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Add sales
appeal...

Preway style

Sales appeal ... more per dollar than any other major
feature you can offer. Increased earnings . . . added
loan value, sale price, rental profits. 50-percent *
savings . . . over the cost of brick and mortar fire-
places. Easier installation . . . with complete, ad-
vanced design chimney system. Simplified offsets
... low profile for return to vertical under 8foot -
ceilings. Chase installations. . . ideal for this modern,

-
space-saving technique. Simplified chimneys . .. extra-
long sections for fewer joints, less work. Preassem-
bled sections . . . lightweight for easier handling,
{! faster installation. For full details . . . see Sweet’s
& Light Construction or Architectural files. Conract
N your nearest Preway distributor or write for his name. <
(See Us At Booth 1615, NAHB Builder Show)
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PREWAY

WISCONSIN RAPIDS, WI 54494
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ulone

help you meet the

~ challenges

with Innovation, Quality and Value
The challenges of "76 are big indeed. A changing economy and a
highly competitive market place mean that none of us can
rest on our laurels. As you will see, we haven't been resting at all.
We've been working on products to bring innovation, quality and
value to the homes you'll build.




Homebuyers who once thought they could move
out of the city and leave security problems behind
have learned that burglars, like everyone else, move
to the suburbs, too.

Fire is a danger which far too many people ignore
completely. Appallingly, the richest and most tech-
nologically advanced nation in the world leads all
other major industrialized countries in per capita
deaths and property loss from fire.

Now the building industry, and hence homeowners,
will have access to security and fire alarm equip-
ment which really does the job. Engineered to meet
the installation demands of the home building
market. Put NuTone security in your next model
home and prospects will have reason to remember
your homes from all the rest.

Modular, yet total systems for custom capabilities.
With installation and service available thru well-
trained professionals. False alarms and equipment
failure have been practically eliminated. All equip-
ment can be easily understood by the user. And,
most important, it’s priced within easy reach of
the average family.

NuTone’s three totally new Security and Fire Alarm
Systems will make our own and all other equipment
now on the market virtually obsolete.

New concepts in miniaturization and state-of-the-
arts electronics have been used to create completely
new systems. Interior and exterior perimeter circuits
have been separated. Light-emitting diodes are

used instead of bulbs to reduce heat build up,
lengthen standby battery life and conserve energy.
Engineered for fast, simple installation in new or
existing homes. Parts plug-in to simplify installation
and service. And all systems are UL listed.

Your customers have reason to know and trust the
NuTone brand name. And we’ll promote Security
with the biggest advertising program in our history.
Consumers will have two reasons to buy they've
never had before: a trusted brand name leader and
a clearly superior product.

Plus, we're embarking on an unprecedented educa-
tional program. Field training seminars are taking
place right now. People who sell, install, service,
and buy NuTone Security Systems will know more
about home security and about NuTone’s products
than ever before. And that eliminates a whole lot
of potential problems for you.

See them now . . . and let NuTone Security help
make your home a better buy. And a faster sale.

Exit-entry options reduce false

“Panic buttons” for the
unexpected.

Help is summoned by a complete selection of horns, sirens or
bells — even an automatic telephone dialer.
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Americana The Woodsman Homestead Oak
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Menittut:

INDUSTRIES, INC.

ADRIAN, MICHIGAN 49221
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NAHB’s position is stated in spirited fashion by Mickey Norman, left center

‘ facing President Ford across table in Cabinet Room of White House. The
NAHB team, from left, has Ermest Becker, Nat Rogg, Norman, John Hart
ly obscured) and Robert Arquilla. With Ford, from left, are Domestic
ncil’s Tod Hullin, Economic Coordinator William Seidman, Housing
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Ford has NAHB to White House

The leaders of the National As-
sociation of Home Builders took
holiday greetings to the White
House. Five association offi-
cials, led by outgoing President
J. S. (Mickey) Norman, won
their long-sought summit meet-
ing with President Ford.

It was "a pretty warm meet-
ing,”” one NAHB officer summed
up. “Our guys felt pretty good
about the tone and atmos-
Phk’ .

Norman issued a statement
describing the meeting as “cor-
dial” and “constructive.” He
told the that the
average homebuilder is a small
businessman who builds 10 to
25 homes a year and believes in
fiscal responsibility, but he was
careful to add that more govern-
ment intervention ‘“is essential
to the survival of the housing in-
dustry.”

No promises. The President
made no commitments to take
any additional action on hous-
ing, and in fact there was vir-
tually no discussion of any of
the the 4'2-page
single-spaced rundown of griev-
ances and recommendations
that Norman presented. Ford ac-
cepted the document and said
he’d have the staff look it over.

The white paper recounted
again the housing in-
dustry’s and the
bleak outlook” for a “reasonable
recovery.” The paper said that if
the President made it his policy
to reach 1.8 million housing
starts next year, the 1.8 million
“could be accomplished.”

Any discussion of details was
left toan NAHB meeting the fol-
lowing week with Secretary
Carla Hills at her tenth floor of-
fice in the HUD Building.

First names. Upon entering

President

details of

once

woes “very

the cabinet room, Ford showed
his sure and familiar touch by
greeting the members of the
NAHB delegation by their first
names: Mickey Norman, Vice
President John Hart, Vice Pres-
ident and Treasurer Robert Ar-
quilla, Secretary Ernest Becker
and Executive Vice President
Nathaniel Rogg.

Ranged across the table along-
side Ford were Secretary Hills;
Ford’s economic coordinator, L.
William Seidman; the deputy
director of the Office of Manage-
ment and Budget, Paul O’Neill;

ry Carla Hills and, on President’s left, Domestic Council’s James
F and Budget Office’s Paul O’Neill. Other photo on page 16

R
and it's ‘Hello Mickey..John..Nat’

and, from the Domestic Coun-
cil, Executive Director James
Cannon and Associate Director
Tod Hullin.

Each NAHB official had his
say. In introducing Nat Rogg,
Norman praised him as one of
the preeminent experts on the
housing industry to the point
where the President suggested
that Rogg ask for a raise.

Inside stuff. The President in-
dicated that, for his part, the Ad-
ministration was trying to help
the industry along. Mrs. Hills
mentioned that she’d had a bat-

tle getting Administration ap-
proval of a revival of the once-
frozen Section 235 subsidized
housing program, and the Pres-
ident volunteered that she had
indeed fought to get it.

Norman mentioned that he
had had to oppose Mrs. Hills
during the confirmation hear-
ings on her appointment to the
cabinet post, but he said that she
had since shown that she was an
advocate for housing inside the
Administration and had gotten a
good grasp of the industry and
the job. —D.L.

Legis-latest: A summary from the Washington wire

This was the state of housing
legislation as House & HOME
went to press.

RESPA—The Real Estate Set-
tlement Procedures Act
House approves removal of con-
troversial sections that stirred
widespread complaints from Re-
altors, homebuyers.
Senate adoption was likely.

Redlining—House and Senate
passed legislation requiring
lenders to disclose areas in
which they make mortgage
loans—House says by census
tract, Senate by zip-code area.
House bill would exempt finan-
cial institutions with less than
$10 million in assets.

Realty tax reform—House
was expected to pass measure al-
lowing investors to write off tax
losses against all other real es-
tate income, as real estate lobby
wanted. Senate was expected to
defer action into new year. OQut-
come uncertain.

Variable rates—House and
Senate knocked off any imple-
mentation of Federal Home
Loan Bank Board’s proposal for
these mortgages.

lawyers,

Mobile home loans—House
and Senate approved FHA insur-
ance on mobiles up to $20,000
foradouble and $12,000 (Senate)
or $12,500 (House) for a single.

Flood insurance—Congress
had to adopt by end of 1975 ex-
tension of flood control pro-
gram Administration  had
asked, and Congress was ex-
pected to approve, exemption al-
buyers of existing
owner-occupied homes in flood
zone to get loan from bank even
if locality has not adopted build-
ing code and zoning require-
ments for new construction in
flood-prone area.

Condo buyer protection—
HUD Secretary Carla Hills and
Banking Chairman William
Proxmire generally agree on leg-
islation setting up minimum
national standards with enforce-
ment mostly by states. Opposi-
tion to any new federal law regu-
lating business could block any
action.

$2,000 tax credit—was to ex-
pire Dec. 31, 1975, but Senator
Russell Long, powerful Finance
Committee Chairman, was in-

lowing

terested in extending it.

Section 8—Amendments
likely next year in attempt to
make this rent-subsidy program
workable.

New Section 235—Larger
mortgage amounts—perhaps to
$30,000 or higher—and higher
income limits may be adopted.

Site picketing—Exemption
for residential housing (less than
three stories with no elevator)
was considered almost certain
to be included in bill that was
expected to go to White House
in December. This would con-
tinue for most single-family res-
idential construction the ban on
union picketing of an entire site
when union has dispute with a
subcontractor.

Energy—Congressional  ef-
forts from tax incentives to
mandatory building codes were
in various stages of approval.

Financial reform—Sweeping
changes ending special relation-
ship between S&Ls and housing
may be passed this year. The
S&Ls would come to resemble
banks, and new subsidies would
be enacted. —D.L.
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National
Homes

¥t We offer our

customers a
variety of
architectural
styles so we need
a variety of light-
ing styles. That’s
why we choose
Thomas.””

US-Home

Y To get the
competitive edge,
we rely on Thomas
Lighting to provide
us with the latest
lighting styles and
prompt service
through their local
distributors.””

Crest

Communities

YA lot of items
go into each of our’
homes so it’s @
real convenience
to buy all our
lighting, cabinets -
and other products
from one good
source~Thomas.””




)

Pardee

. YtWe build a

E ‘Home for the
Times’ in many

. different locations

[ in the United

~ States, so we need

. suppliers who

' have national

I distribution.

. Like Thomas.””

Yt We build homes
from $27,000 to
$80,000, so we
need a lighting
supplier with a
wide variety of
products at every

level. Like
Thomas.??

Wick

Yt We feel we
have a reputation
to live up to so

we Use as many
nationally-known
products in our
homes as possible.
Products like
Thomas Lighting.?”

For additic nal informatio
)py of the new Star lth‘tl )g, Wi

T s THOMAS

Otiny

Louisville, Kentucky 40202




W7 lWiLson ART

DESIGN GROUP 1

the most exciting laminated plastic collection ever introduced!

Rethink high-pressure lami- international color consultants.
nated plastics. Start with innova- ~ Go with the winning collection for
tive Wilson Art. Investigate our 1976 — Design Group 1—from the

exciting brand-new collection of new design leader, Wilson Art.
on-target woodgrains, designs Be a winner. Contact your

lids — ign Group 1 Wilson Art distributor early for a - . :
and o ds— Design Group - 9 butor ary o Tomorrow's design innovations today
They'll make you forget everyone special preview of Design el
else. Group 1, from the new design “\W I ul'unn nnT
These surefire best-sellers have leader. WILSON ART BRAND LAMINATED PLASTI
been exhaustively researched, Copyright* 1976, Ralph Wilson Plastics Co.. Temple. Texas
market-tested and selected by Wilson Art — manufacturers of Wilson Art high-pressure laminated plastics
Chem-Surf, Tuf-Surf, Dor-Surf, Polyboard, Metallic Laminates, Wilsonwall and adhesives

D64 Autumn Glory D65 Terra Cotta D12 Regimental Red

D91 Slate D81 Vibrant Green 1527 Chateau Blue

4150 Gold Fantasia 4135 Bronze Fantasia 4282 Sauterne Jade

4450 Golden Cambay 3785 Misty Tarantella

4350 4487 Lime Cambay
Autumn
Sunstone

A
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Who runs fastest-growing housing programs: HUD? _ Other?__

If you checked HUD, you're
wrong. Washington’s fastest-
growing housing programs are
run by Earl Butz’s Department
of Agriculture—not by Carla
Hills’ Department of Housing
and Urban Development.

Lending for housing by the
Farmers Home Administration
has been zooming while HUD's
programs have languished.

The reasons:

® Rural and small-town fami-
lies with incomes up to, say,
$14,000 can get a direct 33-year
loan from the federal govern-
ment to buy a new or existing
house.

® Families with incomes up to
about $8,500 or $10,000,
depending on their circum-
stances, can still get a mortgage
at only 1% interest—similar to
the rate on HUD's original Sec-
tion 235 program, frozen in
1973. Families above this in-
come level pay the regular FHA
rate on their mortgage—9%
since September 2, 1975.

FmHA'’s breakout. For years,
FmHA had to limit its housing
loans to rural areas and towns of
less than 10,000 population. But
last year Congress approved
FmHA lending in towns up to
20,000, provided they are out-
side standard metropolitan sta-
tistical areas and have “‘a serious
lack of mortgage credit.”

Officials at HUD say about
350 towns meet the population
and location requirement and
that perhaps three-quarters of
them will be judged eligible for
the FmHA programs. These are
towns where HUD'’s Federal
Housing Administration has
not been particularly active, al-
though one HUD official said
that where there was any ques-
tion, the policy was to tilt in
favor of including the town on
the FmHA eligibility list.

The list was to be published
inThe Federal Register to enable
FmHA officials to get the pro-
gram operating by January 1.
Partly to finance this expansion
of the programs, Congress upped
FmHA appropriations for fiscal
1976 above the administration’s
request by $466 million.

Into subdivisions. The farm
agency used to operate mainly
in the South and East, and the
housing—new or existing—was
mostly on isolated sites. Re-
cently, however, with housing
activity drying up and mortgage

money tight, FmHA loans have
zoomed in many areas in the
North and East. They’re now big
in Maine, for example.

Other states where FmHA is
most active include Virginia,
Tennessee, Ohio, North Caro-
lina, Missouri, Mississippi,
Michigan, Idaho, Florida and
California.

Now, according to Lorimer D.
Elwell, the agency’s assistant
administrator for housing pro-
grams, “‘the trend is away from
isolated, scattered sites to subdi-
vision developments.” That is,
the agency is “moving toward
approving a subdivision with
the builder using our financing
for a large percentage of the
houses he is building.”

No-down loans. Elwell says
the average mortgage for a subsi-
dized family runs to about $20,-
900 and the average interest
they pay 1s about 3%.

Low-income families gener-
ally get loans with no down pay-
ment. But as income rises—and
the borrowers are checked every
two years—the subsidy de-
creases. The average family, El-
well says, “moves off of interest
credit (mortgage subsidy) in four
toseven years.” Then the family
pays the market rate that was on
their original loan.

The houses have to be “mod-
est in size, design and cost as
well as adequate to the family’s
needs,” Elwell notes. For low-
income families the average size
runs to 1,055 sq. ft.; for moder-
ate-income families, 1,103 sq. ft.

Mortgages. The average mort-
gage for the moderate-income
family, $19,100, is less than for
the low-income family—in part
because these moderate income
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families can afford to—and
must—make a down payment.

Loans are made up to the ap-
praised “present market value”
of the house. The appraisal is
made by the FmHA county
supervisor himself—with the
advice, if he needs it, of local
bankers and S&Ls.

Elwell, who used to be a
county supervisor in Indiana,
says one reason the agency may
have avoided the FHA's legacy
of fraud scandals is that “we are
applicant-oriented. We don’t
mind telling a builder that we
are going to look after the inter-
est of the applicant.”

$2.7 billion for ’'76. Delin-
quency rates of families delin-
quent three months or more are
running about 7% —and the rate
is rising as fuel and taxes rise.
The agency, says Elwell, rarely

FmHA’s ELLIOTT . . .
From $790 million in 70 . . .

has to foreclose. When a family
can’t meet its payments, FmHA
tries to arrange a voluntary sale
of the house to another eligible
family.

The total available for direct
housing loans for the current
1976 fiscal year from FmHA will
be $2.7 billion—up $500 million
over last year and more than

FARMER S HOME HOUSING LOANS AND UNITS
'»Loms

~ ] HEW HOUSING
L] EXT$TING HOUSING
| Bl RENTAL HOUSTNG
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three times the $790 million the
agency had for housing back in
1970.

Most of this year’s money—
$2.3 billion—is for low and
moderate-income families to
purchase more than 100,000
new and existing houses. Some
$340 million of the remaining
$400 million will go for loans to
build about 20,000 rental units,
most of them for the elderly.
This is a fast-growing market in
rural areas and small towns.

Stress on used homes. About
40% of the loans for single-fam-
ily homes will go for existing
houses. Since 1973, FmHA has
been shifting loans from new
construction.

“The reason,” Administrator
Frank B. Elliott told Congress,
“is to help afamily obtain an ad-
equate home or make its home

...AND ELwELL
... to $2. 7 billion in 76

adequate at a cost that is signifi-
cantly less than the cost of a
newly constructed home.” The
change, he said, “makes it possi-
ble to reach alower income level
borrower than otherwise.”

The Farmers Home Adminis-
tration is not only a housing
agency. It offers community de-
velopment loans for water and
sewer facilities to towns up to
10,000, and business and indus-
trial loans and grants for cities
up to 50,000.

Budget: $5 billion. Elliott
noted that, beginning in 1972,
the agency “went from making
loans to people who could not
get credit elsewhere to making
business and industry and com-
munity-facility loans to people
as a prime source of credit.”

The FmHA officials point out
that—with a total budget of $5.1
billion for the current year—the
agency is ‘‘the largest federal
loan agency dealing directly
with borrowers.”—DoN Loomis

McGraw-Hill World News,
Washington
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“Here in Burnsville, Minnesota, my customers
That’s why | put General Electric

“T've been using GE since 1958. When I put in
their kitchen appliances, I don't have to worry. I
know theyll give dependable operation, and GE's
Customer Care” service is excellent.

“GE's big variety of appliances is important to
me, too. Like their double oven, drop-in units, oven
with a cooktop and so on, including GE heating and
optional central air conditioning. It gives my cus-
tomers a choice and gives me flexibility in building.

“Ialsolike the new features GE comes along with,
like the refrigerator with the ice cubes coming out
of the door and the Potscrubber” dishwasher. These
features help us sell houses.

“My salesman, Rolf Wunder, has to talk to all
kinds of home buyers. This is what he says:

““When home buyers see the nationally adver-
tised General Electric name, it gives them a feeling

S
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Over 25 years of consistent service to builders.

GENERAL @3 ELECTRIC

of confidence. If I have to sell a house to a couple,
I may well sell the woman on the basis of what's in
the kitchen.

“‘Ifshesees up-to-date features on her appliances
and she knows she can get service easily—should
she ever need it—she’s likely to figure that the rest
ofthe houseis of similar quality. And if she approves
of the kitchen, she's more likely to accept my credi-
bility as a salesman’”

General Electric is prepared to help single-fam-
ily residential builders. Let us review your kitchen
designs and plans. Or perhaps you want merchan-
dising and advertising assistance. And remember,
your appliances will be delivered where and when
you need them. Your GE Contract Sales Rep will
helpyouhowever hecan. Youcanreach him through
your local GE Major Appliance Distributor.
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expect top value in the homes I build.
appliances in the kitchens’

George R. Butler, Bloomington, Minn.
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NEWS/POLICY

Bulldozers that have knocked
down nearly 7,000 HUD-owned
homes in Detroit were idled last
summer when all but two of the
city’s 41 demolition contractors
were suspended by the federal
agency.

As a backlog of hazardous
structures collected throughout
Detroit, city officials had
tempted legal retaliation from
HUD by tearing down several
agency-owned buildings with-
out permission. Later, when
HUD brought in out-of-town
contractors to satisfy the city’s
demands for removal of ruined
homes, Detroit officials began to
attack the legitimacy of HUD's
contractor suspensions.

“It’s ridiculous for HUD to
say that all Detroit demolition
contractors are dishonest or
inept,” said Mayor Coleman A.
Young, “and it’s even worse to
bring in outsiders to work on
HUD demolition contracts
when so many Detroiters are
out of work.”

Washington protest. The re-
gional dispute took on greater
significance when a coalition of
Detroit area congressmen, led
by Rep. John D. Dingell (D.,
Mich), asked HUD officials in
Washington to explain the ac-
tions of its regional office.

“Unless there’s over-
whelming evidence that HUD
was right, we’ll push for a rebid-
ding of contracts awarded to

out-of-town companies,” con-
“ fided one counsel to the House

small business subcommittee.

Eighteen Detroit demolition
contractors were suspended by
HUD last May, following an FBI
investigation and grand jury in-
quiry into the quality of HUD-
contracted home wrecking
there. The FBI's diggings at 291
now-vacant lots found all but
nine sites improperly filled with
wood, plaster and other decom-
posable materials that could
eventually result in cave-ins. In
the worst cases, wreckers had
simply punched in the sides of
a building, letting it fall into the
basement. They hauled away
only what was necessary and
covered the remains with a few
inches of dirt.

Indictments. Four Detroit
demolition contractors were in-
dicted by the grand jury on
charges of defrauding the gov-
| emment. Another has pleaded
Lguilty to similar charges.

16 H&H jaNuARrYy 1976

By midsummer, HUD had
conducted its own inspection of
sites where it had contracted the

destruction of nearly 7,000
single-family homes over a
three-year period. A second

wave of contractor suspensions
resulted, bringing the total to
39. One of two remaining HUD-
qualified demolition contrac-
tors in Detroit went out of busi-
ness. The second accepted a con-
tract from the city to tear down
two HUD-owned homes with-
out agency permission and this
contractor became a potential
defendant in a threatened “de-
struction of government prop-
erty” lawsuit to be filed by
HUD.

Outsiders. Pressure on the re-
gional HUD office to tear down
the dangerous and vandalized
homes was building, however,
so the Detroit area HUD direc-
tor, Elmer T. Binford, placed
full-page advertisements in The
Wall Street Journal. The ads
lured out-of-town contractors.
Packages of 422 homes and 137
homes were offered for bid, the
largest ever in Detroit.

ANKERS CAPITOL PHOTOGRAPHERS

Accepted prior to the second
wave of Detroit contractor sus-
pensions, bids came from still-
qualified local contractors and
out-of-town wrecking compa-
nies. The timing was awkward.

Local contractors, facing im-
minent suspension, had bid low
on both projects. According to
Binford, the award decisions
were put aside until HUD offi-
cials in Washington could rule
on the eligibility of local con-
tractors. Two months later,
when word of suspensions was
received, two out-of-town con-
tractors became the lowest qual-
ified bidders, quoting costs to-
taling $146,000 above the
lowest bids by local contractors.
Complicating matters, neither
outside contractor was licensed
to operate in Detroit.

In-fighting. Predictably, city
officials then stalled the licens-
ing of the contractors—Na-
tional Wrecking Co. of Chicago
and South Kent Wrecking Co. of
Grand Rapids, Mich. In several
appearances before the Detroit
City Council, Binford reminded
city officials, “All Detroit demo-

Happy ending for NAHB’s meeting with President Ford at White House
finds Executive Vice President Nat Rogg in friendly téte-a-téte with
Housing Secretary Carla Hills. For account of conference, see page 9.

At long last—Bay State sells housing notes

Massachusetts has just sold
$131 million in local housing
authority notes at 8.75% inter-
est, the highest rate the state has
ever agreed to pay, to a consor-
tium of 49 lending institutions
in Boston and New York.

The notes became marketable

only after the state adopted an
“austerity”’ budget and imposed
$340 million in new taxes. The
sale was organized by the First
National Bank of Boston.
—PAuL GIGUERE
McGraw Hill World News,
Boston

Detroit fusses over who'll get job of razing FHA-scandal nouses

lition contractors are under sus-
picion.”

Binford then threatened to
begin demolition with outside
contractors with or without city
licenses. Finally the city agreed
to expedite necessary certifi-
cation.

Stop order. It was about this
time that Victor J. Cuppetilli,
president of Monarch Wrecking
Co. and disqualified low-bidder
on the 422-home demolition
package, filed suit against HUD
and the two out-of-town con-
tractors in Federal District
Court. He charged that HUD's
suspension of his wrecking
company was arbitrary and ca-
pricious. And Cuppetilli
pointed out that both HUD-
qualified out-of-town contrac-
tors had quoted costs for demo-
lishing mistakenly listed HUD
properties that no longer ex-
isted. On Nov. 13, Judge
Thomas P. Thornton signed a
temporary restraining order pre-
venting demolition work by Na-
tional and South Kent.

Back on job. In the interim,
two Detroit demolition contrac-
tors have successfully appealed
HUD suspensions and have
been reinstated as qualified
demolition contractors. They
are Monarch and the Statewide
Wrecking Co.

Statewide has received a HUD
emergency clearance contract to
knock down 129 homes labelled
dangerous by city officials. Mon-
arch has turned in a bid on a sec-
ond emergency wrecking pack-
age of 113 homes. However,
even with both companies
working full time, HUD will fall
short of its goal of tearing down
2,000 Detroit homes immedi-
ately.

Officials from HUD’s Wash-
ington staff will travel to De-
troit to hear the appeals of some
25 other suspended local con-
tractors. Judge Thornton was ex-
pected to rule on a HUD motion
to rescind his temporary res-
training order. And HUD Secre-
tary Carla Hills was expected to
meet with Congressman Din-
gell to discuss the suspensions.

His frustration showing, Bin-
ford summed up:

“Yes, 1 do need bona-fide
demolition contractors. No, I
don’t need contractors who
dump rubble in a hole.”

—ROGER GUILES
McGraw-Hill News, Detroit
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1HERE'S A BIG DIFFERENGE
BETWEEN SIDING BRANDS:

e

HUSTLE.

Other than price, most people think all brands of siding are
pretty much alike. But there is one other important differ-
ence: whether you'll have to wait weeks and weeks for
delivery, or whether you'll get the siding when you need it.

In short, hustle.

We're not the biggest aluminum siding manufacturer, but
we decided a long time ago that the only way to make
ourselves big was to make ourselves fast.

LROLLIT.

aluminum
siding and
accessories

We're not big. But we're getting there... fast.
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So we stocked up 10 regional distribution centers all over

the East, lined up dozens of independent distributors in
between, and set up our own trucking system to get our
siding to you before the sale cools off.

So next time you're ordering siding, ask for Crown. You'll
find out how much we want to get your business, and then
keep it, by bringing you a quality product, competitively
priced, and delivered when you need it . . . fast.

H&H jaNuary 1976
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A T()ucil of * wonderland
for the Basic Home

»
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Tight Money Breeds Tough Customers

Selling homes is no tea party these days.
Americans take a hard...cost conscious. . .look at
every detail of the houses they consider. But that
doesn’t mean the basic home has to be as plain
as a rabbit hole.
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A Little Beauty Goes a Long Way

Salesmen probably tell you a dozen times a
day that their items will make your homes sell
like hot cakes. On and on, they paint their roses
red. But just consider this: Legacy doors work for
you in every room of the house. Its rich, deep-
embossed grain on hardboard so delights the eyes
and hands that few people can walk by one
without running a hand over its surface. They'll
remember the house with all the beautiful doors.

O f Course It Has to Last and Last

You'd be mad as a hatter if you chose doors that
just looked good but couldn’t take the abuse of day to
day use. No worries; Legacy is tough. It's 50% again as
dense as natural wood and is prefinished with a highly
stain and mar resistant coating. Legacy looks good a
long long time. Maybe forever.

All of Which Means Legacy Stands Alone

It was true when we first introduced Legacy:
it’s still true today. Oak-tone or walnut-tone,
Legacy's deep embossed grain is unmatched.
Priced well below solid real wood doors and
just a bit above lauan and unfinished birch,
Legacy puts a touch of Wonderland into
Bk e every room at a cost that will make both you
and the home buyer smile like Cheshire cats.
For the names of quality door
manufacturers using Legacy write: Masonite
Corporation, 29 North Wacker Drive, ®

Chicago, Illinois 60606. MASONITE

CORPORATION

Masonite and Legacy
are Registered Trademarks of Masonite Corporation
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Denver metroplitan area home-
builders, beleaguered in a soft
market for two years, have
seized on the Home Owners
Warranty program as a sales
stimulant.

