today and tomorrow. AkeARSScE o A

Modern Maid, Inc. Box 1111, Chattanooga, Tenn. 37401
(JPlease send more information on Cook-"N-Clean Center
[10n complete line of kitchen appliances.

Name Tel.
Address__
City Zip.
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Three new chiefs for Lomas & Nettleton. Ted Enloe (center] is the n

president; M. DeWayne Wommack [at left), executive vice president f
control; and John F. Sexton (at right) who is the vice president for finang

Restless mood in mortgage banking;

SOme €X€Cs moving up, some out

Major changes take place in the
top management of Lomas &
Nettleton Financial Corp., the
nation’s largest mortgage
banker, with a servicing portfo-
lio of more than $4 billion.

Its erstwhile president, Gene
Bishop, leaves to take the presi-
dency of the Mercantile Na-
tional Bank. The bank and
L&N'’s headquarters offices are
both in Dallas.

Ted Enloe, 36, moves up from
executive vice president to the
presidency of L&ANFC.

Chairman Jess Hay names
Everett Mattson, L&N’s chief
government liaison officer and a
past president of the Mortgage
Bankers Association of
America, as chairman of an
eight-man executive commit-
tee.

James M. Wooten, 54, be-
comes vice chairman and chief
administrative officer of the
Lomas & Nettleton Co., the
mortgage-banking arm  of
L&NEFC. He was the company’s
senior executive vice president.

M. DeWayne Wommack is
named executive vice pres-
ident—control, and John F. Sex-
ton vice president—finance.

The Kissell Co., Springfield,
Ohio, the mortgage banking
subsidiary of Pittsburgh Na-
tional Corp., (Pittsburgh Na-
tional Bank) makes top-level
shifts. Robert W. Christie re-
places Philip A. Greenawalt as
Kissell vice chairman and chief
executive. Greenawalt remains
chairman and a director. Chris-
tie is executive vice president of
the parent company and senior
vice president of the bank.

Change also sweeps CNA Fi-
nancial Corp. of Chicago, the fi-
nancial-services concern that
owns the troubled builder, The
Larwin Group, and its mortgag-
ing company. A. Bruce
Matthews, who  replaced

founder Lawrence J. Weinbe
as chairman of Larwin, resig
The job of coordinating CNA
non-insurance subsidiarig
which include mortgage lendi
and other financial services
well as Larwin, goes to Jay
Kriegel, one-time chief of st
for New York City’s ex-Ma
John V. Lindsay.

CNA was taken over last yg
by Loews Corp. of New Y
City, the theater and tobag
conglomerate. Loews’ cha
man, Lawrence A. Tisch, has §
sumed the CNA chairmanshi

Sheldon B. Lubar, former F
commissioner, turns up as pr
ident and chief executive of M
waukee’s Midland Natio
Bank. He succeeds John
Kelly, who moves up to cha
man.

The Dime Savings Bank
New York, an important buy
of mortgages in times past, 3
nounces top-level chang
Harry W. Albright Jr., 49, form

L&N’s MATTSON
A well-known chairman

New York state superintendg
of banks and former sped
counsel to Vice President N
son Rockefeller, is the ban
new president. Charles

Miller, 59, former preside
moves up to chairman but
mains chief executive. Gord
S. Braislin, 74, former chairm
becomes vice chairman. He
tends to retire next year.




ica

1750 Old Meadow Road, Mclean, Virginia 22101

Brick Institute of Amer
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HILUEIN pocwva

Beauty is more than a good looking faucet

Real beauty means low cost installation and dependability.

It means no call-backs, satisfied customers,
easy maintenance, real value - all built in.
Harcraft value is as good as it Iooks.

Double o-rings give twice the protection

All extruded brass - eliminates
problems inherent to sand casting

S,

Chloroprene polymer bib washer and nickel
plated replaceable seat assures long life

HARCRAFT 75

HARCRAFT INC.
19110 SOUTH WESTERN AVENUE, TORRANCE, CALIFORNIA 90509
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INEW v UCULapLay
station: HLBB-TV

Reporters going to the Hom
Loan Bank Board’s Washingtor
offices these days see three colo
TV cameras trained on Ban}
Board brass. The cameras don
belong to print journalism’
broadcast rivals—but rather t
the HLBB itself.

The idea of in-house televi
sion is not new to the housin,
agencies. When George Romne
was secretary of housing, ther
was a brief efflorescence o
HUD television. Romney tape
messages for mailing to thos
field offices possessing pla
back equipment.

Low key effort. The HUI
foray into television never go
close to live broadcasts, nor wi
the Bank Board’s. Says a HLB
official: “That would require a
FCC license. We're not going ti
go into competition with t
three networks.

Whereas an economy wa
quickly cost HUD the thrd
audio-visual technicians neede
to make TV tapes, the Ban
Board’s TV activities a
flourishing. For one thing, t
HLBB communicators argus
TV taping is faster and cheapg
than making films.

Costs. The TV system, i
cluding the innovation of cold
cameras in January, cost t
HLBB $42,000.

The Board seems to thin|
that’s a bargain. Says a Ban
Board official: “People in t
field get a cassette of a press co1
ference two days after it ha
pens. Cassettes are easy to ma
and to recycle like audio tape.

The idea of going into tele
sion first came up at the Ban
Board during former Chairma
Preston Martin’s tenure. But ug
of it is branching out und(
Chairman Tom Bomar. —S.W

REIT promotions

Connecticut General Mortgag
& Realty Investments creates
new chairmanship and fills
with Harvey G. Moger, 46, i
former president and a vice pre
ident of Connecticut Gener
Life Insurance Co. Maynard ¢
Bartram, 46, formerly vice pre
ident of the trust, replac
Moger as president.

Gould Investors Trust a
points its former preside
Nathan Kupin, 59, as chairma
and chief executive. Fredric }
Gould, 39, executive vice pre
ident, becomes president.




[t’s also something that could
be vital to your success in
today’s growing and profitable
but tough —multi-family market.
pcause our exclusive Pathway to Profit
a step-by- step countdown specifically
signed to “uncomplicate™ your entry
© mesherr\ multi-family for sale
busing. A complete program developed
help the Kingsberry Man give you
e sound advice and expert g ‘guidance
at can keep things moving smoothl\
ery step of the way. From feasibility
idy to site selection, financing,
ning, merchandising and sales. Sales
bilitated by a wide range of multi-
mily models, including condominiums,
plexes, quadruplexes, townhouses
d garden apartments. All featuring
e manufactured excellence and deswn
egrity you expect from quality
ngsberry Homes. All yours to profit
pm, with the help of the Kingsberry
hin's new Pathway to Profit. And all
u have to do to take the first step
send in the coupon. So do it today.

Ine Kingsberry Man's
Pathway to Profit Program is the new way
to goin multl-tamlly for sale houslng

RING SBEBRY HOMES
i
Boise Cascade
Manufactured Housing Division/Eastern Operations
Frank D. Carter, Director-Marketing

Boise Cascade Manufactured Housing Division/Eastern Operations
Dept.HH4, 61 Perimeter Park, Atlanta, Georgia 30341, (404) 455-6161

Yes, I would like all the help I can get.

Name _____ = —— L. e R
Firm e I S P 0,
I presently have land available for (living units):

[J None, O 1-25, O  26-50, O Over 50

No. apts. (living units) built in past 12 months:

( None, U 1.25 0O 26-50 O Over 30

\ddress R S S SRR S

City - == S State or
T o — Phone 9
Kingsberry Homes are distributed throughout a 38 state area of the Mid-West,
Mid-Atlantic, Southeast, Southwest and New England states from plants located
in Alabama, Towa, Oklahoma, Pennsylvania and Virginia.

It’s all the help you can get.
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“WhyI find the new
Kwikset Burglar Alarm

to be the
worst on the market’

by 0832619

0832619

0832619

“I and my associates in the criminal arts dislike the
Kwikset Burglar Alarm for many reasons.

“First, the Kwikset alarm is so inexpensive any-
body with anything worth protecting can afford one.
After all, to have a burglar alarm on the market for
as little as $60.00* is criminal!

“And to have that system be solid-state electron-
ics, with the capability of protecting an unlimited
number of doors and windows in just one house,
that's positively illegal.

“In conclusion, | wish to make this statement:
Kwikset Burglar Alarms are the worst things | have
run across in my 23 years in the burglary profession.
If you get one in your home, | won't never come by
your place!”

ANOTHER QUALITY
SECURITY PRODUCT FROM KWIKSET—
America's Largest Selling Residential Locksets A\

mp A Subsidiary of Emhart Corporation

= Q KWIKSET
BURGLAR ALARM

&
+)

BATTERY INSTANT

* Suggested
Retail List
Model No. 390

E. Kwikset Sales and Service Company, Anaheim, California | /

P In Canada-Kwikset Lock Division, Belleville, Ontario
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It's easy to get personal with

The Anyplace Fireplace

1eatilator Fireplaces go wherever you
say and come in a wide choice of styles.
50 you can use them to make your
omes and apartments say you. Or to
natch a variety of personalities. And
vith the complete decorating freedom
t provides, there's no limit to what the
Anyplace Fireplace cando foryoursales!

Get as personal as you like, choosing
rom a variety of built-in, wall-hung and

new freestanding models, The Com-
patibles”, in House & Garden colors.
Available in woodburning, gas and
electric models. None of which require
masonry!

Your Heatilator Fireplace man can
help you include The Anyplace Fire-
place ldea in your plans. And explain
increased sales and rental, cash flow
and expected higher loan values. Call

toll-free 800-553-8905°. Ask for Free
Fireplace Planning Guide. Or write
Heatilator Fireplace, A Division of Vega
Industries, Inc., 1917 W. Saunders St.,
Mt. Pleasant, lowa 52641. (Also avail-
able in Canada.)

See Catalog in Sweet's Architectural
Light Canstruction and Interior Design
Files. Ha res e, ¢ 19,3

Inedatilator

e

AR "’A-’ r)tf//,‘ o

LEADING BIREPUACE SYSTEMS

-
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Location

and value
sell in a
condo-glutted
market

The market: Glendale, in north-
eastern Los Angeles.

In October 1974 there were an
estimated 10,000 empty condo-
miniums in the five surround-
ing counties. And the Glendale
planning office reports that two
condo projects in the commu-
nity recently went rental be-
cause of slow sales.

Despite market conditions,
The Baldwin Co.’s 85-unit
Chevy Chase townhouse devel-
opment, priced from $42,900 to
$71,000, is 76% sold after open-
ing in October 1973. Eight of
those sales were made in this
year’s slow January and Febru-
ary.

One reason: The project is just
five air miles from downtown
Los Angeles. The company
learned of the site from an s&l
which had just foreclosed on a
builder who had tried to develop
the steep, rocky canyon with de-
tached homes.

The Baldwin Co. bought the
site for alow $5,500 per acre, but
improvement costs averaged
$12,000 per unit. Principal Jim
Baldwin says he looks for such
close-in, problem sites. He feels
that even if they’re more expen-
sive to develop, people will pay
the price to get prime location.

Another reason: The project
has many standard features,
says Marketing Director Al
Baldwin, that would be expen-
sive extras in other develop-
ments. For example:

® Fireplaces

® Continuous cleaning dou-
ble ovens

® Mahogany entry doors

® Automatic garage
openers

® Spanish-contemporary ex-
teriors (rough stucco walls, tiled
shed roofs, wrought-iron gates
and heavy wood trim).

When project planning started
there was local opposition to the
multifamily development be-
cause Glendale, at the time, had
only detached homes. However,
since completion, says the mar-
keting director, community ac-
ceptance has been so high that
his primary market is 40- and
50-year-old couples already liv-
ing in the area.

d(\()r

38 HA&H arriL 1975

2
b L

-

i

~
£ E3

<

- S

Street view shows two-car garages, and middle unit’s wrought-iron gated entrance.
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Small buildings, each containing from two to
units, are sited along short dead-end streets t
feed into a central drive. The rocky, 20-acre s
drops 200 ft. in its 1,500 ft. length. Because of t
site’s slope, project density is a low 4.25-units j
acre. Considerable grading was necessary; gradi
scars were hydromulched, and $2,000 per u
was spent on landscaping. Architects: Danieli
Moon, Sampieri & Ilg, Newport Beach, Calif.

Floor plans include the 2,060-sq.-ft three bedrod
plus den, two-story (left) and the 1,400-sq.
two-bedroom, one-story unit (right). Prices ra

from $42,900 to $71,000. A 1,700-sq.-ft. two bg
room plus den, says Al Baldwin, sold slowly 1§
cause secondary bedrooms were too small. It is
longer offered.

i

Rear view shows private balconies opening from two-story units’ master bedrooms, and enclosed patios.




Kohler saves water

Toilets, showerheads, faucets
reduce normal water

use 30 to 50%. Efficiently.
\ Profit by selling the most attractive
\ .

~ water-saving features in the industry:
Water-Guard toilets plus flow-control
showerheads and faucets.

Consumers quickly understand how
these products can mean significant
yearly savings on water,

water heating, and sewage

bills. If you haven’t been

asked for them, you soon will be.

In fact, many areas of the country are
considering building codes that make

water-saving toilets mandatory for
* new-and replacement construction.

Look ahead to selling savings. Look
to these Kohler water-saving
products: (A) City Club shower-
head in gold electroplate

(B) Wellworth Water-Guard toilet
shown in Fresh Green

(C) Chrome Alterna faucets

with walnut patterned insert.

M

For o free
brochure

on water saving,
write Box IX,
KOHLER CO.,
KOHLER, WIS.
53044.

Kohler
products

ore avoilable
, in Canada.
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SOFT WATER CAN SOFTEN UP A HARD SALE.

Most home buyers today
know all about the benefits
of a water softener.

They like soft water and
they want it.

Soft water not only
provides them with softer
skin, softer hair and softer
clothes, but it makes life a
little softer all around.

So, if you're developing
more headaches than sales,
look into soft water.

It might
make life a
little softer
in the sales
office and
cut down

on costly plumbing service
calls later.

CURRENT HUD/FHA
MINIMUM PROPERTY
STANDARDS (MPS) STATE
THAT ALL ONE AND TWO-
FAMILY AND MULTI-FAMILY
DWELLINGS MUST BE PRE-
PLUMBED TO ACCEPT WATER
CONDITIONING EQUIPMENT
IN ORDER TO QUALIFY FOR
FHA FINANCING. CONSULT
THE MPS MINIMUM
PROPERTY
STANDARDS
PARAGRAPHS
615-8.1C AND
i 615-8.2C FOR
| SPECIFICATIONS.

-
For information on Morton, circle card (38)
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When you decide to install
water softening equipment,
be sure to recommend the
water softening products
that keep it running smoothly.
Morton® White Crystal®
brand, Morton® Pellets, or
Morton® Super Pellens®
brand, if you're building in a
rusty water area.

Before you invest in a
water softener, see your
Culligan® Man. He'll
show you the wide
range of Hi-Flo
Water Softeners
—50 models
—with time
clock

-l

— ——

e S B

R S LA

regeneration or Culligan’s
exclusive Aqua-Sensor”
control.

Hi-Flo Water Softeners
have cartridge control valves
which allow instant servicing
by one of the 1000 Culligan
Dealers throughout the
United States and Canada.
Look for him in your phone
book. Culligan treats water
seriously.

Culligan soft water
equipment works
hard—keep it
working with
Morton® Pellets
and Morton™ Super
Pellens® brand.

Culligam.

For information on water softener, circle card (40)




Anniversary
by Long-Bell

Fine cabinetry with quality/value
features at a reasonable price,
Made: to serve your home buyers
for many anniversaries

Iraditional design, yet modern
simplicity appeals to every taste
Real wood with extra-care 10-step
finishing in rich pecan tone
Cabinet craftsmanship that's a
Long-Bell* hallmark

Your choice of more than 70
modular units 12" to 42"
Completely assembled. Easy to
install from carton onto wall.
Precision fit in any room

Send coupon today for complete
information on this sparkling new
addition to the Long-Bell cabinet
family

Please send me

your information and
specification brochure

on the new Long-Bell
Anniversary Kitchen. Also

send me your Cabinet Kit
showing other Long-Bell kitchen
cabinet and vanity styles.

State_____ Zip_

INTERNATIONAL PAPER COMPANY

LONG-BELL DIVISION

P.0. Box 8411, Dept. 564. Portland, Oregon 97207

The 100th Anniversary of Long-Bell products serving America.
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AGA THERMOVISION®

AGA THERMOVISION®

Now

And the
what shows you the heat leaks.
[t consists of 1) an infrared cam
era that scans walls, roofs and
ceilings and transforms heat ra-
diation into electrical signals
and 2) an oscilloscope that por-
trays the signals as heat images
on a built-in screen.

The heat 1mages called ther-
mograms, reveal heat leaks
when there’s at least a 20° F dif
terence between indoor and out
door temperatures.

When a significant heat leak
is detected, a phum of it can be

equipment above is

taken by slipping a special Polar-
oid camera over the oscilloscope
screen

Outside the house, heat loss
in a thermogram shows up as
light areas.

Inside the house, cold-air
leaks show up as dark areas on
the thermogram

Thu
and now manufactured in Swe
den, 1s marketed here under the

equipment, developed

trade name Thermovision. Its
U.S. distributor, AGA Corp. of
Secaucus, N.J., says it has four
practical applications for home-
builders:

1. Analyzing the insulating ef-
ficiency of prototype houses and
apartments. Thermograms pick
out gaps in insulation caused ei-
ther by poor design or inferior
workmanship.

2. Comparing the insulating
properties of competitive mate
rials. But AGA cautions that
while a thermogram
heat leaks, it can’t tell you pre-
cisely how much heat is being
lost

3. Comparing the hidden
workmanship of competing sub-

locates

contractors.

4. Selling homes. A set of ther-
mogram photos can be used to
convince prospects that a house
is well insulated.

Thermography can also be a
cost-cutting tool for the owners
of large buildings. For example

thermographic tests showed
that the University of Massa-
chusetts could lop $150,000 oft
its annual heating bill with such
simple procedures as closing
blinds and shutting down venti-
lating fans at night and on week
ends; similar tests of a three-
story office building revealed
that turning off a 250-hp fan
would save $53,000 in heat (plus
$43,000 in electricity).

Still another application:
Thermography has been used in-
stead of costly trenching to pin-
point leaks in underground
steam lines

The Thermovision 750 cam-
era and oscilloscope sell for
$35,000. AGA says it takes a few
hours to learn to operate the
equipment and about a week to
learn the basics of interpreting
thermogrames.

So far, three independent ser-
vice-contracting firms offer
thermographic analysis using
Thermovision equipment.

you can see where your housing is losing heat

® Sol-R-Tech, a subsidiary
Queechee Construction Co.
Hartford, Vt., offers therm
graphic analysis for $50 a hous
Larger buildings cost $30 :
hour with a $100 minimum.

® Northeast Electrical Tes
ing of Meriden, Conn., a m
chanical contractor, offers the
mographic analysis of singl
tamily houses for $50 each wit
aminimum of ten houses a da
Multifamily buildings are an
lyzed from the ground and t
helicopter for $500 a day.

® U.S. Thermographic, a fir
whose principals have 15-year:
experience in infrared radi
metry, hopes to set up a natio
wide network of thermograph
contracting subsidiaries. T
company expects to place n
merical values on the heat lo
of one house for $125; each su
sequent scan in the same subd
vision will cost $30 a hou
without numerical values.
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Fireplacin
simgliﬁed.g..
by Martin!

Martin“Build:In-Anywhere’
fireplaces with zero clearance
to combustible surfaces

are completely adaptable!

Install a Martin Woodburning Fireplace on any floor, against any
wall, combustible or not! Because each is a carefully engineered
system, complete in itself with easily assembled, factory-built, hearth- .
to-chimney-top components, you can add one or more at any stage 23
of development...during planning, construction, or remodeling! After " [— ¥
unit and flue are assembled, there’s nothing more to do but trim out -i
to suit individual taste. 28", 36", 42", and end-opening models
are available to meet every need. -

fireplaces for economy,
performance, versatility!
Energy-conscious home-owners
are finding Martin Free-Standing
Fireplaces to be the ideal supple-
mental heat source for family rooms,
basements, anywhere a fireplace is
desired. Available in electric, gas,
and wood-and-coal-burning models,
they assemble easily and may be
installed with minimum labor.

SIVIARTIN
© Write for our catalog lll.

A R INDUSTRIES

Sariteses ne! BUILDING PRODUCTS DIV.

INSTITUTE ' P.O.BOX 1527 HUNTSVILLE, ALA. 35807

FIREPLACE
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you can depend on. Whatever you need, we'll put it on your job site to suit your work 3
schedule and cut costly delays. s

Whether you're aremodeler, or a new home builder, Norandex can help you make
it a better year with on-the-spot delivery of a full line of quality building materials that
mean satisfaction to you and your customers every time.