The Denver program leads the
nation with builder partici-
pation four times greater than
runner-up St. Louis, according
to Vice President Larry Sum-
mers of the Home Owners War-
ranty Corp. of Colorado.

Since it organized October 31,
1974 the Denver HOW council
has enrolled 8,665 housing units
under the nationally insured
program that protects the buyer
against major structural defects
for 10 years. The St. Louis coun-
cil reports 2,199 units covered
by the HOW guaranty.

‘Restored confidence.” The
Denver program started off with
alarge number of units in inven-
tory—3,200—accounting  for
more than a third of the insured
units.

“Qur builders were ready for
it,” Summers said. “It has re-
stored consumer confidence and
has helped our industry out of
what was a depression, not just
a recession.”

More than $50,000 has been
spent on HOW promotions in
the program’s first year. Most
went for newspaper, radio and
TV advertising but significant
sums also were spent promoting
HOW at home and garden
shows, the state fair and the
local builder association’s
Parade of Homes.

Big following. The program in
the six-county Denver metro
area includes 148 registered
builders and 48 subsidiary com-
panies active in building. Sum-
mers said that throughout Colo-
rado about 33% of all builders
are participating in HOW.
Among the 320 registered build-
ers in te Colorado Association of
Home Builders, nearly 50% are
participating.

Members of the National As-
sociation of Home Builders may
join the Colorado HOW pro-
gram for an initial $155 and $55
for each succeeding year. In ad-
dition, the builder must pay a
one-time charge of $2 per $1,000
of final sales price, making the
charge $80 for a $40,000 home.
A non-NAHB member may join
for an entry fee of $555 and $555
for each succeeding year. His in-
surance rate of $2 per $1,000 of

final sales price is the same.
All-or-none rule. Builders

must enroll every home they
build under the HOW program,
once they join.

Summers said in the seven
months ended September 30,
1975, 63.6% of all homebuilding

permits issued in the Denver
metro area were insured under
HOW. In other major Colorado
markets the percentage was
36% in Colorado Springs and
20% in Pueblo.

The sales impact of HOW,
Summers said, “becomes espe-

Vi

Denver HOW program leaders: Builder Sam Primack, chairman of Home

Owners Warranty Corp. of Colorado, and Larry Summers, vice president.

$10 million arson at non-union sites

A third Colorado union leader
has been convicted of felony
charges stemming from fires
that have caused more than $10
million in damage at con-
struction sites since 1968.

Anthony Mulligan, 50, was
found guilty on two charges of
arson and one of conspiracy.
Witnesses at his trial in Denver
District Court included contrac-
tors who testified that arson oc-
curred at their construction
sites after they had refused rec-
ommendations by Mulligan
that only union labor be used.

Mulligan, business agent for
the Colorado Construction and
Building Trades Council, was
accused by prosecutors of being
the mastermind behind nearly
50 cases of arson at construction
sites. Most fires involved apart-
ments and condominiums.

Mulligan was charged specifi-
cally in connection with a fire
Feb. 5, 1972 that caused $700,-
000 in damage at a condomin-
ium project and a second fire
July 24, 1972 that caused $400,-
000 in damage.

Wayne Suggs, former assist-
ant business manager for Ce-
ment Masons Union Local 577,
had pleaded guilty earlier to a fe-

lony charge of criminal mischief
in connection with the fires.
William Swanson, former busi-
ness agent for that local, is serv-
ing five years in prison for his
conviction on arson conspiracy
charges. —F. P.

Builder opening

sales to brokers

The Perl-Mack Companies,
major homebuilders in the
Denver metropolitan area, have
just offered to let any licensed
real estate broker sell any new
Perl-Mack home on commis-
sion.

Jordan Perlmutter, a Perl-
Mack partner, said the offer
opens nearly $100 million
worth of new-home sales in
Perl-Mack  subdivisions to
brokers in the area. Trade-ins
will be accepted.

The offer puts $2.5 million in
ready-to-buy homes in the
hands of 10,000 brokers imme-
diately. Perl-Mack will build
hundreds of other homes for the
program under the new federal
subsidy program for middle-in-
come families.

Perl-Mack had formerly sold
its new single-family houses
and townhomes itself. —F. P.

Denver’s builders finding that NAHB warranty program sells houses

cially significant when a buyer
is weighing the merits of two
homes—one covered by HOW.
The program really becomes the
difference in making a sale.” He
said many Denver builders have
reported sales increases helped
by HOW.

Other cities. The success of
the Denver program, Summers
said, has brought an average of
two or three inquiries a month
from other areas where HOW
programs are being launched.
“There are some, such as Chi-
cago, Fort Worth and San Diego,
where there is going to be a sig-
nificant impact,” he said.

The NAHB launched the
HOW program in late 1972 after
consultation with Andrew Tate,
director general of the National
House Building Council in
Great Britain. The warranty pro-
gram there has enrolled 99% of
the builders and covers three
million housing units. Tate
toured the United States in No-
vember to stimulate interest in
the HOW program.

History. The first HOW coun-
cil was organized in August
1974 in Pasco County, Florida.
There are now 55 councils.

Under the HOW program, the
builder is responsible during the
first year for any defects in
workmanship or materials. Be-
ginning the second year, the
warranty continues to protect
against defects in wiring, piping
and ductwork and against major
structural defects. And after the
second year the home is also
protected by HOW's insurance
plan against major structural de-
fects. These include founda-
tions, load bearing walls, beam
andjoint systems, roofs and any-
thing affecting the structural in-
tegrity of the home.

Since the HOW program
began in Denver, Summers said
his office had received only 11
written complaints from home-
owners who said they had not
received satisfaction from the
builder. All but four of those
complaints were resolved by a
telephone call to the builder, he
said. The other four were re-
solved in a conciliation meeting
arranged by HOW between the
owner and builder. If necessary,
HOW arranges third-party arbi-
tration as a final step if an agree-
ment in a dispute has not been
reached earlier. —FRANK PITMAN

McGraw-Hill News, Denver
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Natural choice - ;
for beautiful mteriors.

Redwood

Redwood is elegance, warmth, radiance. 2

And so much more.

Redwood defies time, retards flame Spreud.

Holds finishes longer, requires less care.

Insulates against heat, cold and sound.

Redwood —in narrow, wide and random widths,

R A 5 LA s L A

mugh and smooth faces, handsome patterns.

Redwood. The natural choice.

i,

i CALIFORNIA
REDWOOD
ASSOCIATION 617 Montgomery Street, San Francisco, CA 94111

Redwood — a renewable resource
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It they
to he

The realization that heating
and cooling costs are high,
and promise to go even
higher, can turn off a pros-
pect fast. And lose you a
sale. But there’s a solution
to energy inefficiency:

STYROFOAM* TG
brand insulation in the Totalwall Insulation System.

The Totalwall Systemis simple: STYROFOAM TG brand
insulationissubstituted for conventional sheathing, and fibrous
batts are installed as usual in the stud cavity. STYROFOAM
TG brand insulation is one of the finest insulations made. It
increases the thermal efficiency of the sidewalls by as much
as 40%. You can tell your prospects savings of $85 to $235
a year™* on their heating bills are possible.

That can put them back in the game.

STYROFOAM TG brand insulation in the Totalwall
System is easy to install, doesn’t add any construction steps,
doesn't change the appearance of your homes a bit. What it
does is make your home energy efficient, and it gives you a
selling edge on your competition.

l
Totalwall Insulation System.

NAME

AMSPEC INC. “

Insulation Systems Specialists
A subsidiary of The Dow Chemical Company
450 West Wilson Bridge Road, P.O. Box 466
Columbus, Ohio 43085
*Trademark of The Dow Chemical Company

I
l
I
|
|
I
|
I
l
l
l
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cant afford

Tell me how I can sell more houses by making them energy
efficient with STYROFOAM TG brand insulation in the

at it, they
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buy it.
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And to help you even
more, Amspec is promoting
STYROFOAM TG brand
insulation to consumers with
a broad, heavy national
advertising, merchandising
and public relations campaign.
If you want to turn around prospects
who might say “no” when faced with the hard reality of un-
affordable heating bills, start using STYROFOAM TG brand
insulation in the Totalwall Insulation System in the houses
you build.

Proper installation procedures are extremely important.

Be sure to consult Amspec for installation details.
Send the coupon below, and we'll help you get started.
It's our business. While others are looking for new sources of
energy, we're finding new ways to make the energy we have

work better.

**These estimated savings for one inch of STYROFOAM TG brand insulation in the
Totalwall Insulation System over conventional are based on electricity at three cents
per kilowatt hour and on 2,000 square feet of opaque wall area and are derived from
preliminary field data on unoccupied houses with aluminum siding located in Columbus,
Ohio. Estimated savings range from approximately $85 in Atlanta, Georgia, to approxi-
mately $235 in Minneapolis, Minnesota.

STYROFOAM

is a registered
trademark for

quality products

only from

The Dow Chemical

Company
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TS GURRMNTY APPUES OWLY TO
Majestic cowonenis

‘ NOT INSTALLATION |

HART N REI S

Pretty fireplaces are nothing new in homes or even old
castles but the interior work of an efficient system was

always a problem — and costly . . . before Majestic. The
prefabricated Majestic Thulman® wood-burning fireplaces
are pre-engineered and expertly factory-built to exact

@ specifications to operate efficiently and install easily.

The outside surfaces are cooled by the exclusive thermo-

ul L n siphoning principle. This permits setting the unit on wood

: ' flooring without extra footers, and framing-in flush to the

e e men o ¢ firebox with ordinary building materials. Less on-the-job

’ labor makes installations economical — no masonry is

required — sliding firescreens, dampers and firebrick

are in place — plus each unit is prepared for a gas

starter. The hard work is done at Majestic . . . even the

snap-together triple-walled flues which may be offset

either 15° or 30° are simple to install. The line includes

i inefin? , fully insulated fireplaces with 28”, 36” or 42" screened

:{:& Cil’it:ei?gisngﬁdianv; uellzlsd?lr)lum]‘;shgus"ﬁ ?,:“s openings. Also end-open models are avdilable for corners

gas-fired Built-Ins, Contemporary Free-Stand- or room dividers. You do the pretty work in any style or

ings, Electrics and Heat Circulators. Write The motif, the engineering is taken care of by Majestic . . .
Majestic Company, Huntington, Indiana 46750. America’s Leading Fireplace Manufacturer.

SEE US AT THE NAHB EXPOSITION—BOOTH 2312

CIRCLE 23 ON READER SERVICE CARD H&H jANUARY 1976

23




NEWS/MAN AGLIVILIN 1

Lands all that’s left—so Kassuba woos creditors with a land plan

The last sentence of the sum-
mary was set apart in bold face
type. It read:

“"The debtor believes it is un-
likely that any amounts would
be available for unsecured credi-
tors in the event of an adjudica-
tion of bankruptcy.”

The warning was followed by
a quarter page of blank space—
the emphasis was unmistaka-
ble.

The summary was a reorgani-
zation plan filed in U.S. District
Court in Chicago on behalf of
the beleaguered apartment
baron Walter Judd Kassuba.
Now a full two years into a
Chapter XI bankruptcy filing,
Kassuba is still grappling with
the problem of how to liquidate
$400 million in debts.

Sales and deals. To date Kas-
suba has, as many predicted that
he would, liquidated or tempo-
rarily deferred the bulk of that
debt through sales of properties,
renegotiations of terms, and
paper deals with real estate pro-
moters. The biggest of these
deals was with the West Coast
real estate dealer John Kus-
miersky.

At one point Kassuba’s bank-
ruptcy attorney, Allan G. Sweig
of Nachman, Munitz & Sweig of
Chicago, predicted that the
transfer of properties to Kus-
miersky would eliminate as
much as $230 million in secured
debt. Insiders say that the trans-
action didn’t work out exactly
as Kassuba had planned and that
the paper resulting from the deal
will be good only if and when
the properties show a marked
turnaround.

A play for time. But Chapter
XI is a time-buying proposition,
and if the Kusmiersky paper has
bought that time, the vote is
still in favor of Kassuba. Bigger
questions concern the way he
will liquidate the $75 million in
debt that 1is claimed by
Ehrenkranz, Ehrenkranz &
Schulta of New York and the
$18 million in debt accounted
for by Kassuba’s 3,000 unse-
cured creditors.

The Ehrenkranz claim is
under negotiation. The com-
pany wants the $75 million,
Kassuba denies the claim, and
eventually some settlement
will be reached. The problem of
the unsecured creditors is more
delicate.

Just how delicate is seen in

the reorganization plan that
calls for the creation of a new
Kassuba corporation in which
the unsecured creditors would
share 50% of the voting stock,
with Kassuba occupying four
positions on an eight-man board
of directors. The problem for
Kassuba is that $18 million can
drive a man into full bankruptcy
just as quickly as $200 million
can.
And that’s why Kassuba pref-
aced his reorganization plan
with the warning. He and his
creditors would share the same
fate, he indicated, unless there
was cooperation.

Back to the land. Kassuba's
plan, subject for approval of the
majority dollar interests of the
unsecured creditors, seeks to
form a new corporation built
around assets that are predomi-
nantly vacant land with a cumu-
lative mortgage value of $50
million to $60 million.

The plan is based on the hope
that the real estate market will
show an uptrend in the next five
years and that the properties
will generate enough profit to
resolve all debts. Kassuba esti-
mates the plan will cost the new
corporation just over $2 million
the first year. He estimates cash
available for the year at just
under $2 million, so that lack of
working capital is going to be a
problem.

Saving his home. “While suc-
cess under the plan is certainly
not assured,” said Kassuba in a
letter to his unsecured creditors,
“and may depend upon things
beyond any of our control, we
believe that without a plan un-
secured creditors will realize
nothing. Accordingly, we con-
sider it in everyone’s best inter-
est that you accept this plan.”

Kassuba’s quid pro quo 1is
that, in forming the new cor-
poration, his creditors would re-
lease him from personal liability
for the unsecured debt while
leaving him with personal
assets of his Palm Beach home
valued at $600,000 and a per-
sonal life insurance policy for
$1.6 million. For his first year’s
work in managing the proposed
corporation, Kassuba asks a sal-
ary of $125,000, a comfort but
still a comedown for a man who
only two years ago projected
ownership of $1 billion in real
estate and claimed net worth of
$100 million.

Chance of acceptance. The
consensus is that the unsecured
creditors are likely to approve
the new Kassuba reorganiza-
tion.

“1'd have to say I'm happy, al-
though I'd like to see some
money,” said Lewis H. Sapiro,
executive vice president of
Buchbinder, Sapiro & Asso-
ciates, real estate financiers in

The higher-earnings club: Centex,
Shapell and U. S. Home all make it

One of the indicators of a home-
building recovery is still perk-
ing, albeit at a very slow rate:
the announcement, here and
there, of gains in earnings rates
by building companies.

One of the relative newcom-
ers to the list is Centex Corp.,
which posted its first year-to-
year gain in five quarters in its
September 30 quarter. The
pickup was cause for apparent
satisfaction at Dallas head-
quarters—though the gain was a
rather modest 7%, to 17 cents
from 16 cents a share, it put
Centex into a still-select group
of companies.

Plus for Shapell. One of the
top members of the club is
Shapell Industries, based in Bev-
erly Hills, Calif. Shapell did
noticeably better than Centex in
the September quarter—a gain

of 13% year-to-year, to 51 cents
from 45 cents.

It was in fact a slow quarter for
Nate Shapell: For the first nine
months, the company’s over-
all gain was a distinctly
heftier 18.6%, from 1974’s $129
per share to $1.53. All this came
on lower sales, too. Revenues

dropped 10% for the nine
months, and for the September
quarter.

A rush into print. U.S. Home,
down in Clearwater, Fla., has
been eager to climb onto the
higher-earnings roster too; so
eager that it announced its fiscal
third quarter (Nov. 30) profit be-
fore it quite had it in hand. But
that can be forgiven. The preli-
minary figure of 14 cents to 16
cents a share was a gratifying
contrast to the year-earlier defi-
cit of 7 cents.

New York City. Sapiro, a major
unsecured creditor, adds:

“I'm satisfied because he’s
still a super-talent guy. He had
to be just to do what he did. No
one else was able to do it. Once
he’s out of bankruptcy there’s a
lot that can be done with the
properties that the corporation
would own. We don’t neces-
sarily have to build condos.
They could be traded for other
assets, merged with another
company that might have a list-
ing, or renegotiated on more fa-
vorable terms with lenders
when everybody isn’t looking
over his shoulder.”

Where it all went. Sapiro says
the assets of the new corpora-
tion had to be undeveloped land
since most if not all of Kassuba’s
developed properties had secon-
dary financing either in the form
of second mortgages or land-sale
leasebacks.

“So there wasn't a hell of a lot
of value left in them,” said
Sapiro. ““He was released from
the bankruptcy on those proper-
ties in satisfaction of the first,
second and some cases third
mortgages.”

Sapiro claims that the Kas-
suba reorganization plan, which
is the result of alot of horse trad-
ing on the part of both Kassuba
and the unsecured creditors.

Sapiro says he thinks the
other unsecured creditors will
approve the reorganization be-
cause all are painfully aware
that the nation’s real estate in-
dustry is still wallowing in its
worst business depression in 40

years.
Word from Kassuba. “But you
make your own luck, and

that’s what we’re banking on,”
he says. “Kassuba has more to
gain than we do if he can turmn
this whole thing around, and
frankly we think he very possi-
bly is the only guy who can pull
it off.”

As to whether the reorganiza-
tion will be a success, a nor-
mally gregarious but now clos-
eted Kassuba would say only—
and through the screen of a com-
pany spokesman—'‘We want
people to react to the plan on its
own merits. We don’t want any
quotes appearing from Judd that
might in any way alter any-
body’s reaction to the plan.”

Such is the fate of the nation’s
former apartment king.

—MIKEe KOLBENSCHLAG
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t’s also a beautiful
door on the inside.

Perma-Door
has great inner
strength.

If you could look inside Perma-Door, you'd see why we call
it Perma-Door.

You'd see that there is as much quality where you can't see
it as where you can. You'd see the only steel door with a strong
honeycomb and urethane core (the best protection against dam-
age) and the best guarantee for permanent dimensional stability.
You'd see that the urethane foam is sandwiched around an inner
air space — a feature that gives Perma-Door an extremely high
insulating value (no need to provide storm doors). And you'd see
that Perma-Doors are totally enclosed, top, bottom and sides
(there are no open seams — no way for moisture or water to get
inside), but they are designed to have an effective thermal break.
Lastly, you'd see that there's no wood framing in Perma-Door,
so there’s nothing to warp, swell or rot.

For more of the benefits of steel doors and none of the main-
tenance problems of wood doors, put Perma-Door in your home
plans.

The best costs less in the long run.

Write for details now . . .

9017 Blue Ash Road, Cincinnati, Ohio 45242,

PERMA-DOOR
by Steelcraft

An American-Standard Company
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Putting carpeting into a busy market is a wicked way to test
its soil-hiding ability. This carpet by Kemos, Inc. made with
Enkalure® II soil-hiding nylon passes the test with flying colors. The
installation covers the entire Crescent Market in Oklahoma City.
And here's what store owner Art Pemberton has to say: “We chose
this carpet for its beauty and ability to create a quality atmosphere.

ENKALLIE 13 A WECL 1M TR Ravyf 1T AR AC TURE () [0y AR AN | KA NKA NG A Pa ‘\L"“;.n v

We got more than we expected. It's more practical than tile, far
easier to clean and maintain. Plus, it provides many non-slip
safety features.”

Got the message? Carpeting with Enkalure II nylon stays clean-
looking longer. Its special multilobal construction causes light to
bounce off the fiber, keeping the color looking clean, even when the

10 AND CERTED Y NATIONWIE CONSUMUSL TEGTING INSTHTUTE



WE PROVED TO THE WORLD
THATNO NYLON HIDES SOIL BETTER
THAN ENKALURE 11.

Now the Crescent Market is proving if every day.

carpet is dirty. Unlike conventional fibers, there are no deep nylon will wear no more than an average of 10% for 5 years when
grooves to trap dirt. So daily vacuuming, occasional spot cleaning certified and properly installed and maintained, or we'll replace it.
and a sensible maintenance program are all that are needed. For further information about how your installations can stay
~ Agrueling test by Nationwide Consumer Testing Institute proves  clean-looking longer, as well as for the complete full color Enkalure II
¥  that nonylon hides soil better than Enkalure II. That's why portfolio of carpet styles, write: American Enka Co., Department HH,

American Enka confidently gives you this warranty: Enkalure Il 530 Fifth Avenue, New York, N.Y. 10036.

% Enkalure Il soil- hiding nylon by ENIIKA
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Realtors hear a warning:

We can’t build a boom until we can build apartments at a profit

The housing industry will not
fully recover until it becomes
profitable to build and operate
apartments, speakers told the
68th National Association of
Realtors convention in San
Francisco.

That means higher rents for
new apartments and a substan-
tial hike in rents for existing
buildings next year, according to
Anthony Downs, board chair-
man of the Real Estate Research
Corp. of Chicago.

Homebuyers, too, will have to
pay more or settle for smaller
space and no frills. “Inshort, our
standard of living concerning
housing is going to decline,”
Downs predicted.

He blames much of the lag in
housing recovery on “‘the im-
mense fall in new apartment
construction because rents are
too low to justify creating new
space at today’s high costs of
land, interest and operation.”

Unrealistic rents. The pres-
ident of the Mortgage Bankers
Association of America, Jerome
Howard, is also concerned about
the multifamily sector.

“Apartment rents have not
yet reflected even half of the in-
flation in construction and util-
ity costs during the last five
years,” he said. “And the low
level of apartment starts reflects
this economic fact of life.”

Oakley Hunter, chairman and
president of the Federal Na-
tional Mortgage Association,
foresees “continued difficulties
in the apartment construction
business because of high inter-
est rates, no-growth policies in
many localities and rent con-
trols in others.

“Tt is not possible to achieve
a strong increase in housing
starts without a good recovery
in  multifamilies,” Hunter
warned. “Should HUD decide to
allocate GNMA below-market-
rate funds for apartment financ-
ing, both FHA and conventional
construction will be stimu-
lated.”

Hunter also said that financial
institutions can do much more
to make mortgage credit avail-
able by a variety of risk-pooling
devices.

Single-family recovery. Mort-

see H&H February.)

Telegraph Hill sites are prized rarities in San Francisco, so developer
Alpha Land Co. (Santa Clara) crammed 189 of these $70,000-t0-$150,000
units into a 2.17-acre condominium village, Telegraph Landing. The site
plan preserves two acres of usable outdoor space. How? By landscaping
even the roofs. There is a small interior plaza too. (For the full story,

HIH

3
2

gage experts agreed that sales of
single-family homes should im-
prove in 1976, despite inflation
and high interest rates. They
said the outlook for mortgage
rates depends on how the gov-

[ B
REALTORS’ SMABY . . .
Elected to top posts . . .

ernment finances its deficit,
pegged at $70 billion for next
year.

Arthur Tonsmeire Jr., pres-
ident of the National Savings
and Loan League, predicted that
savings and loan associations
will stay in the mortgage market
at rates that reach 10%. And R.
Gene Conaster, vice president of
the California division of the
Bank of America, foresees a pos-
sible mortgage interest rate of
12%.

Praise for private sector. The
secretary of housing and urban
development, Carla Hills, won
the hearts of Realtors when she
acknowledged that business is
over-regulated. She told the au-
dience:

“What the government

should do—and what it can do
best—is to use the taxpayers’
money judiciously and spar-
ingly to help prime the pump,
and let private industry take it

... AND ELMSTROM
... at San Francisco meeting

from there.”

Noting that HUD-subsidized
and insured housing accounts
for only a small percentage of
building activities, she said,
“the obvious solution to hous-
ing must lie in the hands of pri-
vate industry.”

New officers. The association,
which attracted 16,000 Realtors
this year, elected Philip C.
Smaby of Minneapolis as its
new president to succeed Art S.
Leitch of San Diego. The new
first vice president is Harry G.
Elmstrom of Ballston Spa, N.Y.
The treasurer is Alvin ]. Wolff of
Spokane, Wash.

—JENNESS KEENE
McGraw-Hill World News,
San Francisco

Builders to appeal Petaluma ruling

Homebuilders in California
have decided to ask the Supreme
Court for a hearing on the con-

troversial Petaluma zoning
plan.
The Construction Industry

Assn. of Sonoma County and
other plaintiffs in the landmark
lawsuit will ask the high court
to review a decision by the U.S.
Court of Appeals for the ninth
circuit in San Francisco, which
ruled in favor of Petaluma
[News, Oct.]. The appellate
court has denied a rehearing.
The builders are backed in
their appeal by the Associated
Building Industry of Northern
California. They also have fi-
nancial support from the Na-

tional Association of Home

Builders.

The builders, and the U.S.
District Court in San Francisco,
hold that the plan deprives citi-
zens of the constitutional right
to travel and migrate freely. But
the appellate court said the
plaintiffs had no standing to
raise the right-to-travel issue on
behalf of those excluded from
living in Petaluma. It also
turned down the builders’ argu-
ments about due process and the
burden on interstate commerce.

Petaluma, with a population
of 32,000, adopted the ordinance
in 1972, hoping to maintain its
small-town character. The plan
limits new dwelling units to an
average of 500 a year for five

years. —J.K.
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ASK ABOUT PRODUCT #49-226N

PRICE PFISTER

Manufacturers of Plumbing Brass » Pacoima, California 91331 « Subsidiary of Norris Industries
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Installing vinyl siding 1s

something less.

“We figured it would be tougher to install
vinyl siding. But we wanted to try it anyway.
We felt home owners would be interested in

what we were doing for them. Less maintenance,

with jobs like painting eliminated.” So says
Donald E. Burtchin, Vice President, Koch
Distributors, Sandusky, Ohio.

Russell Carpenter, who installs siding for
Koch, says, “It came as a surprise when I
found installing vinyl siding is just as easy as
any other. In some ways, easier.”

The siding they’re talking about is made of
Geon® vinyl. B.F.Goodrich Chemical Company
makes Geon vinyl, which other companies
use to manufacture siding. We’ve printed a
new booklet that tells how to install vinyl
siding. Send the coupon for your free copy.

4. Trim sides and tops of doors and windows with J
channels or window/door caps. Installation of siding
panels now begins.

8. To fit a panel under a window, cut undersill trim
the width of the opening and nail in place. Crimp the
under window portion of panel with snap lock punch.

30 H&H jaNuARrYy 1976
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1. Check to see that all sidewalls and base are level
and plumb. Snap chalk line for the starter strip.

5. Snap bottom panels into the starter strip and nail.
Backer board can be used for extra insulation.

9. Slide the panel into the undersill trim. Installation
of the top course follows a similar procedure.




SO easy, it's a shame to accept

2. Install all inside and outside corner posts. Leave %4 3. Position starter strip with top edge on the chalk line.
at top. Finish nailing every 10"’ to 12" in the center Do not nail too tight; stop when hammer head
of the slots. touches edges of nailing strips.

6. Obstructions, such as faucets, are easily passed. Cut 7. Overlap panels by %% of the factory pre-notched

a slot, using tinsnips, in one end of the siding panel. cutouts. Leave Y4 inch space between the nailing strips.
r e e e e e e g
' e | B.F.Goodrich Chemical Company
- 8 | Dept. H-35, 6100 Oak Tree Boulevard
a4 | Cleveland, Ohio 44131

' Please send free copy, “How to install vinyl siding.”

Address Or Box Number

City State Zip
. __——--—__——_———_______-——_——-I
10. When installation is completed, wipe clean with B F GOOdl'lCh Chemmal C()mpally
mild detergent solution and you have a vinyl BFGoodrich

clad house that will stay beautiful for years.

Ty 7
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New York gets apts for poor—with 6 bedrms, air cond, riv vu

A HUD project in the New York
City slum of East Harlem pro-
vides apartments for the poor
with virtually all the amenities
found in Park Avenue’s
highrises.

The project is intended as an
experiment in social rehabil-
itation. It also invokes the novel
concept of renting commercial
space to offset low rents.

But both the social test and
the supporting economic plan
may collapse before getting
under way. City, state and fed-
eral cutbacks threaten both
schemes.

The 656-unit complex of four
luxury highrises, known as
Taino Towers, will include 28
six-bedroom triplex apartments.

It will also have graffiti-proof
Italian mosaic tile in the lobbies
and halls; central air condition-
ing; an indoor pool and gym; an
auditorium and a theater; a
greenhouse; underground park-
ing with attendants 24 hours a
day; and terraced landscaping
with a man-made stream. Much
of the project offers a magnifi-
cent view of the East River.

Most of the amenities, includ-
ing the (rental) garage space, are
intended to serve the surround-
ing slum community as well as
the tenants.

The cost. The development is
being built under the Section
236 mortgage-subsidy program
at a cost of $45 million. Some
critics compute the cost of the

apartments at $68,597 each,
based on the $45 million. But
$21.6 million of that goes into
the 265,000 sq. ft. of non-resi-
dential rental space on the first
six floors of the 35-floor build-
ings—the six floors that will
harbor community services and
make the project viable. If the
apartment costs are calculated
by dividing the remaining $23.4
million by the number of units,

7
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Taino Towers, HUD'’s $45-million experiment in social engineering, nears
’ p

HUD wants the sponsoring
group, the East Harlem Tenants
Council, to build up an annual
residential rental roll of $1.8
million in the towers. This is an
average of $229 a month per
apartment, but rents will be al-
located as the sponsors wish.

Perhaps $500,000 of the $1.8
million will come from HUD in
the form of direct rent subsidies
to low-income tenants, who

completion in New York. It may founder on government cutbacks.

the unit cost comes down to
$35,670. The Rev. Robert Nicol,
a prime mover behind the proj-
ect, insists that that falls within
HUD'’s guidelines for apartment
construction in New York.

The cash flow. The towers are
financed with $6 million in seed
money from the city and HUD
and $39 million in four 40-year
FHA mortgages at 7%.

will occupy 262 units.

HUD will also contrubute a
$1,574,000 mortgage interest
subsidy. Altogether, HUD is
committed to subsidies that
may total $80 million over 40
years.

The non-residential space is
supposed to add an essential
$1.2 million more to the proj-
ect’s annual cash flow.

Florida Keys provide court test of major state conservation law

Battle lines have been drawn for
what developers and environ-
mentalists view as a crucial test
of Florida’s Land and Water
Management Act.

The scene of the struggle is
Monroe County, where 57,000
people live on the chain of coral
rock islands known as the
Florida Keys. The 1972 law pro-
vides the Florida Cabinet with
authorization to designate areas
of critical state concern, an ac-
tion taken last April by Gov.
Reubin Askew and four other
cabinet members to protect the
70,000-acre island chain from
over-development. There were
two votes against the action.

Planning wanted. The ma-
jority agreed with Monroe
County residents who said state
action was necessary because

county and municipal govern-
ments in the Keys had neglected
to institute proper planning and
zoning laws. The Cabinet ac-
tion, in effect, gave Monroe
County until November 15 to
adopt such ordinances. The al-
ternative is guidelines prepared
by the State Department of
Planning.

The Florida statute on land
and water management is being
challenged in the Florida First
District Court of Appeal in Tala-
hassee. The plaintifts include
200 Monroe County residents,
the City of Key West and an
electrical workers local.

To obviate a taxpayers’ suit,
no city money will be spent in
attacking the state laws. Funds
are being provided by building
contractors and businessmen.

Differing views. Developers
say the Keys are no different
from any other area of south
Florida where people want to
enjoy the clean air and the pure
waters of the ocean and bay. The
conservationists say the Keys
are different because of an ecol-
ogy made fragile by porous coral
rock and vast areas of shallow
water that will be forever des-
troyed if developers are allowed
to dredge canals and fill low
areas.

Really inland waterways? Up
to the time of the Cabinet ac-
tion, the biggest conservationist
success in the Keys had come
from William Mehrtens, a fed-
eral district judge in Miami.
A devoted environmentalist,
Judge Mehrtens plowed new
legal ground back in 1974 when

The rationale. Combining
non-residential with residential
space is a controversial innova-
tion but central to the point of
the project, according to Nicol.

“We wanted to combine all
the necessary supportive ser-
vices with housing,” he said,
“health care facilities, day care
centers, a community college
center and structured commu-
nity activities.

“The idea is to have them in
one place, to reinforce each
other and create a condition
where people can be led away
from the unemployment-crime-
jail syndrome and, ultimately,
off welfare.”

The future. Will HUD's ex-
periment work? The agency
may never find out, for what
government has done so expen-
sively, government may yet
undo.

The experiment needs both
the support services and their
rentals. But budget cutbacks at
all levels of government are al-
ready precluding some services.
A day care center, for instance,
was to be city-operated; default
threatens its existence.

“A good 75% of the program
area is up in the air,” Nicol
admits.

Without the services, the
apartments will become just
apartments, and high-priced
ones at that. Rents may have to
rise drastically to pay the proj-
ect’s way. —H.S.

he ordered a developer on Key
Largo to restore an entire subdi-
vision of hundreds of homesites
to its original state by filling a
network of canals and replant-
ing mangrove and other natural
vegetation. The judge said the
developer should have gotten a
permit from the Army Corps of
Engineers, holding that the 1899
Rivers and Harbors Act covers
canals even though they are con-
nected to navigable waters only
by an underground aquifer.
Judge Mehrtens acknowl-
edged his decision was unique.
He and a lot of other people are
waiting for the decision on an
appeal that has been carried to
the Fifth U. S. Circuit Court in
New Orleans.
—FRED SHERMAN
McGraw-Hill News, Miami
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more bilt-in sales features
WASTE KING: quieter, better, longer lasting

Waste King stainless steel dishwasher is backed by the
strongest warranty in the industry.

Waste King has 2 full width wash arms - one under each basket for 3-way action: provides double
wash, triple rinse for really clean dishes. Rugged baskets with curliques to separate dishes and
prevent cracking and breaking. Large capacity with random loading is simple enough for a child.
Waste King dishwashers have stainless steel tanks that don’t chip, peel, crack or rust.

. Inner doors, wash arm i il Iso stainless steel. MODEL 911
Waste ng nner wa rms and guide rails are also stainles el. MO

Stainless Steel
l'WASTE KING'I

Pits, cobs, rinds and stalks. No

Food Disposer R
Grinds up the tough stuff; bones, I THERMADO R '

A need to sort garbage. Patented NOUSTVES
¥ no-jam swivel impellers. For complete warranty details on all Thermador For complete warranty details on ail Waste King
s MODEL SS8000 products, see your Dealer or write Thermador

products, see your Dealer or write Waste King

5123 District Blvd., Los Angeles, Ca. 90040

Norris Industries Booth 2438 at the NAHB Convention.
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Homebuilders on the move along the Southern Rim and up north

General Development Corp.,
based in Miami, elects Cyrus E.
Hornsby III as senior vice pres-
ident for corporate operations.
He'll be responsible for resort
operations, new business, spe-
cial products and community
operations.

Hornsby moved to General
Developmentin 1974 from Van-
guard Properties in his native
Atlanta, Ga. to be vice president
and treasurer. He retains the lat-
ter post.

In Lake Worth, Hovnanian
Florida Inc. appoints Charles G
Shepherd vice president, putting
him in charge of the company’s
developments in that state.
Shepherd came to Hovnanian in
1973 from a similar position
with the Robino-Ladd Co.

Farther north, the troubled
Sea Pines Plantation Co., the de-
veloper on Hilton Head Island,
S.C., advances Mike Thompson
to director of real estate market-
ing. He joined in 1972.

On the opposite coast Avco
Community Developers, Ran-
cho Bernardo, Calif., promotes
Robert F. Buie to vice presi-
dency. Buie had been general
manager of a 140-acre develop-
ment; now he’s general manager
for three others in San Diego.

Up in San Francisco, McKeon
Construction Co. picks John C.
Mackay as president and chief
executive to succeed George R.
McKeon, who resigns because of
ill health. Mackay formerly ran
Mackay Homes, a Bay Area resi-
dential developer. McKeon re-
mains chairman of the board.

And in Pittsburgh, Pa,
Mathews-Phillips Inc. elects
Washburne D. Wright to its
board. He’s vice president and
general manager of a 2,000-acre
planned wunit development
called Panther Valley. The big
project is located in Allamuchy,
N.J., within commuting dis-
tance of New York City, is man-
aged by Mathews-Phillips, and
is owned by Travelers Insurance
Co. of Hartford, Conn.

Finally, out in Dayton, Ohio,
Newfields Development Corp.
appoints Edward F. McBride Jr.
director of marketing at New-
fields, a new town in the area.

ASSOCIATIONS: The Build-
ing Industry Assn., with head-
quarters in Los Angeles, installs
Richard C. Chenoweth as asso-

L ciation president. He heads M. J.

AVCO’s Buie
Up from 140 acres

7=\
NEWFIELDS’ McBRIDE
Selling a new town

Brock & Sons, the Los Angeles
building combine. The BIA also
names a builder of the year—
James C. Cashman, president of
Corona (Calif.) Land Co.

In Atlanta, the new Apart-
ment Owners & Managers Assn.

MATHEWS-PHILLIPS’ WRIGHT
Mr. Panther

BIA’s CHENOWETH
Into the president’s chair

elects Gerald A. Blonder as pres-
ident.

LENDERS: First Wisconsin
Mortgage Co., Milwaukee, ap
points a dozen new officers in a
management reshuffle—the
company is adviser to First Wis-

consin Mortgage Trust, a deeply
troubled REIT. Leading the list
is Paul A. Glanert as vice pres-
ident.

In Los Angeles, Western
Mortgage Co. names James M.
Orendorff senior vice president,
general counsel and secretary.
He had held similar posts with
the Colwell Co. in L.A. Western
Mortgage is a division of Union-
america Inc. and is the largest
mortgage banking firm in the
West, with a servicing portfolio
of more than $2.2 billion.

Continental buys
Housing Guild units

Continental American Proper-
ties Ltd., a San Diego real estate
development and property man-
agement firm, has acquired the
multifamily operations of the
American Housing Guild.

Daniel J. Epstein, president of
Continental, said that with this
acquisition Continental Ameri-
can Management Corp., his
property management subsidi-
ary, will have 4,000 residential
units under management. Ep-
stein formerly was vice pres-
ident and a director of American
Housing Guild.

Florida prosecutes land fraud; early return: six convictions

That multimillion-dollar fraud
based on Florida real estate that
surfaced last spring [News, July
'75] has produced its first con-
victions. Florida officials predict
more prosecutions will follow.
Six defendants have just been
convicted on 170 counts of
fraud, grand larceny, conspiracy
and securities-law violations. It
took the clerk in the Florida cir-

cuit court in West Palm Beach,
where the seven-week trial was
held, a full 35 minutes to read
the guilty verdicts.

The big sell. The schemes for
which the defendants were tried
centered on offering five inves-
tors promissory notes backed by
purported first mortgage claims
on Polk County homesites. The
notes paid 10% to 14% a year.

Another FHA mortgage lender is indicted

The FHA scandal investigations
rolling across the country for
some time now [News, Oct., '75
et seq.| recently added another
indictment to a long list.

This time it was Stephen Ro-
senbaum of Merrick, N.Y., head
of Springfield Equities Ltd.,
which was liquidated in 1973
but was once one of the largest
mortgage lenders on Long Is-
land. He was accused late last
year by a federal grand jury in
Brooklyn of two counts of con-
spiracy and two of bribery. The
alleged acts were said to be parts
of schemes to inflate property

valuations, expedite documents
and get approval of falsified
credit applications from the VA
and the FHA.

If found guilty, Rosenbaum
would join a sizable list of con-
victed mortgage men in Brook-
lyn and on Long Island. The ros-
ter includes the top officers of
three of the largest lenders in the
area that dealt with the VA and
FHA. The companies were the
Eastern Service Corp., the
United Institutional Corp. and
the Inter-Island Mortgage Co.,
all now defunct. Convictions in
the U.S. total about 300.

When the interest payments
stopped, the noteholders soon
found that they actually held
paper backed by third or fourth
mortgages on virtually worth-
less swampland.

Those convicted. The defend-
ants were David Edstrom and
S.EL Inc. of Fort Lauderdale,
Lane Hartwell and Hartwell &
Associates of North Palm
Beach, and Harris Coller and
The 2609 Corp. of Coral Gables.
All were convicted of five
counts of fraudulent sales of se-
curities, five counts of grand lar-
ceny, five counts of selling un-
registered securities and ten
counts of conspiracy.

Hartwell, Coller and their two
companies were also convicted
of five counts of selling securi-
ties without being registered
salesmen.

Florida’s state comptroller,
Gerald Lewis, has said there
have been at least 56 such land
deals and that perhaps as many
as 80,000 people from 37 states
were bilked of amounts that
could total $1 billion.
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There's a lot to be said for our high
performance Ruf-Sawn 316 overlaid plywood
siding.

Like. how its special overlaid surface takes
and holds a solid color finish up to three times
longer than any raw wood surface

And how the rock-hard resins in that surface
protect against extreme weather conditions —
season after season —with no checking, splitting
or peeling. And with little or no maintenance.

And how, at the outset, it takes less than the
usual amount of finish—just one coat of solid
color stain, or just a primer and one topcoat of
paint.

Canadian residence. Architect: Wolfgang & Wensel,
Builder: Paragon Homes Ltd

; Tt - ‘g .
Silverwood Village, Mountain View, California. Developer: Harrington-Kulakoff Development Company

Nebraska residence Archnect:ﬁ Bruce Widstrom,
Builder: The Kopecky Company

Ruf-Sawn 316 holds
a solid color finish
three times longer.

Its deep-embossed texture has that rugged
—but handsome —rough sawn, real woodgrain
appearance. And because it's a plywood panel,
it's lightweight and easily installed

All this adds up to a siding that looks better,
lasts longer, and virtually eliminates call-back
complaints. Real overall economy

See for yourself. Write us for more informa-
tion about Ruf-Sawn 316 and other fine Simpson
sidings, such as Ruf-Sawn Redwood Plywood.

Simpson Ruf-Sawn 316. The best siding for
solid color finishes.

Simpson
SIMPSON TIMBER COMPANY « 900 Fourth Avenue, Seattle, Washington 98164 * 206-292-5000
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Florida builders open fire on regulations that up housing costs

Items such as large capacity hot
water heaters, smoke detectors
and overwide streets, required
by local, state or federal regula-
tions, are ‘‘nice but not neces-
sary” and may add as much as
$5,000 to the price of a home,
according to the Florida Home
Builders Association.

A special task force charged
with finding ways to reduce
housing costs came up with 64
such items. The list was in-
tended to serve as a basis for dis-
cussion with HUD and other re-
gulators.

In addition, the task force pro-
duced a film that shows how
government restrictions are
often counterproductive in pro-
viding safe housing, and how
their added cost has priced some
80% of Florida families out of
new housing.

“If we had the time and the
inclination, we could have dou-
bled this list,” says assistant ex-
ecutive officer Tom Becker.

Reaction. At the recent State
convention the film was shown

to representatives of HUD, the
Florida Building Code Board,
VA, FHA and other agencies.
Most agreed with the points it
made. However, most also said
that their agency was not
responsible for the majority of
the cost items.

“The only thing that bothers
me is the implication that some
of the things that are nice but
not necessary are building code
items,”” says Tom Moses, chair-
man of the Florida Board of
Building Codes and Standards.
“Generally they are require-
ments of lending institutions or
of FHA or HUD.”

“We didn’t see any HUD re-
quirements that were big ex-
pense items,” says HUD area
director R. W. Buskirk. “Most of
the HUD items are safety fac-
tors that duplicate what codes
would require anyway.”

Buskirk believes that there
would be no market for a house
that lacked all 64 items. “The
film doesn’t face up to the real

And Moses, while admitting
that some local code require-
ments do add to housing costs,
pointed out that an appeals
mechanism—admittedly a cum-
bersome one—exists for getting
relief from overzealous local
regulations.

“The next step should be the
adoption of a minimum state
code,” he says. “That way we
can deal with changes in a way
that will have statewide im-
pact.”

Crusade. “We believe we have
the beginnings of what will soon
become a national effort to let
the homebuyer choose the con-
veniences he wants or does not
want in his home,” says Ralph
DeMeo of Opa-locka, the newly
elected president of the Florida
Home Builders.

“The changing economic sit-
uation means we should stop
trying to build people’s dream
houses,” adds Becker. “It’s nice
to have big wide streets and out-
side outlets to plug the charcoal
grill into, but we shouldn’t force

a quasi-rich lifestyle on people
who can'’t afford it.”

Back to work. In a related ac-
tion, local Florida builder groups
from all over the state are mak-
ing plans for a “We Want to
Work” parade in Boca Raton
(chosen because of its no-growth
policies) on January 9.

“We've got to call public at-
tention to the fact that it’s red
tape and needless regulation
that is causing present eco-
nomic problems in Florida,”
says Eddie Giuliano, of Boca
Raton, who is leading the parade
effort.

By showing the public how
many people depend on the
homebuilding industry for jobs,
we hope we can get things mov-
ing again.”” A recent industry
survey showed that homebuild-
ing is Florida’s largest industry.

Giuliano expects a thousand
vehicles—from cranes to wheel-
barrows—and thousands of
workers—from bricklayers to
secretaries—to be on hand for
the demonstration.

—N.G.

Ground-fault interrupters. Savings: $60 to
$135 per unit. Reason: Only real need is on
outside outlets at or near ground level.

Smoke detectors. Savings: $35 to $100 per
unit. Reason: Overriding public need not de-
termined.

100-amp fuse for service on temporary
poles. Savings: $25 per unit. Reason: 50-amp
is sufficient for most jobs.

Footings at least 8" below grade. Savings:
$300. Reason: Frost line does not occur at
this level anywhere in Florida.

Placement of appliance controls at rear of
stove. Savings: $25 to $35 per unit. Reason:
Not determined whether keeping controls
out of children’s reach outweighs desira-
bility of not having to reach over boiling
foods to get at controls.

High-capacity water heater. Savings: $11
if 30-gal. tank is used instead of 40-gal. tank
for units with one or two bedrooms. Reason:
More than necessary capacity, higher energy
costs.

Cabinets. Savings: $50 per unit. Reason:
Minimum shelf space, storage and counter-
top requirements should not help prevent
families from affording basic shelter. Also,
HUD certification requirement for cabinet
manufacturers has a damaging effect on
local small businesses.

Anti-siphon device on hose bib. Savings:
$10 to $30 per unit.

Large vent stacks. Savings: $4. Reason:
1%" diameter stack is adequate.

All exterior metal painted. Savings: $25.
Reason: No need on galvanized gutter, etc.

L

problem: land costs,” he says.

Carpets. Savings: 20 cents a yard. Reason:
Carpet quality beyond reasonable standard
should be optional.

Soft water connections. Savings: $100.
Reason: Used by only a small percentage of
homebuyers.

Return air requirements (grills in or above
doors). Savings: $45 minimum per unit.
Reason: undercut suffices.

Eave drip requirements. Savings: $25.
Reason: Duplicates protection of roof over-
hang.

Moisture protection. Savings: 6 mil poly-
ethylene saves $70 over roll roofing, $140
over hot mop. Reason: The plastic is ade-
quate.

Exterior walls. 2x4 studs on 24" center co-
ordinated with floor joists below and roof
trusses above save $80 to $90; 1x3 bottom
plate and single 2x3 top plate saves $70 to
$80; %" plywood on 16" centers or standard
%" on 24" centers saves $156.

Interior walls. 2x4 studs on 24" center
and minimizing wood blocking through use
of drywall back-up clips save $266 in mate-
rial, $25 in labor.

Windows. Modular unit to fit between
studs 2 ft. on center saves $24.70 in framing
costs.

Single header for 4 ft. closet. Savings:
$1.50 per door, $6 per unit.

Wire mesh in garage slab. Savings: $30.
Reason: need questionable.

Single main disconnect. Savings: $25.

Lighting arrester on overhead service.
Savings: $15.

Plastic-covered wiring in attics. Savings:
$15.

Separate circuit for dishwasher and dis-
posal. Savings: $15.

4-wire service cable. Savings: $35.

Insulated neutral range and dryer cable.
Savings: $13.

Disconnect on electric furnaces and a/c
units. Savings: $40.

Outside outlet. Savings: $25 to $35 if
weatherproof and ground-fault protected.

Garage outlet. Savings: $7.

Attic light. Savings: $7.

Connectors on bond wires. Savings: $10.

L copper instead of K copper plumbing.
Savings: $25.

Furnace in centrally located closet. Sav-
ings: $100 to $150.

Curbs and gutters. Savings: $250 to $350
per 100-ft. lot. Reason: Grass swales, natural
drainage or sheet drainage preferable in
some areas.

Right of way. Savings: cost of land. Rea-
son: 50-ft. width adequate on most interior
subdivision streets.

20-ft. paving width for interior subdivi-
sion streets. Savings: $33 per width foot
beyond 20 ft. per 100 ft. lot. Reason: ade-
quate for average traffic.

Sidewalks. Savings: $50 per 100-ft. lot if
4-ft. width used rather than 5-ft; $275 per
unit if sidewalk eliminated. Reason: ecolog-
ically undesirable.

Sidewalk installation. Comment: when
required prior to construction, often dam-
aged by heavy equipment.

40 HA&H jANUARY 1976




Solid vinyl siding by
helping you sell the Great Amencan Dream,

A home of their own. spoil TV reception like metal.

It's a dream your customers You can promise a family that
have worked hard for,andoneof  their Bird siding should be as lovely
the biggest investments they'll twenty years from now with mini-
make in a lifetime. Help them mum care as it is on the day they
protectit,and increaseyour sales, move into their home. And the

with Bird solid vinyl siding. money they save on maintenance
Our solid vinyl siding moves will go a long way in making
homes easier because it gives other home improvements through

buyers the security of knowing that  the years. Bird offers more color
their investment is protected against choices in solid vinyl, a broad line
premature aging and the elements. of low-maintenance ornamental
It never needs paint. It can’t rot, shutters, as well as a complete line
split, or bumn likewood. Anditcan’t of premium asphalt roofing
corrode, rust, attract lightning or shingles. Look into them for your
next job. It's a wonderful way to
make the homes you build or
remodel sell faster and endure.

Bird & Son, inc. b
E. Walpole, MA 02032 :

Please send me full information
and samples on your low-mainte-
nance Bird solid vinyl siding line.

Name

Address
City County.
State Zip

Phone

Please also include facts on:00Solid vinyl gutters
OOmamental plastic shutters O Bird asphalt roofing
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Scheirich announces
the first five-year drawer guarantee
in the cabinet industry.

Guaranteed for five years against warping,
chipping, splitting, splintering or structural
faults.

To our knowledge, no other manufacturer in
the industry is offering a five-year guarantee
on a drawer (or any other cabinet part, for that
matter).

But then no other cabinet manufacturer has
a drawer, or a cabinet, quite like Scheirich’s.

To show how strongly we believe that, we're
now guaranteeing every Scheirich drawer body
for not one, but five years against just about
any kind of defect you can think of.

Exceptionally resistant to marring,
scratching and denting.
Not only that, but we

also pledge to you that a
Scheirich drawer is im-
pervious to soaps,
chemicals, foods and acids.
And, even better, that no other drawer material
we know of offers the toughness, resilience
and overall durability that this one offers.

The same material used in football
helmets now formulated to Scheirich
specifications.

The secret? It’s a substance
called polypropylene, spe-
cially formulated to our
specifications, and the
same super-durable material used in football

helmets, shoulder pads and auto dashboards.
For impact resistance, stability and easy
maintenance, no other drawer material we've
seen can beat it.

Cleaning’s easy . . . and the drawer
closes itself.

Since all the interior corners
are rounded, there’s no place
for dirt to hide. Clean-up’s as
easy as wiping with a damp
sponge. And a unique easy-
glide roller system makes all drawers self-
closing, non-sticking and surprisingly quiet.

Ask to see our torture test.

Why not check out the Scheirich five-year
guarantee by trying out our torture test in per-
son. All it takes is a call or note to either Joe
Scheirich or your nearest Scheirich distributor
(he's in the Yellow Pages). Write H. J. Scheirich
Co., Box 21037, Louisville, Kentucky 40221.
Phone 502/363-3583.

GUARANTEE

Should the drawer body of a Scheirich cabi-
net prove defective under normal use in a
residence within a period of five (5) years
from the date of manufacture, we will send
you a replacement drawer body free.

SCHEIRIEH

FINE FURNITURE FOR THE KITCHEN AND BATH

“See us in Booth 2733 in Dallas”
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We had the guts
to make the
ven better.

All product names are
trademarks of American Standard Inc.
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We gave new Aquarian Il a better spout ring. A
finely-honed bearing surface. A precision-
machined manifold. Along with the finest disc
cartridge on the market.

Then hundreds of contractors field-tested
Aquarian II. And if you were one of them, you
know what’s happened: Aquarian Il has seta
new standard of excellence for the industry.
Very visible evidence of quality for your
customer. So instead of return calls you get new
business calls.

Aquarian II fittings—engineered to be trouble-
free, from the inside out. Because we believe
your next job depends on your last job.

Arr(l:earlilc)a,lcr)]l-lgtandard AM E RI CAN
distributor. STANDARD

Where quality
is a beautiful thing.

S ‘I e fdr
.Ot'oorromn-free brass.

‘ P l'shnc‘i hard i
olished gem- ceramic
s «.M"‘“ discs sealed inside the
e cartridge foryy:nex!sdg long-life cartridge.
~ trouble-free service.
Positive water shut-off.
Ceramic discs are
: T q utlxaﬁected by sand,
2 .I . silt, grease.
Closer tolerance. - 5 » R
Positive seal. -
Precision-machined | i~
manifold of soll:d brale;s =
stock plus self- ' g,
lubricating, extra = B s ~
rugged spout O-rings. (¥ : & v \
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PF-I? soffit

PF-I? fascia
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Plywood sheathing

Fiberglass insulation

Fry asphalt roofing
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Weldwood® caulking | & :
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Novoply*®
particleboard shelving
Plywood or particleboard PF-I?trim
underlayment
Decolam/hpt™ and Vinylcote ™ Weldwood® Panel Adhesive Di ik
decorative overlays S
; _ Weldwood®
Construction Adhesive printed lauan paneling




U.S.PLYWOOD.
OUR PRODUCTS ARE JUST PART OF THE PICTURE.

The more you build, the more products you need.

That’s where U.S. Plywood comes in. With a wide
range of branded products. From prefinished paneling
to plywood siding; ready when you need them.

You see, we've got warehouses all over the country.
Ready to serve your local dealer. So the products you
need are only a phone call away.

And, when you call a branch office for advice about
our products, you'll be talking with a U.S. Plywood man
who's been in the business for years. He speaks your
language. He knows what you want.

Well known products. Better service.Fast deliveries.
They’re all part of the U.S. Plywood picture.

@ U.S. Plywood

Champion International Corporation
1 Landmark Square, Stamford, Conn. 06921

Woodlife* wood preservative

Duraply®
basketball backboard

Weldwood® softwood paneling Hardboard

Weldwood® hardwood paneling

Plywood and hardboard siding
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Keep the home fires burning?
Not any more you can’t!