If you want it all right now...call your nearest n r d ex
Norandex warehouse, or write to us at Norandex. O a n

BUILDING MATERIALS
7120 Krick Road, Cleveland, Ohio 44146

SAY “Si!”
TO CARACAS!
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Can you fop this?

Unusual shapes and sizes in a vanity top usually mean a cus-
tom designed piece...with all the custom problems that go
with it. But not with Molded Marble Products. Besides hav-
ing one of the most complete lines of standard vanity tops,
we're also specialists in custom designs. In fact, we've pro-
duced so many custom designs with unusual shapes, sizes
and colors, that we now consider them "'standard.” Chances
are, our huge inventory of custom molds already contains
one for just what you have in mind; or one that minor mod-
ifications can change to match your specifications. Whether

Molded Marble Products (a division of Lippert Corporation) P. O. Box 219 W142-N8999 Fountain Blvd., Menomonee Falls, W1 53051  Phone: (414) 255-2350

you need 1 or 1,000, the result is that you get your special
design without any problems and at a surprisingly low cost.
And we re not just talking about custom vanity tops either...
all the beauty of molded marble is available in classic con-
toured bathtubs, elegant wall panels and window stools.
Send for a free color brochure showing just some of the
beautiful possibilities of Molded Marble Products; then let
your imagination do the rest. You'll see why we've become
the “‘standard” of the industry.

MODERN CLASSICS IN MOLDED MARBLE
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A\ HouseaHome Seminar: Wo dogs Of 00vVoNncew st

ANAGING APAI

Too many owners and develop-
ers see apartment management
as just a necessary evil. As long
as occupancy is good and rents
get collected on time, they don't
worry about the details of
managing their apartment
projects.

That approach has never been
more wrong than it is today.

With new apartment devel-
opment at a standstill, projects
are filling up now even in
markets that were only recently
disaster areas.

But they’re not making money.

Even at full occupancy,
project after project is running
in the red or barely breaking
even.

Why?

Because operating costs have
reached 45% and even higher.
Because taxes are rising.
Because debt service is too
high. Because rents are too low.
And today, owners and devel-
opers can't bail themselves out
in the old way—moving on to
new projects.

There's only one answer, and
that's management. Not the old
necessary-evil brand of
management, but management
geared to producing positive
cash flow from rental income.
Profit-oriented management.

Profit-oriented management
means. ..

e Not resigning yourself toa
consistently high and costly
turn-over rate, but finding the
cause and putting a stop to it.

e Not running your own main-
tenance crews when subbing
out the work would cost less—or
vice versda.

¢ Not leaving it up to your
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resident manager to decide
when and how to communicate
with tenants, and how to
interpret tenant law.

o Not being satisfied with a 93%
occupancy rate when an
incentive plan could make
managers push for 98% or
better.

Whether you're an owner, a
builder or a professional
manager, if you have a finan-
cial stake in apartments, this
seminar is designed for you. It's
designed to help you find—and
stop—unnecessary cash drains
caused by your management
approach, and turn them into
profit.

You'll learn practical solutions
to problems like these:

In tenant-manager communications

How tenant surveys can
uncover hidden complaints and
stop them before they erupt.

How to become a master at
the fine art of post-selling.

How to reduce turnover
through lease-renewal
interviews.

How to make sure managers
really understand the law.

How far to go with social and
recreational programs and
newsletters.

How to organize a follow-up
program for service requests.

What to include in the
tenant's orientation interview,
and the orientation handbook.

In marketing

Why pricing is the most
important part of marketing.

How to structure rents and
adjust as you go alona.

How to raise rents without
losing income.

How to interpret a rent roll
effective marketing.

Why rents head the list of g
operating factors.

How comments from your
tenants can be used to increg
your cash flow.

In managing resident managers

Training: Is it worthwhile, ¢
is expensive experience the X
teacher?

Which organizational strug
ture is best for your size
operation?

Recruiting: Where to find
good managers today.

How to tell the difference
between a manager and a
cleaning lady.

What level of compensatiqg
it takes to get good manager:

How special incentives ca
almost always raise occupat
a few more percentage poin{

Organizational structure:
How many managers can a
district manager manage?

Reporting systems: Wherg
draw the line on paperwork

How to size up available
training programs for manag

In maintenance

How to provide maximum
service for minimum dollars

What is the difference
between maintenance admi
tration and just nuts and bol

How to set up—and enforc
work standards.

How to size up qualified
contractors.

Why flexibility is the best
approach to maintenance
systems.

When to put workmen on
your payroll and when to
subcontract.

How to keep on-site staffs
and effective.




Id Hewitt, Jr., CPM,

alifornia-based real
te investor and

loper, and president of
firms involved in

tment management.

orbin-Hewitt Company
ates apartment
plexes, and his H/H
arch Company

ides apartment
agement surveys and
ibility studies.

ewitt's speciality is

ing managers and

rs how to turn around

led apartment projects
make them profitable.
70, the nine-county
amento Valley chapter
P Institute of Real Estate
agement voted
Hewitt Outstanding
ager of the Year.

ar Director:
larke Wells
enior Editor,
use & Home

Donald B. Lawrence, C(PM,

is the national president of
Levitt Property Manage-
ment Corporation and a
vice president of Levitt
Multihousing Corporation.
Formerly he was founder
and president of an apart-
ment company that for ten
years was the largest in the
Southwest, handling more
than 18,000 units. He has
long been an advocate of
close supervision of resident
managers in their relation-
ships with tenants and in
their understanding of
tenant law.

Linda Stratton,

property manager for

6,000 apartments

in Indianapolis, El Paso,
Corpus Christi, San Antonio
New Orleans, Baton Rouge
and Houston. She learned
management from the
ground up, starting twelve
years ago as the resident
manager of a 20-unit
apartment building. Mrs.
Stratton is considered an
innovator in the operation
of child day-care centers in
apartment complexes. She
is also a specialist in
solving administrative
problems in the field of
apartment maintenance.

'

ENTS FOR PROFIT

Edward N. Kelley,

Certified Property Manager
and consultant to apartment
developers, investors and
lenders, has been chief
administrator for the
management of 60,000
apartments over the past

15 years. He was for many
years vice president of
property management for
Baird and Warner, one of
Chicago's oldest and largest
real estate companies, and
senior vice president of
property operations for the
Corporation. He is past
chairman of the Chicago
Real Estate Board's renting
and management division.
Mr. Kelley's recently
completed textbook,
"Practical Property
Management,” is used in
real estate training courses
throughout the country.

TORONTO, MAY 13-14 FOUR SEASONS SHERATON
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A HousesHome >

MANAGING

APARTMENTS

Seminar Registration

To register, please complete

and return the coupon below to
House & Home, McGraw-Hill,
Inc., 1221 Avenue of the
Americas, N.Y., N.Y. 10020. Or
you may register by calling
(212) 997-6692. Registration must
be made in advance of the
seminars. All registrations will
be confirmed by mail.

Seminar Fee

The full registration fee is pay-

able in advance and includes
the cost of all luncheons, work-
books, and meeting materials
$375

Seminar Hours

Registration starts at 8 a.m.

Sessions are 9a.m. to S p.m., with
informal discussions to 6 p.m.

Hotel Reservations

While House & Home does not
make individual reservations for
seminar participants, we have
arranged with the Four Seasons
Sheraton to hold a limited block
of rooms for the use of attendees.
You can reserve your room at
the Four Seasons Sheraton by
phoning (800) 325-3535.

Please be sure to say that you
are attending the House & Home
seminar. This will identify your
reservation with the block of
reserved rooms, and assure you
of the special seminar rate.

FOR PROFIT

Cancellations, Refunds and Transfers
Registrations may be can-
celled without charge up to five

working days before the
seminar date. Registrations
cancelled later than this are
subject to a $50 service charge.
Substitutions of attendees may
be made at any time. Registra-
tions may be transferred with
full credit to a later seminar
any time prior to the original
seminar date.

Tax Deduction of Expenses

An income tax deduction is
allowed for expense of educo-
tion (includes registration fees,
travel, meals, lodgings) under-
taken to maintain and improve
professional skill. See Treasury
requlation 1.162-5 Coughlin vs.
Commissioner 203F.2d 307.

HousesHome
McGraw-Hill, Inc.

1221 Avenue of the Americas
N.Y., N.Y. 10020

Gentlemen:

Please register me in the
MANAGING APARTMENTS
FOR PROFIT seminar checked

hal A
DeloV

[] Toronto, May 13-14
Four Seasons Sheraton

[ ] Check payable to
House & Home enclosed

[] Bill my company [ ] Bill me

Name

Title

City State Zip

Signature

Additional registrations
from my company:

Name
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Soaring energy COSts:
they're hurting sales,
changing rental patterns
and eating into profits

“It may not be long before utility bills equal
mortgage payments.”

That gloomy prediction from Houston
apartment builder Jenard Gross sets the tone
for the industry’s next major crisis: the im-
pact of soaring fuel and utility bills on an
already depressed market.

With few exceptions, builders/developers
contacted by House & HOME say they're al-
ready being hurt by skyrocketing heating,
cooling and lighting bills. And even where
the increases have been relatively modest—
mainly in hydro-electric power areas or
where natural gas still is abundant—most
builders expect big problems in the future.

Here's a look at what’s been happening to
energy costs in the past 18 months:

e In Gross's Houston projects, 1974 bills
were 50% higher than in 1973 and in some
of his Florida projects, bills were more than
double.

e In Dallas, builder Harvey K. Huie
reports December bills jumped in one year
by 51% and 89% at two all-electric garden
apartment projects.

® Doug Pearson, senior maintenance
supervisor for Gerson Bakar Assoc., says
electric rates in southern California are up
between 30% and 40% in the past year-and-
a-half.

e Atlanta builder John Williams, pres-
ident of Post Properties, says rates increased
by 20% to 25% in the past year, and another
hike is in the works. Post builds apartments,
condos and shopping centers.

e New York City apartment remodeler
Louis Rizzo’s heating bill for mid-
November through mid-January was $1,608
for a 24-unit building, about $600 more than
for the same period a year ago.

e In Cincinnati, Neil Bortz says fuel sur-
charges jumped from 63¢ to 94¢ per kWh
between October and December. Bortz is
president of Towne Properties Inc., apart-
ment and condo builder.

Skyrocketing fuel and utility increases
like those are affecting the market base and
profit structures in wide segments of the in-
dustry. Here, say people in the industry, is
how:

“The typical marginal credit risk

of a year ago has been

knocked out of the new-home market’
Lenders are beginning to look at the cost of
operating a home when they qualify buyers,
says Ross Stemmer, communications direc-
tor—U.S. Home Corp., Clearwater, Fla.

1]
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Stemmer cites the case of a buyer who was
able to carry a $300 monthly mortgage pay-
ment when utilities cost $50 a month.

“Now with utilities running $100 a
month, maybe he can only handle a $250
monthly payment. So he might have to buy
down, or he could be disqualified com-
pletely.”

Right now, the problem is primarily in the
lower end of the market—especially where
FHA/VA dollar factors for operating ex-
penses are a determinant. Tom Zakucia,
vice president of Detroit’s Advance Mort-
gage Corp., describes a recent FHA transac-
tion:

“In mid-December FHA said we should
consider a monthly maintenance factor of
$21 and a monthly utility factor of $41 for
a $24,000 loan. But on February 6, FHA
upped the maintenance factor to $29 and the
utility factor to $53—an aggregate increase
of 32%. So the buyer now needs $80 more
gross income per month to qualify.”

At the present time, Advance doesn’t
break out maintenance and utility costs
when qualifying for conventional loans. In-
stead, the company says a buyer can go to
25% of his income for monthly mortgage
payments.

“But if utility costs continue to rise,” Za-
kucia says, “we may have to think about
changing our requirements.”

Marginal buyers aren’t the only ones in
trouble. High utility bills also are causing
problems for marginal tenants—particu-
larly young singles and elderly people.

“A lot of tenants are trading down

or doubling up”

In Atlanta, some couples are moving from
two-bedroom to one-bedroom apartments,
says John Williams. “And many singles are
teaming up in two- and three-bedroom
units.”

Rental patterns are changing in other
cities, t0o.

In Houston, for example, Jenard Gross
says that until recently some projects were
running full in adult sections, but not in
family sections. “Now it’s the other way
'round as singles pair up in family-size units
to cut operating costs.”

Even where energy-cost increases have
been modest, many people—particularly
those on fixed incomes—are forced to move.

Russell Baltis Jr., executive vice pres-
ident, North Kansas City Development
Corp., says Kansas City electric rates rose

17% last July ana wic uuiie; w—--
fuel-adjustment factor for the July-Janua
period.

“As we nudged rents up, we've priced
many of our long-term elderly tenants out,’
he says. “Many are moving to subsidized
projects.”

If buyer and renter budgets are in trouble
because of energy costs, some projec
operating budgets are in double-trouble.

“Qur utility bills now equal—

and sometimes exceed—our

real estate taxes”

John Noonan, executive vice president o
Reynolds Metals Development Corp., ha
been worrying about the effects of escalatin
real estate taxes for 15 years, ever since h
has been in the business. Now, he says, soa
ing utility bills are just as big a problem.

His example is the Regency Plaza, a threg
building highrise complex in Providencg
R.L, with 450 apartments and 30,000 sq. f
of commercial space. It was joint-venture
by Reynolds Metals and the Gilbane Co.

““We pay for all utilities,” says Noona
“So when the energy crisis hit, we starte
an intensive program to reduce consumg
tion—for example, using sophisticated ti
ing devices to shut off blowers, fans ar
regulating devices on boilers. Even so, o
1974 utility bills were up 25% over 1973.]

Energy costs in New England are abo
the highest in the country, and Noonan seg
no end to the continuing increases. His for
cast: “The combination of escalatingreal e
tate taxes and fuel costs is going to push ne
housing—both rental and for-sale—beyo
the reach of a significant part of the ma
ket.”

Condo developers also are having energ
cost problems—particularly in on-goi
projects where high bills for common faci
ties are forcing up monthly maintenang
fees.

“Our energy costs have doubled in t}
past year or so,” says George Vickery, dire
tor of group marketing for Arvida Corp. T}
company is developing Boca West, a 40
acre PUD outside Boca Raton, Fla.

A new Florida law is compounding t
problem. The law says an annual condo
sociation budget can’t be increased mo
than 15% over the previous year unless t
unit owners approve. Which means, sa
Vickery: “If owners won't go along wi
higher assessments, the developer either
to cut back on services like mowing t
lawn, or he has to carry the extra load hij
self.

“And when you're still selling, you g
viously can’t cut back on services, so y
absorb the higher utility charges.”

A different facet of the problem recen
forced Carl Freeman Assoc. Inc. of Sil
Spring, Md. to increase the annual condo
sociation utility budget of a 300-unit proj4
from $164,000 to $400,000.

The master-metered project, in the Wa
ington, D.C. area, had enjoyed lower-thj
normal rates under an interrupt-serv
agreement with the gas company. (With



rrupt service, the customer agrees to
itch to another fuel during peak usage
riods.)
“Historically gas might be cut off two or
ree days a year,” says senior vice president
ob Friedman. “And the utility offered us a
te of 18¢ or 19¢ per therm compared to the
rmal 30¢. It was a good deal because we
ere able to reflect that low rate in our
onthly fee schedule.”
Late last year the gas company notified
e developer it no longer could serve the
oject. “So we had to switch to oil at 40¢
r therm and raise our monthly fees by
out 80%),"” Friedman says.
“This really hurt our market base because
me lenders consider monthly fees along
ith interest and taxes when qualifying
ndo buyers.”
How do builders/developers plan to solve
eir energy-cost problems? In existing
artment projects, the answer seems to be:
itch to individual meters or raise rents.

ny apartment owner

ho wants to stay in business
s to increase his rent roll”
enants don't like it, but it’s the only an-
er,” says Harvey K. Huie.

‘The question is: Can rents go up fast

ough to cover continuing energy-cost in-
ases?

Not when there’s a high vacancy factor,
s Hans Hagen, president of Ban Con Inc.,
ersified builders in the Twin Cities area.

“Around Minneapolis and St. Paul, we've
t begun to get vacancies down to a tolera-

level. So landlords are now absorbing
er fuel costs.”

In areas with rent control, red tape often

lays rent increase. For example, says Bob

iedman, regulations in various counties
und Washington, D.C. only allow the
s-along of certain expenses (or a percent-
of them) after they're spent.
‘You pay the utility, file an appeal, then
to get an increase. The process can take
nths. Meantime, fuel costs go up again.
you start the procedure all over.”
lot of builders don’t think rent hikes are
answer—mainly because when you're
ked into long-term leases, increases don’t
e fast enough to cover soaring bills. So
y're switching to individual metering.

n one of its all-electric, Lexington, Ky.
jects, Towne Properties is converting to
arate meters as leases expire. Tenants re-
ve substantial rent reductions: for ex-
ple, a drop from $210 to $165.
nd in three Dayton, Ohio projects where

company had been paying for heat to
et competition, tenants now pay their

heating bills. The switchover comes as
ses are renewed—for the same rents.

‘We tell tenants it’s cheaper to pay their

bills than to pay big rent increases that
er our outlays for other tenants who
t be wasting gas,” says Neil Bortz.
st tenants, he says, accept the change
n though there are many vacancies in the
a

n Atlanta, Post Properties also is convert-

ing to individual meters (for roughly $100
per unit| as leases expire.

“Then we adjust the rent downward by
about 50% of the tenant’s projected
monthly utility bill,” says John Williams.

Some apartment owners think it’s too ex-
pensive to re-meter existing buildings. But
according to John Townsend, the expense is
worth while. Townsend is vice president of
the multifamily division of Korman Co.,
Jenkintown, Pa.

The company began converting to sepa-
rate meters late in 1972—long before utility
rates started to soar—because tenants were
wasting electricity.

“We lowered rents or didn’t raise them as
leases expired,” says Townsend. “if we
hadn’t re-metered, by now the financial
strain would have been too great for us.”

Whether or not developers plan to re-
meter existing apartments, most say they’ll
individually meter future projects.

“We’ll also install individual water heat-
ers,” says Hans Hagen, “which means we
won't need an engineer on the premises. So
the extra outlay for separate meters will pay
for itself.”

In rent-control areas, individual metering
definitely makes sense, says Bob Friedman:
“We won't have to worry about pass-along
regulations.”

One idea developers might consider is the
approach used by Gerson Bakar Assoc. in
three large projects that are master metered.
The company gets a master-meter rate from
the utility, then sub-meters to tenants at the
rate individual homeowners pay.

“We've had some arguments and com-
plaints as rates have gone up,” says Doug
Pearson. ‘“But there haven’t been any move-
outs.”

One reason: a public relations program
begun by Bakar when rates started climbing.

““We published a brochure that answered
anticipated complaints and included a list of
energy-conservation ideas that helped ten-
ants reduce their bills,” says Pearson.

Individual metering isn’t the only answer
for new apartment projects. Tighter con-
struction and smaller square footage also are
in the offing.

Stanford Ackley of Wallace F. Ackley Co.,
Columbus, Ohio foresees major changes in
apartment design in order to keep tenant
utility bills at a minimum. The company
now owns and operates about 1,400 apart-
ments—mainly in two- to eight-unit build-
ings.

“In the future,” says Ackley, “we’ll proba-
bly build smaller units, go for central en-
trance halls rather than individual outside
entrances, group units to get fewer exposed
walls and go to three-story buildings.”

Post Properties’ John Williams also sees a
trend to smaller apartments.

“We passed the peak two years ago in
housingsize,” he says. “From now on it will
be downhill because of utility and con-
struction costs.”

The company already is scaling down its
square footage—building smaller baths (by
eliminating compartmentalization) and

eliminating walk-in closets and eat-in areas
in kitchens. Williams admits this might

make it tough to compete with older, larger
apartments.

“But people are beginning to realize
they’ll be able to save on utility costs,” he
adds, “particularly when we aim the sales
pitch at our improved insulation—5 in. in
ceilings and special insulation board in exte-
rior walls.”

For-sale builders also are talking about
smaller units and tighter construction.

“We're picking up the pinholes

our insulating contractor misses”’
That’s part of anew program begun by Kurk-
jlan Realty of Ann Arbor, Mich., a condo
developer that also builds custom homes.

“After our insulation sub completes his
work, we follow behind for about four hours
of added back-up, like filling in around elec-
trical outlets,” says Al Sanborn.

The company also has increased ceiling
and wall insulation and added special insu-
lation around the perimeter of concrete foot-
ings.

Sanborn believes units will get smaller—
particularly for empty nesters.

‘I sense these people are beginning to feel:
‘I don’t really need 2,900 sq. ft.” And I think
there will be more of that feeling as fuel and
utility bills go higher.”

But will the market really accept smaller
homes and apartments?

“The developer who reduces his square
footage but maintains environmental qual-
ity will be the one who'll make it,” says John
Williams.

Buyers may not have any choice, says Har-
vey Huie: “Just as people are switching to
more efficient cars because of high gasoline
prices, they’ll have to accept smaller, more
efficient housing so they can handle the
operating costs.”

Obviously, some markets won’t be too
badly hurt by high utility bills—luxury
homes and apartments, for example, be-
cause those buyers and renters can absorb
the added costs.

But for most builders/developers, soaring
energy costs are going to be a growing prob-
lem with, says William Baker, hidden im-
pacts that have just begun to surface. Baker
is president of the Florida Land Co., a
wholly-owned subsidiary of Florida Gas Co.

One hidden impact, he says, is the soaring
cost of electricity for running sewage and
water treatment plants, which will be
passed on to consumers.

Another, he says, is occurring in central
Florida right now.

“For the past five years or so, our utilities
traditionally put in underground lines and
paid for installing subdivision street lights
for a nominal monthly fee. Now, because
the utilities’ own budgets are hurting from
increased fuel costs, a developer pays the in-
stallation costs himself.”

The end result, says Baker, is that those
costs will be added to the lot price and even-
tually into the price of the home.

—JunEe R. VOLLMAN

TO NEXT PAGE




This HUD study shows

just how much energy you can save

by upgrading
your building specs

Annual energy used for heating/cooling (In therms)*

CHARACTERISTIC SINGLE-FAMILY HOME: two-story and basement,
frame, with 1,695 sq. ft. of living area; gas-fired forced-air heating system
and electric forced-air cooling system; occupants: two adults, two children

Heating Total

(Gas)
per structure 1,010 1,135
per sq. ft 0.675 0.759

*One therm is defined as 100,000 Biu's
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It is valuable because it pinpoints where yo
might best spend extra money to improv
energy efficiency.

For example, it itemizes a variety of famil
iar structural modifications—everythin
from adding storm windows to increasin|
insulation in walls, ceilings and roofs—an
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preaks out the percentage of energy each
paves in typical housing. And it charts en-
prgy-saving effects of changes in heat-
g/cooling equipment,
ighting. In short, it helps you evaluate
hich modification will work best in your
bpecific building situation.

appliances and

CHARACTERISTIC TOWNHOUSE: two-story masonry row structure with
eight 1,300-sq.-ft. units; no basement; each unit has gas-fired, forced-air

Annual energy used for heating/cooling (in therms)*

Heating Cooling Total
(Gas) (Elec.)

per structure 5,526 1,645 717

per apt.** 691 206 896

per sq. ft. 0.531 0.158 0.689

*One therm is defined as 100,000 Btu's

**Average values

Dimensional Parameters Intermediate Units End Units

Exterior wall area 800 sq. ft. 1,450 sq. ft.
(exclude attic)

Party wall area 1,300 sq. ft 650 sq. ft.
(exclude attic)

Roof area, % of floor area N 57

Story height 10’ 19’

Characteristic structural parameters

Construction type:
Floors:

Exterior walls:

Party walls:

Roof & Ceiling:
(attic unheated
& ventilated)

Windows:

The study also is valuable because it
shows how quickly extra first-time costs for
built-in energy efficiency pay for themselves
in fuel and utility savings.

Charts on this and the following three
pages summarize findings from one of the
most important aspects of the study: how

various structural modifications in charac-
teristic single-family homes, townhouses
and low- and highrise apartment buildings
reduce annual energy consumption for heat-
ing and cooling, which it is estimated, ac-
counts for about 55% of energy used in
homes and apartments.* TO NEXT PAGE

heating system and electric forced-air cooling system; occupants: two
adults, two children per unit
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Approximate percentage
decrease in annual energy used
for heating/cooling

Modifications
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How the study was made:

Hittman Assoc. Inc. of Columbia, Md.,
which conducted the HUD-sponsored
study, defined the characteristic buildings
used in the study from demographic data
supplied by government agencies, utilities,
trade and industrial organizations and from

field observations.

Modifications were limited to those
which (a) would save enough energy to pay
for themselves in ten years; (b) would not
significantly alter the lifestyle of the resi-
dents; (c) could be accomplished with cur-
rently available materials and equipment.

Although the results apply specifically
characteristic housing and weather data
the Baltimore/Washington, D.C. area,
sults will be roughly the same for warm
or colder areas.

A non-technical summary of the f
study, “Residential Energy Conservatio

child per apartment

Annual energy used for heating/cooling (in therms)”

CHARACTERISTIC LOW-RISE APARTMENT BUILDING: three-story
rectangular masonry structure with 24 two-bedroom apartments; no center
halls, elevator or basement; each unit has gas-fired forced-air heating
system, electric forced-air cooling system; occupants: two adults, one

Construction type:
Floors:

Exterior walls:

Party walls:

Roof & ceiling:
(attic unheated
& ventilated)

Windows:
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Characteristic structural parameters

Modifications

Heating Cooling
(Gas) (Elec.) Total
per structure 11,271 2,509 13,780
per apt.*” 470 105 575
per sq. ft.** 0.419 0.093 0.512
*One therm is defined as 100,000 Btu's
**Average values
[
J Dimensional Intermediate B Wit S H
Parameters Apts. End Apts. Stairwells
Floor Area (sq. ft.) 1,140 1,140 225 per floor
Wall area (sq. ft.)
Exterior 500 950 270 total v
[ Party 650 200
Adjoining stairwell 295 295
Roof area, % of floor
area 115 115 115 ] - ]
Story height 10’ 10’ 10’ | - i
P o 5 iorr

Approximate percentage
decrease in annual energy used
for heating/cooling




UD-HAI 8), is available free of charge
om Dept. of Housing and Urban Develop-
ent, Office of Policy Development & Re-
arch, Room 8126, Washington, D.C.
410. It includes a list of available techni-
reports on various phases of the study.
The HUD report lists each reduction in

CHARACTERISTIC HIGHRISE APARTMENT BUILDING: ten-story rec-
tangular structure with 40 two-bedroom apartments and 156 one-bedroom

terms of decreases in total annual primary
energy consumption—that is, the amount
used at the originating source for all energy
consumed in the home (for lighting, appli-
ances, heating, cooling, etc.). According to
Hittman Assoc. Vice President Douglas
Harvey, who supervised the study, de-

Annual energy used for heating/cooling (in therms)”

creases in annual energy usage for hea-
ting/cooling can be estimated by multi-
plying total annual primary energy saving
figures roughly by two. That’s what was
done to obtain the figures in the charts on
these pages.

TO NEXT PAGE

apartments, center hall on each floor, three stairwells and three elevators;

no basement; centrally heated and cooled with gas-fired furnace and
electric chiller; halls serviced by mechanical ventilation system providing
conditioned air; occupants: one adult in one-bedroom units, two adults

in two-bedroom units

Heating Cooling Aux.t Total
(Gas) (Elec.) (Elec.)
per structure 74,359 9,885 12,396 96,440
per apt.** 379 50 63 493
per sq. ft.** 0.390 0.052 0.065 0.506
*One therm is defined as 100,000 Btu's. ** Average values. 1 Electricity used in distribution system

Dimensional Intermediate End Halls & Stairwells Mechanical &
Parameters Apts. Apts. Lobbies Elevators Utility Rooms
Floor area (sq. ft.) 850 950 3,500 (1st fir.) 1,160 1,810 (1st fir.)
1,800 (others) 110 (others)
Wall area (sqg. ft.)
Exterior 250 630 420 500 (1st fir.)
Party 680 600
Hall 250 35 330
Roof area, top floor
(sq. ft.) 850 950 1,800 1,160 110
Story height 10’ 10’ 10’ 10’ 10’
LOBBY ON FIRST FIOOR — (A -
—
| S = [ree]
o J_ i 28R ? 1R L8R {BR 1BR 18R 1BR {BR: =
vl.s\ I ERT LIVIRG
h\‘ M AT W \\
-l
‘ x 2BR iBR iBR iBR {BR = '_: iBR iBR <
{BAIC) LIVING 3 E o A T e
I ITAIRY l % ®
i Il = J
—._l‘ u u u L_J u l—] 1ABEDBDC’M UNIT

2 BEDROOM UNIT

Characteristic structural parameters

Frame, floors
& roof deck:

Exterior walls:

Party walls:

Windows:

L ECH.ROOM ON FIRST FLOOR

Modifications

Approximate percentage
decrease in annual energy used
for heating/cooling
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| h I A F The study shows how to turn natural eld
. AS Stlldy ments like the sun, wind and vegetatio

shows how you can us€ your site as into supportive heating/cooling systems fd
1 l your housing; in other words, how you ca
an aquhary energy p ant use free energy from nature to reduce fug

’ FREE ENERGY
FOR THE INDIVIDUAL HOME

Landscaping plans can be custom designed
so that trees and other plantings buffer a

PROBLEM SUN DATX : PROBLEM : SUN DATX :

home from hot sun and cold winds, and also LA2LOKD O BAST BEARING WIS E SOLAR LOAD OK WEST BEARTNG 105°58"W
channel cooling breezes toward it. The trick PTEROSS RADTAT e (BTO QT /12) Hetehic ol RADITIN ¢ BTU/44Fe HR)
lies in knowing where to place the plantings 5°LU'1‘I$¥,?EM”NE Tomt. o ooy - 32 5°§;’U§Y°§gmmw omTWLL o soor T §
so they’ll do the best job. ?gﬁf%&? y e R =

This study, by Edward D. Stone Jr. Assoc. -- - Con
P.A., shows how to work out an energy-sav-
ing planting scheme by using local solar data
and relating it to a specific site, structural .
characteristics of the home and wind pat-
terns in the area. !

The Stone landscaping plan is for a hypo-

| thetical home in Miami, Fla. The house is j_’&;m

rectangular, has an overhang, is built on a : B
e i ter Sl A e PROBLEM : SUN DATK : PROBLEM : UN DATA :
quarter-acre lot and is oriented 5 east of RlGH SRR MkES SEARING %627 E SoLER Z0kp oxc ,?E,sgm a6 27w
| south. It was necessary that prevailing PHCRCE R SADOW e s S B ML EXDIATTON CBToje Be/HE)
r . » P > Jre P Q. EAST WALL 476 NWYH WALL 20 UT, : EAST WALL O NORTH WALL
winds from the east not b\' blocked at ®oLuTr N’Eae fomem o Roo 206 % fﬁs'mmmef sﬁm‘;m‘s’t‘&m
ground level and the roof surface be unob- BTG AT BT e o AL TRER SHADE e

structed for solar collection. T—--—— o
In the study, solar data was gathered dur- |
ing 12 hours (from 6 a.m. through 5 p.m.) on ‘
June 22, the longest and highest radiation
day of the year. The data was translated into ¥
schematics that show how shifts in the ’
sun’s position during the day direct radia-
| tionto different areas of the home, thus indi- l‘_’_@_“____ i A |
cating where trees are needed for shading. 4

The small drawings at right represent key
hours in the day-long study. From left (run-
ning counter-clockwise) you can see how
shading requirements change between 6 s
a.m., when the solar load is on east and
north walls, to 5 p.m., when the low sun- DENSE PLANTING BLOCKS COLD
angle sends radiation to west and north N ¢ W WINDS
walls.

The large drawing at the bottom repre-
sents the final landscape plan, which incor-
porates some additional planting elements
to improve wind control.

T,
l\\\\ll\l\\l\\\\\\ :
s

wr J‘)

PLANT MASS CHANNELS COOL AIR
TOWARD HOUSE
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nd utility costs. For as the study points out,
modification of the mean radiant tempera-
ure by only 3° will reduce annual heating
and cooling costs by 6% to 8%.
Specifically, the study focuses on such

REE ENERGY
OR HOUSING GROUPS

his study, again by Edward D. Stone Jr.
Assoc. P.A., suggests energy-saving siting
and orientation treatments for both single-
hnd multifamily projects. Here, as in the
revious study, the primary goal is to reduce
ooling loads since the projects are in a hot,
umid region.

Each home in the single-family project
top plan)is oriented on its lot so it will re-
eive maximum cooling from the wind and
inimum heat from the sun. Local streets
ire laid out on an east-west axis to channel
ooling westerly breezes through the proj-
kct.

The center plan—a small segment of the
bame  single-family project—shows how
rees can be placed on common property
ines so the same trees shade adjoining
omes at different times of the day.

In the multifamily project (bottom plan),
inear clustering of townhouses or apart-
ent buildings is suggested. This allows the
ong side of most building groups to be
briented on an east-west axis, minimizing
eating effects from the sun on wall sur-
aces. Cluster ends are kept open to channel
prevailing breezes through the wide, open
reas between building groups.

site-planning idcas as: how to use trees and
other foliage to buffer homes and apart-
ments from cold winter winds and hot sum-
mer sun; how to design and orient units so
they are cooled by natural air-flow patterns;

gﬁkso PROPERTY LINE TREES
DE ONE HOUSE IN THE MORNING (f

and how to treat the total site so that varying
housing types benefit from topographical
variations within the site.

The study also covers energy-related plan-
ning techniques for sloping and flat sites and

PREVAILING WIND3

LOCAL STREETS ON E-W AXTS FACILITATE UNTT ORIENTATION AND CHANNEL, BREEZE
UNIT DISPERSAL AND SETBACK VARIATIONY ALLOW MAXTMUM WIND CIRCULATION
= INDIVIDUXL, UNITS ORIENTED TO MINIMIZE SOLAR IMPACT

BREEZES FLOW BEREATH CANOPY
TREES ¢ BETWEEN $TAGGERED
TURES

WIDE LINEAR OPEN SPACES

CHANNEL BREEZE THROUGH. DEVELOPMENT

AND CREATE A $CENTIC AMENITY FOR BACH DWELLING

UNTTS FORM LINEAR CLUSTHRS,ORTENTEDON AN E-W
AXTS FORMINIMUM SOLAR EXEOJURE OF WALL FURFACESY

s,

CLUSTER ENDS ARE KEPT LOOSE IN ORDER TO GUIDE
WINDS INTO £ THROUGH THE CENTER
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special requirements for solar-heated hous-
ing.

The planning ideas shown on this and the
following pages have been selected from
comprehensive reports prepared by several

of the landscape architectural firms that par-
ticipated in the study. The entire study can
be purchased for $15 from American Society
of Landscape Architects Foundation, 1750
Old Meadow Road, McLean, Va. 22101.

How the study was made:

ASLAF was authorized to investigate t
implications of site development on energ
collection and conservation as part of r
search ordered under the Solar Heating a

FREE ENERGY
FOR PROJECTS AS A WHOLE

In the study shown here, Rahenkamp Sachs
Wells & Assoc. discusses one facet of a proj-
ect’s energy-related planning process: how
heating and cooling loads were reduced for
all the housing by relating unit design to the
site’s topography and microclimate.

The project is Pine Run in Gloucester
Township, N.J.—a 125-acre PUD with three
types of housing: single-family detached,
townhouses and garden apartments.

As indicated in the top plan, the project’s
terrain varies from sloping to flat and con-
tains some natural shelter areas. Addition-
ally, the site is chilled in winter by north-
northeasterly winds and cooled in summer
by south-southeasterly breezes.

In the project’s single-family area (lower
plan), which is located on flatter sections of
the site, the primary energy-saving goal was
to minimize the effects of winter winds on
heating loads. The houses have considerable
glass areas, so the lots were fenced in to
buffer these areas from chilling winds.

Multifamily units—both townhouses and
garden apartments—are located in the hil-
lier, more wooded areas of the site. The gar-
den apartment buildings (with floor-
through layouts for greater air-flow) follow
the natural contours of the land (see lower
plan). This design increases summer cooling
from natural air-flow patterns and allows
existing vegetation in the southeast section
of the site to act as a winter-wind block.

H&H apriL 1975
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ooling Demonstration Act of 1974.

ASLAF hired six landscape architectural
rms to produce reports on the relationship
petween site planning and energy used in
heir respective regions and in a variety of

HERE ARE MORE ENERGY-SAVING
PLANNING IDEAS

They’re from a study by Johnson Johnson &
Roy, and they suggest design, siting and
andscaping ideas that help reduce energy
oads for housing in colder climates. They
nclude:

® A cluster and landscaping plan that
blocks cold winter winds, but channels
Looling summer breezes through the clus-
ers (right).

® A suggestion for a steep-slope design
hat channels cold winds up and away from
he houses (below).
® A house design that, among other
hings, uses its attached garage as a wind
butter (bottom).

e A window design for a southeastern ex-
osure that speeds morning heating during
old weather (far right).

—_

e (NN TPAHA
i i

ki i
mgszwm
PIZOTEJ:TED

}(__Dwu.mo

nowwmm EAST 4LOPES
+ HOL DS 4NDW

J_ ;)CR:S!D BASEMENT :
REDU } e
— COLD WEIT SOILS ‘

+ BLANKETS EARTH AGAINST DEEP FROSTS
+ MELTS 4LOWER -CAUSING EXTENDED WET
COLD FOIL, CONDTTIONS IN SPRING
« dooL, ¢ COMPORTABLE IN EXTREME HEAT

housing types. Their reports were coordi-
nated into the study by ASLAF research
director Charles McClenon.

The six firms are: Land/Design Research,
Columbia, Md.; Edward D. Stone Jr. Assoc.

B

A cluster design for sun and wind protection

.
'rrou N
| “HMM K/
H |
‘\ Y M T M
S

e SREISEER
OPEN SOLAR
GATHERTNG ZONE THE STREAM VALLEY

(PREGERVATION ZONE!)

A steep-slope design for wind protection

P.A., Ft. Lauderdale, Fla.; Johnson, Johnson
& Roy, Ann Arbor, Mich.; Rahenkamp
Sachs Wells & Assoc. Inc., Philadelphia, Pa.;
Sasaki Assoc. Inc., Watertown, Mass.; and
Sasaki-Walker Assoc., San Francisco, Calif.

LARGE WINI FACE SLIGHTLY $oU
OF EAST, AB50R! EARQLY MORKING
SUN AND RADIANT HEAT PRUDUCED IN
SOLAR HEATING OF THE SOUTH WALL

A window design for heating help

|

KL SLOPE d
N ORIENTATION

A unit design for sun and wind protection

+— SUMMER SHADE ON PRIMARY FENESTRATION
t—— BERM SHETLTERS OUTDOOR, LIVING TERRACE

SOUTH $LOPES
* WARM WINTER LOPES
* DRY/HOT $UMMER EXPOSURE

H&H arriL 1975 63




64 H&H arriL 1975

THE»
K0
OF LEVITT AND S0

what went wrong under ITT

ITT started trying to call the shots . .

. Levitt’s builder captains walked out .

Ventures into modulars and apartments went bad . . . Unsold land
accumulated like a creeping desert . . . Suddenly the world’s greatest
homebuilding company became a shambles . . .

Before the seismograph and the Richter scale, geolo-
gists had another way to gauge the severity of an
earthquake. They would journey to the afflicted re-
gion and question the survivors: The tremor had been
so bad if it had rattled the dishes in the cupboards,
so much worse if it had set church bells to pealing
wildly.

The worst quakes of all were those that left no
survivors to question.

When the newly appointed trustee for Levitt and
Sons entered the company’s headquarters in Lake
Success, N.Y., for the first time last January, he must
have felt rather like one of those early scientists. The
building still stood, to be sure, and it was inhabited.

But not by builders.

Virtually no-one left in active top management had
ever built a house professionally. The most famous
and once-greatest of all homebuilding companies
was being run by accountants, by various other staff
people, and by a harried contingent sent over one
after another from the company’s conglom-
erate-owner, International Telephone & Telegraph.

The builders had left.

Awaiting the trustee on the company’s books were
more of the results of some incredible corporate
havoc. Thousands of acres of unbuildable land owned
by the company. Sales volume and personnel rosters
shrunk to a fraction of levels sustained a few years
earlier. Net losses running into the tens of millions
of dollars annually.

What had wrought such damage? And why had
many of the industry’s best building talents fled a
company once unquestionably the industry’s best?

Their exodus can be traced in the files of a New
York firm, Barton-Sans, that specializes in finding
housing industry talent. The searchers’ collection of
several thousand detailed dossiers recounts work his-
tories, track records both good and bad, and present
locations of the industry’s most important execu-
tives; that collection would be materially smaller
and poorer without Levitt’s builders. Interviews with
dozens of executives who occupied key positions in

Levitt and Sons and who witnessed events there
firsthand have brought to light the detailed and oftg
astonishing account that follows . . .

IN THE BEGINNING. . . .

... the company was William J. Levitt. His men, a
the industry, call him a genius; they may be right.

““A good case can be made,” Fortune magazine ong
wrote, “that the best thing that has happened to t
housing industry in this century is Levitt and So
Incorporated.”

Bill Levitt had not only the gift of innovation b
also a gift for people. He gathered around himself t
very best men he could find, and he inspired unpara
leled enthusiasm and loyalty in them.

Together, he and they were the fountainhead fro
which everything—profits, innovation, reputatig
and the rest—flowed.