A2)
: 2 == i

Gas for heating is banned in But on top of all that, when
Boston. And in lots of other places.  you put a Carrier heat pump in
Oil's so costly it’s out of sight. your homes, you make it easier for
Coal? Wood? Forget it! For the home lower income families to buy.
builder, fossil fuels are out. That's because loan requirements

But don't panic. Let yourex-  can be less for a heat pump house.
pert Carrier dealer show you how One caution, though. You
the efficient Carrier heat pumpcan  can’t beg, borrow or cajole a Carrier
give you an astonishing boost in heat pump from anybody but a
selling your homes. Certified Carrier dealer. He's fully

%‘@ : trained in heat pump selection,

s installation and servicing.

= Could you expect much more
= k& fromthe company that founded

the air conditioning business back
Emm=ommess gk N 19027 And has been advancing

e .. theheat pump art for 40 years?
T A To the Yellow Pages, please.

The Carrier heat pump burns  Under Carrier you'll find his name.

no fossil fuel of any kind. Delivers Heat pumps are his game.

dependable heat even in sub-freez Nomoe e

ing weather. Gives the homebuyer %ggndmonmg

twice the heat per dollar.
And delivers the marvelous bonus
of low cost summer cooling. €.

See Carrier heat pumps at NAHB Show, Booth 2036
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Miami-Carey products make it
just a little easier to turn shoppers

into renters or buyers

- p
Range Hood RH-3030-AC

Every prospect makes a beeline for the cabinets in the most
kitchen and bathroom, and here, popular styles, ’\\
Miami-Carey helps you to feel proud of what complemented by the Peioois ™
they’ll see. Innovative range hoods, fans, latest vanities, ¢
heaters of superb craftsmanship and accessories and lights.
trend-setting design. Surface and recessed Decorator mirrors to add Light LD-602

a touch of luxury to any

room.

Encourage your

| prospects to touch the Heater-Fan 582
e aesew  Chime button. As they enter they will note the
Cabinet CRW-305-18 spaciousness of the living room reflected in
Mirror WM-$3568 the graciously-styled decorator mirror . . . be
e o half-sold even before they get to the kitchen,
5 bathroom, bedrooms . . . each with

L | | something beautiful from Miami-Carey.

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

lookers into contracts.
Something beautiful happens when you build with

Miami-Carey

203 GARVER ROAD + MONROE, OHI
WATS 1-800 543-9261
OHIO LOCATIONS 1-800 762-3208

a.am C)alter company

) : 197
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Fuel savings.

Three ways: vinyl-clad wood core, optional double-pane
insulating glass and close-fitting tolerances.

Natural cooling.

No need to rely 1009, on air
conditioning. Windows open easily
to capture passing breezes.

Rigid vinyl sheath doesn’t rust, pzt" or COl
chip, blister or peel. <

Look at all that Andersen® Perma-Shield® Casement
and Awning Windows in Terratone can bring to your
residential, commercial, and institutional buildings.

There’s so much, it makes you wonder: Could this be the Color.
perfect window?

For more details, see Sweets, File 8P, or call your We call this rich, inviting earth-
Andersen Dealer or Distributor. He’s in the Yellow Pages tone color Terratone. It's a m
under “Windows.” Or write us direct. natural hue that blends

with wood, brick, stone, masonry—
almost any bulldlng material.

The beautiful, carefree way to save fuel. (Also available in white.)

Anderser Windowalls

ANDERSEN CORPORATIO! BAYPORT, MINNESOTA 55003

@
E Printing limitations prohibit exact color duplication. Use actual sample for building specifieations.




COULD THIS BE

THE PERFECT WINDOW?

Double-pane insulating glass.

Snug-fitting Andersen Windows with double-pane
insulating glass can reduce conducted heat loss by up to
359, compared to single-glazed windows without storms.

Inside beauty.
Wood trim can be stained or s
painted to complement any decor.
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Snug-fitting design.

Perma-Shield Casement and Awning
Windows in Terratone color are two
times more weathertight than industry
air-infiltration standards. To help

seal out drafts and dust,and help save
on heating and cooling costs.




Fill up with Zonolite Masonry Insulation
to cut rising energy, construction costs.

When used to fill cores and cavities in masonry In addition, Zonolite Masonry Insulation
walls, Zonolite® Masonry Insulation cuts heat virtually eliminates water permeation, increases
transmission through walls. And that means a year-round comfort and combats noise pollution by
substantial reduction in heating and cooling costs. reducing the transmission of noise from room
In fact, Zonolite Masonry Insulation meets FHA/HUD to room.
multi-family U value specifications of .17 and Fill up your next wall with Zonolite Masonry
reduces both the need and cost of other insulation Insulation. It's immediately available to meet your
to meet .10 U value specifications. needs. From W. R. Grace & Co., 62 Whittemore

Zonolite Masonry Insulation is light- Avenue, Cambridge, Massachusetts 02140.

weight, free-flowing and dust-free, installs
quickly and easily by simply pouring directly g~
into the wall. And that means low installed |
cost and lower construction costs.

And that’s not all. An Underwriters’
Laboratories, Inc. test shows that the fire
rating of an 8-inch lightweight block wall
is improved from two to four hours
when cores are filled with Zonolite
Masonry Insulation.




The Y(xzards of Ah-f-h-hs

Kitchen Kompact's new Plaza One
line of cabinets will bring sighs of
approval from your customers and
sales to your registers. They'll love
Plaza One—the cabinets with the
character of deep-grained oak and
none of the problems.

Doors and drawer fronts and drawers
are high-impact Durium, which means
abuse-proof strength and cleaning
ease for your customers, and few call-
backs for you.

Order now and get ready for the
“wizards' of KK to please your
customers. You'll say ah-h-h-h at the
profit margin, too.

Look in the Yellow Pages for your
nearest distributor, or write Kitchen
Kompact, Inc., KK Plaza, Jeffersonville,
<8, Indiana 47130.

~x
2
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Housing stocks give ground in retreat led by mobile homes

The housing industry’s stocks
have turned downward again.
Houst & HoMmE's share-value
index of 25 issues slipped to
142.00 from 144.03 in the
month ended December 1. The
list had advanced in November
to reverse a four-month decline.
The December downturn was
led by the mobile homes. The
building companies and S&Ls
actually managed slight gains.
Share values of January 1965
equate with 100 on the index.
Issues on the list are overprinted
in yellow in the tables that fol-
low.
Here’s the graph of 25 stocks.
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&/00 —

300

200

i42.00

{00

o SHARE PRICES OF JANVARY 1965=100

M |
PATG D R AT AT OTE AT ATG D
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Here’s how the companies in
each section performed.

Dec.'74 Nov.'75 Dec.’75
82

Builders 131 133
Land developers 64 74 71
Mortgage cos. 121 198 192
Mobile homes 355 417 397
S&Ls 78 104 106
Dec. 1 Chng
Bid/ Prev.

Company close  Month

BUILDING COMPANIES

Alodex—d OT e

AVCO Comm. Develop. PC %

American Cont. Homes OT 1 - %

American Urban Corp. .OT %

Bramalea Con. (Can) . TR 495

Campanelli Ind or 1 - %

(New American Ind.)

Capital Divers (Can)—d OT Y

Centex Corp. .......... N ™ + %

Cenvill Communities ... AM 3% - %

Cheezem Dev. Corp. oT %

Christiana Cos. AM 1%

Cons. Bidg. (Can) TR 245 + 15

Dev. Corp. Amer. AM 2% - %

Edwards Indus oT 3% + %

FPA Corp—d AM 3% + %

Carl Freeman Assoc. .. 0T 1% - %

Frouge Corp.—d oT 4%

General Builders AM e - he

Hoffman Rosner Corp. .OT 1% - %

Homewood Corp. orT 3% + Y%

Hunt Building Corp oT 1% + %

*Kaufman & Broad ... NY 6% s

Key Co AM 1%+ %

Leisure Technology AM 1B - %

Company

Lennar Corp NY
McCarthy Co.—d PC
McKeon Const AM
H. Miller & Sons AM

Mitchell Energy & Dev. .AM
Oriole Homes Corp AM
Presidential Realty AM
Presley Development . AM

Pulte Home Corp AM
Robino-Ladd Co AM
Rossmoor Corp AM
*Ryan Homes ...........AM
Ryland Group or
* Industries ......NY
Standard Pacific AM
Universal House &

Dev.—d PC

*U.S. Home Comp. ...... NY
Valley Forge Corp.—d, vj OT
Washington Homes or
Del E. Webb NY
Westchester Corp—d .OT

SAVINGS & LOAN ASSNS.

American Fin. Corp. or

Calif, Fin NY
*Far WestFin, ........... NY
Fin. Corp. Santa Barb. .AM
oFnlad L NY
oFirst Charter Fin. ... NY
First Lincoln Fin or
First S8L Shares—d ... AM
First Surety oT
First West Fin or
Gibraltar Fin NY
Golden West Fin NY
*Great West Fin. .........NY
Hawthorne Fin oT
*imperial Corp. ...........NY
Transohio Fin NY
(Union Fin,)

United Fin. Cal NY
Wesco Fin NY
MORTGAGING

Charter Co. .............. NY
CMI Investment Corp. ... NY
*Colwell AM

Cont. llinois Realty NY
*Fed. Nat. Mtg. Assn. ... NY
Fin. Resources Gp. or
(Globe Mortgage)
*Lomas & Net. Fin. ... NY
*MGIC Inv. Corp. ........NY
Palomar Fin AM
United Guaranty Corp. .NY
(formerly FMIC Corp.)
Western Pac. Fin. Corp. OT
(formerly So. Cal
Mort. & Loan Corp.)

REAL ESTATE INV. TRUSTS

Alison Mig—d ... NY
American Century AM
AP Trust oT
(formerly Arien Prop. Inv.)
Alico Mtg NY
Baird & Warner oT
Bank America Rlty. or
Barnes Mtg. Inv oT
Bamett Mig. Tr NY
Beneficial Standard Mtg.AM
BT Mort. Investors NY
Cameron Brown NY
Capitol Mortgage SBI .. NY
Chase Manhattan NY
CI Mortgage Group NY
Citizens Mtg AM

Citizens & So. Rity NY
Cleve. Trust Rity. Inv. ... OT
Colwell Mtg. Trust AM
Conn. General NY
Cousins Mtg. & Eq. Inv. NY
Diversified Mtg. Inv NY
Equitable Life NY
Fidelco Growth Inv AM
First Memphis Realty ... OT

First of Denver AM
First of Pennsylvania ... NY
Franklin Realty AM
Fraser Mtg. or
Gould Investors AM
Great Amer. Mtg. Inv. .. NY
Guardian Mtg. AM
Gulf Mtg. & Realty AM
Hamilton Inv. or

Heitman Mtg. Investors .AM

Hubbard R. E. Inv NY

ICM Realty AM

LMI Investors NY
(Larwin Mort, Inv.)

Mass Mutual Mtg. & Rity. NY

Mission Inv. Trust AM
(formerly Palomar)

Mony Mtg. Inv NY

Mortgage Trust of Amer. NY
National Mortgage
Fund or
Nationwide R.E. Inv. or
(Galbreath Mtg. Inv.)
North Amer. Mtg. Inv. ... NY

Dec.1 Chng Dec.1 Chng Dec.1  Chng
Bid/ Prev. Bid/ Prev Bid/ Prev
close Month Company close Month Company close Month
I % Northwes! Mut. Life National Kinney AM 2% - %
% s Mtg. & Rity NY 9% + % (Uns Bldg.)
1% Ve PNB Mtg. Rity. Inv NY 4% o+ % NEI Corp—d o % - %
6'%2 Y2 Penn. R. E. Inv. Tr—d .AM 9% + % Perini Corp. AM 4% + %
15% 1% Property Capital AM Th + 1% Philip Morns NY 55% + 6%
3% T Realty Income Tr AM 5§ % (Mission Viejo Co.)
2 Ya Republic Mtg. Inv NY % The Pope & Talbot NY 16% + 1%
4% B. F. Saul, REIT NY 3% i Republic Housing Corp. AM 74 -
2 % Security Mig. Inv AM ) e Rouse Co or 3% - %
Ya % Stadium Realty Tr—d .OT 2% () Santa Anita Consol oT 5% + %
2% % State Mutual SBI NY % % (Robt. H. Grant Corp.)
18 - Sutro Mtg NY 3% Tenneco Inc NY 25% 1%
10% Y UMET Trust NY 1 i (Tenneco Realty)
1% + 1% United Realty Tr AM 4% Ya Time Inc NY 59% + 3%
3 % (Larwin Realty & (Temple Industries)
Mortgage Trust) Tishman Realty oT 10 - %
% US. Realty Inv NY 1h Ya Titan Group Inc. oT 1% - %
4% Wachovia Realty Inc NY 2% % UGI Corp NY 13% + W
] Wells Fargo Morgage = NY 5% + % Weil-McLain NY 6% - %
2% Y Westinghouse NY 13% +1
3% % LAND DEVELOPERS (Coral Ridge Prop.)
Ya s +AMREP . NY 1% Weyerhaeuser NY 36% =l
Arvida Corc:rp 0T % ) (Weyer Real Est. Co)
Canaveral Int—d AM % L) Whittaker (Vector Cop) NY 2% + %
7 %% Crawford Corp oT 4 Wickes Corp NY 8% - %
2% *Deltona Corp. ..........NY 4 - %
5% + % Farfield Communities . OT % ~ ‘he SUPPLIERS
XY + % +Gen. Development NY &% + % Armstrong Cork NY 24% + W
9% + % sHorizon Corp. .........NY 1% - % Automated Bidg. Comp. AM 2% + %
12%2 + W Landmark Land Co AM 1% Bird & Son or 75 + 14
2% + % (Gulf State Land) Black & Decker NY 22% - 1%
6 Ya Land Resources oT % % Carrier Corp NY 10% + 1%
4% + % Major Realty OT "% Certain-teed NY 15% + 3%
1% *McCulloch Oil .AM I - % Crane NY 45% -1
9% £ Sea Pines Co or V2 ] Dexter NY 13% + 2%
1% Y Dover Corp NY 46 + 1
13% MOBILE HOMES & MODULES Emerson Electric NY 37% + 2%
L ; A % - Y Emhart Corp NY 23%  + 4%
0. % M o S o 2 . Fedders VA
6% + % De Rose Industries AM % % Flintkote NY 16‘ - ‘:'l
“Fleetwood ... .NY 12% + T GAF Corp NY 1%+ T
6% Ya «Golden West .. AM W O+ W General Electric NY 482 + T
9%+ % Moamco Corp—d AM 1% Goodrich NY 17 ‘W
(formerly Mobil Americana) Hercules NY 28% + %
Mobile Home Ind NY 3% % Hobart Manufacturing NY 24% + 3%
™ - Monarch Inc oT % Y Int. Harvester NY 26% + 1%
7h Y sRedmaninc. ... .NY 2 - % Johns-Manville Ny 22
M+ W Rex Noreco NY % Y Kaiser Aluminum NY 26% + 1%
1% Y oSkyfine ... .NY 4% - 1% Keene Corp Ny N -
W+ % Town and Country AM 1% % Leigh Products MM Th - %
A 1 Zimmer Homes AM 3% % Masco Corp NY 46%  + %
Masonite Corp. NY 29 + 3%
6 - % Brigadier Inc o7 1 ) Maytag NY 31%  + %
o - % Hodgson Houses—d oT % % National Gypsum NY 12 - l'
1% % Liberty Homes oT 1% % Norris Industries NY 22‘ + 1'/2
6% e Lindal Cedar Homes ~ OT 1% » Overhead Door NY 6% + %
Nationwide Homes AM 16% % Owens Corning Fibrgl. . NY 45%  + 7%
2% Y Shelter Resources AM 1%+ % Potiatch Corp NY 4o%  + 2h
Swift Industries oT % PPG Industries NY 3a%  + 2%
Reynolds Metals NY 2%  +1
DIVERSIFIED COMPANIES oo .
American Cyanamid NY 25% + R?oe?%an NY ‘5,: ¥ 2‘:
2% + % Amer. Standard NY 15% + 2% 1,
: St. Regis Paper NY 32%
1 - Y% Amterre Development . OT % % Scovill Mig NY 11
5% 2 Arlen Realty & Develop. NY 2% Sherwin wi“'ams NY 37 43
AVCO Corp NY 4% 1% Skil C " N
= 0rp. NY 8% 1
1 Bandix Corp Yy % % Slater Electric or 3% + W
6% 1% Boise Cascade NY 22% % Staniey Works NY 20Y + 4%
5t " Buiding & Land Tech. .OT % Eorben N B 41
1% Y CNA Financial (Larwin) NY 6% 1 T:gronas e NY B 7
Y 7 +n
s 1% Campeau Corp TR 480 55 Triangle Pacific NY 7 + %
W o+ % Castle & Cooke NY 15%  + % N o
1% + % (Oceanic Prop) U'S St);epesl NY 63% + 1%
1% K Champion Int. Corp. NY 17%h + 3% v ,
Wallace Murray NY 12% + 1%
> YU Fypnd Caampiont Jm Waler NY 3%+ 1%
%+ 1% Citizens Financial AM % Whiripool C NY 26% + %
% % City Investing NY 7% % o
K] % (Sterling Forest)
1% Cousins Properties oT 1%
1% % ERC Corp OT 15% 13%
1% % (Midwestern Fin.) AM—closing price American Stock Exchange.
15 +3 Evans Products NY 4% + % NY—New York Stock Exchange. OT—over-the-
1 % Ferro Corp NY 21% * counter bid price. PC—Pacific Exchange. PH—
1 First Gen. Resources ... OT 05 - 0 Philadelphia Stock Exchange. TR—Toronto Stock
17 1% First Rity. Inv. Corp. ... AM % Exchange. a—stock newly added to table. d—not
3% % Forest City Ent AM 4% Y traded on date quoted. vj—in bankruptcy. +—Com-
% % Flagg Industries AM 1%+ % puted in HOUSE & HOME's 25-stock value index
1% Y2 Frank Paxton Corp or 8k +1 Source: Standard & Poor's, New York City
1% + Y (Builders Assistance Corp.)
1% + % Fuqua Corp NY &% + %
8% Georgia Pacific NY 3% - %
3% % Glassrock Products—d .AM 3 Y2
% - 2% Great Southwest
W + % Corp—d OoT % + %
1% % Gulf Oil (Gulf Reston) .. NY 20% Y2
% Ya Guifstream Land & Dev
1 (Bel-Aire Homes) AM 3% %
10% % INA Corp. (M. J. Brock) NY 35% 1%
8 Ya Inland Steel (Scholz) NY 38% -
e Yhe International Basic Econ. OT 1% %2 _— e —
International Paper NY 56% + 1%
- esot—pton gl -G MINIMUM-RISK MANAGEMENT
e % f;“r?"(‘:;;m"m S’T* :6 - e Correction: The Ross Organi-
4 . .
™ + % Lw.é.. Corp NY 6 % zation’s MLS manager Judy Smith
2 % m:g‘?"::”:“a:"g‘:;"es e was incorrectly identified as sales
oo 17he (Jos. Meyerhoff Org) manager Mary Jordan in the De-
+ Y .
- : M%“;?'“ States Fin 5 ™ o cember issue of House & Home. Her
6 i National Homes NY 3% 3 photograph appeared on page 48.
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New!
The Ultimate Cooking Center:
Microwavg, Self-cleaning. moothtop.

s Sl - R AR

It's not just a better range, it's the
ultimate. An exciting arrangement of all
the most advanced features ycu've ever
wanted in one complete cooking center.
The Litton Micromatic™ double-oven
microwave range.

Completely convenient.
Everything about the Micromatic double-
oven is designed for your convenience.
Micro-Timer™ digital control. Automatic
oven timer. Special 8-inch “quick-heat”
cooktop element. Safe push-to-turn
infinite heat controls. Black glass
see-thru oven doors. And closed-
door smokeless broiling,

It’s another Litton first.
Litton changed microwave cooking
with the first family-sized microwave
oven. The Micro-Browner® Steak Grill.

And the first countertop oven with
automatic defrost and Micro-Timer™
digital control.

Now we’re changing America’s
cooking ways again, with the Micromatic

double-oven microwave range.
Isn't it time you make the change?

Ask your Litton dealer for a

demonstration of the ultimate, the
Micromatic microwave range.

Or call us toll-free, 800-328-7777.

LITTON

Microwave Cooking

1405 Xenium Lane No., Minneapolis, Minnesota 55441

Microwave speed.

Cook a complete meal or a quick snack
in the eye-level microwave oven. Or
rely on automatic defrost to thaw frozen
foods fast. Either way, you save time
and energy with microwave speed.

Self-cleaning ease.
Save clean-up time, too. Litton
Micromatics have a self-cleaning oven
system that removes even

the toughest baked-on g mag,
stains. And a one-piece (5 Good Housekeeping -
smoothtop that keeps w8
spills from dripping away. ¥

Cooks four ways.

So now there’s always time for complete
meals. Cook with microwave speed in the
eye-level oven. Bake or broil in the
conventional oven. Stir up something
saucy on the smoothtop. Or prepare one
dish or a complete meal using both ovens

for a combination of conventional

browning and microwave speed. o &
Litton...changing

the way America Cooks.
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WELDWOOD
BRANCHES OUT.

NOW THE GREAT NAME
IN PANELING
IS THE GREAT NAME
IN SIDING.

Weldwood.

It's the brand name customers
recognize when they want quality
paneling. And now, this famous brand
name says quality sidings, too.
Because all our sidings are going to
be called Weldwood® Sidings.

What'’s more, we’re going to
make sure your prospective customers
know Weldwood stands for sidings.

We've created brand new
commercials for our national television
campaign: “Knock on Weldwood”,
this Spring. These exciting new
commercials star our sidings as well
as our paneling. Millions of Americans

U.S. Plywood

Champion International Corporation
1 Landmark Square, Stamford, Conn. 06921

will learn about Weldwood Sidings.
And they’ll know it when they see it on
the houses you build.

You'll appreciate the look, too.

The wide range of textures. The
durability. And the ease of installation.
At a price you want to pay.

When you're at the N.A.H.B.
Show, stop by Booth 2518. And see how
Weldwood Sidings can mean a landmark
year for you in 1976.

But see your U.S. Plywood
Dealer, now.

Because when you Knock on
Weldwood Sidings, you open your doors
to sales.

SIDINGS
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The
Building Specialties Group
of

American Standard Inc.
Steelcraft m Modernfold

Steel Doors, Frames
and Entrance Systems

Steelcraft is the leading manufacturer of
commercial, residential (Perma-Door®) and
industrial (Slidecraft®) steel doors and
frames. These quality products are avail-
able from distributors’ stock to meet the
most stringent building codes and virtually
all types of wall opening conditions. Qual-
ity, Dependability and Service are assured
when you “Specify Steelcraft”.

£
i

For over 115 years, American Standard has been a leader
in building products. The Building Specialties Group offers
exciting new product lines in the American Standard tra-

For further information on any of the products, please write:

Building Specialties Group ¢ 9017 Blue Ash Road, Cincinnati, Ohio 45242

Prefabricated Built-In
and Free Standing Fireplaces

America’s leading manufacturer of modern
prefabricated fireplaces. The Majestic line
includes wood-burning and gas-fired Built-
Ins, economically installed anywhere with-
out masonry; Contemporary models —
free-standing and wall-hanging—in a
choice of decorator colors and fuels (wood,
gas or electric); and Majestitherm, the all
new, controlled heat circulating fireplace.

AMERICAN STANDARD INC.

dition. Each company in the Group is an innovator in its
field and markets its product through independent factory-
trained distributors throughout the U.S. and Canada.

Operable Walls, Folding
Partitions and Folding Doors

The most complete and quality line of
interior space division products available
... every style and type, from one source.
Interior space division consultants will
work with you in designing the right kind
of flexibility into any structure, then follow
through to the last detail to assure the
performance for which Modernfold is
known.

A
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Jack of all trades.

v
=

x

iy




|

Master of one,

Buymg Cabinets from anyboqy
Who builgs them as 5 Sideline or
from a Mom-and-Pop Operation.
IS a great way to get yourself into
afix. Too often, they SImply can't
[ live up to their CoOmmitmentg
Because they're simply not com.
Mitted to buudmg Just cabinetg the

the Number of kitchen Cabinets ag
our nearest Competitor

But we don't Stop there We also
offer the broadest line of bathroom
vanities for the do-ir~yourself

And we do We offer More cabinets jn more ‘ anagement assistance jn Such vitg|
Styles and at more prices than anybody else in the ' tory control and rdem;fymg new and
business potentia Customers.

All by itself, our Popular-priceq Tnang!e Pacific Because We can't make itunless YOU make jt.
line is the Number one selling Cabinet in the Ifyou're Interested in bu:ldmg Your succesg
country. Plus we offer the highest qQuality, most Story right along side ours, contact Bob Meltzer or
Complete Custom cabinet line in the business Joe Nussbaum today. Byt don’t ask US 1o sharpen
Mutschler. Add to thig Our new Del Mar line, which your mower. We're not 5 Jack of gJ| trades,
Completes the gap, and we Sell more than twice Just the master of one.

trlangle Pacific

Cabinet Cormp

The only name YOu need to know in cabinetry.

Triangle Pacific Cap net Corporation 4255 LBy Freeway Dallas, Texas 75234 . (214) 661-2800
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Moving models

increases sales by 85000...

and at minimal cost

Even the most successful model
complex can lose its sales appeal
after three years—as Avco Com-
munity Developers Inc. learned
the hard way.

The lesson started when mar-
keting began for the fifth phase
of townhouses at Sea Terrace—a
719-unit, resort-oriented sec-
tion of Laguna Niguel, the
7,000-acre planned community
in California’s Orange County.

Sales had been perking along
ever since Sea Terrace’s first
townhomes opened in March
1972 (209 were sold in the first
14 months). But they dropped
alarmingly—to only 12 in one
year—after the new phase
opened in June 1974. And the
reason, the developers disco-
vered, wasn't the faltering hous-
ing market.

“Our main problem was that
what once had been a great
model-complex location—right
at the entrance to the first town-
home phase—had outlived its
usefulness,” says David Stein,
Avco vice president and project
manager at Laguna Niguel.

Re-used furnishings turned production units into models. Fencing, like that seen beyond kitchen window, helped create a sales trap around new models.

For one thing, says Stein, it
was now difficult to see the
complex from the highway.
Hence important drive-by pros-
pects were being lost.

Further, the old models are in
what now is a completed resi-
dential area. So all prospective
buyers had to be screened at Sea
Terrace’s private entrance.

And to compound the prob-
lem, the sales staff had moved to
the new phase. Therefore many
people who did tour the models
left without meeting a salesper-
son or seeing the production
units.

Avco’s decision: Create a new
model complex—but not for the
$50,000 it would cost to dupli-
cate the original elaborate com-
plex, which was one of three
built to market the project’s
single-family, garden-home and
townhome neighborhoods
[H&H, June '73.

Instead, last July the devel-
oper merely moved furnish-
ings, accessories and landscap-
ing from the old model area to
where the new units are being

units.

Overall site plan indicates
how difficult it had become
for prospects approaching Sea
Terrace from Pacific Coast
Highway to see and reach the
original townhome models,
and how far away the current
phase and sales staff were
from those models. By con-
trast, the new model area is

built; then a new sales complex
was created, using standard pro-
duction units.

“We produced five furnished
models and a sales office for
something between $5,000 and
$7,000,” says Stein, ““a low cost
when you consider the results:
34 units sold in the first four
months compared to those 12 in
the first year.”

Stein credits interior designer
Kathy Akins of Irvine for much
of the move’s success.

“She helped supervise the
take-down and set-up proce-
dures,” he says, ““and her exper-
tise kept our costs to a mini-
mum.”’