THE STAGE IS SET

In the 1960s, Bill Levitt’s single-location compa
set up “branch offices” and spread down the Ea
Coast: New York, New Jersey, metro Philadelphi
metro Washington. It jumped across country to C
cago. It reached overseas to Puerto Rico and Par
The age of the original Levittown concept passg
while this went on, but everything his compayg
touched continued to succeed anyway.

Levitt plainly meant for his company to ke
spreading indefinitely. A computer constant
scouted 250 marketing areas for opportunities. Ay
when he began grooming a successor to run his noy
public company, he chose Richard A. Wasserma
who had shown a superlative talent for people maj
agment—the sort of man needed to govern the {4
flung empire Levitt was creating.

Wasserman and Levitt both saw that the compag
was becoming too big to manage on the one-man-
principle Bill Levitt had used. Wasserman recalls, *
was clear that too many major decisions had to
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hade on the spot—out on the job.” They called in
he consulting firm of Anderson Nichols, and one of
s rising young men, Louis E. Fischer, became the
rchitect of the company’s next phase of growth.
Wasserman says, “The concept was a series of
ofit centers headed by top-flight executives, each
ith broad responsibility for his center. We wanted
break it into a series of manageable busi-
esses—like General Motors.”
Fischer developed a sophisticated design:
Four zones would carve up the U.S. and act as a
rt of scaffolding; each would be a miniature Levitt
d Sons, operating with near-autonomy.
The zones in turn would run regional operations
at would develop the same near-autonomy.
When the regions were sufficiently independent,
e scaffolding would come down—the zones would
dropped—leaving a national network of little
vitt and Sons governed loosely by Lake Success.
Fischerjoined Levitt in June 1968 to help effect his
an. The problems must have been obvious, but they
ere temporary and probably, by themselves, man-
eable: (1) new, unfamiliar lines of accountability
d responsibility; and (2) layers of redundant over-
ad appearing at the various levels as the regions
ared up for independence.
Given the caliber and depth of management the
mpany then had, and appropriate time to develop
disturbed, Fischer’s plan might well have worked.
t it would not have those conditions.
ITT had entered the picture.

CQUISITION

T had been on the scene even before Fischer’s plan
as written. As early as January 1966, Bill Levitt,
en approaching 59, was ready to sell his company.
The economic principle that demand shall call
rth supply went into swift operation: On January
a Mr. Osborne phoned on behalf of Lazard Fréres
Co., the investment bankers who arranged many
ITT’s mergers and acquisitions. The two men set
meeting for the next day to include Felix G. Roha-
, a key Lazard officer and liaison with ITT.
Aninternal memo prepared February 1 by Rohatyn
served, “Mr. Levitt is apparently a highly mer-
rial individual, with a highly developed sense of
s own importance and requiring a somewhat highly
rsonalized approach,” then went on to a crucial

0
(LOSS)

($20.0+)




truth: “. . . in its own field Levitt and Sons is the
number one company . . . if proper safeguards can
be taken for the retention of management . ..”

The highly personalized approach of February 1
must have gone well; on February 7 Levitt wrote to
Lazard authorizing it to act as his exclusive agent in
a merger search.

Rohatyn’s first thought was not of ITT, but of Gulf
0il, Kaiser and other corporate giants already in-
volved in real estate. If he and Lazard Freres had pur-
sued that thought . . .

Within a month, however, he approached ITT.

The initial reaction was negative. Hart Perry, an
executive vice president, wrote in a memo to Chair-
man Harold Sydney Geneen on March 4, 1966:

“I basically do not believe that this is a business
ITT should get into, although the record certainly
suggests that Levitt has done a better job than most
in producing steady growth in recent years.”

But by May, ITT felt it had strong reasons for want-
ing Levitt and Sons. They were spelled out in a confi-
dential review:

1. . . almost unlimited world-wide and domestic
growth potential . . .

‘2, Most foreign governments are eager to improve
the housing situation in their respective countries

. they are more than amenable to dealing with
Levitt . -

HOW IT ALL LOOKS NOW

TO THE PIONEER WHO BUILT THE COMPANY

3. LEVIIL pIuuutio @ ave—,
ket for a complete range of consumer goods and ser-
vices. Levitt creates not only new homes but new

households . . .

"4 The acquisition would increase ITT’s earnings
per share.”

In addition, ITT learned that Levitt and Sons’ bal-
ance sheet was understated, permitting potential
“instant earnings’” of about $7 million after tax that
could be injected into the income statement at need.

An irresistible list: By June 2, ITT and Bill Levitt
were dickering over price.

The dickering, it turned out, took a long time. The
deal was delayed by difficulties ITT encountered inj
trying to acquire the ABC Broadcasting Co. There
were also some second thoughts on Levitt’s part. Hel
had eight premonitory questions that troubled him;
he sent them to Geneen. They betray a concern fo
the company’s continued separate identity under
ITT, and for the welfare of Levitt’s top executives
once they were in the conglomerate’s hands.

Rohatyn and Geneen reassured him, however, and
the remaining obstacles to merger were cleared i
1967. That was in time for a closing around the en
of Levitt and Sons’ then fiscal year in February 1968
(By then, Fischer’s plan was going into effect.)

Fixing the start of the decline of Levitt is eas
enough now, in retrospect: February, 1968.

PHOTOS: WE
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William Jaird Levitt has main-
tained an office at Levitt and Sons
headquarters ever since ITT ac-
quired the company in 1968. The
office is large, walnut-paneled,
richly appointed—entirely appro-
priate for a man whose title is
founder-chairman. He is there
often.

It is strategically placed on a
second floor balcony-corridor
overlooking the building’s central
atrium. This beautiful indoor
space with growing trees and
splashing fountains allows al-
most instant access to his office
from any point in the building.

From his ideal vantage point,
Bill Levitt has watched the de-
cline and disintegration of his
company. It was the basis of his
fortune and international fame,
and the instrument of his life-
work, but he has watched as a vir-
tual outsider. He is not in the ac-

tive management.

“Thave a management contract
withITT,” he said in an interview
in that office recently, ““that runs
until 1979. I'm here under its
terms, to give advice if they ask
for it. There are two pages full of
stuff in it that I have to do, serv-
ices [ have to perform, help I have
to give—if requested.”

He said he did not know why
the ITT-appointed executives
who have long run the home-
building company have never
sought to consult him on how to
turn around the failing enterprise.

“I'm here,” Bill Levitt reaf-
firmed. “They never asked me.”

Bill Levitt’s views on ITT’s
world-famous management sys-
tem may or may not have some
bearing on his isolation. He sums
up this way:

“The system (ITT chairman
Harold) Geneen so successfully

employs does not apply to Levit
and Sons. In an entrepreneuria
enterprise such as this, the rigig
system of controls necessary to
conglomerate like Geneen'’s jus|
won’t work. It works beautifull
with routinized, repetitious busi
nesses; you can run hotels with it
you can rent cars with it, you ca
make refrigerators with it.

“But you can’t build home
with it.

“1 think Geneen had good i
tentions. Levitt and Sons was t
become a billion-dollar co
pany—that was his ambition, an
mine, in the beginning.

““We were going to build all ovel
the world.

“It was a very, very excitin
vista; the merger opened terrifi
avenues for increasing volumg
for increasing the company’
fame, for increasing its contrib
tion to society. . .




In fairness to ITT, that requires qualification: In-
ernal problems—essentially manageable by them-
elves, in all likelihood—and the familiar litany of
he housing industry’s troubles in recent years would
lo much to accelerate the decline. But the merger set

motion a series of decisive forces.

SUPEREXPANSION

hose injurious forces were not perceptible at first:

wanted expansion, apparently just as did
veryone else involved with Levitt and Sons at the
ime. But in fact there was a difference. What ITT
eally wanted was fast and continual expansion of
arnings per share.

The conglomerate had long since made a Faustian
act with Wall Street that earnings would rise every
uarter, every year, at a rate that was—ulti-
ately—to prove unsustainable. Unfaltering growth
as the price exacted for a high price-earning ratio,
hich in turn was essential to ITT’s massive acquisi-
on program. The pact had become specific by 1968:
['T’s goal was to make earnings grow 14% a year.

Levitt and Sons had been a publicly held company
efore the acquisition, and so understood very well
e importance Wall Street attached to earnings per
are. But ITT’s obsession with mushrooming this
umber was a new ball game for Levitt.

Now the ultimate criterion of success shifted
subtly and disastrously for Levitt and its executives:
The company’s achievements would no longer be
measured against those of the housing industry, or
the state of the housing cycle, or Levitt’s own track
record, but against geometrically accelerating re-
quirements imposed on ITT.

The conglomerate has an ingenious tool for prod-
ding subsidiaries to grow: its business plan. This doc-
ument, prepared annually by each subsidiary, sets
out in excruciatingly complete detail what the sub-
sidiary plans to do for the year ahead, and the next,
and the next—in fact for five years. The Levitt annual
business plan ran 300-400 pages (the plan for 1972,
written in 1971, was 437 pages long), and took
months to prepare.

The projected growth rate determines the re-
sources ITT will allocate; the better the projections,
the more money available to meet them.

The projections on which the plan is based are nec-
essarily made with ITT’s demands in mind, but they
also have the impact of being made by the subsidi-
ary’s executives themselves. It is their plan, their
numbers, and they are thereafter held accountable
for fulfilling it.

To a homebuilder, the more money he can get, the
faster he can grow; the business plan therefore
seemed as much an opportunity as a commitment to

“But within the first 90 days, I
ew the ITT system wouldn’t
ork at Levitt and Sons. Geneen
hd I discussed it and he agreed
ith me. Geneen wrote and
gned a memo saying we both
freed that there were certain
prtions of the system he would
aive; the portions to be adopted
ould be decided by both of us.
he memo went out to the office
the president (of ITT). . .

“But afterwards, it was increas-
gly overlooked.

“I stepped down as chief execu-
e in August 1969; I had no
pmach left anymore for the
onthly meetings (prescribed by
T). . . After that, Dick Wasser-
an had to go without me.

“He quit in 1971. . .

“Then came the 1971 divesti-
re agreement between ITT and
e Justice Dept. We had been los-
g top-flight people before that—

our top men just didn’t like the
ITT system—but afterwards the
pace of departures stepped up.

““Now there are only one or two
in top management from before.”

Levitt clearly feels the effec-
tiveness of management has de-
clined as a result.

“You can’t compare Wasser-
man and Andlinger (as president).
It’s not fair, Wasserman knew the
business and Andlinger didn't.
All the ITT people who are here
now are very able people, but
they're not experienced people,
not in this entrepreneurial, per-
sonal business. And there’s no
manual they can refer to; we
‘wrote the book’ (on high-volume
building).”

The management factor may
have had a bearing on Levitt's
final decision against going
through with his plan to repur-
chase the company last year
[NEws, March '74].

“We signed a letter of intent,
subject to our own audit,” Levitt
said. “We went to work with our
auditors, and found a tremendous
land inventory that we didn't
want. . . Around May we had a
rough estimate of ‘Company A,’
the operating portion that we
wanted; and ‘Company B,’ the
land we didn’t want.

“We were ready to go. I had
signed up everybody I wanted to
fill top management. Some were
actually on my personal payroll.

“But by then things had gotten
a lot worse in the industry.

“We took a closer look at ‘Com-
pany A’ and decided that it would
not be afeasible thing to do to buy
it. . .We would have had to go
around and look at every damned
house in the inventory, and we
found we were buying something
planned and produced mostly by
amateurs. . .

“T have a great deal of respect
for ITT—I'm one of their largest
stockholders. And I've known
Harold Geneen for a long time.

“But Levitt and Sons should not
have been bought by ITT. It was
an error.”

Since Bill Levitt’s decision not
torepurchase, a polite curtain has
been drawn once again between
him and the homebuilding com-
pany that surrounds him.

“T have no access to the books
now,"” he says. “I know nothing of
the day-to-day operation of the
company—they don’t keep me
posted.”

For his part, Bill Levitt pursues
many other interests. He owns all
or part of several businesses: film
manufacture and distribution,
discount stores, and an Israeli
company called Savkel that owns
the non-North American rights to
the Wankel engine.

And he sometimes muses on
the reasons why the consultative
clauses in his management con-
tract remain unexercised.

““Maybe,” he offers, with an al-
most-straight face, “maybe they
don’t think I know enough about
the business.”
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Levitt and Sons executives.

The late 1960s were a euphoric time. A boom had
been under way for so long that economists were
beginning to say the U.S. had permanently smoothed
out the ups and downs of its business cycle. The gov-
ernment was projecting housing shortages so vast it
almost seemed ready to underwrite continuous 2-
million-start years for a decade to come.

Levitt’s ambitious and hard-driving officers were
seduced by the prevailing optimism and the potent
ITT psychology. They wanted to meet and exceed the
parent’s standard when they wrote their first busi-
ness plan. ITT wanted 14%; they would shoot for
20%. They played down the cycles of the building
business because the company had beaten the cycle
in 1966. Future lags in the Levitt markets would be
offset by rapid diversification into new kinds of hous-
ing and by using financial and marketing muscle to
take market share from the smaller builder.

So, diversification and accelerated growth were
added to the decentralization effort, complicating
enormously the task of management.

The company pressed for faster growth in its exist-
ing regions. It also poured resources into Detroit, a
massive new single-family operation.

But it didn’t stop there. During the first three-and-
one-half years under ITT, while Dick Wasserman
was president, the company created two major multi-
family construction arms, a commercial develop-
ment arm, amodular housing factory in Battle Creek,
Mich. and a mobile-home plant in Fountain Valley,
Calif. The company acquired United Homes of Seat-
tle and former owner Herman Sarkowsky stayed on
to expand the operation throughout the West.

Levitt and Sons also stepped up its buying of land,
started a single-family project in Madrid, planned one
in Munich, scouted Portugal and Scandinavia.

“Levitt-U.S.A.,” the joke began that went around
Lake Success, “Levitt-Europe; Levitt-World; Levitt-
Moon; and the holding company, LEVITT-UNI-
VERSE!”

Wasserman and the executives under him under-
took this expansion with their usual energy and in-
telligence. But it was forced rather than natural
growth, and major problems would soon appear.

LAND

““We made a conscious decision to acquire enough
land to meet our growth projections for a five-year
period,” says Dick Wasserman. “That decision let us
buy raw land, develop it ourselves and apply careful
planning to it.”

There was an even more pressing reason to buy
land in large quantities, Wasserman explained: “If
you're a major homebuilder, with the kind of large
organization that entails, and you get caught short
on land, what do you do with the juggernaut you've
got rolling? You can’t stop.”

Richard Bernhard, an executive vice president
under Wasserman, elaborates: “Our affiliation with
ITT made the resources available and encouraged us
to add land inventory. So did the stretchouts we were
running into on zoning and approvals.

“But things happened—sewer moratoria, no-
growth legislation and the like—and the market
changed and slowed down. What we thought was a
three-year inventory turned out to be seven years’.”

Levitt and Sons was not alone in its fascination
with the idea of banking land. In a confidential report
prepared for ITT prior to the 1968 acquisition, Lazard
Fréres enthused: “Were Levitt to obtain an additional

$20 or $30 million it could inventory land for futurd
use ... Therisks. ..are believed to be relatively smal
... the land bank would also serve as a hedge agains
inflated prices and . . . [Levitt] could probably resel
...ataprofit.”

With these assumptions, the company was an ag
gressive buyer. It purchased, and then found itsel
holding, $20 million worth of land in Puerto Rico
$20 million worth in the Washington D.C. area—o
which approximately 80% was eventually covered
by moratoria; perhaps $15 to $20 million worth ac
quired with United Homes in Seattle and elsewher
in the Pacific Northwest; $7.5 million in California
Arizona and Colorado; and extensive and numerou
parcels elsewhere. The carrying costs of all this land
of course, were capitalized up to market value, stead
ily adding to the burden on the balance sheet.

The land inventory totaled a stunning $117,780,
000 at the end of 1973 and its peak was still higher|

Some of the acreage was in markets that turneg
sour; some fell afoul of no-growth politics and sewe|
moratoria; some proved simply in excess of need.

The enormous inventory, made possible by th
merger with ITT, and made apparently necessary b
the five-year business plan, and made apparently af
tractive by the economic forecasts and outlook of th
time, in reality proved to be a crushing financial bu
den to the company.

EARLY PROBLEMS

On the surface, things went well enough in 1968 an
1969. Levitt’s sales and earnings rose in 1968, th
year the company went into ITT—sales to $162.
million and profits to about $6.2 million. In 1969, th
first year under a business plan, sales soared to abo
$225 million. Earnings, despite numerous start-u
expenses, probably exceeded the business-plan goa
of $7 million.

The ITT control system includes monthly and a
nual meetings between parent and subsidiary. Thos|
with Levitt and Sons went well. Such difficulties a
did arise were expectable. Overhead became mo
burdensome as the zones and regions took shapg
And spotty problems with control of the operatio
appeared because of the extent of decentralization.

Dick Bernhard explains: “If a problem turned u|
in a project somewhere, by the time word filtere
back up to the region, from the region to the zong
and from the zone to Lake Success, the war was ovg

. . the moment you have more than four or fi
balloons in the air you're completely dependent o
the guy reporting to you.”

And Lou Fischer adds: “Finding good people to sta
the expansion was our toughest problem.”

The relationship with ITT was manageable, but
had its vexing side—a harbinger of things to come.

Wasserman still ran his own show, but the sho
had to be reported continuously to ITT. The 400-pag
plan wasn’t enough; there had to be the detailg
monthly reports, and a seemingly infinite number (
internal financial and other records.

At first [after the acquisition] it was all right
reports Charles Biederman, a vice president in 196
“But after six months or so, an ITT guy might sa
‘Would you mind including this form in yo
monthly report?’ Then next time, ‘I hate to both{
you, but it would help us an awful lot if you'd repo
these figures this way.” This grew and grew, until i
a year-and-a-half, everything was ITT.”

“These constant reports were a restriction,” add
Bernhard. “The cost was incalculable . . . in ter



pf time spent by officers. More than that, it was a
flistraction from our own list of priorities.

“And you always had the feeling of, Was big
prother watching, and did he approve?”

Many executives who dealt with the reports were
mbivalent about them, because they had their good
ide. Joseph Henn, who became director of financial
ontrols in 1970 and then served as vice president-
omptroller until late 1972, was perhaps the Levitt
bfficer most familiar with these documents.

““The reports, by and large, were not useful man-
gement tools for Levitt and Sons,” Henn says.
They were geared toward a manufacturing com-
any’s needs; therefore they were just numbers we
enerated. I'd say 50% to 75% of the reports were
seless to us as an internal management tool. We had
0 keep an internal set of management reports for our
wn use. Even the balance sheet was different; we
ad to translate it into real-estate terms.

“On the other hand, ITT obviously has an excel-
ent reporting system for itself. I learned a lot from

em, and some of the basic control concepts have
een brought over to The Richards Group, where I
ow work, and applied in a real-estate context.”

ITT may have indirectly made a positive contribu-
on to the homebuilding industry. Its control tech-
iques, in their original form, were oppressive. But
evitt men have learned to put them in their place.
daptations of some are now nearly as common in
he housing industry as former Levitt executives.

The least copied procedures are those of the ITT
ersonnel department, universally recognized at Le-
itt and Sons as a bureaucratic stumbling block. The
epartment eventually won authority to evaluate

y new promotion or any hiring or termination that

volved a salary above $25,000. Evaluation often
pok months. Approval was not assured in advance,

hiring and firing became extremely difficult.

“By 1971,” says Al Powell, who was the vice pres-

ent in charge of personnel at Lake Success until
P72, “ITT was approving almost all managerial hir-
bg. In addition to the delays, it became progressively

ore difficult to get [approvals] . . . It got to the point
here hiring anybody became an issue with them.

“Ithink it was because the credibility of Levitt and
bns management declined at [ITT—starting with the
arnings| falloff in 1970.”

HE FIRST CRACKS

TT is totally unforgiving if you don’t make the
mbers,” explains Jerry Thompson, who was a part
the Levitt commercial-development arm in 1970,

“because they are your projections, for which you are
given money and resources.”

As 1970 began Levitt and Sons knew it was not
going to escape the housing slowdown of that year.

“In (late) 1969 ITT started to get nervous, because
the near-term projections at Levitt and Sons were
becoming very bad,” observes Nelson Kamuf, who
went to work for Bill Levittin 1951 and was the com-
pany’s senior vice president of operations in 1970.

The numbers continued to deteriorate: The 1969
forecasts assumed a turnaround that didn’t happen.

Instead of recovery, Levitt and Sons faced the fi-
nancial squeeze of May and June 1970.

The lower Levitt and Sons forecasts would be ac-
cepted by ITT--but now there were strings attached.

“ITT began focusing more of its attention on us,”
recalls Nels Kamuf. “They assigned more people to
work with people in our company, more people to
review our decisions and policies; and they increased
their reporting activities.