Another reason the model
move was relatively painless:
There has been little change in
the townhome design (by archi-
tect Salerno-Livingston of San
Diego) since the project opened.
Smaller units are slightly larger
than their original counterparts.
And items like cabinets have
been wupgraded. Everything
else—even the Texture 1-11
plywood siding—is the same. So

¥ g
highly visible from the high- S \\ﬁ
way; and it is arranged so that AN I
prospects must walk through ¢« \ !
the sales office both before = | ‘
A ) [ o
and after viewing the model e s ’,J PEE I

except for things like paint,
Avco had a ready-made interior-
design package.

Although the townhome de-
sign hasn’t changed very much,
the same can'’t be said for prices.
They’ve jumped from a range of
$39,500 to $54,900 when the
project opened to a present range
of $52,900 to $72,400.

Some of that increase, says
Stein, reflects the number of La-
guna Niguel amenities that
have been completed since Sea
Terrace opened—a  private
beach, and shopping and enter-
tainment facilities. They are
open to Sea Terrace buyers along
with the project’s own three rec
centers which include a swim-
ming pool, a jacuzzi, saunas,
tennis and volleyball courts, and
a landscaped park with playing
fields and barbecue areas.

But even with all of these
amenities plus a heavy newspa-
per and radio ad campaign, says
Stein, Avco needed the reloca-
tion of its prime selling tool—
the models—to get phase five
into the profit column.

"NSSV JOOMATd NVOIHIWY ASILENOD :SOLOH
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Georgian

ANTIQUE BRASS

A touch of period
authenticity shows in
this traditional Colonial
design. Schlage on any
door means you have
chosen security.

Portola

ANTIQUE BRASS

A revival of the
romantic period of
classic design. Schlage
on any door means you
have chosen beauty.

Sonora

OLD IRON BRUSHED

Levers offer a
“natural grasp” ease of
operation and a horizontal
design element for both
modern and traditional
doors. Schlage on any door

means you have chosen
the lock that lasts.

Residential
Security

High security
deadbolts are available
in matching or complement-
ary finishes. A Schlage
deadbolt on any door
means you have taken
extra security
precautions.

questioning quality and expect-
ing reassurance as to the wisdom

Locks are an inescapable clue
to the quality of materials and

ANTIQUE BRONZE

Reminiscent of hand-
wrought craftsmanship,
an adaptation from our
handcrafted collection.

Schlage on any door

means you have
chosen quality.

Schlage
out front...
means
quality
inside!

Today’s prospective buyers
are looking harder at details,

of their investment. Schlage

craftsmanship in any home.

THE WORLD S MOST RESPECTED NAME IN LOCK

San Francisco, California 94134
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Is “friendly”’
really the key word
in title insurance?

All other things being equal, it’s probably true

that any service sells better when accompanied by a smile.

All other things being equal.

But before you award your title insurance business
to the fellow who’s showing the most teeth, consider
some other facts. For example:

The primary risk that a title insurance company
can assume without asking other title insurers to share

in the project is a good indication of that firm’s strength.

On major projects it can turn out to be a direct benefit to
the insured—both in time and cost. But even if your
property is nowhere near the maximum figure, primary
strength is still a good criterion in seeking the most re-
liable firm.

Simple fact: The financial strength of the Ticor
Title Insurers allows us to assume greater dollar risks
without going to third parties than any other title insur-
ance firm.

T

TITLE INSURANCE AND TRUST
PIONEER NATIONALTITLE INSURANCE
TITLE GUARANTEE-NEW YORK

THE TICOR TITLE INSURERS

H&H january 1976
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THE LEGAL dLrnive

If a developer takes a town to court and wins,

the court should give him specific zoning approval for
his job. Otherwise, its throwing him to the

same sharks he defeated in court.

A zoning case that is likely to affect every
housing producer in the country is awaiting
decision before the Supreme Court of New
Jersey. It involves not only the developer’s
right to force a town to undo its snob zoning,
but—and this is significant—the devel-
oper’s right to have the courts direct that
zoning permits be issued after he has won
his case. This is technically known as “de-
finitive relief.”

Background. Briefly, what has happened
is this: A developer, Oakwood at Madison
Inc., proposed building 2,400 units on a 350-
acre parcel in Madison Township, New Jer-
sey. The project was to consist of 150 single-
family detached homes and 2,250 town-
house and garden-apartment units that
would sell or rent for prices that moderate
and lower-moderate income families could
afford.

The municipality denied the application
and the developer started an exclusion suit.
That was five years ago.

Ever since, the town has been ducking and
dodging, using “environmental”’ data as a
basis for, among other things, doing nothing
about the exclusionary nature of the town-
ship. It has also used a dodge that had been
tried before in Pennsylvania and found im-
proper by the courts: condemning part of the
land for a public park.*

Meanwhile, on March 24, 1975, The Su-
preme Court of New Jersey announced its
decision in the Southern Burlington County
NAACP v. Township of Mt. Laurel case
[H&H, May '75]. In ringing phrases the
Court held that municipalities that did not
provide for their “fair share” of the middle
and low-income housing markets had un-
constitutionally trespassed, and directed
that Mt. Laurel rezone itself.

No relief. Scholars, lawyers and others ac-
quainted with the field quickly noted that
the Mt. Laurel decision contained a fatal
flaw: It failed to grant definitive relief.

The absence of definitive relief meant, in
effect, that the courts were throwing de-
velopers to the tender mercies of the sharks
whom the developers had defeated in court.
It would be naive to expect a town to act
reasonably under such circumstances.

Still, the New Jersey courts, as in most
states, have been extremely solicitous about
local governments’ feelings. If these govern-
ments are found to be wrong—and even
where they are proven to be clearly antiso-
cial—the courts have simply chastised them
with a “now, go and sin no more” lecture.

It has often been said that if judges could

witness a couple of zoning hearings before
the local lynch mob, they might be disa-
bused of the notion that such alecture could
accomplish anything.

Oakwood remedy. The Oakwood case is
now before the New Jersey Supreme
Court—the same court that handed down
the Mount Laurel decision. And the devel-
oper, his counsel and Suburban Action (a
non-profit group dedicated to opening up su-
burban housing to low- and moderate-in-
come families) are asking the court to take
that extra step: to sanction the granting of
definitive relief to a developer where a town
unconstitutionally engages in exclusionary
or discriminatory zoning practices.

In other words, they want the New Jersey
Supreme Court to take the ringing phrases
of Mount Laurel and turn them into a real-
istic tool.** This follows the ancient legal
adage that “there is no right without a
remedy.” And that is precisely what makes
this case so important.

If the court decides that this kind of suit
can be brought by a builder/developer and
that he can win specific approval for a job,
then the municipality that engages in exclu-
sionary zoning will be forced to do an honest
rezoning job.

The ruling is important, also, because this
interpretation is being sought under the
New Jersey Enabling Act which is very simi-
lar to the enabling acts of most states.!

Argument. At the last argument before
the Supreme Court of New Jersey, the town-
ship took the position that it had met its
“fair share” burden of moderate-income
housing by providing for a number of garden
apartments. No one stopped to question the
fact that many moderate-income families
do not wish to live in garden apartment
complexes, nor should they be compelled to.

The township also took the position that
zoning has no effect on the ultimate cost of
housing. A study done by Rutgers Univer-
sity™ shows that, on the contrary, zoning
has a marked effect on housing prices.

The township analogized its attitude by
saying this was kind of ““tough luck”; low-
and moderate-income families would be
relegated to buying used housing much the
same way as they were relegated to buying
used cars.

Future constituency. Most notably absent
was any intervention by the National Asso-
ciation of Home Builders or the Urban Land
Institute. Had they been there, they might
have been able to explain to the Court that
local government responds only to a “con-

stituency in place”’—the voters who are al-
ready registered there. And the
builder/developer really stands before the
court as a symbol of a “constituency yet to
come.” The people to whom he will sell
housing have as yet no voice in the local
government.

As a matter of fact, because of the long
lead time needed for development, these fu-
ture buyers and renters may not yet know
who they are. They may be the young couple
that has just met. Or the older couple whose
last child is about to leave home. Or the per-
son who is about to become widowed.

Ghosts. These people are ghosts in the
room where any moderate-income develop-
ment is being considered. They cannot
come down in busloads nor threaten the
local officials with reprisals. Unless effec-
tive definitive relief is granted, no one can
or will stand up for them.

The Oakwood case is before the same
court that recently validated the need for
rent control by local option, justifying this
with the fact that there is a known housing
shortage. A casual glance at the maps shows
there is enough land zoned for high-income
families to last well into the year 2300, but
land zoned for middle-income families is in
short supply. Wealthy families are welcome
into the year 2300, but the ordinary ranks
of middle-income Americans must justify
their need for decent shelter.

If the Court takes the logical and neces-
sary step of granting definitive relief, it will
change this. It—and the courts of most other
states—should look to Pennsylvania to see
that granting definitive relief does not end
civilization as we know it. To the contrary,
it forces municipalities to rezone rationally,
and allows people to follow jobs, schools and
roads.

*After the famous Netherprovidence Township exclu-
sion case in Pennsylvania, the township tried the same
ploy of condemning the property for a public park. See
the sequel to events in Inre Appeal of Girsh, 437 Pa. 237,
263 A.2d 395 (1970).

**The Constitution of Soviet Russia is also filled with
ringing phrases and great statements on human rights
and freedom. Obviously, they do very little good unless
there is an enforcement mechanism.

tUnder Pennsylvania’s enlightened Municipalities Plan-
ning Code, definitive relief is granted subject to compli-
ance with building and fire codes and other such items
which are processed at the local level. Other states could
do well to study the Pennsylvania experience.

ttSternlieb, George, and Sagalyn, Lynne B. Zoning and
Housing Costs—The Impact of Land Use Controls on
Housing Price. New Brunswick: Rutgers University
Center for Urban Policy Research, 1972,

LENARD L. WOLFFE, PECHNER, SACKS, DORFMAN, WOLFFE, MOSS & ROUNICK, PHILADELPHIA, PA.
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and here’s the difference with Clopay

One proven way to meet demanding market require-
ments is to be different. One rewarding difference can
be found in style. Since a garage door can represent up
to 30% of a home's appearance, Clopay's attractive
garage doors can individualize your homes and make
an extraordinary difference

It's easy. Clopay has 71 styles and designs in
wood, steel, fiberglass and aluminum, plus custom

accessories

And we service your requirements nationally from
5 strategically located manufacturing facilities. Where

CIRCLE 65 ON READER SERVICE CARD

installation services are desired, Clopay has local dis-
tributor-installers in most all market areas

We will also supply you with electric operators and
In-car remote units

Write or call today for your set of Clopay style
reference brochures and see why Clopay Overhead
Garage Doors make the difference

< C Lo pAY Overhead Door Division

~

Clopay Square, Cincinnati. O

TS\ R
45214 « (513) 381-4800
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Masonite siding-selling with it is

The rich look and low installed cost of Masonite brand siding where else. And some would cost
can make your homes easier to sell—and harder to compete too much if you used the real
with. It gives your salesmen something to talk about—and your thing. But with all of them at your
customers something to think about—every step of the way disposal, you can capture pre-
from curbside to closing. cisely the architectural effect

3 . . B¢ " ¥ ft :
How putting up Masonite brand siding can help nail PRURE S

down the sale.

Start with the kind of first impression that wins you a second
look. From the rough-sawn look of Woodsman to the warm,

Cape Cod feeling of Bayside—Masonite gives you P
a broad range of colors and patterns to choose -
from. Some are smooth. Some are tex- o
tured. Some you can't get any- ;s

_ o

——
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lot easier than selling against it.

Masonite brand siding helps keep
your cost competitive, too. Take
the skip-troweled look of Stuc-
cato. It goes up quick and easy
—in 4' by 8' panels. And it
won't take a crew of spe-
cial installers.

Prefinished panels are
another way to save you
time. And keep the weather from
upsetting your schedule.

Stuccato®

The way we make
siding helps you
make the sale.
The dent-resistance of
Masonite brand hard-
board siding is tough
to compete with. Lad-
ders won't leave an im-
pression on a Masonite-
sided home. Nor will
hailstones. Unlike metal
siding, Masonite
brand siding
doesn't have

Colorlok®
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to be grounded. And it won't interfere with TV reception.
Selling an energy-efficient home? Like wood, Masonite brand
hardboard is a good thermal insulator. It adds to the insulation
of your walls to help with climate control winter and summer.
Masonite brand siding provides a sound barrier that's worth
talking about. It locks out the rattle of a driving rain. And it
won't creak or crackle with temperature changes.

Beauty that lasts can make a home a better investment.
And Masonite brand siding is tough enough to keep its good
looks through all kinds of weather. There’s ‘\ f /

no grain that can “check’” No knots .\ \e
that can bleed. No metal to cor-
rode. And no cold-weather brit-
tleness to beware of.

Cover your homes with [ -
selling advantages. 0t laad i
Cover your homes with Masonite brand siding. More and more
builders do. Because selling a home with Masonite brand siding
is a lot easier than selling against one.

Get the whole story on our hard-selling sidings from your
Masonite distributor. Or write us direct. Write: Exterior Siding
Division, Department HH-1,
Masonite Corporation, 29
North Wacker Drive, Chicago,
[llinois 60606.

When you ask for

Masonite siding, 1 . I

make sure you get
the Masonite brand. teerosnon

Masonite, Bayside. Colorlok and Stuccato are registered trademarks of Masonite Corporation
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RAYNOR
RANGER GARAGE DOOR

Rough-Sawn Match-Mate
For Your Rustic Style Homes

The new Raynor Ranger
garage door fills a
long-felt need in
garage door styling.
With its authentic
rough-sawn cedar look,
the Ranger fits perfectly with
today’s popular designs in homes
—homes with a natural, wide open
spaces quality, homes that belong
in a rustic setting. It's really a
specially textured hardboard surface
that can be stained any color desired,
to blend or contrast with the color of
the home. The Raynor Ranger has a
great inside story, too, for underneath
the rough-sawn paneling is a rigid
honeycomb that provides a

RAYNOR MANUFACTURING COMPANY
68 HA&H jANUARY 1976

tremendous amount
of strength while
holding the weight
down. All four door
sections are a full
one inch thick. The
hardware is custom
designed and
manufactured in Raynor's tradition
of offering a totally trouble-free
garage door system. For your next
home project, specify the door that
matches and enhances your design.
The Raynor Ranger, in one and two
car sizes. We'll be happy to send you
literature.

=] Ask about our automatic operator for

i

RAYNOR.

The Brand You Can Depend On

extra convenience and energy
conservation to your home buyers.

Dept. HH1, DIXON, ILLINOIS 61021
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Anniversany

by Long-Bell

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

raditional design, yet modern
simplicity appeals to every taste
Real wood with extra-care 10-step
finishing in rich pecan tone
Cahinet 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.

#
&# Address
'y, . ~ - Zip

LONG-BELL DIVISION
P.O. Box 8411, Dept. 675, Portland, Oregon 97207

@lNTERNATIONAL PAPER COMPANY

The 100th Anniversary of Long-Bell products serving America.
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Dodgeis 3upon
every other pickup
madein America.

1 Dodge has the lowest-priced pickup. In the latest EPA tests, a '76 Dodge D-100

@ Lower than Ford. Lower than Chevy. %Oaﬁﬁ;ﬁ‘{rg%gﬁ?sss/igrf{'ﬂggé ma

If you know trucks, then you know Dodge. You  an estimated mileage of 25 miles per galion
know all about how tOUgh we bUI'd our trucks. on the hlghway And 18 in the C|ty Of course,
And you know how well we engineer them. But  the actual mileage you get will vary depending

maybe you didn’t know that Dodge makes on the type of driving you do, your driving
America's lowest-priced full-sized pickup. The  habits, your truck’s condition and optional
Dodge D-100: (Based on comparison of equipment. In California, see your dealer for
manufacturers' suggested retail prices for mileage data for California equipped vehicles.

6 cylinder half-ton pickups excluding optional
equipment, state and local taxes, destination 3 Dodge has the biggest standard payload. \

Chaee ) : @ Bigger than Ford. Bigger than Chevy.

2 Dodge got the best gas mileage. Dodge has a payload that can make small work
@ Better than Ford.Better than Chevy.  of the biggest jobs. Without beefing it up one

Getting great gas mileage is getting bit, you can haul off a

. to be a habit with Dodge. - whopping 1,505 pounds.
o be a habit with Dodge i :

3 big reasons why
CHRYSLER the man who'd rather Dodge

“Pickup shown — The Dodge D-100 Adventurer drive a truck than a car | 550 7rycks
will be priced higher because of optional equipment would rather drive a Dodge.
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difference

a door malkes!

We have a new brochure to help you plan distinctively beautiful homes
and apartments throughout '76. It contains many colorful photographs
which dramatize the tremendous difference that IDEAL doors and
other products make when it comes to adding unique charm

and beauty to homes and apartments.

The brochure also dramatizes the fact that when you specify “IDEAL”,

you can select from one of the biggest varieties of door and
window designs on the market today. Write today

““M"Ymu for complete information.
WOODWORK

IDEAL COMPANY P.O. BOX 889 « WACO. TEXAS 76703 DIVISION OF CERTAIN-TEED PRODUCTS CORPORATION CERTMNTEED
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YOU NAME IT
LUMBER,GYPSUM
CABINETS
POLYETHYLENE FILM
ROOFING, MOLDING
PANELING, FLOOR TILE
DOORS, SIDING

PLUS THE BEST SER
GEORGIA-PACIFIC’S

72 H&H jaNUARY 1976




GeorgiaPacific &

JARTICLEBOARD,
ADHESIVES,
ARPETING, SHELVING,
NSULATION,
ARDBOARD, NAILS,
EILING TILE,
C€E IN THE BUSINESS.
OT ITALL?

........
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Lenders now counting on
an inflation bailout should play for
perspiration bailout instead

'Tis the season for pontificating about the
future—but this writer is not going to devise
predictions this year because prospects for
housing and real estate development are so
completely dominated by what happens to
the glut of problem properties in most mar-
kets. There is so much confusion and misin-
formation about this undigested real estate
that every housing professional has an inter-
est in the outcome.

First, it’s vital to get a handle on what
kind of property we’re talking about and
where it’s located. The REITs alone ac-
knowledge about $9% billion of non-earn-
inginvestments and foreclosed property. It's
generally believed that they may hold half
again as much in borderline loans, ready to
be tipped into problem status unless local
markets turn around quickly. A lot of ink
has been shed over REIT problems but little
has been said about the banks’ problem
loans. Since the banks hold more than twice
as many construction and development
loans as the REITSs, one must assume banks
have their problems too. If we assume that
banks are twice as efficient as REITs, then
banks also have $9-$10 billion in problem
properties. Life insurance companies are not
immune—their investment is probably
close to $25 billion. While the number is
large, it represents only about half of total
construction in a good year.

Problem-loan territory. Most REIT prob-
lems are in Florida, Texas, Georgia and Cali-
fornia. Bank and insurance company prob-
lems are dispersed more widely. About two-
thirds of the REIT problem properties are
residential, and they run to about 25% in
condominiums, 20% in land acquisition
and development loans, 15% in apartments
and the remainder in single-families.

Many projects are ambitious to the point
of grandiosity, conceived in the mistaken
idea that ever-rising incomes would make
top-of-the-line units salable or rentable.
This thread of expectancy runs through
many projects, and a large portion of land
loans financed streets, utilities and other
site improvements for future project phases.
The inflationary burst of 1973-4 drove con-
struction costs up 15% to 25%. Meanwhile,
inflation and a sour economy pinched con-
sumer ability to pay. The result is that these
projects are the crest of a wave, beautiful but
frothy.

Inflation’s fantasy world. Most real estate
men know almost intuitively that these
projects are uneconomic in today’s environ-
ment. There’s no way they can command

the prices needed to repay mortgage lenders.
And the lenders know it, in their most per-
sonal moments. When things get tough,
lenders typically retreat to a private world
to work out solutions behind closed doors
lest publicity upset delicate rescue plans. (In
this vein, bankers refused to appear on the
recent convention program of the National
Association of REITs.)

Inflation is being counted on by the banks
and other lenders to bail them out of this
deep hole. The comment by Chairman
Walter Wriston of First National City Bank
of New York is typical of lender thinking:
“T've been around long enough to know that
today’s real estate values are transitory.” As
a result the commercial banks holding the
whip hand over the REITs aren’t pressing
them to dispose of problem properties.

The closed door. The upshot of this
strange faith in inflation is that hundreds of
real estate men who've tried to open negoti-
ations with banks, REITs and other lenders
about their “tough” or “slow-moving”
properties haven'’t gotten to first base. Most

Ken Campbell, whose monthly House & HoME
columns start in this issue, heads Audit Invest-
ment Research Inc., an investment-analysis

and advisory service specializing in the real
estate industry. His firm publishes two
authoritative newsletters—Realty Trust Review
and Real Estate Disclosure Digest. A former
H&H editor (1960-1967), Campbell also spent
two years with Standard & Poor’s.

lenders have given real estate entrepreneurs
and investors a cold shoulder usually re-
served for thieves and outcasts. One of the
real tragedies is that very few lenders have
developed any simple screening device for
offers of help thrown their way. Hence, the
honest proposals of veteran builders are
landing in file 13.

The inflation bailout belief has also led
lenders to adopt some strange and counter-
productive practices that amount to holding
actions. A favorite is to assign a junior of-
ficer, often without any real estate experi-
ence, to monitor a group of projects. We
have run across such loan officers assigned
to as many as 59 separate projects. Often
they rely upon a hired gun—architect or
consulting engineer for unfinished con-
struction, local real estate agent for sales
and leasing of completed property—to keep
them advised about what’s going on in a dis-
tant city. The net result is that projects
begin drifting and lose momentum.

u(EN NETH D. CAMPBELL, AUDIT INVESTMENT RESEARCH INC., NEW YORK, N. Y.

We spoke recently with a loan officer who
had a $10-million condo project in his stable
of 30 properties. The condo was 70% com-
pleted but no marketing efforts had begun.
The neighborhood was ‘fairly high in-
come,” the loan officer said, but he had no
real idea of whether units were priced cor-
rectly. This frank young man spent no more
than one day a month on this project; were
he the owner with his future dependent
upon it, he said, he’d be working seven days
a week on getting those units sold.

Refusal to admit loss. The condo incident
illustrates the frozen nature of these prob-
lems. The projects will ultimately be mar-
keted, but meanwhile lenders will sit with
afearful investment. With inflation running
at about 7% annually now, it’s possible that
market prices will catch up to the amount
invested in three to five years for most
properties. It takes no mathematical genius
to know that a lender who's received little
or no income on an investment for five
years—but recovers principal at the end of
that time—has suffered a real loss.

Accountants have forced REITs to recog-
nize such holding costs—one big reason for
the huge losses reported by some REITSs re-
cently—but banks and insurance companies
appear strong enough to beat off imposition
of these rules on them. Thus by their book-
keeping they may ultimately get an infla-
tion bailout even though everyone else
knows they will have lost money. And be-
cause they count on this inflation bailout,
they hold projects for fear that they will sell
them too early or at prices that are too low.

Hard work and its rewards. Precious few
lenders have swung to the view that a per-
spiration bailout is what they need.

Real estate development has always been
a game of nickels and dimes (which turn
into dollars when capitalized at 10%) and
the rewards have always gone to those who
can devote enormous amounts of time and
energy to renting or managing apartments
efficiently, or selling units quickly to cut
carrying costs.

That’s exactly what’s necessary to turn
around all those sick projects: lots of time
and lots of sweat on the part of people who
know what they’re doing.

It doesn’t matter whether the banker or
REIT does the sweating itself or brings in
someone else to do it. The point is, the
perspiration bailout is, in almost every case,
the only kind of bailout that will work. And
the sooner everyone realizes that and gets to
work, the better.
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WHAT’S

THE LATEST?!

For 1976, Georgia-Pacific is
introducing 11 brand new lines.
It's a dynamic commitment to
help you sell more homes.
S0, now you can just about walk
into your G-P Registered Dealer’s
with a set of plans, and walk
: out with a house!
i G-P’s insulation story!
e We've got tons of it. It's quality material,

available all across America and it's

. designed to meet every code and

W standard you'll ever run into.

~ G-P now sells roofing materials!
Now, you can get asphalt compo-
sition shingles and rolled roofing
from G-P. And, G-P's competitive
pricing will make it easier than ever to
get the job done at the lowest cost . . .
yet offer a quality product!
G-P hits the nail on the head!
We've got nearly every nail in the book.

And we've got them priced right and
ready to move.

Floor Tile! Part of our new product mix.
Adding to an already rich product array,
G-P now brings you Vinyl Shield™ floor
tile in a variety of patterns and colors.
Available in residential, commercial and
institutional versions. And look for
Easy-Floor™, the Vinyl Shield™ floortile
with a self-adhesive back.

G-P’s rolling in polyethylene filnl

Whether for a vapor barrier or on
materials and tool protection, poly-
ethylene film has become an important
item to builders. Now, it's available

from Georgia-Pacific.

And that’s not all,

We've got PARTICLEBOARD SHELVING
(it"s high-grade with eased and filled
edges), LUMBER SHELVING, CON-
STRUCTION ADHESIVES, CEILING TILE
(panels and tiles), and, in certain geo-
graphic areas, KITCHEN CABINETS,
VANITIES AND CARPETING.

Georgia-Pacific
The Growth Company
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Now, every dollar counts. Panel Clip's
new Klincher® system allows you to
make the most money on your lumber
by building your own trusses. You have
the trusses when you need them, so
there's no wasted time. You can lease
a Klincher® and Jig for about $2.00 a
day (or $71.96 per month), or purchase
the entire system for only $1,999.00.
The hydraulic Klincher® and precision

J———

SQUEEZE
THE MOST

OUR MON

Jig is the lowest priced, most depend-
able system on the market today.

Panel Clip's new Series Il low cost
clips provide you with maximum profit.
The Klincher® presses two Series Il
clips at once which eliminates flipping
the truss. The exclusive Klincher®
system includes fast, free engineering
service. Call or write today for more
information or a personal demonstration.

THE PANEL CLIP CO.

P.O. Box 423, K Farmington, Mich. 48024

Phone 313 / 474-0433
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WHAT ABOUT

OUR OLD REGULARS?

G-P doors can open new profits for you.
Whether regular or pre-hung, G-P’s ' :
prefinished and unfinished doors provide N i
an inexpensive solution to your con- v
struction problems, and you can count
on G-P quality and style in every unit.

G-P Lumber and Plywood.

Georgia-Pacific. All species, grades and
sizes in lumber, and all grades, sizes
and thicknesses in plywood (including
underlayment and sheathing), all across
the country.

And talk about value!

G-P paneling means value!

With looks designed to make homes sell.
Like the handcrafted look of OI'
Savannah™ paneling. It captures the
flavor of the old south at the same time it
captures the attention of your customers.

G-P gypsum, still a rock-solid value!

Regular wallboard, Firestop® gypsum
board, tile-backer board, joint-system
products . . . while we’ve been develop-
ing new products in other lines, we
haven't forgotten these. You can still
count on G-P, here, too!

G-P molding. To cap it all off.

And what a choice. We've got wood
_molding. Vinyl Shield™ molding. We've
got it unfinished, pre-finished and in just
about every profile imaginable.

Not to mention G-P Hardboard,
Particleboard and Siding.

Hardboard? We've got it both standard
and tempered. And particleboard for
cabinets, countertops, underlayment—
you name it. As for siding, we'll give you
fir, redwood, cedar, southern yellow pine
or hardboard.

What you need. When and
where you need it.

See your G-P Registered Dealer. He's
backed by a distribution system second
to none. He's got the product, got the
price, and we'll back him with the service
to get it to you. Fast.

You need the highest quality and L e v
you want it there when you need it. St e \
And that's exactly what you get from & '

Georgia-Pacific

900 S.W. Fifth Avenue
Portland, Oregon 97204
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Tell your remodeling customers:

sraE = e

It pays to stay with gas.

Gas aliancs use less energy,

g g g, p
SR

§

cost less to operate.

Huge remodeling/replacement market. 33 mil-
lion families heat with gas. 29 million families heat
water with gas. 32 million families cook with gas.
9 million families dry clothes with gas. A lot of
them will be remodeling this year and replacing
their gas equipment. Here are some facts you
should know about gas:

Gas is the efficient energy. People replacing
their old gas equipment with new gas equipment
don’t add to the energy problem. Studies by the
U.S. Government’s Council on Environmental
Quality show that gas appliances use considerably
less of America’s energy resources than other com-
parable types of appliances. And they cost less
than half as much to operate.
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Gas will keep coming. The Federal Power Com-
mission has specified that the natural gas indus-
try's first priority must be to keep on supplying
homes that now have gas. So your customers for
home additions and other remodeling can expect
to have continued gas service.

How to have satisfied clients. Recommend that
your customers stay with gas. They already know
about the convenience and dependability of natu-
ral gas. They'll thank you for pointing out its effi-
ciency and economy. Now more than ever, it pays
to stay with gas.

Use gas wisely. It's clean energy
for today and tomorrow. Aoeciaton 6
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Sculptured panel doors

Distinctively shaped panels of choice
hickory veneers and surrounded by
solid hickory a full inch thick.
Hickory has a rare combination of
strength, toughness and hardness.

one (812) 246-4431

, Indiana 47172

st
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Durasyn® extra protection

The natural hickory beauty is
protected by exclusive Durasyn®
finish to resist scratches and stains.
Every detail of Haas cabinets

demonstrates quality and lasting value.
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The new GE Home Sentry’
Smoke Alarmhome buyersare
seeing on television and in magazines

is available at GESCO outlets now!

Home Sentry Smoke Alarm
GENERAL 5 ELECTRIC

And now's the time to make
sure every house you put up
for sale has the built-in sales
appeal of GE's New Home
Sentry Smoke Alarm.

Why a Smoke Alarm?

Because prospective buy-
ers in increasing numbers are
demanding the protection
against the hazards of fires
that a reliable smoke alarm af-
fords. Because the FHA re-
qguires the installation of a
smoke alarm in new homes in-
sured through the FHA. And
because more and more local
building codes require them

Why the GE Home Sentry
Smoke Alarm?

First of all, the GE name is
assurance to you and prospec-
tive home buyers that the
Home Sentry Smoke Alarm is
a reliable quality product. In
addition, hard-hitting national
television and print advertising
throughout the fall will make
your customers aware of the
benefits of GE's Home Sentry
Smoke Alarm.

How GE’s Home Sentry Works

GE's New Home Sentry
Smoke Alarm is a true early-
warning device—an ionization

detector so sensitive it can de-

tect a fire and set off an alarm
often before appreciable
smoke is visible. When sec-
onds count, the Home Sentry
Smoke Alarm can help give the
homeowner the time it takes to
evacuate his family safely.
Solid-state circuitry helps en-
sure reliability.

The Home Sentry AC model
operates onordinary house-
hold current and is easily in-
stalled in a standard 32"
octagonal or 4" square junc-
tion box. It has an operating
signal light and a test button
to help assure that the unit is
in working order. There's a
“quick disconnect’ feature for
easy servicing, and GE has al-
most 200 service facilities to
answer questions and help
solve servicing problems.

The wired-in unit retails for
less than $40. GE's Home
Sentry is also available in a bat-
tery-operated modelthatretails
for under $55. Both models are
UL-approved, and both are
available now through all 190
GESCO outlets.

To give the houses you
build the added appeal of a GE
Home Sentry Smoke Alarm,
contact your local General
Electric Supply Company dis-
tributor now. They're listed in
the Yellow Pages.

GENERAL @D ELECTRIC
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House & Home/January 1976

Editorial

Distressed properties: the need
for a realistic approach

For roughly four years—1970 through 1974—real estate, especially its home-
building sector, was treated to a Lucullan feast. The main ingredients were
heaping servings of money ladled out by the REITS and a seemingly insatiable
consumer appetite for housing of all kinds.

We are now witnessing the inevitable action of the cosmic law which says,
in effect, there’s no such thing as a free lunch. The feast is over. The housing
industry has an acute case of indigestion, exemplified by hundreds of thou-
sands of unsold units. The bill has been laid before the lenders who invited
everyone to the feast. And the lenders, having peeked at the bill, have hastily
laid it back down on the table and started talking about something else—any-
thing else.

The bill is going to have to be paid, of course. But with a few notable
exceptions, the REITS and the banks who have found themselves the effec-
tive owners of billions of dollars worth of real estate have up to now done
almost nothing about it.

Their most frequently expressed justification for non-action is that if they
wait long enough, inflation will appreciate the value of their properties
enough to bail them out. There also seems to be a mystic hope that if it is
ignored long enough, the problem will somehow dematerialize of its own
accord.

To some degree, this paralysis can be understood. The lenders obviously
don’t want to swallow the enormous write-downs that will be involved in
either working out or selling their distressed properties. Few if any lenders
have the development or managerial expertise to work the properties out
themselves. And for the past couple of years they have been hustled by hordes
of self-styled work-out artists who promise to solve all the lenders’ troubles
in return for whopping monthly fees plus a big piece of the action. (It’s in-
teresting to note that many of these work-out artists are former REIT people.
Presumably they learned the path out of trouble by having previously trav-
eled it in the opposite direction.)

Be all that as it may, the lenders have to do something, and the sooner
they do it, the bigger the jump they’ll have on other lenders in getting the
properties back on the market.

There is only one realistic course. First, accept the unpleasant fact that
losses must be swallowed; second, find solid, responsible developers and
managers to work out the distressed properties; and third, negotiate deals
with these people that adequately reward fast, successful workouts.

A typical example of such a successful work-out situation is shown in the
article of page 110 of this issue of House & HoMe. For lenders, it suggests
a course of action that can be successfully applied to a majority of work-out
situations. And for builders and developers, it both indicates opportunities
in the work-out field, and shows the kind of abilities and characteristics a
company must have to take advantage of those opportunities.—M. C. H. Jr.
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Never has the balance between housing
quality and housing costs been more
critical than in today’s price-conscious
market. All across the country, builders,
developers and architects are looking for
ways to squeeze costs but, at the same
time, maintain—and even increase—sales
appeal.

So product selection, no less than
design, planning and construction
efficiency, demands closer attention than
ever before.

This preview of 1976 materials and
equipment is an ideal place to start. On
the following pages you will see more than
200 different products. Many of them will
be on display at the NAHB convention in
Dallas, January 18-22, while others are
included because House & HoME
considers them to be of special interest.

Products are shown in two
sections—one on the next 18 pages, the
other in the back of the magazine. To find
your way around, check the index below.
—ELISE PLATT

Bathrooms...84,120,122,125
Cabinetry...86
Coatings/Adhesives...158
Doors/Windows...90,140,142
Electrical...154,157
Exteriors...92,144
Fireplaces...98
Flooring...92,160
Furniture...100

Interior Environment...126,128
Interiors...94,164,166
Kitchens...88,117,118
Lighting...100

Outdoors...131
Plumbing/Piping...152
Recreational...96

Security...98

Structural...96
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1. Tub/shower enclosure in four
easy-to-handle pieces is precision
molded of lightweight Fiberglas.
Available in bone or white with a
textured finish, unit has optional
color trim strips. Owens-Corning,
Toledo, Ohio. Circle 200 on reader
service card

2.“Visu-temp” shower valve
combines anti-scald pressure
balancing system and a bimetal
thermometer. Since the water
temperature is always in view, itis
easy to maintain a consistently safe
level for showering. Symmons,
Braintree, Mass. Circle 201 on
reader service card

3. Handshower, Pulsation®, delivers
water in arange of steady or
pulsating sprays depending on
control setting. Unithas a
high-impact handle and an extra
long flexible chrome hose. Moen,
Stanadyne, Elyria, Ohio. Circle 202
on reader service card

4. Bamboo-style lavatory set is part
of an all brass line of decorative
plumbing fittings. Available in five
finishes, including the antique 24-K
gold shown, line has a series of
matching accessories. Artistic
Brass, Los Angeles. Circle 203 on
reader service card

5. Washerless faucets and fixtures
with SuprValve™ last up to 10 times
longer than conventional
compression washer units. The line
includes sink, lavatory and
tub/shower units with metal or
acrylic handles. Union Brass, St.
Paul, Minn. Circle 204 on reader
service card

6.“‘Beauty Spa Whirlpool Bath”
comes factory-assembled with
pump, piping, self-cleaningjets,
drain and overflow attached. The
porcelain-on-steel tub is supported
by sound-deadening insulation
bonded to the bottom. Briggs, Jim
Walter, Tampa, Fla. Circle 205 on
reader service card

7. Tangerine-color soaking tub is the
center of the “Sun Country” bath.
Also shown are two Americana
brown lavatories with ‘“Heritage”
fittings, a“Luxor” toilet, a
“Luxette” bidet and a 48" shower
with an integral seat. American
Standard, New Brunswick, N.J.
Circle 206 on reader service card

8. Elegant lavatory centerset,
“Exquisit,”” comes in the polished
chrome shown or 23-K gold plating.
The sleek, contemporary fitting has
aslow-closing feature and a
non-rotating washer. Grohe, Elk
Grove Village, Ill. Circle 207 on
reader service card
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9. Single-handle tub/shower valve,
“Val-Temp,” provides automatic
water temperature control. The
chrome unit features a dial with red
and blue visual guides toindicate
hot and cold. Valley Faucet, Plano,
Tex. Circle 208 on reader service
card

10. Distinctive hardware series,
“Classic Americana,” is designed to
complement all the traditionally
styled bath fittings on the market.
The line of solid brass accessories
comes in four decorative finishes
including the gold shown. Franklin
Brass, Los Angeles. Circle 209 on
reader service card

11. Lavatory/cabinet combination,
“Lavanity,” features a one-piece
seamless top that incorporates a
bowl, counter and backsplash.
Easy-to-assemble 20" storage
cabinet has awoodgrain finish.
Gerber Plumbing, Chicago. Circle
210 on reader service card

12. Extra wide shower enclosure
with two integral seats is molded of
easy-to-maintain Corlglas®. Unit
with one-piece seamless
construction comes in a choice of
five colors or white. Corl, Ft. Wayne,
Ind. Circle 211 on reader service
card

13. Single-handle fittings for the tub
and lavatory, “Avante,” feature
push-pull operation. A patented
cartridge with a single moving part
that controls both water flow and
temperature eliminates the use of
O-rings. Price Pfister, Pacoima,
Calif. Circle 212 on reader service
card

14. Decorative handle inserts for the
“Olympian” line of faucets come in
ten colorations to match or contrast
with vanity tops. Marbleized colors
are molded into the pendant-shaped
inserts. Bradley, Menomonee Falls,
Wis. Circle 213 on reader service
card

15. Pedestal fixtures, ‘Serie Ariete,”
shown in brilliant red, are part of the
contemporary ‘Il Bagno” collection.
Lavatory is accented by gracefully
styled “Principe” fittingsin a
chrome finish. Hastings, New York
City. Circle 214 on reader service
card

(More bathrooms on page 120.)
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1. Coordinated cabinetry with Early
American styling, “Old Mystic,”
comes in white (shown)or oak. The
vanity is available in six widths, two
depths and with or without drawers
exposed. Williams, Leigh, Elkhart,
Ind. Circle 215 on reader service
card

2. Sliding-door cabinet, “Roma,’’ has
acustom, built-in look. The
easy-to-install surface-mount unit
with adecorative frame is offered
lighted or unlighted in a choice of
finishes. Monarch Metal, Elk Grove
Village, lll. Circle 216 on reader
service card

3. Traditionally styled vanity,
“Warrick,” offered in woodtones
and white, comes in a wide range of
sizes. Top is cast in one piece of
“Duracril II,” amarble-like acrylic
plastic that is impact and stain
resistant. Peerless, Evansville, Ind.
Circle 217 on reader service card

4. “Riviera” modular cabinetryisa
full line of wall and base units that
can be combined in a variety of
arrangements. Finished in
FORMICA® laminated plastic,
cabinets come in driftwood white
[shown)and walnut. Miami-Carey
Monroe, Ohio. Circle 218 on reader
service card

5. Country-styled bath cabinetry,
“Embassy,” comes in antique white
(shown)or warm honeytone. The
surface-mounted medicine cabinet
is offered with or without lighting.
Vanity bases are available in a wide
range of sizes. General Bathroom,
Elk Grove Village, I11. Circle 219 on

reader service card

6.““Chadwick” vanities in antique
white are accented by decorative
wicker-like panels. Available in a
wide range of sizes, including a
space-saving model, units have
vinyl exteriors and cultured marble
tops. Boise-Cascade, Berryville, Va.
Circle 220 on reader service card

7. Two-way access cabinets,
available in all size wall and base
units in the “Luxuria” line, make
serving and storing easier. Shown is
the “Latina” style with “K-Lux”’
textured plastic fronts. Long-Bell,
Portland, Ore. Circle 221 on reader
service card

8.‘“Unifront” cabinetry has an
acrylic finish inside and out, cured
by an ultra-violet process. Cabinets
come in the distressed walnut
shown and antique white. Belwood,
Ackerman, Miss. Circle 222 on
reader service card
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9. High pressure plastic laminate,
“Country Cedar,” has the look of
genuine wood. Easy-to-maintain
material comes in a choice of
finishes in sheet sizes to 48"x120".
Lamin-Art, Los Angeles. Circle 223
on reader service card

10. Solid hardwood cabinetry,
“Alderbrook,” with a hand-rubbed
look, is available in maple or walnut
tones. The easy-to-maintain
cabinets are protected by a
three-step finish. Diamond, Grants
Pass, Ore. Cizcle 224 on reader
service card

11. Light “Country Oak” cabinetry,
featuring wood drawers and
reversible hinges, is part of the
AristOKraft® line. Door panels and
frames and drawer fronts are solid
oak. United Cabinet, Jasper, Ind.

Circle 225 on reader service card

12. Sleek contemporary cabinetry,
““Toscana,” features vertically
grooved hardwood fronts. Cabinets
with recessed grips have a protective
lacquer finish. The line, shown in
natural oak, also comes in two other
shades. Tielsa, Contemporary
Systems, Needham, Mass. Circle
226 onreader service card

13. Traditionally styled cabinets,
“Colonel Hickory," are protected by
astain- and scratch-resistant
Durasyn® finish. Doors are shaped
panels made of choice hickory
veneers surrounded by a 1" solid
hickory frame. Haas, Sellersburg,
Ind. Circle 227 on reader service
card

14. Elegant “Yorkshire” cabinetry is
highlighted by raised panel maple
doors with a cathedral design and
thumb-latch door pulls with an
antique brass finish. Doors mounted
on concealed hinges feature
magnetic catches. Yorktowne, Red
Lion, Pa. Circle 228 on reader
service card

15. Modern-style cabinetry,
“Forecast,” comes in 13 bold colors
and 12 woodgrains. Fully
accessorized cabinets with
laminated plastic inside and out
have three-way adjusting hinges.
Roseline, Farmingdale, N.Y. Circle
229 on reader service card

(More kitchens on page 117.)
[More bathrooms on page 120.)
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1. Trash compactor features safe
key-on operation. Unit, with

3,000 1bs of ram force, reduces trash
to Ya its original volume. A litter bin
accommodates small items and a
large capacity drawer takes bulky
trash. KitchenAid, Hobart, Troy,
Ohio. Circle 230 on reader service
card

2. Dishwasher with design
flexibility has a specially
constructed door containing two
panels offering a choice of four
colors. Door can also accommodate
custom decorative material. The
six-cycle unit with a porcelain
enamel interior is engineered for
quiet operation. Tappan, Mansfield,
Ohio. Circle 231 on reader service
card

3. Deluxe microwave oven features
arecipe timer and a defrost cycle.
The large capacity unithas a
“/Carousel”” turntable that rotates,
automatically assuring even
cooking. Oven has a black-tinted
see-through door and an interior
light. Sharp, Paramus, N.J. Circle
232 onreader service card

4,“Counter-Saver Plus” isa
built-in/portable ceramic glass work
surface that doubles as a food
warmer. Unit can be removed from
its counter-top position and used
anywhere there is an electrical
outlet. Equipped with infinite
controls, it has a special hot corner
for beverages. Corning Glass,
Corning, N.Y. Circle 233 on reader
service card

5. Built-in electric appliances with
black glass doors have a custom
look. Continuous-cleaning wall
oven is offered in single and double
versions. Energy-saving dishwasher
has eight cycles. Cooktop comes in
28" and 34" widths. Caloric, Topton,
Pa. Circle 234 on reader service card

6. Surface-Saver® counter insert
comes with a stainless steel frame
for easy installation. Unit with a
“Wild Herb” design is available
in a range of colors. Surface

will not bum, scratch, cut or mar.
Vance, Chicago. Circle 2350n
reader service card

7.One-on-one stacked dryer is
featured in this apartment laundry
center. Unit requires only 7’ of floor
space and can dry two single loads
using about half the electricity it
takes for amulti-load dryer to run
through one cycle. Maytag, Newton,
Iowa. Circle 236 on reader service
card

8. Compact “Touch 'N Cook” range
offers large capacity cooking and
easy cleaning. Unit witha
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“Ceramatop’’ cooking surface and
an “Electri-clean” oven, features
solid state controls that record
cooking instructions at a touch.
Frigidaire, Dayton, Ohio. Circle 237
onreader service card.

9. Single-handle lever faucet,
“Tiara,” is a top-of-the-line model
designed for stainless steel sinks.
Unit features a drip- and
maintenance-free washerless,
removable cartridge with a 10-year
warranty. Elkay, Broadview, I1L.
Circle 238 on reader service card.

10. Range hood with adecorative
black glass lip-front has light and
blower switches under the lip, out of
the grease flow. Unit with snap-out
housing for easy cleaning features a
“Magic Lung” blower system
available in two sizes. Vent-A-Hood,
Richardson, Tex. Circle 239 on
reader service card

11. Automatic washer contains a
“Dispensall” system in the lid
which permits the addition of
presoaks, powdered detergents,
liquid bleach and fabric softeners at
the start of a wash cycle. Additives
are automatically dispensed at the
proper time. General Electric,
Louisville, Ky. Circle 240 on reader
service card

12. Double oven microwave range,
““Micromatic 988, is a total cooking
appliance. Unit features an eye-level
microwave with a defrost cycle, a
self-cleaning conventional electric
lower oven and a one-piece
smoothtop cooking surface. Litton,
Minneapolis. Circle 241 on reader
service card

13. “Thermatronic” microwave
oven, for built-in installation, hasa
stay-hot control which keeps food at
serving temperatures. Unit with a
browning element has three power
levels: low and medium for defrost
and slow cooking, high for typical
fast microwave cooking,
Thermador, Los Angeles. Circle 242
onreader service card

14. Modern cooking ensemble
features an easy-to-clean
four-burner electric cooktop and an
island hood. A companion
self-cleaning double wall oven
features black glass doors and a
digital clock/timer. Whirlpool,
Benton Harbor, Mich. Circle 243 on
reader service card

(More kitchens on page 117.)
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1. Handcarved wood entrance doors
are available in a wide range of styles
to complement contemporary or
traditional designs. Multi-panel
doors of kiln-dried mahoganies and
pines have mitered, raised moldings
for dimension. International Wood,
San Diego, Calif. Circle 244 on
reader service card

2. Turn-of-the-century style door,
“Tiffany,” features a stained glass
insert in the center of its nine
panels. Manufactured of vertical
grain kiln-dried Douglas fir and
hemlock, doors are 134" thick.
Simpson Timber, Seattle. Circle 245
on reader service card

3. One-piece decorative door skin,
“Uni-Panel,” is molded of
high-density urethane. Facing,
which can be applied to any flush
door, will not crack, chip, fade or
peel. Offered in a range of designs,
panel comes prefinished in a walnut
tone or primed, ready to paint. Entol,
Miami, Fla. Circle 246 on reader
service card

4. Elegant beveled glass doors,
constructed of safety-glazed
tempered glass, are part of the
““Quintessence’’ series. Doors, with
single-pane or insulated glass, have
magnetic weatherstripping and a
thermal break. Single- or
double-door units and the
multi-unit patio package shown are
available. Pease Ever Strait,
Fairfield, Ohio. Circle 247 on reader
service card

5. Horizontal sliding wood window,
“C-300,” is available with insulated
glass or with standard glazing and a
piggy-back storm panel.
Preservative-treated unit has
double-contact head
weatherstripping, woven pile at the
sill and tubular vinyl
weatherstripping along the sash.
Caradco, Dubuque, Iowa. Circle 248
on reader service card

6. Double-hung aluminum window,
designed for the replacement
market, has a tilt-in feature that
allows for easy cleaning and
maintenance. Optional panning and
interior trim systems permit
installation over existing frame
materials. Graham Engineering,
York, Pa. Circle 249 on reader
service card

7.Insulated steel entry door with a
decorative look, Superdoor™ has a
foamed-in-place urethane core with
ak-value of .13. Door with class B
fire rating comes in arange of styles
and sizes. Rugged, easy-to-install
unit has a floating hingeplate for fast
alignment. Rapid Freeze, Miami, Fla.
Circle 250 on reader service card
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8. Insulated fiber glass entry door,
“Fiber-classic,” has a wood
perimeter and a polyurethane core.
Unit with a positive weather seal
has molded-in woodgrain texture
and sculptured design. Doors are
pre-stained in natural wood tones.
Lake Shore, Toledo, Ohio. Circle

251 on reader service card

9. Decorative steel entry doors have
deep-drawn embossed designs on
both sides. Doors with a Class B fire
rating have a special insulation
filling and magnetic
weatherstripping. General Products,
Fredericksburg, Va. Circle 252 on
reader service card

10. One-piece steel garage door,
“Ironwood, " features embossed
panels that simulate the appearance
of roughsawn lumber.
Weatherstripped door with no
sectional joints helps reduce heat
loss. Stanley Works, Birmingham,
Mich. Circle 253 on reader service

uurd

11. Ventilating roof window with
insulating glass can be pivoted 180°
to allow for easy cleaning of the
exterior. Offered in a range of sizes,
window locks open in a variety of
positions. Roto, IMMS, Essex,
Conn. Circle 254 on reader service
card

12. Louver cafe doors are made of
kiln-dried western hemlock. Doors
are3'6"in height, 1%" thick and
come in stock widths to fit 2’6" 2’8"
and 3’ openings. E.A. Nord, Everett
Wash. Circle 255 on reader service
card

13.“Sun Garden” window is a
miniature greenhouse that projects
only 10" from the exterior wall.
Easy-to-install unit comes in eight
standard sizes with insulated
Spaceglass® or single glazing,
General Aluminum, Dallas, Tex.
Circle 256 on reader service card

14. Casement angle-bay window
features alow-maintenance vinyl
sheath over a preservative-treated
wood frame and sash. Unit with
double-pane insulated glass comes
in the terratone shown and white.
Andersen, Bayport, Minn. Circle
257 on reader service card

15. Molded exterior millwork of
high-density polyurethane
simulates the look of authentic
pieces. Easy-to-install,
maintenance-free components
include sunbursts, window panels
and dormer heads. Fypon,
Baltimore. Circle 258 on reader
service card

(More doors on page 140.)
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1. Redwood lumber enriches both
the interior and exterior of a
contemporary house. Ceilingis
clear all-heart T&G, siding is
naturally weather-resistant
sap-streaked clear-grade wood.
California Redwood, San Francisco.
Circle 259 on reader service card

2. “Sawtooth” sidingin 4'x8" and
4'x9' panelsis easy to install.
Available in grey (shown), red, green
and brown, siding has a
weathered-barnboard appearance.
Boise-Cascade, Portland, Ore. Circle
260 on reader service card

3. Vinyl siding, now available in
sky blue as well as five other
architectural colors, has the deep
shadowlines of clapboard. Material
never needs painting and will not
blister, peel or flake. Certain-teed,
Valley Forge, Pa. Circle 261 on
reader service card

6. Cushioned sheet vinyl flooring,
“Charlemagne,” has arepeat design
of 3" tiles in a wood burl look. Part

of the “Castilian” line, flooring
comesin 6’ and 12’ widths and can
be loose laid. Armstrong, Lancaster,
Pa. Circle 264 on reader service card

7. Rustic ceramic tiles with a
handcrafted look have anatural
undulating surface. Unglazed tiles
in flint and terra cotta shades come
in4"x4", 4"x8", 8"x8", 8" hexagon and
two curved shapes. American
Olean, Landsdale, Pa. Circle 265 on
reader service card

8. “Elekati” fake furrughasalong,
lush 3" pile of acrylic and
modacrylic. Rug comes in sizes from
5'x9' t0 10'x14' and in 5’ widths for
wall-to-wall use. Collins & Aikman,
New York City. Circle 266 on reader
service card

9. Vinyl asbestos floor tiles in a
traditional Early American design,
“Lexington Brick,” come in white or
red. Embossed pattern conceals heel
and scuff marks. Azrock, San
Antonio, Tex. Circle 267 on reader
service card

10. Cushioned sheet vinyl flooring,
“Citation,” features ano-wax “‘Brite
Bond” surface. The “Victoria
Garden” pattern, shownin a
dramatic dining area, is a large-scale
design with a stained glass motif. It
comes in four colorways. GAF, New
York City. Circle 268 on reader
service card
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4. Zip-Rib® aluminum roofing is
quickly and easily installed using a
self-propelled tool that seams panels
together at 50 fpm. Panels can be
specified any lenth, with or without
insulation. Material comes in six
colors. Kaiser Aluminum, Oakland,
Calif. Circle 262 on reader service
card

5. Aluminum roof, “Great
American Shake,”” has the look of
handsplit wood. Easy-to-install
roofing comes in 2'-long panels.
Offered in six colors, material hasa
special finish, five times thicker
than paint. Alcan, Warren, Ohio.
Circle 263 on reader service card

[More exteriors on page 144.)