“Naturally, they also began to intervene,” Kamuf
adds with deceptive mildness.

This well-meaning interest did not sit well with
Levitt executives, and they soon reached a con-
sensus. Phrased printably, it was: “ITT does not un-
derstand the building business.”

According to Wasserman, final earnings were
down sharply, to “around $4% million.”

The ITT intervention in 1970 dealt the first of sev-
eral body blows from which the homebuilding con-
cern would never completely recover.

“I had been really turned on at Levitt and Sons,”
Wasserman recalls now. “I badly wanted to build it
up...Iworked atit twenty hours a day, really pushed
myself, spent half of my life on a plane, went through
a divorce, made all the ‘normal’ sacrifices [this with
a wry face|—It’s amazing what the human body can
do when it’s motivated.

“But I saw that it was a losing battle with ITT.
They wanted to involve themselves more and more
in the decision-making process.

“I had done my thing, I thought I had positioned
the company very well. I was satisfied. When I left
we had a $13-million profit buttoned up.

“ITT wanted me to take over very large portions
of the [parent) company. Geneen told me once, ‘Dick,
the future of ITT is in your hands, and those of two
other guys.’

“But I'd had enough. I'd proved to myself that I
could do it. I wanted to enjoy life a little more. I told
him, I'm sorry, Harold, but I can’t. It would ruin my
backhand.’”

Wasserman was determined to leave in a good year,

The ITT board room, where
the two companies met an-
nually. Dubbed “The James
Bond Room,” it fills the top
floor of a Manhattan sky-
scraper. Fifty or more ITT ex-
ecutives occupied one side, as
many from Levitt the other.
Attendants in the center
space ran sound equipment
and projectors. Meetings
could last all day—no smok-
ing—with Chairman Geneen
presiding under the large
ITT emblem. “How could
you go in,” asks one Levitt-
man, “and tell him yours is
the only subsidiary of
hundreds to take gas next

111

year:

H&H apriL 1975

69




Nelson C. Kamuf

70 H&H arriL 1975

and he did, in June 1971. It was, in fact, the com-
pany’s record year: about $11.9-million profit on
$300 million or more in sales.

Levitt and Sons lost more than a president. Its exec-
utives now realized that they were just employees in
a rather minor (4% of sales) subsidiary of a much
larger company. Even the name had changed to “ITT-
Levitt and Sons.” Their élan, which made Levitt so
different from every other company, started slowly
but irretrievably to fade.

Robert Gale, running the company’s multifamily
operations on the East Coast in 1971, sums up the
forebodings of many Levitt executives at the time:

1 feel that when Wasserman left, the company
died.”

DIVESTITURE

Wasserman left June 1, 1971; in July ITT signed a
consent decree that affected people problems at Lev-
itt and Sons as much as did his departure.

The agreement with the Justice Dept. settled sev-
eral long-standing corporate disputes. It let the con-
glomerate keep its prized Hartford Fire Insurance
Co., a billion-dollar acquisition with earnings in the
$100-million range. In exchange ITT would dispose
of other companies with revenues also totaling $1
billion or so, but with earnings that Wall Street ana-
lysts then calculated at about $35 million. One was
Levitt and Sons.

Far from being relieved at the sudden prospect of
ITT’s exit, many Levitt executives became still more
deeply disturbed: Now their company was soon to
have another, but this time unknown, owner.

Robert Ross, who was a senior vice president in
1971, recalls: “There was a lot of uncertainty . . .
about divestiture. And the thing was, everybody was
constantly getting these great job offers. Everyone
wanted to hire away Levitt men; the headhunters
(executive search firms) were constantly calling. If I
didn’t get at least one good offer a week my ego was
destroyed. A lot of these deals doubled salaries,
meant real promotions. In the old days, people
wanted to stick with Levitt; but afterward, they’d
say, ‘To hell with it, I'll take this great offer rather
than put up with all the uncertainties.””

Divestiture also intensified the other people prob-
lem: hiring. Earlier, the Levitt name alone had been
enough to meet competition for housing talent.

But the divestiture agreement put Levitt and Sons
in a peculiar situation. Bob Ross took over single-
family construction east of the Mississippi in 1972,
and recalls the problem:

“You'd bring in a good man for an interview, and
he’d say, ‘Who's going to own the company?’

“We'd have to say, ‘We don’t know yet.’

“So he’d say, ‘Well, what are the company’s objec-
tives and policies going to be?’

“And we’'d say, ‘Gee, we don’t know, it depends
on who buys the company.’

“'OK, so how big will my area of responsibility be?’

“'That depends on what the policies are.’

“‘Why did you bother to call me?’”’

Divestiture also cost Levitt and Sons Palm Coast,
a 100,000-acre Florida tract that ITT had assembled
for installment land sales and had transferred to
Levitt in 1968. “It was an overhead cost to us in its
start-up year, 1969,” recalls Joe Henn, “and it pro-
duced zero profit in 1970 because it was under devel-
opment.” Just before signing the agreement to divest,
ITT took Palm Coast, which made money in 1971,
back from Levitt.

Meanwhile, Geneen was seeking a replacement to|
Wasserman; Bill Levitt stepped back into active ma
agement as a stopgap. First, ITT approached Dic
Bernhard, who had established a remarkable recor
running Levitt’s Puerto Rico operation and then a
an executive vice president at Lake Success.

Bernhard’s reaction, in short, was to thank ITT f
the compliment—and quit.

The search turned to two other key officials: Lo
Fischer and Norman Peterfreund, the company’s to
financial man. Fischer became president Septemb:
17; Peterfreund took the titles of vice chairman
the board and chairman of the executive committe
Bill Levitt was still chairman and chief executive.

For a time it looked as though the company woul
recover. Morale, which had sagged when Wasserma
left and the divestiture was announced, picked u
noticeably.

“While . . . Fischer was there,” says Joe Henn,
thought we had an excellent management team.
still wanted to stay because I thought it would ju
be a matter of two years and we’'d be out on our own.

Fischer and Levitt began phasing out the bro
zones created in 1967, eliminating overhead and i
proving control, and reducing land inventory.

But new problems developed with ITT. Sa
Fischer: “I felt the interests of the two compani
need not diverge. . . But ITT was concerned abo
protecting its own interests, and I finally had to te
them I felt I couldn’t always put their interests abo
those of Levitt and Sons and of its people.”

Sources disagree on what issue was involved—t
balance sheet or a management contract to prote
Levitt people after divestiture.

Whatever the difficulty, Fischer says, “ITT beca
very uncommunicative.”

Early in 1972 there was a change in their relatio
ship, but not for the better.

SURPRISE

In January 1972 Carl Rudnick, Levitt’s multifami
manager on the West Coast, was aboard ship in t
Pacific.

“T was on a weekend cruise-conference with
executives,”” he recalls. “I got an urgent summons
be in (ITT Executive Vice President) Richard Be
nett’s office in New York at 5 p.m. Monday.

“Thad to have a helicopter whisk me from the sh
to the Los Angeles airport, where a flight to Ne
York was being held for me. It was a Boeing 747.

“WhenIwalked in, I found that all fifteen top exe
utives of Levitt had been called there.

“Gary Andlinger was there too; Bennett intr
duced Gary and then said there had been a meeti
of the board of Levitt and Sons, that Bill Levitt h
been voted out, and that Andlinger had been chos
as chairman and chief executive.

“That was the first any of us had ever seen or hea
of Gary Andlinger. Including Lou Fischer.

“I don’t think Gary said more than five words.”

Comments Fischer, who had been summon
from Houston: ““The basic idea at ITT was that
surprises go up to headquarters—but it sure did
apply on the downstroke.”

“After the meeting,”” Fischer recalls, ““Andlin
came up to me and asked, ‘Are you staying?’

“T said, ‘1 don’t know, let me think about it.’
I took a vacation and thought about it. When I ca
back, I told him I'd decided not to stay.”

Fischer left in March and Andlinger assumed t
presidency as well as the chairmanship. He was




prepare the company to go public in September.

Whether the executives who planned the meeting
in Bennett's office were happy with the surprise they
achieved remains a subject for speculation. Cer-
tainly, they had gone to great lengths. If they did
enjoy their success, it’s doubtful their satisfaction
endured. In the course of 1972 Levitt and Sons had
some surprises of its own for ITT.

Surprise No. 1 was crucial. Outraged by ITT’s treat-
ment of Fischer, half or more of the fifteen key execu-

ives at Bennett’s meeting left within the year. Six
left within the first six months.

Surprise No. 2. Many in the company’s second ech-
elon also walked out.

Surprise No. 3. Andlinger, with no experience in
home building and a vacuum in management open-
g under him, was hard-pressed to keep the com-
pany above water; earnings plummeted from the
$11.9 million in 1971 to a pretax deficit. (Tax credits
produced a profit of $517,000.) All of that led to . .

Surprise No. 4. The realization developed that Le-
itt and Sons was not going to go public in Sep-
ember—or perhaps ever.

Surprise No. 5. The modular housing plant proved
bo deeply flawed it had to be shut. That required ex-
ensive writeoffs.

The next two surprises did not originate at Levitt
and Sons, but they had considerable impact anyway.
, Surprise No. 6. The Accounting Principles Board
ightened the rules for claiming profit from presold
that is, sold prior to completion| income projects.
This change, and subsequent cost overruns, trans-
ormed the profits booked by the multifamily opera-
ions into sizeable losses.

Surprise No. 7. The collapse of Boeing destroyed
he Seattle housing market, and Levitt’s investment
n United Homes’ Washington and Oregon opera-
ions had to be written off. United and the modular
blant combined produced a net after-tax loss of $9.7

illion, not including an additional $4.2 million
rom the modular plant’s start-up costs.

These surprises erased the profits Levitt and Sons
had booked in 1968, 1969 and 1970.

And the man ITT had chosen to run the company,
owever intelligent he might be, was still learning
he housing business.

The skilled and experienced building executives

ho left in 1972 would have had their hands full.
Andlinger himself was sorely put to salvage Levitt

d Sons: The storm burst as soon as he appeared,

d he became part of a flood racing downbhill.

Two of the sources of the deluge, the surprises in
nultifamily construction and in modular housing,

e worth exploring separately.

ULTIHOUSING

rom a standing startin 1969, Levitt’s two apartment
ivisions—both dubbed Multihousing—rushed into
ommitments in the next three years to build about
,000 units. The figure comes from Rudnick, who ran
he West Coast operation and eventually took over
he East as well.

Bob Gale, who started the eastern division, ex-
lains the reasons for the presale technique:

"We needed earnings, not tax shelter, so we built
partments for sale.

“We presolc. most projects, committing a price to

e buyer; for maximum tax benefit the buyer had
p own the project prior to initial occupancy. The
ccounting rules (before 1972) allowed the company
b book the profits the year of the sale.

“Many other companies building multifamily ren-
tals did the same thing for the same reason.”

In dealing with investors who bought projects, Lev-
itt and Sons took back long-term notes; so financing
construction costs and other cash outflows added to
the company’s increasingly heavy short-term debt.

“We were trading cash for paper profits,” com-
ments Thomas Silvestri, an assistant Levitt comp-
troller until late 1974.

Gale continues: “Preselling presented certain
problems. Costs had to be locked in very early to
assure profitability. The sale price was based on pro-
jected rental income and we did the best we could,
internally and through outside consulting firms, to
determine accurately the income and expenses of
each project.

Naturally, some mistakes were made. Some rent-
ups took longer than expected, or the taxes would be
higher than anticipated. But for the most part the
projects performed well, providing owners with the
desired returns.”

They didn’t perform well for Levitt and Sons.

Construction delays and cost overruns began to
appear. “Things looked good at the time,” says
Fischer. “Construction costs were supposedly
pinned down by our contracts with the general con-
tractors. But it turned out that the stipulations
weren't as tight as we thought.”

Levitt's apartment markets became overbuilt, 2

greatly lengthening rent-up times—to the company’s
heavy cost.

In 1972 the accounting profession changed the
rules, requiring earnings to be booked over a long
period of time instead of the first year alone, and an
IRS crackdown on tax shelters sent tax-conscious in-
vestors scurrying out of apartment projects.

The rules changes and other problems abruptly
ended Multihousing’s profits, and replaced them
with losses estimated by outside analysts at about $5
million in 1972. In 1973, the two multifamily opera-
tions lost $8,074,000 more.

The executive reaction to the changes in rules and
markets appears to have been uncertainty about
what to do. Andlinger was in, learning the ropes, and
the men who knew the ropes were leaving. Eventu-
ally, though, Lake Success decided to wind down the
apartment business. Gale left in 1972; Rudnick in
1974.

Once into multifamily construction, Levitt and
Sons would have run into the cost problems what-
ever it did, given inflation. But it need not have ap-
proached this new field with the presale strategy,
which left booked profits dangling at the end of a two-
or three-year rope of contingencies; that was dictated
by “stock-mindedness”’—that is, the need to book
earnings fast. And the company need not have built
the multifamily operations up so far, so fast; that was
dictated by the numbers in the business plan. Indeed,
since Levitt’s expertise lay in single-family con-
struction, the company need never have gotten into
multifamily at all.

MODULAR HOUSING

Levitt and Sons was not the only company to lose
on modular housing; the landscape is littered with
evidence of other examples. But Levitt is the only one
to go wrongin quite the way it did. Most others sus-
tained losses because they couldn’t find sales enough
to justify their operations.

"Sales were no problem,” avers Carl Kovitz, who
was vice president of marketing for Levitt Building
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Systems Inc., as the modular arm was called. “We
could sell everything we produced, because we kept
the price competitive.”

Charlie Biederman, who took charge of the modu-
laridea quite early inits development, seems to have
approached the project skillfully enough.

“We spent the first four or five months looking at
the modular-housing industry. Then we did a six-
month formal study, spent about $50,000 and hand-
built four prototypes. Then ITT reviewed it for three
months. They approved it, more than a year after we
started.”

Levitt located strategically in Battle Creek, Mich.,
between the Chicago and Detroit markets.

Then came the hurry up.

ITT seems to have been excited by the project; here
at last was a chance to apply its vaunted manufac-
turing expertise. Recalls Biederman:

“Bennett said to me, ‘You take care of sales, we’'ll
take care of production.’

“They (ITT engineers) came in and mechanized all
the operations. The machinery was all newly de-
signed. Some of it we bought from other manufac-
turers, who were new themselves to the game—after
all, this was an infant industry. Some we bought and
adapted. Some the ITT guys designed themselves. We
had a relatively sophisticated conveyor system de-
signed for us. It was a system of air bags; the modules
were supposed to float on air from station-to-station;
one guy could move a wall with a shove.

“But none of the machines worked.

“The air bags kept breaking; every time one broke,
the production line stopped and we had to move the
units by hand. Did you ever try to move an entire
wall by hand? I had to throw the gluing machine out
after two months. I had to do the same thing with
other machines—the floor framing machine, for in-

STEPPINGSTONES TO DISASTER: LEVITT

stance—and switch over to hand production.

“On several occasions I panicked; I called Bennet
at ITT and said nothing was working right. He sai
‘Don’t worry; we’ll handle it . . ./

""We were supposed to produce at a rate of 2,00
units a year using one shift; we were lucky if we go
above 500 a year using two shifts.

“The design of the product was complex, and tha
added to our manufacturing problems. But the ma
chinery was all untested; the industry was too new|
There was no homogeneity among the machines be
cause we had to get them from different sources|
Some were designed to require too much uniformit
in the two-by-fours and other materials.

“In hindsight, 1 would've used a warehouse w
owned in New Jersey and set it up there and puttere
around with it for a year or so.

“We should’ve done everything by hand at firs
then mechanized step by step as proven, superior-to
man machinery became available . . .

“Finally, I replaced the ITT guy in charge in Jun
1971 with another ITT man. By February (1972)1sa
that he couldn’t make it work either.

“In March, Lou (Fischer) said to me, ‘Look, the bes
thing for your career is to get out (before this thin
destroys you).’

“So I left.”

Kovitz stayed on as marketing chief through 197
“The ITT liaison man took over after Biederma
left,” he recalls. “His immediate problem was to i
crease production or cut overhead. They couldn’t cu
materials cost without cutting quality, and the
agreed with us that they didn’t want to do that.

“They tried very hard, put in a lot of people, tim
and effort for three or four months. But they couldn
up production enough and there was too much fixe
overhead, so finally they just wound it down.

CONSOLIDATED BALANCE SHEET 1973 1972 CONSOLIDATED INCOME (LOSS) 1973 1972
Assets: ~ Revenues:
Cash $ 12664 $ 12,764 Sales $224,930  $274,50(
Notes and accounts receivable (due within one Rental, interest and other income 2,759 1,374
year—$26,232 and $35,605) - 55,854 65,988 Total revenues 227,689 275,87
Inventory of land, construction and materials 224,014 206,731  Expenses:
Prepaid expenses and other assets 7,857 9,138 Cost of sales 220,086 246,953
Rental properties, at cost, less accumulated de- Selling, general and administrative 23,990 2311
preciation of $1,192 and $825 11,404 7919 Interest 11,580 6,43
Property and equipment, at cost, less accumu- total expenses 255,656 276,50
lated depreciation of $3,536 and $2,951 4517 4,966 Income (loss) before income taxes (27,967) ( 63:
$316,310 $307,506 Provision (credit) for federal and foreign income
Lisbilities: 7 taxes _ ( 13,663) ( 1,151
Notes payable to banks (due within one year _____Net income (loss) (14,304) 511
$37,918 and $49.613) § 40,193 § 52,958 LDvidends (165
Notes payable—other (due within one year
$2,000 and $1,000) 89,000 90,000
Accounts payable and accrued expenses 49,938 37,581
Federal and foreign income taxei (eferred = INVENTORY OF LAND, CONSTRUCTION AND
portion—$23,689 and $14,028) 23548 13383 MATERIALS 1973 1972
Mo(tgages payab|e (due within one yéa-{; Land held for deVelODmenl and Iong-Ierm in-
$9,995 and $13,619) B 30,603 40,979 vestment—at cost $117,780 $113,6
Payable to affiliated companies 24828 4601 Residential and commercial construction in
2 $258 110  $239.502 . progress—at lower of cost or market 52,248 48 4
‘ ) ectional land improvements—at cost 30,791 241
Stockholder's equity e __ Unapplied comr%unity—wide improvements—at
Preferred stock— cost 19,626 19,2
AU\IZICL”ezeg bi-ooo-ogo shares, without par Materials—at lower of cost or market 3.569 1:1
. issued in series ]
ool $224,014  $206,7
Authorized, 20,000,000 shares, $1 par value
Outstanding, 10,000,000 shares 10,000 10,000
Capital surplus 15,013 10,513
Retained earnings 33,187 47 491
58,200 68,004
$316,310  $307,506
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“Production was completed in December 1972,

hen I left.

“Ibelieve they made pallets for a while after that.”
- Even given flawlessly functioning machinery, Lev-
tt and Sons undoubtedly would have run into the
ost problems that bedeviled other modular produc-
1s. In fact, the company actually had figured on it.
‘We thought,” says Wilbur Gasner, who was vice
resident of research and development at the Battle
reek plant, “‘that even if a manufactured house cost
couple thousand dollars more than a conventional,

e’d absorb it while we learned. We expected costs
o fall and the market to improve.

“Idon’t think the basic premise was wrong, but the
umbers weren’t right yet.”

The problems at Battle Creek sprang from the same
ource as many problems elsewhere in Levitt and
ons: a push to do too much, too soon.

ESCENT

‘I left around August of 1972, says Ami Tanel, who
as an engineering vice president at Lake Success at
e time. “It was heartbreaking to see what was hap-
ning and to be unable to do anything about it.
“There was a total loss of control at the top (that

ear), and a loss of initiative in the lower echelons.

eople didn’t want to make any decisions; they were
aiting for something to happen.

““The upper echelons were filling up with ITT guys
ho didn’t know the business. They seemed so con-
erned with paperwork and financial reports that it
as as though they forgot the purpose of Levitt and
ons was to build homes.

“They had better control over calculating vacation

d sick-leave days than they did over operations in
he field.”

SONS ANNIJAL REPQRT 197377(;\" figures iinwthpusandsiof dollars)

ITT tried at first to halt the exodus of top manage-
ment with stock options, when it was still thought
that the company might go public.

“They flew eight or ten of us to Paris for a meeting
in early 1972,” recalls Rudnick. “We were all given
substantial promises—stock options, basically. If the
company had gone public . . .

“We got all these promises: the ‘phantom-stock’
program, the ‘incentive-stock’ program, the ‘option-
stock’ program. But they all kept fizzling.”

Meanwhile, Andlinger set about trying to take con-
trol. He reshuffled divisions, tried to cut overhead,
dived into learning about the business.

“‘He’s a fast study,” comments Rudnick. Everyone
agrees that Andlinger is personable and intelligent—
even his critics say he tried hard—but somehow al-
most everything seemed to go wrong.

ITT’s abrupt injection of him into the company
started badly—and the first impression he created
was not helped when he arrived at Lake Success in
a chauffeur-driven limousine during a company-wide
economy drive.

He broughtin an associate from ITT, John B. Santa-
maria, and gave him wide administrative powers;
Santamaria’s approach to administration helped
alienate the Levitt and Sons executives Andlinger
was trying to keep.

The crises that hit Andlinger all at once greatly
slowed the decision-making process.

Moreover, ITT management techniques seemed to
backfire when applied to Levitt and Sons. Reliance
on management reports wasn’t good enough. “A
report can tell you that a house has been built,” says
Biederman, “but not how well.”

Holding a man to his own forecasts and projections
proved counterproductive in the always-uncertain
housing business. TO NEXT PAGE

EVENUES, PROFITS AND (LOSSES) Profits CONSOLIDATED SOURCE
Y SUBSIDIARY—1973 (Losses) Revenues AND APPLICATION OF FUNDS 1973 1972
ngle-family: Source qf funds:
Levitt Residential Communities—East ( 2,571) 76,224 ODefat}Of\S—
Mid Atlantic ( 2,696) 21,046 Net income (loss) . ‘ ($ 14304) 8§ 517
Levitt and Sons of Puerto Rico (and subs.) 2,403 24,493 (Increase) decrease in subordinated trust
Levitt and Sons of Europe (and subs.) (__90) 16,498 deed notes : 9,901 ( 22961)
Levitt West ( 1,595) 34747 _mcreasg in deferred income taxes 9,661 5,986
Levitt and Sons of Florida { 253) 2,111 Depreciation ‘ . 1,475 1,161
ultifamily: Cash provideq .ffom (applied to) operations 6,733 ( 15,297)
Levitt Multihousing Corp.—East (_4,368) 9,109  Financing activities—
Levitt Multihousing Corp.—West ( 3,706) 18,477 Proceedsvof bank and other loans 98,002 132,108
A\partment management: __Increase in mortgages 8,475 15,287
Levitt Property Mgmt., Inc. ( 202) — Advances from affiliates 23,354 4,601
Commercial construction: Capital contribution by ITT 4,500 6,650
Levitt Commercial Corp.—East 14 6,915 Decrease of investments in and advances to
Levitt Commercial Corp.—West { 1.211) 11,722 unconsolidated subsidiaries — 5,942
bile homes: Increase (decrease) in accounts payable, ac-
Levitt Construction Systems, Inc. (_582) 5,322 crued expenses and current income taxes 12,861 ( 268)
Decrease in other assets 1,281 1,316
evitt and Sons, Inc. (parent Co.) 1,640 - (Increase) decrease in other receivables 223 14,147
\ccounting eliminations ( 1,062) =— $155,439  $136.1
Unidentified items* ¥ 7S] 1,025
otal (14304) 227689  Application of funds: ) B
" Repayment of
Unresolved discrepancies in available figures bank and other loans $111 ,767 s 77‘097
Mortgages 18,851 18,367

Advances from affiliates

3,127 13,975

Increase in inventory

17,283 28,269

Increase in properties, net 4,511 2,589
Dividends — 1,650
155,639 141947

Decrease in cash
Cash balance, beginning of year
end of year

(

100) ( 5,755)

12,764 18,519

$ 10664 & 12,764
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Norman C. Peterfreund

Robert T. Craig
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RESTON, INC.

COURTESY OF GU

“We'd say that we were going to build x number
of houses per month in a project,”’ says Peter Taylor,
who was senior vice president of operations under
Andlinger. “But let’s say the weather halted con-
struction one month, or some other contingency oc-
curred. They (Andlinger and others drawn from ITT)
couldn’t understand the impact of those contin-
gencies. They’d say, ‘Why didn’t you deliver x houses
last month?’ And we’d explain the reasons why we
couldn’t, and they’d say, ‘We don’t want excuses; we
want to know why you didn’t do it.’

“They couldn’t figure out why things didn’t go ac-
cording to schedule.”

It was sometimes worse when they did: project
managers often felt forced to finish scheduled houses
even after it became apparent the scheduled market
for them had dried up.

Sending people from outside the normal line of re-
sponsibility to verify reports, another ITT technique,
caused trouble. It seemed to operations people in the
field that Andlinger mistrusted them and was trying
to manage through staff officers. (“I think Andlinger
felt threatened by guys who could say to him, ‘Look,
I know this business and you don’t,”’ remarks an ex-
ecutive who was then building single-family homes.)

Inexperienced or marginally competent men
moved into positions over their heads because of the
developing management vacuum.

Andlinger’s lack of familiarity with the industry
tended to let him accept extremely optimistic projec-
tions from the field at face value, according to several
observers.

“Everybody always thinks he’s going to do just
great next year or next month in this business,” says
Bernhard. “One of the jobs of a top man is to go
around and throw cold water on everybody—or at
least play devil’s advocate.”

The blizzard of reports that now went up to Lake
Success, d la ITT, also presented unexpected prob-
lems. Tom Silvestri, who dealt with cost control,
says: ““There was no way to guarantee up-to-date,
accurate cost information from the field. Some guys
were less timely than others, some kept data dif-
ferently, some were less accurate than others . . .

”And the way the information was recorded, it was
a major project to develop houseline data (cost-per-
house figures) on projects.”

A heavy outflow of people at all levels, and the
reshuffling of responsibilities it necessitated, guaran-
teed the disappearance of operating control.

“We had four managers in two years running
northern New Jersey,” says Bob Ross. “We finally
had to shut the operation, and a lot got lost between
the cracks.”

One of the projects there was in Freehold. By the
time the project hit the newspapers, all of its 226
California-style homes were sold and 160 families
had moved in. They complained about houses that
flooded, had windows out of plumb, were built on
improperly levelled slabs, and-in which the indoor
temperatures dropped to 40° in the winter and soared
to 110° in the summer despite the best efforts of the
heating and air-conditioning systems.

Quality control during construction had left some-
thing to be desired: Repairing the damage cost Levitt
and Sons $1% million in 1973.

““We had to tear some of them down to the slab and
start over,” fumes Peter Taylor.

Levitt Residential Communities and the “Mid At-
lantic” operation, which include all single-family
construction east of the Rockies, lost $5.3 million
that year.

Levitt and Sons lost quite a few people in 1973
and $14,304,000, overall.

Besides these internal troubles, there were new ex-
ternal problems. Two examples suffice.

“Qur Detroit region was selling about 600 units 2
yearuntil the GM strike,”” says Ross. “Then the mar-
ket collapsed. And it never did come back. Volume
fell to 300 a year, instead of going to 900 a year, as|
called for in the business plan.”

The other example is a 2,248-acre tract of well
placed residential land owned by the company i
Poolesville, a Maryland suburb of Washington, D.C,
The tract became subject to a sewer moratorium ex
pected to last, according to one source familiar wit
the area, ““for at least ten years.”

ABORTED RESCUE

Sometime in 1973 Bill Levitt was moved to act. The
word spread rapidly around company headquarters
and through the nationwide network of Levitt and
Sons alumni that has sprung up. Bill Levitt would t
to buy back his company.

The report was true: Negotiations began at Laké
Success. The books were examined, the land ap
praised, the price discussed.

On February 14, 1974, Bill Levitt called a press con
ference in New York City and made it official:
letter of intent to purchase was signed and on its way
to the Justice Dept. for approval.

To understand the stir this caused among the Lev
itt alumni, one must understand their feeling for the
company.

‘I can remember the day I was made regional man
ager in Philadelphia for Levitt and Sons,”” says Ross
now a senior vice president of General Development
Corp. in Miami. “I was so happy I was in tears; ]
called my parents long distance . . . It was the culmi
nation of everything I'd worked for.”

“It was exciting working there,” says Ami Tanel
“I still have a lot of affection for the company. And
just about anywhere you go, you bump into a Levitt
and Sons graduate. The spirit is still there among
them. If you ever put them all back together in one
building again . . .”

And now it all started to come back. Bill Levit
brought in John Guinee, executive vice president of
Gulf Oil Real Estate Development, to act as president
of his company.

ADDING IT ALL UP
or
The quarter-billion dollar mistake

Our rough tally of identifiable costs so far to ITT of its
Levitt and Sons acquisition. Several figures are of ne-
cessity approximate.

Purchase price $ 920 million
(In ITT stock, at market
price at time of acquisition)
1972 extraordinary losses 4.2 million
9.7 million
5.0 million
Known capital contributions—1972 6.7 million
—1973 4.5 million
1973 operating loss 14.3  million
1973 writeoff 354 million
1974 operating loss 20.0+ million
Approx. “outside" debt
assumed—1974 100.0 million
291.8+ million
Deduct
Total est. L&S profits 1968-72 30.6 million
Total cost to ITT 261.2+ million




Levitt and Sons was to be divided into Company
, a viable operating entity; and Company B, essen-
ially a holding company for the $100 million worth
f land, closed-down projects and tail ends of multi-
ousing enterprises that Bill Levitt did not want.

A Justice Department official says, “We would not
ave been adverse to separate disposal of the exces-
ive land . . . at that point. The rule of reason has to
pply, after all.”

But then the pace of negotiations dragged. Bill Lev-
itt had his reasons, which he cites in an interview
bn pages 66 and 67. He finally decided he did not want
his company any longer; he broke off talks in August.
The letter of intent lapsed.

DISINTEGRATION

Robert Craig, who was Levitt and Sons’ successful
rice president and regional manager in Chicago until
ast September, made a considered judgment last year
Ind acted on it:

“1 turned down the presidency of Levitt’s single-
amily operations east of the Rockies,” he says.
Gary Andlinger made the offer, he added, with the
backing of ITT. Instead, Craig elected to become a
enior v.p. with Gulf Oil Real Estate Development.

At the time, it was an eminently sensible act; Lev-
tt and Sons was in an advanced state of decay. The
ollowing measures of its conditions were knowable:
First: The company had opened and then closed
projects in several new markets around the country
n 1974, at a loss. They were not large projects for
Levitt; a building venture in Atlanta, for example,
ncluded only 128 single-family lots and four model
homes when it closed last summer. But they failed,
Ind small failures can add up.

Second: By the autumn of 1974, the employee ros-
er had been slashed 25% from a year before, to about
,200. (The all-time peak was about 3,000 in 1971.)

Third: The multifamily divisions finished up old
ommitments and became almost dormant.

Fourth: Operating losses continued to mount: the
974 loss could not have been less than $20 million.

Fifth: The loss could go as high as $40 million or
nore, depending on the write offs that year.

Sixth: The land burden weighed as heavily as ever:
more than $120 million at its peak.

Seventh: Almost the last of the top talent said
rood-by. Besides Ross, Rudnick and Craig himself,
he company lost its longtime vice president of cor-
porate communications, Ed Cortese, in November
Ind Peterfreund, its financial chief for many years,
n December.

Peterfreund’s exit was not surprising. Several
ources say his once-important responsibilities had
peen diminished under Andlinger until virtually
hone was left to him. Noone is willing to guess why;
t is between Peterfreund and Andlinger.

The departures left Andlinger nearly alone in top
management. As the top executives departed, one by
pne, Andlinger did not replace them. Their subordi-
hates reported to him instead. Knowledgeable
ources counted those reporting directly to And-
inger in late 1974: seven or eight domestic regional
nanagers, two overseas; various staff officers at Lake
puccess . . . 20 or perhaps 25 people.

No man can do that and make it work. Such a
humber of executives reporting to the top man con-
titutes a state of corporate anarchy.

This situation suggests that the desolation of Lev-
tt and Sons, whose true strength had always been
bundance of talented men, was all but complete.

A TRY AT RESURRECTION

If $100 million can still save Levitt and Sons, how-

ever, the company has already been saved.

Knowledgeable sources say ITT cleaned all the
bank debt off the Levitt balance sheet before the com-
pany went into trusteeship last January.

They estimate that debt at about $100 million.

““The banks had made those loans assuming Levitt
and Sons had the full support of ITT,” explains one
source. “If ITT hadn’t assumed this debt it would
have damaged its credit rating.”

The $100 million is believed to be resting on the
books as an “intercompany loan” between parent
and subsidiary. But since ITT must, by agreement
with the Justice Dept., supply any funds necessary
to operate the subsidiary and prepare it for disposal,
the question arises as to how much of this loan will
ever be repaid. At least one well-placed source
frankly describes it as “an infusion of capital.”

This, at one stroke, utterly transforms the subsidi-
ary’s financial condition.

Ultimately, credit for the cliff-hanger rescue be-
longs to the Justice Dept. Its decision that a “viable,
operating homebuilding company’’ must come out of
the divestiture headed off any liquidation of the Lev-
itt company under ITT and forced creation of a trus-
teeship. That, in turn, forced ITT’s massive bank-
debt transfusion.

The trustee is Victor Palmieri & Co., a Los An-
geles-based doctor for troubled companies, which
also administers the nonrail assets of the bankrupt
Penn Central Railroad [News, Feb. '75].

Palmieri was appointed January 14. On February
27 his board of directors publicly announced And-
linger’s resignation.

The word broke first at a meeting the trustees
staged with surviving Levitt executives at a Long Is-
land motel-restaurant called The Island Inn. And-
linger appeared at the end of the meeting to say he
was quitting. For the record Andlinger said, “My as-
signment was to insure a smooth transition for Levitt
from ITT ownership to control by the trustee. I con-
sider that assignment completed.”

He was replaced initially by Edward P. Eichler, a
principal of Palmieri & Co. Ned Eichler, son of pio-
neer builder Joseph Eichler, is a former vice president
of the new town of Reston, Va., and a former profes-
sor at the University of California at Berkeley.

Several other changes were under way when the
trustee came in last January.

Bill Levitt’s rough division of the assets into Com-
panies A and B had been formalized, with the un-
wanted B portion set up under Bertram Schwartz as
Levitt Realty Co.

One source says the Company A land (being kept
for construction) had already been written down in
value, as necessary, until “you know damned well
you can make money with it.”

A better system to track and forecast direct con-
struction costs had been put into place. And And-
linger, having noticed the many vacant positions at
Lake Success, had had the management consultant
firm of McKinsey & Co. (for which he worked from
1956 to 1960 before joining ITT) devise a plan for
hiring and holding executives.

Finding skilled executives is the one important
task remaining for Victor Palmieri. The taskis essen-
tial; if the trustee can find talented homebuilders and
keep them, Levitt and Sons may have a future.

Old friends of Levitt and Sons can only wish him
well. —HAROLD SENEKER

Edward P. Eichler
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" PROJECT |
PORTFOLIO

MARTIN TORNALLYAY

ProjecT: Heritage Hills

LocATionN: Somers, N.Y.

DeveLorer: Heritage Development Group, Inc.
ARcCHITECT: Walz & McLeod

S1TE AREA: 1,100 acres
NumBEeRr oF UNITS: 3,100 condominiums
PRICE RANGE: $38,500-$76,000 plus premiums and options




MARTIN TORNALLYAY

f Heritage Hills seems to bear a marked resemblance to the now-famous Heritage Village in
bouthbury, Conn., it’s not surprising. It’s done by the same developer (with a new corporate
bame), it has some of the same architectural style, it is equally respectful of the natural
hssets of its site, and it gives early promise of being just as successful: despite a horrible

arket, there were 50 closings between the first of February, when the project opened, and the
bnd of March, and sales are continuing apace. But there are also marked differences from the
barlier project. Heritage Hills is aimed less at the retiree market and more at active people;

inimum age is 40 rather than 50 (children must be 18 or older). And there is a far wider
hoice of models—18, built in three different configurations: Cluster Houses (photos above),
imilar to the original Heritage Village models; Court Houses, built around a central auto
ourt; and Hillview Houses, designed to take maximum advantage of the site’s steep terrain
ind consequent superb views. All three types are detailed on the following pages.
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JOSEPH MOLITOR
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Site plan of a portion of Heritage
Hills’ first condominium shows
how the three different types of
housing are intermingled. The
orange units are Court Houses,
green units are Cluster Houses, and
brown units are Hillview Houses.
The latter are not clustered like the
others, but sited on ridge lines and
slopes to take advantage of the view.
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Hillview-House plans include
[clockwise from above) the Fair-
field, $58,000; Litchfield (best seller
in the group), $49,000; and Suffolk,
$50,000. The picture on the facing
page shows how the units are fitted
into sloping sites, and it also high-
lights a problem: buyers don’t like
the idea of walking downstairs, ei-
ther into a living area or a bedroom
area. So new models will be intro-
duced into this group.
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Court-House cluster is pictured
below from the outside (left) and the
inside (right) Convenience is a
major feature; residents can drive up
to their houses, open the garage door
electronically, drive in and close the
door without leaving their car. Con-
dominium by-laws require cars to be
parked inside garages at all times,
and guest parking is provided out-
side the clusters. Four Court-House
models, shown at left, include, from
left to right: the Salem, $65,000;
Somers, $64,000; Croton (the best
seller in the group), $73,000; and
Hanover, $60,000.




JOSEPH MOLITOR

JOSEPH A
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MARTIN TORNALLYAY

Entrance to the sales office is shown
in the photo at far left; immediately
at left is the view of the model area
prospects see when they leave the
sales o . Homes are sold in three
stages $50 refundable selection
¢, a $2,500 non-refundable down-
when the contract is
signed, and the closing. An early
problem was dropouts from the $50
category who were kcpt from

their existing homes by mortgage

1

scarcity. But this situation has
eased, and two-thirds of the
dropouts have been re-sold. Another
teature of Heritage Hills is a central
recreation center with rec building
tennis and paddle-tennis courts and
a pool; these will be completed later
this year., Women'’s and men'’s club-
houses will be built at a later date in
the same center. A nine-hole golf
course is now playing, and another
18-hole course will be started soon.
They will be part of a private club,
while the other facilities will be part
of the condominium common prop-
erty. Other small tennis and swim-
ming centers will be built through-
out the project as development pro-

O
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NDOW PAINS.

Fuel savings.

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

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

Security.

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

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

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

No storm window bother.

Double-pane insulating glass provides all the

benefits of storm windows without the bother.
And sash can be removed so cleaning can be done
from the inside. A good selling feature for you.

Easy installation.

Perma-Shield Gliding Windows come completely
assembled. No hardware to apply or lose. Continuous
installation fin eliminates need for separate flashing
on frame wall construction. Easy to install in all types
of wall construction.




Carole Eichen’s new book of
interior design ideas to make your
model homes and apartments
sell and rent faster

156 pages
50 color photographs
100 drawings

1038”7 x 1038”
$24.95

Next best to having Carole Eichen on your design staff is Carole
Eichen’s new book of design ideas on how to decorate for your par-
ticular segment of the market. Step-by-step, Carole walks you through
the complex process of design decisions leading to that single telling
moment when the prospect says, “Yes, I like it. I'll buy it.”

Drawing from long years of experience, Carole tells not only why,
but also kow to put more sell into model homes and apartments.

Her best-selling designs are presented in clear-cut text illustrated with
fifty large, full-color photographs, each accompanied by before-and-
after schematic diagrams moving your mind from the design prob-
lem to the design solution to the ready-to-sell results.

HOW TO DECORATE MODEL HOMES AND APARTMENTS
explains the key factors to be considered in creating best-selling inter-
ior designs for

* Master Bedrooms * Dens

« Children’s Bedrooms * Sewing Rooms

» Family Rooms » Sales Offices

* Built-ins » Patios & Balconies

* Kitchens

* Bathrooms

* Living Rooms
* Dining Rooms

Presenting an array of interior design ideas adaptable to your own
condominiums, rental apartments and single-family homes, this mas-
terful guide also gives you special insight on the major elements of
residential design: color, lighting, built-ins and accessories.

Carole Eichen, prominent interior de-
signer for the housing industry and Con-
tributing Editor to House & Home.

Builders and developers turn to Carole
Eichen—President and Chief Designer
of Carole Eichen Interiors—for decorat-
ing ideas to match their market for con-
dominiums, rental apartments and sin-
gle-family homes.

Carole is one of those rare people who
know people. With an uncanny sense of
merchandising, she designs model homes and apartments in t
mirror-image of what homebuyers are really looking for.

y

HOW TO DECORATE MODEL HOMES AND APARTMEN
also details the design decision-making process involving fundamd
tal judgments on

* How to match interior decor to your markets,

* How to make interior design costs pay for themselves,

* How to keep abreast of current decorating trends,

» How to bring your models in on schedule,

* How to plan for effective model maintenance,

* How to coordinate salesmen with the marketing team, and

* How to put it all together for total impact.

Equally important to the workings of successful interior design
Carole Eichen’s suggestions on what builders should expect of
signers . . . what designers should expect of builders . . . how to dr:
up a good contract with the interior designer . . . how to cont
schedules, deadlines and the countdown for installations.

Inexpensive ways to avoid costly mistakes, budgeting do’s and don
and matching design to your market parameters are other practi
aspects which make this new book an effective working tool for s
ing condominiums, rental apartments and single-family homes s
cessfully in any locale at every price level.