11. Rustic hardwood flooring,
"Village Plank,” comes in 3", 5" and
7" widths. Offered with or without
pegs, flooring can be installed over
concrete, wood floors or plywood
subflooring. Bruce, Memphis, Tenn.
Circle 269 on reader service card

12. Berber-style carpet with a
cross-hatch pattern, “Foxhollow,” is
tufted of DuPont soil-hiding
““Antron” nylon. Two-level loop
fabric comes in six earth tones.
Evans-Black, Arlington, Tex. Circle
270 on reader service card

13. No-wax sheet vinyl flooring,
“Lustrecon,” is a cushioned
material with an asbestos backing.
The “Casino Royal” pattern shown,
designed tolook like hand-laid tiles,
comes in four colorations.
Mannington Mills, Salem, N.J.
Circle 271 on reader service card

14. Handcrafted ceramic tiles add
natural elegance toa
southwestern-style dining room.
Tiles, shown in stone grey, have a
slip-resistant glazed surface.
Amsterdam, New York City.
Circle 272 on reader service card

15. Plush carpet, "New Liberty,” is
tufted of Allied Chemical’s anti-soil
Anso® nylon. Shown in “Rainforest
Green,” carpet comes in 18 colors
and retails for about $12 asq. yd.
Wunda-Weve, Greenville, S.C.
Circle 273 on reader service card

(More flooring on page 160.)
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1. Pretrimmed vinyl wallcovering,
““Pawnee,” has an American Indian
motif. Part of the “London Style 4”
collection of prepasted “Vymura”
wallcoverings, the pattern comes in
three colorways. ICI United States,
Wilmington, Del. Circle 274 on
reader service card

2. Pine-veneered plywood paneling
“OL’Savannah’ looks like old pine
boards that have been restored and
refinished. Panels have “‘age-worn”
grooves 16" on center for easy
stacking and matching, Material
comes in four shades.
Georgia-Pacific, Portland, Ore.
Circle 275 on reader service card

3. Rustic plywood paneling,
“Weldwood Shenandoah,” adds a
country feeling to a contemporary
kitchen. Offered in five colors in
4'x7’,8',9’, and 10’ sizes, paneling
has a Class C flame-spread rating.
U.S. Plywood, Stamford, Conn.
Circle 276 on reader service card

4. Colonial-style wall plank,
“Pegged Plank,” can be installed
over framing or old walls. The
16"x8', T&G planks have concealed
metal clips to assure a strong bond.
Offered in three shades, planks can
be damp-wiped clean. Masonite,
Dover, Ohio. Circle 277 on reader
service card

5. Hardboard paneling, “Walls of
Stone,” is an embossed design that
simulates the look and feel of
natural stone. Prefinished wood
moldings with a hand-hewn effect
complete the country look.
Easy-to-maintain moldings and
panels install vertically or
horizontally. Abitibi, Troy, Mich.
Circle 278 on reader service card

6. Bold floral wallcovering, “‘Just for
You,” comes in bright fresh colors.
The vinyl-coated prepasted material
is strippable and scrubbable. A
coordinated fabric is also available.
Imperial, Cleveland, Ohio. Circle
279 on reader service card

7. Bicentennial-style wallcovering,
““ApolloXI," is a tribute to the space
pioneers. The mural-scale pattern is
part of the "“Great American Happy
Birthday Book” series of patriotic
designs. “Apollo XI" features
grey-white stars on red, white, blue
or blue denim vinyl or gold or silver
Mylar grounds. Jack Denst, Chicago.
Circle 280 on reader service card

8. Coordinated vinyl wallcoverings
combine plaids and flowers.
“Virginia Plaid” is transformed into
“Virginia Reel” by adding small
scale bouquets. The companion
floral is “Shenandoah.” Offered in a

choice of colorways, all
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wallcoverings are prepasted,
washable and strippable. J.
Josephson, So. Hackensack, N J.
Circle 281 on reader service card

9. Natural wood wall panels are
ponderosa pine knot blocks
laminated to one side of an
architectural core. Offeredin a
variety of patterns in a choice of
stains and finishes, panels can be
used vertically or horizontally.
Whittlewood, Albuquerque, N.M.
Circle 282 on reader service card

10. Polyesterbrick reproductionsin
adeep burnished red add an
authentic look to a colonial-style
dining room. The lightweight,
easy-to-clean bricks are non-porous
and won't absorb dirt. Dacor,
Worcester, Mass. Circle 283 on
reader service card

11. Rustic hardboard paneling,
“Country Plank,” features short
horizontal segments of simulated
wormy chestnut, knotty pine and
pecky cypressin a2’ pattern.
Offered in two shades, paneling is
easily cleaned with adamp cloth.
U.S. Gypsum, Chicago. Circle 284
on reader service card

12. Quik-Tak® vinyl wall paneling
is Homasote structural board
substrate covered with a textured
vinyl laminate. Offered in a choice
of colors, 4'x8' panels are durable
and easy to clean. Homasote, West
Trenton, N.J. Circle 285 on reader
service card

13. Hardboard paneling, “Pecky
Cypress,” has the graining and
deep-etched character marks of
genuine wood. The 4'x8’ panels,
available in golden, white, brown
and grey, have arandom plank
design. Masonite, Chicago. Circle
286 on reader service card

14. Striking wallcovering, “Square
Border,"” is composed of 5"-wide
horizontal diamond shapes and
continuous parallel lines on silver
Mylar polyester film. Offered in four
colorways, the pattern is part of the
““Magic on Mylar” collection. James
Seeman, Garden City Park, N.Y.
Circle 287 on reader service card

15. Cheerful vinyl wallcovering,
“Moming Glory,” features small
bouquets on a patchwork ground.
The companion pattern, “Good
Moming,” repeats one of the
background stripes. United DeSoto,
Chicago. Circle 288 on reader
service card

(More interiors on page 164.)
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1. “Vari-Tran” Thermopane glass is
decorative as well as practical. The

mirror-like surface reflects the sun’s

radiation, keeping interiors cool.
Insulating glass reduces heatloss in
cold weather. Libbey-Owens-Ford,
Toledo, Ohio. Circle 289 on reader
service card

2. “Super-C” steel joists are
lightweight and precut tolength,
making them easy to install. Sized
to wood joist dimension, ‘“Super-C”’
is compatible with conventional
construction materials. U.S. Steel,
Pittsburgh, Pa. Circle 290 on reader
service card

3. Bronze-tinted reflective glass,
“Solarcool,” keeps the heat in but
doesn’t block the view. Glass looks
like a mirror from outside, yet is

fully transparent from indoors. PPG,

Pittsburgh, Pa. Circle 291 on reader
service card

6. Two-player table game, Air
Handball™, combines air hockey
and handball. Ideal for installation
in a compact recreation space, table
measures only 5’ long by 3’ wide.
Brunswick, Skokie, Ill. Circle 294 on
reader service card

7. Platform tennis courts for use all
year round are constructed of wood

or aluminum. Thedecked courts are

set on piers so they can be installed

on any type of ground. Courts can be

equipped with lighting. Richard
Reilly, Danbury, Conn. Circle 295
on reader service card

8. Redwood-lined saunas come in

modular sizes ranging from the 3'x3’

individual model to the large
6'4"x12'4" version. The prebuilt
units are easily assembled using a
special latching device. Viking
Sauna, San Jose, Calif. Circle 296 on
reader service card

9. Pocket billiard table, “Visonaire,”
features tubular chrome tripped legs

and a three-piece slate top. Unit
with a teak-finished cabinet and
black mica rails has a six-point
leveling device. Ajay Ebonite,
Delavan, Wis. Circle 297 on reader
service card

10. Multi-purpose kiosk can be a

security, sales or information booth.

Made of maintenance-free fiber
glass, unit has vandal-resistant
windows. Offered in a range of

colors, it can be insulated. Novaglas,

Hicksville, N.Y. Circle 298 on
reader service card
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4. “Totalwall Insulation System”
features Styrofoam TG insulation
instead of conventional sheathing.
Fiberous batts fit between the studs
asisusual and a 2" gypsum board
finishes the interior. Ampsec,
Columbus, Ohio. Circle 292 on
reader service card

5. Wolmanized® lumber,
pressure-treated with a preservative,
was used to build a deck and outdoor
stairs. Wood, protected against
insect attack and decay, can be
stained, painted or left natural.
Koppers, Pittsburgh, Pa. Circle 293
on reader service card

11. “Contour jogger,” suitable for
use in gymnasiums, features a
self-centering tread that staysin
place. Unit has wood rollers and a
heavy-duty frame. Battle Creek,
Battle Creek, Mich. Circle 299 on
reader service card

12. Cabana with two dressing rooms
features all-aluminum, rust-proof
construction. Unit with abaked
enamel finish has alock, seat, shelf
and valet board on each side.
Cabanarama, Miami, Fla. Circle 300
on reader service card

13. Casual dining group, “The Sun
Set,” accommodates six people. A
colorful umbrella shades the
reinforced fiber glass table.
Vinyl-clad steel chairs are wrapped
with PVC straps in a choice of
colors. Wall Tube, Newport, Tenn.
Circle 301 on reader service card

14. Outdoor furniture, “Marina
6500,” has 1"-diameter aluminum
tube frames. Seating is woven of
PVC-coated polyester cord yarn and
laced to the frame with matching
cord. Lawnlite, Miami, Fla. Circle
302 on reader service card

15. Prepiped “Whirl-spa” is a fiber
glass hydro-therapy bath.
Installation of the octagonal unit
shown requires hooking up just five
PVC junctions. Whirl Spa, Ft.
Lauderdale, Fla. Circle 303 on reader
service card
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1. Heating fireplace can provide
50,000 to 75,000 BTU heat output.
Unit with black porcelain cabinet
has controlled damper system that
slows rate of burning and reduces
overnight heat loss. Automatic fan
forincreased circulation is optional.
Martin, Huntsville, Ala. Circle 304

on reader service card

2. Zero clearance fireplace, “Builder
800, features 8" wall flue system
with quick-snap assembly.
Easy-to-install unit has unitized
front face that fits flush against dry
wall. Superior, Fullerton, Calif.

]

Circle 305 on reader service card

3. Freestanding fireplace/heater,
““Royal Franklin,” is surfaced with
black heat-resistant paint textured
to give the look and feel of cast iron
Combustible wall clearances are

6. Residential burglar alarmis a
battery-operated, high-security
system. Package includes master
control panel (shown/and sensor for
door or window installation
Kwikset, Anaheim, Calif. Circle 309
on reader service card

7.‘“Monitalert” security system
provides fire and intrusion
protection. Easy-to-service ‘‘Model
2008” includes: master control unit,
indoor audio unit, door and window
sensors and heat and smoke
detectors. AMF, Alexandria, Va.
Circle 310 on reader service card

8. Deadbolt with %" throw features
asolid brass bolt and ¥4"” hardened
steel rotating pin. Completely
enclosed latch mechanism guards
against abuse. Dexter, Grand
Rapids, Mich. Circle 311 onreader

service card

9. Interior lever lock, “Sonora,” has
arugged Mediterranean look
Easy-to-operate horizontal lock is
suggested for bedroom, bathroom
and passage doors. Schlage, San
Francisco. Circle 312 on reader
service card

10. High-security lock cylinder
features interlocked pin tumblers.
In conventional lock, pins can be
manipulated into open position
with picking tools; one-unit pins
must be raised and rotated with
special key. Emhart, Berlin, Conn

Circle 313 on reader service card
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UL-listed at 12" for the back, 18" for
the sides. Malm, Santa Rosa, Calif.
Circle 306 on reader service card

4. Electric fireplace, “Jupiter,”
comes with all connecting parts, a
six-foot cord and an electric log set
Unit in black and five colors can be
installed in any room thathas a

120-v outlet. Majestic, Huntington,
Ind. Circle 307 on reader service
card

5. Woodburning fireplace for mobile
homes, “Valley Forge," is easy to
frame-in directly on wood floors
UL-listed, prefabricated unit has 28"
firebox opening with glass doors
Preway, Wisconsin Rapids, Wis.

Circle 308 on reader service card

11. Thumb lever entry set is part of
The Carriage House” decorative
hardware collection. Mechanisms

are adjustable for standard door
thicknessses—1'Y,¢"to 2
Amerock, Rockford, I11. Circle 314

on reader service card

12. Horizontal aluminum mailbox,
““The Aristocrat,” is offered in front
and rear-loading models. Boxes with
five-pin cyclinder locks can be
arranged up to five doors wide by
seven high. American Device,
Steeleville, I1l. Circle 315 on reader
service I'l'l."(l

13. Fire and instrusion alarmis a
solid-state residential system. Fire
circuit includes heat and smoke
detectors and alarm horns
Perimeter detection circuit guards
doors and windows. NuTone,
Scovill, Cincinnati. Circle 316 on
reader service card

14. Garage door opener, “Model 90,”
locks and unlocks doors on signal
Remote control, which may be
installed in car, also turns interior
lights on and off. Overhead Door,
Dallas, Tex. Circle 317 on reader
service card

15. Entry handles, 1400 Series,”
feature 1"-throw high-security
deadbolt and easy-exit retraction of
deadbolt when inside knob is
turned. Weslock, Los Angeles
Circle 318 on reader service card
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1. Modular furniture, “Softop,” can
be arranged in a variety of ways. The
group includes six seating units and
aseries of tables. Harvey Probber,
Fall River, Mass. Circle 319 on
reader service card

2. Overstufied seating group,
“Innovation,” is upholstered in an
easy-to-care-for stretch fabric of
Dacron polyester and Lycra
spandex. Craft, Wilkes Barre, Pa.
Circle 320 on reader service card

3. Contemporary pop-up recliner,
“Del-Ray,” is a parsons-style chair.
Weltless upholstery is a flamestitch
pattern woven of Herculon®.
Barcalounger, Chicago. Circle 321
on reader service card

4. Square armchair designed by
Udstad-Dandridge Associates has a
defined bullnose-shaped
exposed-wood frame. Upholstered

7. Tennis lighting system for
tournament level play can
illuminate one or more courts. The
solid 100’ system is engineered to
conserve energy without sacrificing
light uniformity and distribution
Devoe, Carlstadt, N.]. Circle 326 on
reader service card

8. Delft candelabra fixture with
Flemish blue and white porcelain
glass has metal arms finished in
antique brass. Lamp accommodates
five 60w candle lights. Lightcraft of
California, Cincinnati. Circle 327
on reader service card

9. “Homestead Lantern,” inspired

by an Early American oil lamp, has
agleaming brass hood and font.
Fixture features a frosted hurricane
chimney with a filigreed holder.
Wick knob is a switch. Lightolier,
Jersey City, N.J. Circle 328 on reader
service card

10. Traditionally styled chandelier
with contemporary sphere lights,
“Coventry,” blends with any decor.
Offered in pewter or weathered
brass, fixture has adownlight
concealed by the center tankard. EJS
Lighting, Compton, Calif. Circle
329 on reader service card

11. “Concept 4" track lighting is
small scale soit is unobtrusive. Ten
fixtures with a wide variety of
attachments are available. Track
features a snap-on cover that
conceals the wiring. Prescolite, San
Leandro, Calif. Circle 330 on reader
service uml
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chair has comfortable foam seat.
Helikon, New York City. Circle
322 0n n'mlw service ;mi

5. Lounge chair and ottoman,
“Ascona,’”’ designed by Heinz Meier,
have frames of silvery chrome
parallel tubing. Natural wood
crosspieces offer a striking contrast.
Rounded cushions come in a choice
of fabrics. Landes, Gardena, Calif.
Circle 324 on reader service card

6. Upholstered contemporary
seating, ‘Maralunga,” designed by
Vico Magistretti, features back
cushions that can be easily flipped
from conventional to lounge height.
Furniture comes in a range of
fabrics, leathers and vinyls. Atelier
International, New York City.

Circle 325 on reader service card

12. Chain-hung cluster s part of the
contemporary “Gamma’’ series. A
hidden light source creates the
illusion of alightburst on the inside
of the handblown globe surrounding
it. Thomas, Louisville, Ky. Circle
331 onreader service card

13. Ornately designed hanging lamp
is antique brass with a marble and
lace look. Fixture has candle lights
which accommodate 60w
incandescent bulbs. Del-Val
Lighting, Willow Grove, Pa. Circle
332 on reader service card

14. Outdoor lantern with an old
world look, “Greenwich,” is cast
aluminum with Belgian amber
lozenge and arctic glass. Shown in a
wall model, fixture also comes for
ceiling, post or base mounting.
Holophane, Denver, Colo. Circle

333 on reader service card

15. Redwood walkway light,
“Laguna,” provides ground
illumination in critical areas.
Offered in single- or multi-light
models, unitisinstalled directly
over a weatherproof outlet box
Sylvan Designs, Canoga Park, Calif
Circle 334 on reader service card

16. “Power-Trac” lighting system,
designed for residential use, can be
used vertically or horizontally

Miniature lampholders blend with
the slender lines of the track which
comes in a choice of finishes. Halo,
Elk Grove Village, I11. Circle 335 on

reader service card
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That question led Boston architects Childs Bertman Tseckares Associates to con-
duct an unscientific but very useful survey.

CBT assigned Brandt Andersson, an MIT architecture student who was intern-
ing with them for a semester, to go back to three CBT projects to ask the residents
what they liked and disliked. Andersson came up with some opinions and reac-
tions that will come as surprises to both builders and professional survey-takers.

Some examples:

® In all three projects, parking was not only important, it was an emotional
issue. Satisfaction was determined not by how much space was provided but by
whether the space was near the resident’s unit. Thus, people were happier where
specific spaces were assigned to tenants than where there were more—but unas-
signed—parking spaces.

¢ In a townhouse development, the designers had wanted to put enclosed decks
off living rooms in front of the units, to provide privacy, rather than off kitchens
in the rear. But the residents overwhelmingly preferred the decks in the back.

® And even in rental projects, landscaping was important to the tenants. They
noticed, appreciated and commented on it, particularly where large trees had been
retained near the buildings.

Andersson did not speak to enough people to constitute a valid statistical sample
(see box on p. 107). However, he made up for lack of numbers by interviewing
each person in depth—sometimes up to three hours—and he gained a good feel
for the projects. He also ended up with a healthy respect for the market.

“’People really care about their homes,”” he says, ““and it’s surprising how much
they know about the advantages and disadvantages of particular elements.”

On the following five pages are some of the things Andersson learned about
what turns people on —and what turns them off—in multifamily projects.

—NATALIE GERARDI
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| The projects studied
|

Project A is a 350-unit garden
apartment complex located
about 25 miles west of Boston.
It has a mix of %5 one-bedroom
and %3 two-bedroom units scat-
tered in buildings with any-
where from 12 to 30 units. Rents
ranged from $225 to $325 when
the project opened in 1974.

Tenants are primarily young
working couples, some room-
mates, and a good number of re-
tirees. There are few people be-
tween the ages of 35 and 60, and
only about 20 or 25 children.

Project B is also about 25
miles from Boston, but it is
north rather than west. It is a
250-unit rental complex with a
mix of % one-bedroom and %
two-bedroom units, 18 to 30
units to a building. Rents ranged
from $220 to $290 in 1974.

As with project A, tenants are
mostly young working couples
and a fair number of roommates.
There is also a significant num-
ber of retirees. Again, there are
few people in the 40 to 60 age
group, and only about 15 to 20
children.

Project C is quite different
from A and B, for it is a condo-
minium development located
on Cape Cod. It consists of 60
identical two-bedroom town-
houses built in clusters of five to
eight. Prices were in the low- to
mid-thirties when the project
opened in 1972.

Most of the buyers are retired
or nearly-retired couples. There
are only a few young people and
just three children.

Ratings

—

| + )

| |+2

+1

Where the majority of residents
expressed satisfaction with a
particular item, Andersson
rated it +1, satisfactory. Where
they were pleased he rated it +2,
good, and where they were en-
thusiastic, he rated it +3, excel-
lent.

Similarly, where more people
expressed dissatisfaction than
satisfaction, Andersson rated
the item -1, unsatisfactory.
Where they were unhappy about
the situation, he rated it -2, bad.
And where they were very un-
happy, he rated it -3, terrible.

These ratings apply only to
the specific items described.




Kitchen:

The margin between good and bad

may be
a matter of
inches
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Project A’s kitchenis 7'4" x 82",
project B’s is 8’ x 8'. The eight-
inch difference in width marks
the difference between tenant
satisfaction and dissatisfaction.

Project A’s tenants com-
plained that two people cannot
work in the kitchen at the same
time and that cabinet doors hit
in the center. Project B’s kitch-
ens were considered wide
enough to accommodate two
people in reasonable comfort.

Project C’s kitchen is larger—
9'6" x 9'2"—and its layout is
considered efficient. However,
some people complained that
because of the back door, they
must put their dining table too
close to the refrigerator.

From another point of view—
cabinet and counter space—
project A turned out to have the
best arrangement. The cabinets
were considered accessible and
the counter space well arranged.
The only complaint was that
there was no place for a waste-
basket.

Project B had the worst cabi-
net and counter arrangement.
Tenants complained that the
counter space was too broken up
and no one space was large
enough for certain jobs. Cabinet
space is tight because some of it
is taken up by the water heater.
The one bright spot: There’s
room for a wastebasket in the
broom closet.

Project C’s buyers felt that
counter space was good but
there was not enough cabinet
space. This could be because
many are used to larger kitchens
and pantries. Again, buyers
complained that there was no
place for a wastebasket.

Satisfaction with kitchen
equipment was related to qual-
ity. A range hood that exhausted
toward the ceiling was consid-
ered useless, for example. And
there was also some over-equip-
ping of the kitchens. Project B’s
tenants admitted that they only
used their dishwasher after par-
ties, but they were glad to have
it for that. And most never used
the self-cleaning oven.

Many of project C’s buyers
had upgraded their kitchen
equipment. The two features
most often acquired: self-de-
frosting and ice-making refrig-
erators.

Kitchen windows:

Tenants can live without them,

Of the three layouts shown
above, project A’s was consid-
ered the best even though the
nearest window is 11 ft. from
the kitchen. The tenants admit-
ted that they would have liked
a kitchen window, but the indi-
rect view was sufficient. The
large opening bet we living
room and kitcher.  ated by the
counter-height walls increases
their satisfaction. And the rela-
tionship of the kitchen, dining
and living rooms was considered
excellent. Many tenants volun-
teered compliments.

Most project B tenants would
have liked some daylight in the
kitchen—perhaps an opening to
the living room or a skylight if
awindow was not possible. Oth-
erwise they were pleased with
the layout of the three rooms.

Project C has no daylight
problems, for the kitchen has a
large window overlooking the
deck. The buyers are less happy
with the arrangement of the
rooms, however, for they regard
the dining room as an uninvit-
ing back corner. Most liked the
counter opening between the
kitchen and the living room, al-
though they were not so sure
about the ceiling opening. One
buyer had closed off both.

but
they’d rather
not
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Living room:

Bedrooms:

Shape and windows determine
how it will
be used

Living rooms in project A tend
to be divided into two areas,
with couch and chairs near the
— windows and the area away

k from the windows furnished as

o a den. In project C, the living
‘f:’ . room tends to be divided into
3| g DR ~T]" two areas if there is no second

window, unified if there is.

In project B, on the other
hand, the space tends to be used
just as a living room. It is about

Lu/lu& <
Root AnEA”

Wil Dow H a

lz 4"rp l‘l "
. thesame size as in the other two
| & projects, but it has its window
furey Ly PP on the long wall, and that deter-
J‘ mines furniture placement.
Still, residents who divided

their living rooms into two areas
and those who did not appeared
to be equally satisfied.

Dining area:

It’s okay to have it open
to the
living room That makes both areas seem
larger. And besides, neither the
young people nor the retirees
felt any need for a formal dining
room.

In fact, while the dining areas
of projects A and B are always
used for that purpose, the dining
area of project C—the one with
the most retirees—is seldom
used for eating. A few use the
space for a bar or sitting room.
Others furnish it as a dining
room but don't use it.

One reason, of course, is that
they have an alternative: an eat-
in kitchen. But another reason is
the space itself. While it is only
slightly smaller than the dining
areas of projects A and B, it is
perceived as being very small
whereas the others are thought
of as adequate. One reason may
be that project C is a condomin-
ium, and buyers are used to
larger homes. But the main rea-
son is that part of the dining area
is under the stairway, and diners
must watch out for their heads.
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Project C, where the two bed-
rooms were nearly equal in size,
rated the highest. Objections at
projects A and B were entirely
related to the unequal size of the

bedrooms, especially where
roommates shared an apart-
ment.

None of the bedrooms in any
of the projects have direct access
to the bath, but this was some-
thing no one complained about.
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Small size doesn’t bother them.
Nor does lack of windows in the
rental projects. Those inter-
viewed were evenly divided on
the shared tub in project B’s two-
bedroom wunits. And they
thought the closet in project A’s
larger bath was great.

Project C’s condominium
buyers were just a little fussier.
They considered a bathroom
window necessary, and some
complained that theirs was too
small. They did not complain,
however, about being able to see
into the bathroom from the
entry below. And they liked the
location of the laundry and linen
closet right outside the bath.
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Bathrooms: ‘

Tenants are content
with a
simple bath
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Entry:

Anything goes, so long as
there is one
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Outside entry:

Projects A and C have medium-
size entries in all units; project
B has them in one plan and small
ones in another. All entries have
closets, and the medium-size
ones are also large enough to
hold a piece of furniture. Regard-
less of entry size, all tenants ex-
pressed great satisfaction.

Nor does distance from the
kitchen matter. Projects A and
C’s entries are fairly far from the
kitchen; project B’s are fairly
close. The residents of project C
were asked where they would
prefer having an entry if there
could be only one, and all pre-
ferred it opening into the living
room rather than the kitchen.

If it doesn’t keep people out of
the rain,
it’s no good

feELLl

Projects A and C have fairly low
covered entries with gutters,
and residents are happy with
them. The entries at project B,
however, are a few feet higher
and lack gutters. This makes all
the difference. Residents com-
plain that they have to go
through a waterfall to get to
their door. Also, the height of
the entry area allows the rain to
blow in.

The pool areas in all three proj-
ects are very active. And all
could have used larger decks;
people don’t swim, they sit.

Project A also has two tennis
courts that are in constant use,
and there is a demand for more.
Project B has a putting green
that is rarely used. The tenants
would have preferred tennis
courts.

Nor are the clubhouses used
much in the rental projects.
Project A’s is not available for
private parties and the public
uses are not popular enough.
Project B’s is available for pri-
vate parties, but it is small and
quite far from most of the units.
Project C’s, which is available
for parties, is enjoyed for both
public and private events and is
the focus of the project.

Amenities:

First choice is a pool,
with tennis
close behind

Cweaowde

Residents of project B, with one
assigned space near their unit
and % space elsewhere—often
distant—and project C, with one
assigned space nearby and Y
space elsewhere, were less dissa-
tisfied than residents of project
A, with 1% unassigned spaces
per unit, some of it far away. The
problem at project A is so great
that it has caused a number of
people to move out.

Some tenants refuse to go
along with assigned parking;
they're usually the ones who
manage to hog the nearby

b we(x]vle

Parking:

It’s always a problem,
but it helps
to assign spaces
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Laundries:

Noise: e

Conditions ranged from

good
to
very bad
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Tenants complained mainly
about mechanical noise in proj-
ect A and about noise from ad-
joining apartments in project B.
The condominium develop-
ment, project C, got the highest
rating, although some sound
does carry in its back-to-back
bathrooms when both medicine
cabinets are open, and there is
some impact sound from stair-
ways.

Project C’s units are separated
by the stairways, which are
framed to steel I-beams, and by
concrete block walls. Thus
there is good sound insulation.

It has electric heat, which is
quiet, and its air conditioners,
which are space units placed
high on the walls of the living
room and one bathroom, are sel-
dom used. The only mechanical
noise that people complained
about was from the lavatory
vent fan, which is so loud that
some have disconnected it.

The apartments in project A
are separated by the entry and by
concrete block walls. The stairs
are not framed into the wall.

Although a large gap under
the door allows sound to travel
from the stairways, there were
few complaints. Isolation from
the next apartment and from
above is good. The main prob-
lems are the clicks, whistles and
vibrations from the water heat-
ers and individual gas furnaces,
which are located in the center
of the apartments, and from the
apartment air conditioners,
which are in the bedroom. As
with project C, many people dis-
connect the noisy bathroom
vent.

Project B’s apartments are
separated from each other and
from the stairways only by stud
walls. The stairs are framed into
the walls. Sounds from the stair-
way and footsteps from the
apartment above can be heard
clearly in apartments, and con-
versation from next door can
sometimes be  understood.
There are no problems with me-
chanical noise, however, as proj-
ect B has electric heat and its air
conditioners, which are space
units placed low on the walls of
the living room and second bed-
room, are rarely used.

There were too few machines
and

The conditions differ in projects too much noise
A and B, but the tenants were

equally dissatisfied. Project A

has large unfurnished laundry Avr b ronvey
rooms with four washers »fnr a Bive 1‘:;’;%::

40 units. One type of building P
has a basement laundry with —s 1 *
one washer for 12 units. People EurAce
complained that there were not R |
enough machines. A few ob- [

jected to carrying laundry bas- = A/;Z:r’s
kets outside. And the lack of fur- £

nishings meant that the laundry lvw.\s;eg -
could not become a social gath- LavupR Y.
ering place; no one stayed while

the machines were running. b

Project B has small laundries
with one washer for each six or
12 units located off the landing
between the second and third —
floors. Most people felt this was — [vasHER -
very convenient; only a few ob- ! = 1 PRYER

I = i

SWW.p

LAvupey

jected to climbing stairs. And
the third floor tenants didn’t =
mind the appearance. Everyone - =
objected, however, to the noise, -~
which can be heard throughout
the building. And in the 12-unit

buildings, tenants felt that one c |7 F ——
washer and dryer wasn't Basilpsor
enough.