Builders and developers who have profited from Carole Eiche
services would readily agree that your model homes and apartme
will never look quite the same after you get your hands on this pr
tical book of successful interior design ideas. Order the book today
add Carole Eichen’s expertise to your own experience in selling ho

i eS! Send me
Carole Eichen’s new book on
Enclosed is check for $24.95 payable
to House & Home Press.

Mail this coupon with remittance to:

House & Home Press
1221 Avenue of the Americas
New York, N.Y. 10020

Your Name . SR

HOW TO DECORATE MODEL HOMES AND APARTMENTS

FimName @000 0

Mailing Address = S—

City_ - Stafte: P
4-75
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entilating skylight opens wide

see-through roof that opens up to
low air circulation and ventila-
on, the Roto® skylight is equipped
ithinsulating glass. No storm win
ws are needed to maintain ther-
al efficiency. Easy-to-install in any
pe of roof, skylights can be used to
IT an attic into extra living space
YW-maintenance units come with
l-aluminum sash or aluminum-
vered wood sash for better insula-
n. Skylights are shipped as com-

plete, ready-to-install packages,
which include roof flashings, elimi-
nating time-consuming on-site fit-
ting. Available in a range of twelve
sizes, skylights lock open to a vari-
ety of positions to provide every
thing from two-in. draft-free air cir-
culation to full-height viewing.
Matching screens, shades or remote-
control venetian blinds are optional.
[LM.M.S., Essex, Conn.

CIRCLE 200 ON READER SERVICE CARD

Fire safety system ...

“Fire Warden,” a built-in
guishing system concealed behind a
decorative wall plate, protects life
property. Capable of
guishing or at least controlling a fire
in the minutes before the fire depart-
ment arrives, the system is equipped
with ahose and nozzle (connected to
plumbing lines) to douse Class A
fires (1) and a dry chemical extin-
guisher for Class B blazes. For new

extin-

and extin-

a cool idea

construction, the easy-to-install
unit is fitted into studding during
framing; in existing homes the ‘Fire
Warden” can be installed wherever
a plumbing hook-up can be made. A
square is cut in the wall to fit the
unit (2). A water pipe is then tapped
and a line fed through the wall into
the box and soldered to the elbow
joint provided (3
modate lines coming in from the
bottom as shown, top or right side
Once the hand extinguisher is posi-
tioned (4), the concealing panel is
closed (5). Unit can be supplied with
a choice of stock pictures, an empty
frame, or a decorative mirror insert.
American General Products, Ypsi
lanti, Mich.

CIRCLE 201 ON READER SERVICE CARD

Box can accom-

PRODUCT INDEX
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“Builder Bath Plan” package, show|
in a contemporary style, includes a
cessories, lighting, mirrors and ¢
binetry. All hardware, includi

door pulls and switch plates, is coo
dinated with accessories. H:
Mack, Harrodsburg, Ky.

CIRCLE 203 ON READER SERVICE CAR
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Three-in-one convertible showg
‘Ondine Futura,” (above)
an overhead fixture or a hand-he|
spray. The three-position showd
head can produce a full, even spr.
pattern, an aerated spray with
gentle, bubbling flow and a puls
ing spiral of water for invigorati
massage. Interbath, El Monte, Cali
CIRCLE 204 ON READER SERVICE CA

SCrves

Easy-to-assemble vanity (left) f
tures a system of preattach
brackets which easily snap togeth
Offered in six widths, vanities co
in single- double- and triple-dc
models and the door and drawer v
sion shown. Three furniture styl

come in a choice of two finishes. B
wood, Ackerman, Miss.
CIRCLE 205 ON READER SERVICE CA

Marble patterned tileboard, “Pom-
peii,” (left)is a plastic finished hard-
board. Offered in green, beige or blue
with matching moldings, the easy-
to-install and maintain panels are
dent, heat and moisture resistant
Masonite, Chicago.

CIRCLE 206 ON READER SERVICE CARD

|
|
|

Cultured-marble self-rimming bowl fits a standard 18"-round center open-  “Brentwood” cut-back vanity features a cultured-marble top offered i
ing. The fluted “Nostalgia” style shown is one of two models. The other choice of eight colors. The 36"x18" unit is available with left hand dra
is a seashell-shaped “Neptune.” Both bowls come in eight colors. Williams as shown) or right. Factory-assembled cabinets come in three styles

Leigh Products, Elkhart, Ind. CIRCLE 207 ON READER SERVICE CARD seven finishes. Arlington, Tex. CIRCLE 208 ON READER SERVICE CARD
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itreous china bidet, “Carmen,"” can be ordered with or without a standard

fitting. Chrome-plated, three-valve set has a transfer valve to direct tem-

pered water to a fountain spray-head in the center of the bowl. Unit comes

n eight colors. Briggs, Tampa, Fla. ciRczE 209 ON READER SERVICE CARD

Lo~

Single handle control, “Avante”
teatures a patented cartridge com
patible with all fittings in the line
Cartridge, with no O-rings, features
a single moving part which controls
both flow and water temperature.
Price Pfister, Pacoima, Calif

CIRCLE 210 ON READER SERVICE CARD

Solid-brass %" diverter spout has a
brass adapter which makes it suit-

‘ able for use where a /2" spout is spe-

’ cified. Spout “25734A” comple-

( ments a line of solid-brass flow-con-
£ trol shower heads and arms

Chatham Brass, Linden, N.]
CIRCLE 211 ON READER SERVICE CARD

oyal Provincial” vanity, with Formica doors, features a grooved design.
he modular unit, offered in a range of styles and sizes, has self-closing
nges and a washable vinyl interior. Matching medicine cabinets are avail-
le. Formco, Cincinnati, Ohio. CIRCLE 212 ON READER SERVICE CARD

Molded vanity top for the powder room measures 20% " wide and 18" deep
Unit, with a high-luster marbelized look, comes in six colors. The durable
top weighs one-third less than conventional poured tops. Bradley, Meno
monee Falls, Wisc. CIRCLE 213 ON READER SERVICE CARD

Two-handle washerless faucet line
consists of five different models. All
“Delex” fittings have oversized
escutcheons  and  crystal-look
handles. The “Rigid Mount” tub-set
shown is a basic unit for 8” centers.
Delta Faucet, Greensburg, Ind

CIRCLE 214 ON READER SERVICE CARD

R PRSP

‘““Arcadia PLAStex” shower cabinet is of sturdy ABS plastic with no metal
parts to rust. Easily installed without screws or bolts, unit features an inte-
gral soap dish, a continuous anodized-aluminum grab bar and a slip resistant
“Stonelite’ base. Gerber, Chicago. CIRCLE 215 ON READER SERVICE CARD

more products on page 92
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Smoke and gas detector, Sta-Saf "™ GSD-100, employs a semi-conductor type
sensor that responds to the presence of smoke or any toxic or combustible
gases. The sensing device is comprised of bulk N-type oxides that become
conductive after absorbing oxidizing smoke and gases. Detector has an
alarm. Perfect-line, Lindenhurst, N.Y. CIRCLE 216 ON READER SERVICE CARD

Electric door pivot with a micro-
switch is designed for electrical-se-
curity door application. A signal,
transmitted to a central control
point when door is opened or closed,
can activate an alarm. Rixon-
Firemark, Franklin Park, I11

CIRCLE 217 ON READER SERVICE CARD

Intrusion detection system, “DS
402,” (below) consists of small, sep-
arate transmitter and receiver com-
ponents. The pulsed-infrared sys-
tem has a 500" operating range and
a beam direction range of 180°. De-
tection System, Fairport, N.Y.

CIRCLE 218 ON READER SERVICE CARD

3

Electronic CYPHER® LOCK/Card Prep, can only be opened by both card and
pushbutton code. Housing is mounted outside the protected area. Once card
is inserted and correct four-digit code tapped out, door unlocks for a set,
adjustable period of time. System can activate an alarm. Continental Instru-
ment, Hicksville, N.Y. CIRCLE 219 ON READER SERVICE CARD

Keyboard security control unit for
residential or commercial use fea-
tures false-alarm protection, an au-
dible alarm, integral battery back-up
and delayed entry/exit. Tamper-

proof unit is easy to install. Func- ot
tional Data, Santa Ana, Calif.
M ARMED
CIRCLE 220 ON READER SERVICE CARD
ZONE 2

Ionization smoke detector (below),
“Ton 1II,” features dual chambers to

J

ensure constant monitoring of con- -
ditions. Solid-state unit is UL-listed ¢ o
and compatible with all UL, 24V,

DC fire-alarm control panels.
Gamewell, Marlborough, Mass.
CIRCLE 221 ON READER SERVICE CARD

|
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Thermal detectors for Pyr-A-Larm
systems operate on a rate compensa-
tion/fixed temperature principle
which utilizes the different expan-
sion rates of the detector’s metal
hell and enclosed contact supports
Pyrotronics, Cedar Knolls, N.J.

“IRCLE 222 ON READER SERVICE CARD

Self-bolting “Super Guard” locks
(below) bolt to themselves, not to
the door. Offered in double- and
single-cylinder models and a night-
latch-deadbolt the
strong locks have decorative styling.
Ideal Security, St. Paul, Minn.

)

CIRCLE 223 ON READER SERVICE CARD

combination

- Wud

Miniature smoke alarm is a solid-
state unit that can be mounted eas-
ily on walls or ceilings. Measuring
only 3% "x5%"x13%" the “Scout” is
available in both plug-in and per-
manently wired models. Edwards,
Norwalk, Conn.

CIRCLE 224 ON READER SERVICE CARD

Residential smoke detector, "Model
706,"” is operated by a photoconduc-
tive sensing cell which triggers a
solid-state circuit to energize an
alarm horn. Unit is primarily of

Noryl® thermoplastic resins. Elec-

tro-Signal, Rockland, Mass
CIRCLE 233 ON READER SERVICE CARD

Heavy-duty pushbutton lock
[above)features a zinc die-cast hous-
ing. The maximum security unit has
a %" anti-friction deadlocking latch.
Pickproof lock is designed to replace
cylindrical or tubular locksets. Uni
can Security, Montreal, Can.

CIRCLE 234 ON READER SERVICE CARD

Keyless “Dialoc” (right) for com-
mercial applications allows mul
tiple entry without the expense of
keys. Dial the correct sequence of
four numbers, turn the knob and the
door opens. Unit operates silently
Dialoc, Denison, lowa.

CIRCLE 238 ON READER SERVICE CARD

Automatic flush bolt, “456,” is de-
signed for fire-rated wood doors.
Shown below are mortise and fin-
ished installations at top of a door,
the automatic locking feature, and
the door coordinator and dust-proof
strike. Ives, New Haven, Conn.

CIRCLE 239 ON READER SERVICE CARD

Apartment master control unit for
“High Security  System”
sounds smoke, fire and intrusion
alarms. Unit also allows for two-
way unlocks the
downstairs door and monitors itself
Westinghouse, Pittsburgh, Pa

CIRCLE 235 ON READER SERVICE CARD

Rise

conversations

Residential burglar alarm system
“S$7619” connected
door/window switches which form a

consists of

security loop based at a central con-
trol panel (below). System has a key-
lock disarm and time delay. Ritten-
house, Honeoye Falls, N ]

CIRCLE 236 ON READER SERVICE CARD

RITTENMOUSE
-~
o Qo
oN ' TEST
LAMP
o
SYSTEM

MODEL  §7019

Deadbolt appearance, construction
and basic chassis have been stand-
ardized for the “B400,” “B200"" and
“B100” series. Stainless steel dead-
bolts (left) with 1" or 3" throws have
anti-cutting features. Schlage Lock,
San Francisco

CIRCLE 237 ON READER SERVICE CARD

see page 102 for residential-security literature; more products on page 94 |
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Textured steel bi-fold doors have a
crinkle finish that is rolled at the
mill. Doors are painted by a Dual
Ransburg Disc System so that they
resemble white-painted plaster.
Two styles, “Kent” and “Tyler,” are
offered. National, Ocala, Fla.

CIRCLE 225 ON READER SERVICE CARD

Steel bi-fold doors with traditional
styling feature sculptured-looking
paneling. Deeply-embossed doors
are finished in a low-gloss white
enamel that can be painted. Units
come with tracks. General Products,
Fredericksburg, Va.

CIRCLE 226 ON READER SERVICE CARD

Molded polystyrene “Bowindow,” designed to simulate the look and feel
of wood, is durable and inexpensive. The prefinished unit, glazed with %"
“Insul-glass,” features cellular core construction for superior insulation.
Offered in three sizes, windows will not split, rot or swell and are insect-
proof. Burton, Cobleskill, N.Y. CIRCLE 227 ON READER SERVICE CARD

Double-hung aluminum tilt win-
dows (below) are designed for easy
maintenance. Both sashes tilt and
lock at any point of travel. Windows,
with an anodized finish, have no
metal-to-metal Available
with insulating glass, units feature
weatherstripping and  integral
screen channels. Graham, York, Pa.
CIRCLE 228 ON READER SERVICE CARD

contact.

“Thermo-Barrier” glider window
(below) has inner and outer frames
of aluminum connected by a rigid
insulating barrier. Unit also features
wide air-space glazing that helps
control heat and sound transmis
sion. Sashes are weatherstripped and
glass cushioned with vinyl. Mon-
Ray, Minneapolis, Minn.

CIRCLE 229 ON READER SERVICE CARD

Elegant solid-wood entry door,
“Westminster,” (right) features in-
tricate hand-carving. The rosewood
door with a hand-rubbed finish has
the design on both sides. Matching
side panels are available. Elegant En-
tries, Worcester, Mass.

CIRCLE 230 ON READER SERVICE CARD

A full line of bi-fold doors fabricated
of non-metal materials is designed
to compete in price with metal
doors. The “Slim-line” series in-
cludes raw Lauan, primed hard-
board, prefinished Lauan, walnut
permagrain, and plastic models.
Walled Lake Door, Richmond, Ind

CIRCLE 231 ON READER SERVICE CARD

“Uni-Panel” one-piece plant-on in a traditional “Heritage” design convertg
any plain flush metal or wood door to an interesting entry. Made of hig
density urethane, “Uni-Panel” can be finished in a medium walnut tong
or primed for painting. Applied with an adhesive, the plant-on will not chip
crack, peel or fade. Entol, Miami, Fla. CIRCLE 232 ON READER SERVICE CARD




Fire retardant cedar shakes add a co-
lonial look to a townhouse project.
Red cedar roof shakes are pressure
impregnated with chemicals that
enhance the natural weathering
qualities. Koppers, Pittsburgh, Pa.

CIRCLE 247 ON READER SERVICE CARD

Patented Leveleze® roof drain fea-
tures a gasket that eliminates the
need for sealants between the ad-
justable collar and the drain body.
/ The non-hardening rubber gasket
gives a watertight bond. Josam,
Michigan City, Ind

CIRCLE 248 ON READER SERVICE CARD

- ‘ 3
TAAPALF 1A 4D
T Ry

ustic asphalt “Dimensional Shake Shingles” have a deep tab look created
y a special on-line production technique. Offered in four colors, shingles
arry a UL Class C fire rating. A factory applied thermoplastic adhesive that
onds courses together provides wind resistance. Celotex, Jim Walter,
ampa, Fla. CIRCLE 249 ON READER SERVICE CARD

PRODUCTS/EXTERIORS]

Fancy butt shingles (right) with a ‘
colonial look, come in nine patterns.
Each course of the 16"-long Western
Red Cedar shingles can be applied
over solid sheathing with a 6"
weather exposure. Shakertown,
Winlock, Wash.

CIRCLE 250 ON READER SERVICE CARD

Superstar® siding (below/ 1s corro-
sion resistant Galvalume® steel

with a bonded Dupont Tedlar PVC
finish. Offered in five colors, the i
low-maintenance siding has a wood- ‘
like texture. Mastic, South Bend,
]ﬂ\i

CIRCLE 252 ON READER SERVICE CARD

T e e e A
Man-made masonry siding panels,

“Brookline,” [above| simulate the T
look, texture and color of oven-fired

brick. Offered in white, buff or red,

panels come premortared for easy

installation. Roxite, Masonite, Chi T —
cago, Il1. =

CIRCLE 25] ON READER SERVICE CARD —

Custom colored precast stone for exterior use requires no footings or build-
ing ties. Offered in volcanic, petrified wood, random ledge and fieldstone
styles, each piece is individually molded for a natural look. Durable material
for new construction or remodeling can be installed on any type surtace
Crown Hill Stone, Westfield, N.Y. CIRCLE 253 ON READER SERVICE CARD

more products on page 96
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SUPERSTRUCTURE

Complete platform tennis court in-
cluding lights is available on a lease
arrangement with terms up to 66
years. Conventionally constructed
court is legally classed as a tempo-
rary structure. North American,
Bridgeport, Conn.

CIRCLE 240 ON READER SERVICE CARD

Cushion tennis surface, “Plexicar-
pet,” (below)is suitable for indoor or
outdoor use over asphalt or con-
crete. Material provides a %" rubber
sub-base for the Plexipave finish sys-
tem offered in eight colors. Califor-
nia Products, Cambridge, Mass.

CIRCLE 241 ON READER SERVICE CARD

“Three-way Master Gym” is five pieces of equipment in one. Included are
an automatic barbell, a quad pulley station, a latissimus machine, a four-po-
sition abdominal board, a chinning and dipping bar and an exercise bench.
Marcy, Glendale, Calif. CIRCLE 242 ON READER SERVICE CARD

“Hayloft/Haystack” provides climbing and jumping play for pre-school ag

children. Composed of a 4’-high platform jump tower and a deep, resilie
landing mat, the unit is virtually hazard-free. The ‘“Hayloft”” doubles as
climber. Playlearn, St. Louis, Mo. CIRCLE 243 ON READER SERVICE CARD

Lightweight fiber glass steps for
vinyl-lined swimming pools are safe
and durable. Easy to install and re-
move for storage, ““Sure Step”’ comes
in a corner unit or a shallow-end
wall model. Miami Pool Equipment,
Miami, Fla.

CIRCLE 244 ON READER SERVICE CARD

Fiber glass therapeutic pool, “Whirl-
Spa,” (below)comes completely pre-
piped. The octagonal, seven-person
unit has six Venturijets. Package in-
cludes pumps, filter and water
heater. Viking, Ft. Lauderdale, Fla.

CIRCLE 245 ON READER SERVICE CARD

a5

#‘;’ :
Colorful “8” Roadster Climber is an adventurous addition to a play are4
Complete with running boards and a driver’s seat, the '30s-inspired auto §
a challenge to the imagination. Baked-on acrylic enamel finish is maintg
nance-free. Kilgore, Reedsville, Pa. CIRCLE 246 ON READER SERVICE CARD
more products on pag
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What the energy probiem
means to a builder

and what he can do
to surviveit.

The energy problem, a matter of
concern to everyone, is a matter of vital
concern to the builder.

Already, in some areas around the
country, there are prohibitions and re-
strictions on the use of gas and fuel oil
for heating. And this situation is intensi-
fying all the time.

What can the builder do to meet it?

Onewayistoinstall the Weathertron®
heat pump. This all-electric refrigeration
system heats in winter and cools in
summer. It cools and heats by efficient
use of electricity without burning fuel
of any kind.

your climate and other factors.)

Weathertron heat pumps by General
Electric come in 18,000, 24,000, 30,000,
36,000, 42,000, 48,000 and 60,000 BTU/H
sizes and can be used individually
or in pairs to heat and cool houses of
all sizes.

The heart of the unit, the Climatuff”
compressor, is so reliable that more than
1 million have been installed with an ex-
cellent record of dependability. Another
General Electric exclusive: Spine Fin™
condenser coils that eliminate almost all
brazed joints where leaks can occur.

The Weathertron heat
pump is easy to install and
simple to maintain. It's
quiet, dependable and
efficient, delivering about
two units of heat for every
heat unit of electricity it

/

////:/%I'I’lﬁ

"

il

uses. (It may be more or less

Sa— For the complete story
“ﬂ\\\m\& on the Weathertron heat
lln\“\\\\\\'\“ pump and our National

*__\\\\\ Service Contract Plan, get
in touch with your
General Electric Central
Air Conditioning dealer.
He's in the Yellow Pages

under “Air Conditioning

in your area depending on

- Equipment and Systems!’

The Weathertron
heat pump.

GENERAL @3 ELECTRIC

CIRCLE 97 ON READER SERVICE CARD
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IMPORTANT NOTICE REGARDING THE FLAMMABILITY
OF CELLULAR PLASTICS USED IN BUILDING CONSTRUC-
TION, AND LOW DENSITY CELLULAR PLASTICS USED

IN FURNITURE

The flammability characteristics of cellular plastics used
in building construction, and low density cellular plastics
used in furniture are tested under numerous test methods
and standards. Included among these are ASTM D-568,
635, 757, 1433, 1692, E-84, 162 and 286; UL 94 and 723, and
NFPA 255. The Federal Trade Commission considers that
these standards are not accurate indicators of the perform-
ance of the tested materials under actual fire conditions,
and that they are only valid as a measurement of the per-
formance of such materials under spcific, controlled test
conditions. The terminology associated with the above
tests or standards, such as ““non-burning,” “self-extinguish-
ing,” “‘non-combustible” or ‘25 (or any other) flame
spread” is not intended to reflect hazards presented by
such products under actual fire conditions. Moreover, some
hazards associated with numerical flame spread ratings for
such products derived from test methods and standards
may be significantly greater than those which would be
expected of other products with the same numerical rating.

The Commission considers that under actual fire condi-
tions, such products, if allowed to remain exposed or
unprotected, will under some circumstances produce rapid
flame spread, quick flashover, toxic or flammable gases,
dense smoke and intense and immediate heat and may
present a serious fire hazard. The manufacturer of the par-
ticular product or The Society of the Plastics Industry, Inc.,
should be consulted for instructions for use to minimize
the risks that may be involved in the use of these products.

The Federal Trade Commission, Washington, D.C. 20580
requests that any representation that is inconsistent with
the terms of this Notice be brought to its attention. This
Notice is distributed by The Society of the Plastics Industry,
Inc., 250 Park Avenue, New York, New York 10017.

CIRCLE 70 ON READER SERVICE CARD

DEPEND ON
NATURAL VENTILATION

KOOL YOUR ATTIC WITH KOOL-O-MATIC

Don’t depend on gravity or turbine ventilation.
Install Kool-0-Matic Automatic Power Attic
Ventilators for positive attic temperature and
moisture control, Conserve energy and natural
resources by preserving roof structure. Control
attic heat and moisture automatically, keeping
insulation efficient and effective, therebyreduc-
ing heat loss in winter and heat gain in summer.

CONSERVE ENERGY
SAVE UP TO 1/3 ON
AIR CONDITIONING

Kool-O-Matic increases air conditioning effi-
ciency up to 30%, forlesstonnage and less cost.
Certified performance and aluminum construc-
tion insure proper application and lifetime main-
tenancefree service. Write for free catalog of
complete product line.

&.‘ Your guarantee
. of quality

L S msaen and performance ®
KOOLMMIC

KOOL-O-MATIC CORPORATION, DEPT. 1175

1831 Terminal Rd., Niles, Ml. 49120 ® Phone 616/683-2600

98 H&H arriL 1975 CIRCLE 98 ON READER SERVICE CARD

Ceiling cooler ventilating fan
(above) is designed for non-air-con-
ditioned houses. Unit installs in the
ceiling at a central location and ex-
hausts large amounts of hot air
through attic openings. Vernco, Co-
lumbus, Ind.

CIRCLE 256 ON READER SERVICE CARD

Gas-fired upflow furnaces come in
nine models ranging from 50,000 tq
175,000 Btu. The quiet, efficient
units have resiliently-mounted
blower assemblies and burner/heaf
exchanger combinations. Dunham
Bush, Harrisonburg, Va.

CIRCLE 254 ON READER SERVICE CARD)

Central humidification system
“Sprayzaire,” (above) also serves ag
a fully transistorized early warnin
disaster alarm. The dual-purpose,
easy-to-install system is a mainte
nance-free energy-saver. Comspace
Farmingdale, N.Y.

CIRCLE 255 ON READER SERVICE CARI

Single package heat pumps havd
cooling capacities from 22,000 tq
56,000 Btu and heating from 22,(1()(4
to 60,000 Btu. Units come in side
by-side (below) or over/under duc
connection models. Mueller Clima
trol, Piscataway, N.J.

CIRCLE 257 ON READER SERVICE CARI




[Cast iron electric boiler line in-
tludes 102,400; 153,600 and 204,800
&tu units. All boilers are factory as-
bembled, pre-wired and packaged,
eady for quick installation. Units
hre UL-listed. Peerless Heater,
Boyertown, Pa.

CIRCLE 258 ON READER SERVICE CARD

(below) is available in 2- to 5-ton
sizes. Cooling capacities range from
23,000 to 56,000 Btu and heating
from 25,000 to 63,000 Btu. Compact
units are UL-listed. Lennox, Mar-
shalltown, Jowa.
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[
\
|
Packaged electric heat pump "
1

get it all together

7(\(‘(1:1@( (\( u(w ’D('\me

Write:

TUB-MASTER for ELJER

TUB-MASTER CORP., 413 Virginia Drive
Orlando, Florida 32803

Branch Plant: Anaheim, California
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High-power roof vent (below) is de-
igned to exhaust hot, moist attic
ir. An automatic, adjustable ther-
nostat has a range of 80° to 120°
nits, molded of durable, gray ABS
lastic, are UL-listed. Leigh Prod-
icts, Coopersville, Mich.
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lectric furnace (right) features in-
gral curcuit breakers for overcur-
nt protection. Units, approved for
ro-clearance installation, range
om 20 to 40 kW with 68,260 to
6,520 Btu outputs. Fasco, Fayette-
ille, N.C.
IRCLE 261 ON READER SERVICE CARD

more products on page 100 !

SAVE

TIME & MONEY

WITH MORGAN-WIGHTMAN CATALOGS

CHOOSE FROM THOUSANDS OF QUALITY PRODUCTS AT LOW
WHOLESALE PRICES . .. TOP NATIONAL BRANDS . . . SINGLE
SOURCE OF SUPPLY . . . FREE FREIGHT ON MOST ORDERS
OVER 8350. .. FAST SERVICE . .. BUY THE ECONOMICAL WAY -
BY MAIL. REMEMBER, WE'RE ONLY A POSTAGE STAMP AWAY.

SEND FOR YOUR [T, T—

CATALOGS TODAY|

Building Trade Only

MoRGAn

SEND COUPON TO:

MORGAN-WIGHTMAN
MAIN P. 0. BOX 1
ST. LOUIS, MO. 63166

PLEASE PRINT

4

s
o

<
= m

ADDRESS

CITY

--------1
e

STATE zip
L
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Contemporary cut and loop carpet is manufac-
tured by the Jac-Tuft® process, which tufts the
pattern directly into the backing. Part of the
“Aterian”’ collection, “Random” comes in two
colorations. Carpet of space-dyed nylon retails for
about $15 a sq. yd. Aldon, Calhoun, Ga. CIRCLE
262 ON READER SERVICE CARD

Low-profile, sculptured shag, “Risque,” (below)
adds a feeling of contemporary elegance to any
room. Multi-colored carpet, available in a range
of popular shades, is dyed using a special tech-
nique that provides unusual color placement.

Dense cut and loop nylon carpet retails for about
$8.95 a sq. yd. Walter, City of Industry, Calif.
CIRCLE 263 ON READER SERVICE CARD

No-wax flooring, “Franciscan Court,” (below) is
an octagonal-tiled courtyard pattern. Part of the
“Solarian’’ collection, floor with a “Mirabond”
finish comes in four colors. Complementary
washable vinyl wallcoverings and stain-resistant
fabrics are also offered. Armstrong, Lancaster, Pa.
CIRCLE 264 ON READER SERVICE CARD

Jackstraw pattern carpet, “Haystack,” (right) is
long-wearing and easy to maintain. Constructed
of continuous filament Cumuloft® nylon in tri-
dye yarns, carpet features Mastat™ anti-static
control. The multi-color floorcovering comes in
nine colorations in 12’ widths and retails for ap-
proximately $6.95 a sq. yd. C.H. Masland, Car-
lisle, Pa. CIRCLE 265 ON READER SERVICE CARD

Cushioned sheet-vinyl flooring with a Mexican
flavor, “Tres Vidas,” (below) looks like a hot
item. Part of the Gafstar A-1 line, motif teatures
four small, hand-painted tile designs surrounded
by a border in an irregular stone pattern. Offered
in five colors, floor is easy to maintain. GAF, New
York City. CIRCLE 266 ON READER SERVICE CARD

Bulky-textured, cut-pile carpet, ‘“Classica,”

(above) has a nubby look. Thick, three-ply nylon
piles are heat-set by the autoclave process for
twist preservation and texture retention. Offered
in 24 solid colors, including muted earth and nat-
ural tones, the dense carpet retails for about
$14.95 a sq. yd. Philadelphia, Cartersville, Ga.
CIRCLE 267 ON READER SERVICE CARD
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Axminster carpet, “Diamond Gems,” (below)
part of the “Regal Touch” contract series. Su
able for use in hard-wear public areas, the floc
covering is constructed of soil-hiding, static-co
trol Anso nylon. The line of nine designs includ
geometrics, plaids and other patterns that dor
easily show dirt and wear. Mohawk, Amsterda
N.Y. CIRCLE 268 ON READER SERVICE CARD

© o o

Mini-Saxony plush carpet, “Desert Dawn,” (14
provides a rich, elegant look at a reasonable pri
The dense carpet is constructed of deep-pile,
tufts with a stand-up twist. Made of easy-to-ma
tain, long-wearing nylon fibers, the floorcoveri
is offered in 12 colorations. Retail price is abc
$7.95asq. yd. Firth, Amsterdam, N.Y. CIRCLE 2
ON READER SERVICE CARD




Sleek, modern design-
here’s where we really shine.

Once you've seen our new stainless steel sinks, all the others seem
dull as dishwater.

But that sculptured contemporary look does more than win
feminine hearts. It helps control splashes, too. The bead around the
bowl drains water back into the sink to keep the counter dry.

And check the off-center drain. If you've ever been dragooned
into doing dishes, you know how a stack of plates in the bowl can
stop water from going down the drain. Our off-center design allows
the water to keep on draining.

These new self-rimming sinks have the kind of beautiful prac-
ticality American-Standard is famous for. But then we’ve had a lot of
practice. Over 100 years of making water behave. Our sinks show it.

- bvery Kitchen needs
one work of art.

AMERICAN
STANDARD

PLUMBING / HEATING

S 975
CIRCLE 101 ON READER SERVICE CARD H&H aprir 1975 101
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Residential security

“In terms of cost, the major dif-
ference between an adequately se-
cure and highly secure single-family
house is in window security,” says
one chapter of a HUD-sponsored
publication of The Center for Resi-
dential Security Design.

The book then discusses window-
security improvements, describing
secure window construction, and
naming effective brands of window-
security hardware.

In other sections, the booklet de-
scribes four approaches to residen-
tial security improvement:

® “Creation of a fortification with
... controlled-access points

® “Subdivision of a large residen;
tial complex into smaller compo-
nents so that each can be controlled
naturally by a small number of resi-
dents

e ‘‘Relocation of a particularly
vulnerable group into a safe area
wholly occupied by that group

® “Inundation of a residential
complex by security personnel”’

In two detailed chapters, the
booklet discusses secure building
design and security hardware. It de-
scribes door construction and door
locks, and suggests particularly ef-
fective lock brands.

Electronic security, such as con-
tact and motion alarm systems, in-
tercoms and closed circuit televi-
sion, are described and compared.

Security-improvement case stud-
ies of garden apartments and larger
buildings are given, and detached-
home security is discussed.

Improving Residential Security is
sold for $1.30 by The Superin-
tendent of Documents, U.S. Gov-
ernment Printing Office, Washing-
ton, D.C. 20402 (stock #2300-
00251).

Merchandising through interior de-
sign is the subject of a book by
Carole Eichen, a prominent model
home and apartment decorator, and
Housk & HoME contributing editor.

The book tells how to create
model interiors “that directly relate
to the demographic profiles of
prospective buyers and renters.”

This design technique is illus-
trated by 50 four-color room pho-
tographs and 100 before and after an-
notated sketches of the pho-
tographed interiors.

Other subjectsdiscussed are:

® Budgets: How to make interior
design costs pay for themselves.

® Scheduling: How to make sure
models are ready on opening day.

® Helping models sell: How to get
back-up from salesmen and public-
ity.

® The sales office: How to tie it
directly to the models.

How to Decorate Model Homes
and Apartments is available for
$24.95 from House & Home Press,
1221 Avenue of the Americas, New
York, N.Y. 10020.

Gypsum board products are cata-
loged in 35 pages. A table lists dif-
ferent systems, their fire and sound-
transmission ratings, materials,
weight and cost indexes. Details for
many of the listed systems are given.
Gypsum board application over ma-
sonry is discussed, application of
water-resistant gypsum board is dia-
grammed, and manufacturer’s fin-
ishing products are described. Some
available patterns are shown. Geor-
gia Pacific, Portland, Ore.

CIRCLE 301 ON READER SERVICE CARD

Stump cutters are cataloged in four
pages. Four models are described and
shown in color. Special features are
discussed and specs are given. Ver-
meer, Pella, lowa.

CIRCLE 302 ON READER SERVICE CARD

Cabinet/furniture hardwood species
are compared in ten fact sheets.
Physical properties are listed and
shear and screw-holding strength,
color uniformity, gluing, finishing
and other characteristics of different
woods are compared to those of
Western Alder. Northwest Hard-
woods, Portland, Ore.

CIRCLE 306 ON READER SERVICE CARD

Pole-house construction is the sub-
ject of a 12-page brochure. Design
and cost advantages are given, and
pole fabrication is described. Use of
pole construction in four projects is
discussed in text, and shown in color
photographs. Specs and a bibliog-
raphy of pole-house construction are
included. Koppers, Pittsburgh, Pa.

CIRCLE 307 ON READER SERVICE CARD

Decorative furniture hardware is t
subject of a 20-page, mail-order cat
log. Four lines are shown, with the
prices given. Faultless, Evansvill
Ind.

CIRCLE 303 ON READER SERVICE CAR

Rotary-dial calculators are catalog
in 14 pages. Warm-air heating, ele
tric lighting and estimator’s calcul
tors are among those listed. Hunte
Somerville, N.J.

CIRCLE 304 ON READER SERVICE CA

Insulating glass is shown in
eight-page brochure. Insulating e
ciency for different size air spaces
charted, glazing information, co
struction details and specs are give
Ardco, Chicago.

CIRCLE 305 ON READER SERVICE CA
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By BEACON-MORRIS
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" How to warm an
early riser when the
thermostat reads 64°.

She'll hop out of bed, shove the
thermostat all the way up to a shivery
68° and wait. And wait. :
Now if she had a small, built-in Twin-Flo™
it would take the chill off her kitchen or bath or
whatever— long before the rest of the house felt the heat.

Twin-Flo doesn't just sit there. It pours out the heat, using a unique
patented blower that wipes every BTU off the heating core and fans it
out into the room in an even, gentle air flow.

Our smallest model (only 4" x 18" x 14") produces as much heat
as 9 feet of baseboard! Install them in the kickspace under kitchen
cabinets. In stair risers. Bookcases. Wherever there's an unused spot.

More information? Ask your local heating
and plumbing wholesaler. Also ask
about our all-electric
model. Beacon-Morris
Corp., 60 Brainerd Rd.,
Boston, Mass. 02134.

Entire unit under U.S. Patent No. 3263749

twinocflo' %
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e market-place for the housing and light construction industry Here's POWER when and where you need it

most. Dependability and confidence will be your

POSITIONS WANTED SPECIAL SERVICES mood with an Avis trouble free Powr-Pac engine

generator unit. Whether it be for your home,

surer-Controller—Heavy exp. 615, Rochester, Mi. 48063. Job op- your home on wheels, your camp, or your shop,

d co. V.P., Controller; also  portunities details: P.O. Box 21251, we want to tell you about Powr-Pac. For further
surer, acquisitions, natl. public  Seattle, Wa. 98111. information please write or call.

2. Expd. real estate, construc-
industries. CPA, attorney. Per- 2 ¥ i
ble, creative, take-charge. $28- SELLING OPP. AVAILABLE

required. PW-7259, House

lome. Manufactured Home Sales Repre-
sentative—rapidly expanding home
SPECIAL SERVICES manufacturer has several choice

territories available in Mid-Atlantic
States. Experience in sale of panel-
itectural Renderings Almost ized housing packages required. Ex-
rnight! Mail us blueprint; we’ll  cellent earnings potential. All in-
you to check particulars. B/W  quiries will be answered. Please
omy 10" x 17"—8$25. More de- send resume to HH-1, Fabricon
d $50. Color $75. Check must  Corporation, P.O. Box 1701, Lan-
mpany orders to: Larry R. caster, Pa. 17604.

ony, 4216 28th St. Ext. N.E.

ton, Ohio 44705. TO ANSWER BOX NUMBER ADS:
; Address separate envelopes:
onwide Architectural Arts, Inc.: Box Number (As indicated)

get to complex renderings/ Classified Advertising Department
els; 5 day service (budget). See

ads in Architectural Record & gt & Nbvase

ressive Architecture. P.O. Box BN Mo S0, NY, NY bm0e /g

HOUSE & HOME CLASSIFIED RATES—EFF. APRIL 1975 INDUSTRIAL CORPORATION
Dept! HH.-Decatur, Indiana 46233
Telqﬁhone (219)}565 3191 w

ployment Opportunities Display Rates (Commissionable)

1-T 3-T 6-T 12-T

-Standard Units
T R 2» .. L e $86.00 ...... $81.00
assified Display Rates (Non-Commissionable)

1-T 12" 24" 48"

r Inch ..$61.00 ...... $60.30 ..... 8975 ......55840
ofessional Card: (Non. Comm.)—One Inch Min. Size 6-T: $54.30 12-T: $51.75

ployment/Class. Non-Display: $5.55 per line—Non-Comm. CIRCLE 72 ON READER SERVICE CARD

ditional Rates on Request: P.0. Box 900, NY, NY 10020

NOWISTHETIME...TO HIRE
ASTUDENT THIS SUMMER.

t, it's later than you think, with  evaluate them with an eye towards
pols closing on different semester  hiring, when as coveted graduates, the
dules, and students torn between  job market might well be in their favor.

g-up “sure” jobs now or gamblin Because we believe this program is
something in their chosen field will  of mutual benefit to both employer and
e along later. employee alike, we again offer our
econd, and most important, it's in  services as a clearing-house.

industry's best interest to encour- Just fill out and return the coupon

and hold its life-blood by providing  below, and we'll include your organiza-
tical experience in their future tion in a free listing to be sent to Place-
ession. ment Directors and Department Heads
nd, since there'll always be more at leading colleges and universities
licants than openings, you'll be able  across the nation. They'll post it, and
pelect the cream of the crop, then  the students will contact you directly.

Free summer help listing

MAIL TO: HOUSE & HOME/POST OFFICE BOX 900/NEW YORK/NY 10020

SCULPTURE FOR PLAY

Sixteen years ago our first “Sculpture for Play”
was a new idea. The Moonhouse and Picnic
Table are two recent ideas from Form.Write for
illustrated catalog of many precast, reinforced
concrete play sculptures and park furniture.

NAME/TITLE (of individual to be contacted

ADDRESS: (Mailing address of your personnel office)

ORGANIZATION: (Firm, Company, Government Agency or Institution

il
TYPE AND NUMBER OF STUDENTS SOUGHT: ARCHITECT CiviL ‘Jﬁ '

FORM INCORPORATED

BOX K, SOUTH LYON, MICH. 48178 e TEL: (313) 437-1212

MECHANICAL ELECTRICAL OTHER:(Draftsman, lllustrator, Model Builder, etc.) 4/75

T R
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A Sleeping Beauty
for RipVanWinkle.

When Mr. homeowner wants a top line fau-
cet, give him the only one guaranteed not to drip
for 83% years.

Give him Sceptre by Bradley.

For this single control faucet has a crystal-
like handle that could almost pass for a crown jewel.

And consider, this brass beauty is available
with a brushed or bright gold. .. brushed or bright
chrome finish.

It's the look of elegance anywhere...bath,
shower, tub, kitchen.

So next time Rip Van Winkle wants beauty
that won't ever disturb his sleep. give him Sceptre
by Bradley.

But please...remind him to set his alarm.

For more wide-awake facts, write: Bradley
Corporation, 9101 Fountain Blvd., Menomonee
Falls, Wisconsin 53051.

Bradley -

Our 83/ year guarantee is no fairy tale.
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"Ahwatukee”means”House of your dreams.
And so does Tappan.

“Ahwatukee’ is a Crow Indian word, so it's an Every Ahwatukee unit has a deluxe Tappan dish-
appropriate name for Presley Companies’ 2,000-acre washer and Tappan over/under range with self-cleaning
planned community near Phoenix, Arizona. And it oven, and hood. Every Tappan appliance is covered by
literally does mean “House of your dreams.” Tappan’s Sentinel Service with 3,500 outlets nationwide

Among the many fine features of Ahwatukee homes, to provide you with service when you need it.
town homes and duplexes are such luxury items as No matter what you name your next development
carpeting, central air conditioning, double garages, you want the kitchen that's sure to be a woman'’s dream.
built-in cabinets and all-Tappan, all electric kitchens. And the right name for that is “Tappan.” ( )

TAPPAIL.Awhole new range of ideas. o
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