Project C, of course, is not
comparable as most buyers have - 87[
installed their own washers and e
dryers (although a community Dm@} .
facility is available in the club- ‘ L
house). Most owners like having ™ ———%&vgqu
their machines on the second i
floor, because most of the :,

clothes are there anyway. How-
ever, many complained about
insufficient insulation against
vibration noise.

Dumpsters:
They’re regarded
as 4
If they’re not fenced in, there are necessary
complaints about spilled gar- evil
bage, as at project B. And if
they’re too close to any units, a VA3
there are complaints about
odors. This happened at project zso’
C, and the dumpsters were [ 30 num.
movedasaresult. L. i
s P7As CkAP
For most people, howe.vcr, ;;”?‘E:CEE —
dumpsters are  convenient
enough and cause no problems. SrRefT
c b VAiTs B
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Floor level:

Luckily there’s something

to
please everyone

1

Window sills and alcoves:

They’re both
appreciated

In the two rental projects, most
people had picked the floor they
were on and liked it. The first
floor was preferred for conven-
ience, lack of stairs, and the
chance to barbecue. In project B,
however, some first-floor resi-
dents complained about walk-

~ ing a few steps down to their

doorways.

The second floor had every-
thing in moderation and the
third floor was preferred because
it was the quietest and had the
best view.

In the condominium town-
houses, buyers said they pre-
ferred the two-story unit to a
one-story unit because it
seemed more house-like and al-
lowed people to remain in con-
tact with the ground. One el-
derly lady used the staircase for
exercise. In fact the stairs,
which have open treads and ba-
lusters, are considered an impor-
tant design feature at project C.

Four-inch window sills were
used for plants and knick-
knacks. And alcoves large
enough for furniture were also
liked and used. Two or more,
however, caused problems by
breaking up wall space.

It just goes to waste.

Project A provides common
storage in the clubhouse, and a
security guard has to let people
in and out of the storage area.
That means it’s inconvenient to
use for such things as bicycles,
which tenants keep on their bal-
conies instead. And despite the
security guard, tenants com-
plain about property damage
and theft in the storage area.

Project B’s storage area is even
more inconvenient—it’s in an
off-site building that can only be
reached by car. Few people use
it. Again, no provision has been
made for bicycles, although
there are a few spaces under
stairways where they may be
left.

Project C needs no commu-
nity storage; each unit has its
own attic. It could use a place for
bicycles, though. A few people
keep them under the stairs—
which means they’re in the din-
ing area—or hang them on a
wall. Some say they have put off
getting a bicycle until there is a
place to keep it.

Projects A and B have white
walls and beige carpets; project
C has white walls and yellow
carpets. Project C buyers com-
plained about the bright carpet,
whereas the others were pleased
with their neutral color scheme.

Common storage:
If it’s not accessible,

forget it
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Andersson first familiarized himself with
each project by studying the drawings and
talking to the designers to find out what was
intended, what constraints they had worked
under and what unusual decisions had been
made.

He also talked to each project manage-
ment to find out what complaints they had
received and what their problems were.
Then he simply rang doorbells and told
people what he wanted.

“For me this was the most onerous part
of the job because I hate to impose upon
people,” he says. “But the door was seldom
slammed in my face. Sometimes it was

closed firmly; sometimes I had come at a

Methodology

bad time. But usually I was invited in.”

Once inside, Andersson’s next job was to
get people to open up.

“I'd make an unkind remark about archi-
tects in general and let them know that I
personally had not designed their homes,”
he says. “They could then complain with-
out fear of insulting me.”

He found that people felt freer to speak if
he didn’t ask their names. He also found that
he got the most information if he took his
time writing the answers; people usually ex-
panded on what they had said to fill the si-
lence, and often they added valuable infor-
mation.

He was careful to make it clear right from

the start that he could not accomplish any-
thing about their complaints.

At the end of the interview, Andersson
sketched furniture placement.

“T'd even ask to see the bedroom,” he says.
““Nobody minded. By this time they had al-
ready shown me various nooks and crannies
and confided personal habits their own
mothers wouldn’t know about.”

Finally, he thanked them for their time,
assured them that they had been terribly
helpful and got out fast.

“By this time Id proven myself a good lis-
tener,” he says, ““and some of the people

would have been happy to take advantage of
that.”
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&% These house-like apartments

R
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Like most empty nesters, the people who
rent these apartments—primarily middle-
aged and older executives and retirees
were ready for smaller homes and fewer
maintenance chores. But they weren’t about
to trade the lifestyle and creature comforts
of their large, expensive single-family
homes for the high-deansity rental environ-
ment

River Park Apartinents is designed speci-
fically to inatch this market profile Its site,
S1X acres of prime land in Upper Arlington
Ohio (ten downtown Co-
E.,xu.i}’uﬂ was m.q'uil'cd i 1974 b)’ Wallace
F. Ackley Co., a developer with long experi-
ence in building and managing apartments

minutes trom

tor older tarnilies
I'he site 1s 1n an area of $70,000 to $120

000 single-farily houses; so the developer
Knew that for zoning as well as markering
purposes River Park would have to be de-
signed to complement the surrounding
neighborhood. The Build the
apartments i the form of nnlglvlkunll}

decision:

houses

Architeot Richard Sologa of Eschliman &
AssOClates desigiied three basic apartment
layouts-—a single-story, a one-and-one-half-
story and a two-story—then put two or three
together in various configurations to form
the project’s 17 buildings. The effect from
the exterior is that cach building is a single
swched house nodicuwn of

laige de And
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custom look is attained by the different
brick, roofing materials and trim colors used
throughout the project

Unit interiors, although smaller than the
homes most renters came from, provide
many similar amenities. For example, all
the units have these features

® Large closets plus 500 sq. ft. of attic
storage.

® Woodburning fireplaces, slate entries,
private patios and private garages.

® Trim that includes beamed ceilings,
crown moldings and handbuilt stair rails
balustrades and chair rails (see living room
and stairwell photos on facing page).

® Kitchens with self-cleaning ovens,
dishwashers, ice-makers, self-defrosting re-
frigerators, garbage disposals, exhaust fans

® Interior color schemes chosen by each
tenant, and woodwork stained or painted to
specification.

There are 40 units at River Park and they
rent on one-year leases for $290 to $360,
which project manager Leah Shoemaker
says 15 above average but not expensive for
the area. Tenants pay for garbage collection
and for all unlitics except watei

Obviously a project like River Park makes
sense for marketing and environmental pur-
poses. But how does it stack up costwise
against a more typical high-density rental
cormplex?

Managing director Stanford M Ackley

affluent empty-nesters live the w:

iy,

admits that front-end costs are higher. But
over the course of construction, he says, the
numbers work out just about the same as
with any other apartment project.

The reason: Buildings are staged like they
would be in a single-family for-sale project,
and they’re rented up as completed. This
means the developer isn’t paying interest
over a long, rentless build-out period as he
would with buildings with many apart-
ments in them. At River Park, for instance,
Ackley says the construction-loan interest
tor the whole project was very nearly the
same as rents generated during build-out.

Ackley’s experience with similar projects
indicates that appreciation is greater than in
conventional projects. And he cites two
other long-term benefits:

First, maintenance costs are much lower
than in high-density complexes. At River
Park they're limited primarily to landscape
upkeep and repainting—which isn’t needed
too often.

Second, tenant turnover is practically nil
‘High tuimover can kill you,” says Ackley

Wc've tound that in projects like River
Paik, once you're through one cycle, tenants
seem to stay forever—unless you hit them
with exorbitant rent increases.”

So far, turnover at River Park has been
limited to people transferred to new job lo-
cations, says Ms. Shoemaker. And, she adds,

there 1s a waillng list for the units
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Site plan shows that what ap
pear to be large single-family
houses (photo, top) are actu-
ally two- and three-unit
buildings. Each building con
sists of one flat plus either
one 2-story plan or one or two
1%-story plans. (Floor plans
show two of these combina
tions.) For acoustical privacy,
concrete block walls separate
all apartments

APARTMEN'T




Only 35 of the first 66 units were
sold, the lender was threatening foreclosure,
the builder was threatening bankruptcy.

Today, the project is completely turned around.
The first phase is sold out, plans

for the next phase are well advanced,

and the lender stands to recover a lot more of
its money than seemed possible a year ago.

In a word, this is an example of...

How

The project is SunnyRidge, a 40-acre, 245-
unit condo in Fullerton, Calif. And the
process through which it became a success-
ful workout is increasingly important as
REITs and banks reluctantly face up to port-
folios clogged with what are euphemisti-
cally called distressed properties.

So far, such successful examples have
been the exception rather than the rule.
Workouts are almost always more complex
and more difficult than starting a project
from scratch, and there simply aren'’t
enough qualified companies around to
handle the present load.

The SunnyRidge turnaround is significant
for anumber of reasons. It points up the kind

workouts; it shows the kind of attitude a
lender must adopt if he is to make a feasible

workout deal; and perhaps most important, |

it proves that if these two ingredients are

present along with a little bit of luck, work- |

outs really can work.

Core of SunnyRidge’s problem:
inability to control costs

SunnyRidge is a classic example of a project
that might have squeezed by had times re-
mained good, but was doomed to distress
when the economy and the housing market
took gas together.

The builder, Pyron Co., had been a suc-

aworkout work

acre site was more suited to low-priced

| condos and started planning townhouses at

$22,000 to $25,000.

But by mid-1972, when Pyron submitted
SunnyRidge to Fidelity Mortgage Investors
(FMI) for financing, rising cost estimates had
pushed the projected prices to an average of
about $31,000. On this basis, FMI approved
atotal loan of $6.2 million for 245 units. Site
work began early in 1973, and the units
themselves were started in May of the same

| year.

Serious trouble surfaced towards the end
of 1973. FMI ran a check on the project and
discovered that costs had reached the point
where 1) there was a cost overrun of nearly

| $1 million, and 2) the only way to make the

project profitable was to raise prices again—
this time into the $40,000-to-$45,000 range.

“Of course, costs were shooting up every-
where at that time,”’ says Charles Ray, FMI's
western regional vice president. “The nor-
mal procedure would have been to increase
the loan, then raise sales prices to cover it.
But there were two problems.”

The first problem: Although Pyron had in-
formed FMI'’s local office of the cost in-
creases early in the game, the regional vice

| president (Ray’s predecessor) had neglected

cessful single-family developer in the Ful- |

lerton area for many years. In late 1971,

however, Pyron felt that SunnyRidge’s 40- |
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to pass on the information to FMI’s main
office in Jacksonville, Fla. The second prob-
lem: By the time the main office was finally
informed, the 1973 money squeeze was well
underway and FMI had stopped all loan in-
creases.

At SunnyRidge the increase would have
had to be $2-3 million,” says Ray, ““with the
first phase’s 66 units just about completed,
we already had $4.3 million out.

“Also, Pyron stopped paying interest late
in 1973. We had an interest reserve in the
loan, but when that ran out there was noth-
ing else.”

So FMI told Pyron that it would finance
the completion of the first phase, but that
was all.

“We could never find out what the fin-
ished cost of the units would actually be,”
says Ray. “They seemed to be out of control,
and eventually we lost confidence in the
builder.”

SunnyRidge finally went on the market in
June 1974. By February 1975, only 35 of the
first 66 units had been sold. This produced
$960,000 in repayment to FMI, plus about
$300,000 in escrow to complete the remain-
ing units.

Unhappily, it also produced another cost
overrun—roughly  $200,000 this time.
Meanwhile FMI had troubles of its own. In
January 1975 it filed for Chapter 11 for its

entire portfolio, having previously con- |

verted from a REIT to a business trust to
make this step possible.

So FMI told Pyron it would foreclose on
SunnyRidge. And Pyron promptly an-
nounced it would take all necessary steps to
protect itself against foreclosure. Presuma-
bly, such steps would have included filing
for bankruptcy, which left the dismal pros-
pect of a couple of years of litigation while
SunnyRidge just sat there.

It was here that the workout began.

The company that FMI selected to work |

out SunnyRidge was National Horizon
Corp. of Brea, Calif. Horizon had a solid
background in all phases of real estate—
houses, apartments and commercial. And

its president, Dan Keiserman, had founded |
and headed Heritage Construction Co., one |

of the country’s ten biggest homebuilders in
the sixties.

The first work-out stage:
negotiate a fair deal

“Keiserman became the man in the mid-
dle,” says Ray, “His immediate job was to
come up with a settlement that would keep
the project out of court so it could start mov-
ing again.”

Says Keiserman: “When we saw all the
difficulties that had stacked up, we realized
that foreclosure was the only way to go. So
a fair deal had to be made with Pyron.”

Keiserman was able to structure just such
a deal. FMI agreed to deposit in escrow
enough money to cover all of Pyron’s out-
standing debts in the project. Pyron in tumn




agreed to indemnify FMI against all future
claims. And FMI took Pyron off of nearly $4
million in guaranteed notes.

The second work-out stage:
move the standing inventory

This involved completing and marketing
the remaining 31 units in Phase 1.

“There were a lot of little things to be
done,” says Keiserman. “For instance, all
| the model interiors were white; there’s no
warmth in a white house. In one model, the
entry looked right into a half bath from
which the door had been removed; it’s good
to take some doors off in a model but not
all of them. And then there were no-nos like
a king-sized bed in a 9'x10’ bedroom.”

Finally, Keiserman went back to the 35
residents already living in SunnyRidge
““who had been raising general hell over a lot
of things.” His first step was to make good
on all the callback defects that had accumu-
lated; his second step, pretty much accom-
plished by the first, was to convince the resi-
dents that the project would now move for-

nity.

| e
i
National Horizon'’s
Dan Keiserman

FMI’s
Charles Ray

This portion of the work-out agreement
was done under a management contract be-
tween National Horizon and FMI.

Says Keiserman, “We told FMI we’d need
$85,000 for completions and corrections,
and §73,000 for marketing; this would net
| EMI about $1,172,000 from the remaining
| units. And we would receive $1,000 per unit
‘ as a management fee, plus out-of-pocket ex-
penses.”’
| Asit turned out, marketing costs came to
| only $25,000: “We thought we’d have to cut
| prices,” says Keiserman, “but instead we
| were able to raise them a little—and thus to
| boost FMI’s net.”

Also contributing to the reduced market-
l ing cost was a fast sellout: The remaining
31 units were gone in five weeks.

| The third work-out stage:
complete the project

Under a plan which, according to Ray, is
| about to be approved, Keiserman will have

. totally ifferent working arrangements with

Bl

| ward and become a well-managed commu- |

“For the first 44 units in phase 2,” says

repayment will be through our taking 75%

of the profits. We’ll subordinate the land, |
but Horizon will find its own source of con- |

struction money. So in essence, we’ll act as
a land warehouser.”

Why the workout worked:
the lender’s view

“We haven’t usually had happy experiences
with work-out companies,” says Ray, “‘but

able to work with them on other projects.”
|  The reason, Ray feels, is that Horizon has
all the basic qualifications of the successful
work-out company. Specifically:

1. It is a financially stable company with
a proven track record.

" A work-out company can get to you very
fast,” says Ray, “‘because there’s lots of
money moving around. ““So it must be solid,
. well capitalized, and have a top reputation
. for integrity. Shoestring companies are po-
| tential catastrophes.”

progress. “A company can be very sound,”
says Ray, “but if any of its own projects hap-
' pen to be in trouble, the company’s atten-
tion will inevitably go first to them.”
3. It is willing to work on an incentive
basis. “If you pay a monthly fee,” says Ray,
| “that’s negative incentive. The builder will
have a stake in stretching out the project. He
| should be willing to make his money based
| on his performance.”
4. It has access to all the development
 functions. “It’s not enough to be expert in
just one area—construction, for instance, or

ect needs the whole spectrum of expertise,
and your work-out man must either be able
to supply it himself or have access to the
best outside talent.”

he’ll get into trouble, not out of it.”

Why the workout worked:
the builder’s view

“The primary reason we were able to pull
SunnyRidge out,” says Keiserman, “is that
FMI took a realistic posture. They were sat-
isfied with a deal that gave us a reasonable
incentive.”

Adds Ray: “We’re not kidding ourselves.
Wedon't talk about accruing interest or any-
thing like that. We feel that by taking 75%
of the profit, we're doing as well for our-

selves as we possibly could—keeping our

losses o aminimum. Andit'scertainly a ot
Detter than trying o do the fob ourselves”

Ray, “FMI will take back a deed of trust, and ;

Horizon is an exception. And we hope to be

2. It has few if any of its own projects in |

marketing,” says Ray. “The distressed proj- |

5. It has knowledge of the area. “Real es-
tate is a local business,” says Ray, “and if | |
a work-out man doesn’t know the territory |

Site plan shows recently sold-out
first phase (tinted area). Density in
remaining phases will be reduced
slightly under the work-out plan so
| more one-story and split-level
models can be added. Two of the
original five two-story models are
shown in plan below. The price
| range—$40,000 to $45,000—will be

continued for the new models now
| being designed.
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“Anybody can show me

a spec sheet, but does
his product ®”

If you're a builder and you're asking about one of Durinc
our Whlrlpool builder territory managers . . . the take, sh the

s an unqualified "“Yes''! manager ¢

vV eqgl
T ong others
Fin fresher on all the post-sale
y a you get for relief of service
hea he over the keys to a home
a t d with Whirlpool appliances
U a All in all, when you call your Whirlpool Distributor
Ed v'l Cl nter in Pm n Harbor, Michigan you can be very sure the builder territory manager
Here, using a combination —m —— calling (at your

ill be speaking
Ask about ‘ who can

hangson” | Help where it counts UM B o0

product demonstrations . e wants to help
orofessional seminar instruc- | Whirlpool Distributor pre-sale | you make it happen on the bot-
tors produce significantly and pOSt-Sa|e Sel’VICGS. fom line '/A\ﬂd what could be

r n

t than that?

“’hlrlpool e S5 rom

detailed training manuals,
sophistica

CORPORATION
We believe quality can be beautiful
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No matter how you color it-Temple’s |
) |
n g= r BN NE
new textured hardboard siding looks great! | |
Temple’s new textured primed panels solve many flush. Each panel is uniform, free from knotholes, and }
traditional siding problems—with a look that's simple to install. It is warp resistant, with no resins f oo
tradition itself to bake out in the sun.
> o { These panels make painting simple. Their rustic Available in grooved or ungrooved panels, Temple
'S8 grain patterns look great under any of a rainbow of siding can save you time and money on your next N
] { colors, and the factory-primed finish eliminates half construction job. Judge it against the siding you're ¥
} the painting job entirely. You can even wait up to sixty using now—for both quality and price. See your ’ . it
days before applying the surface coat building supply dealer—you may be surprised at how ; i 285
Because Temple textured siding is made entirely of economical it really is. : 3.4
wood fibers, it offers many of the advantages of wood, {1l
and some others besides. It will not split or crack TEMPI.E INDUSTRIES #
during cutting or nailing, even when nails are driven » DIBOLL, TEXAS 75941 ]
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Whirlpool

% % Whirlpool v % %
% Here's a Star-Spangled %
% Opportunity to help %
v turn on home buyers.

1 2.8.0.0.6.6.6. 6.8 ¢

We have a Star-Spangled
Opportunity for you in 1976.
It's an opportunity to get
things going for you. An oppor-
tunity to make 1976 a great
year.

The sale can be easier when
they meet an old friend.

When prospective buyers see
the Whirlpool name on the
heating and cooling equip-
ment in your custom homes,
chances are they'll recognize
it as standing for quality. And
that can help you make a sale.

The right products . .. and the
right backing.

Check around. You'll find we

have a reputation for the kind
of service you can count on.
And we have the right prod-
ucts for your homes: Four lines
of air conditioners. (Including
Power Guard units with high
EER’s.) Over 65 furnace
models. (We build—and test—
them all ourselves.)

Real stability.

Although you may not come
right out and say it, you more
than likely want to be asso-
ciated with a supplier you can
trust. A manufacturer you
know will be fair, stick with you
no matter how business is, and
has the same stability you want
in your own business.

| >
Whirlpool

HEATING & COOLING

CIRCLE 115 ON READER SERVICE CARD

PRODUCTS

After the sale is important, too.

Service training, equipment
application, air conditioning
and heating fundamentals. ..
all part of the assistance our
dealers get from our Customer
Assurance Division. Our group
of qualified professionals help
you solve problems before
and after the sale!

There's a lot more to the story.
Take advantage of the new
Star-Spangled Opportunity
right now. Call your local distri-
butor. Or call or write Dave
Swartout (615) 244-0450, Ext.
240, P.O. Box 40202, Nash-
ville, TN 37204.
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automatic garage door opener systems
...by Alliance

The garage door picker upper becomes the sales picker upper!

A Genie in the garage tells potential home buyers a lot about you...and a lot
about the house. It shows your concern for their comfort, convenience, and it
says that you use nothing but the best when you build. Genie complies with all
U.L. standards, and Genie offers Cryptar—the radio control system with 1440
different frequencies. Genie has no belts or pulleys. Control units are solid
state and comply with all FCC regulations. Choose from three decorator-
designed models, all complete with automatic lighting, automatic reverse if the
door contacts an obstruction while closing, external limit switches and thermal
overload protection. Call your local Genie dealer for complete details.

Opens the door. . .turns on the light. . .closes the door. . .turns off the light

@ he ALLIANCE manutacturing Co., Inc, Alliance, Ohio 44601
®

A NORTH AMERICAN PHILIPS COMPANY

Maker of the famous antenna rotator... Alliance Tenna-Rotor ' “TV's Better Color Getter!”
See us at the NAHB Show, Booth No. 1437 *1975 The Alliance Mfg. Co
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1. Easy-to-maintain gas range has a
porcelain enamel finish, a no-drip
lift-off cooktop, a removable oven
and a continuous-cleaning
oven. The top-of-the-line model fea-
tures a black glass oven door and a
digital clock/six-hour timer with an
| automatic cook-and-keep-warm
control. White-Westinghouse, Pitts-
burgh, Pa. Circle 336 on reader ser-

vice card

d()(lr

2. Energy-saving dishwasher for un-
dercounter installation has eight
cycles. During the wash/cool-dry
cycle the fan and heating element
shut off automatically at the start of
the drying phase. This can save up
to 30% of the energy normally used

1 for a load, Admiral, Schaumburg

IH (.‘”L'I]l’ H-'

card

on H‘xld(’! service

PRODUCTS: KITCHENS

3. Traditionally styled cabinetry,
““Harvest Oak,”” has solid oak frames
and doors with a hand-rubbed furni-
ture finish. Interiors have a low-
maintenance wipe-clean surface.
Adjustable shelves are standard in
30"-high wall cabinets as are slide-
out trays in base units. Merillat,
Adrian, Mich. Circle 338 on reader

service card

4. Wall-size entertainment center
contains all basic kitchen compo-
nents. Unit includes a 4.2-cu.-ft. re-
frigerator, a porcelain enamel sink,
a two-burner electric cooktop and
ample storage space overhead and
under the counter. Center is built
into a hardwood cabinet that comes

In three finishes. Cervitor South E|

Monte, Calif. Circle 339 on reader
service card

5. Ductless Chef-Aire® range hood
has infinite speed solid state con-
trols that operate at the touch of a
finger. Unit features activated char-
coal and lifetime aluminum grease
filters and an enclosed light. Hood
comes in a choice of appliance
colors, hammered enamels or stain-
less National Industries,
Ocala, Fla. Circle 340 on reader ser-
vice card

steel.

6. Early American style cabinetry,
“Chatooga Oak,” adds a country
look to a contemporary Kkitchen.
Door fronts feature a rustic pegged,
grooved-plank design accented by
traditional hardware. The light oak
cabinetry is in the low-medium

price range. Del-mar, Triangle-Pa
cific, Dallas. Circle 341 on reader
service card

7. Range with an easy-to-clean, one-
piece ceramic cooktop has a contin- |
uous-cleaning oven. Unit comes in |
the freestanding version shown or in
two drop-in models. Companion
under-the-counter trash compactor
can compress the equivalent of 20
gallon cans of solid waste before bag
needs to be removed. Sears, Chicago. |
Circle 342 on reader service card '

8. Convertible cooktop grill-range
has a selective-use oven that cooks
with radiant or convected heat. Con-
vected heat provides faster cooking
of roasts, etc., at lower tempera-
tures. A power-driven stream of
heated air circulates in the oven |
about 20 times a minute prOVldmg \

faster, more even heating Jenn-air, |
Indianapolis. Circle 343 on reader |
service card '

—

—

MORE PRODUCTS ON PAGE 118
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PRODUCTS: KITCHENS

1. Versatile cooking center has an
eye-level Radarange® microwave
oven and a conventional continuous
cleaning lower oven. Ceramic-glass
cooktop accepts any flat-bottom
utensil. Range with black-glass styl-
ing is offered in white, coppertone,
gold and avocado. Eye-level control
panel, out of children’s reach, moni-
tors all functions. Amana, lowa.
Circle 344 cn reader service card

2. “Dacor” convertible range serves
as a built-in electric barbecue grill or
a four-burner stainless steel cook-
top. Interchangeable components
plug easily into a prewired chassis.
Griddle and rotisseries are optional.
Matching two- and six-element
units are also available. Distinctive
Appliances, Sun Valley, Calif. Circle
345 on reader service card

3. Tumble dryers available in two
sizes are designed to fit into kitchen
cabinetry. Imported from England,
easy-to-operate units have rocker
switches to select heat levels and
setting dials with up to 120 minutes.
An automatic 8-10 minute cold
tumble completes every cycle to
prevent wrinkling,. Burco, New York
City. Circle 346 on reader service
card

4. Contemporary cabinetry line im-
ported from England includes the
stainless steel sink module, base and
wall units and full height tall-
storage cabinet shown. Easy-to-as-
semble units are shipped in flat
packs. Doors are prefitted with con-
cealed fittings. Grovewood, New
York City. Circle 347 on reader ser-
vice card

5. Double-oven range features a
woodtone glass panel on both oven
doors, digital clocks and glass con-
trol panels. Offered in gas and elec-
tric versions, range has automatic
cooking features such as a cook-and-
keep-warm control. Unit is easy to
maintain with a lift-up cooktop and
removable oven doors. Magic Chef,
Cleveland, Tenn. Circle 348 on
reader service card

6. Modern-style drop-in range fea-
tures a sleek black glass door, a
brushed chrome cooktop and a re-
styled backsplash. Available with a
standard or self-cleaning oven, unit
features two-step surface controls
with infinite heat settings. Two
models are offered. Hotpoint, Louis-
ville, Ky. Circle 349 on reader ser-
vice card

7. Ductless range hood features a
two speed motor and a built-in light.
Designed for easy installation, unit
has two washable aluminum filters
to remove grease and odors. Ducted
models are also available. Hood with
a baked enamel finish comes in avo-
cado, white, coppertone, gold and
red. Home Metal, Plano, Tex. Circle
350 0n reader service card

8. Built-in electric oven with contin-
uous-cleaning feature is designed to
conserve energy. Oven has extra-
heavy insulation and a constant-
cool door. Automatic stop/start
clock timer, a preheat control, signal
and oven lights, and a two-coat inte-
rior oven finish are standard. A dou-
ble-oven model is available.

Chambers, Oxford, Miss. Circle 351
on reader service card
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W A JENN AIR OPEN HOUSE
CAN CLOSE THE SALE.

sounds good, wait 'til yo
hear about the rest of
‘Ground-Up" program. It'11 h

a house plan that'll

Jenn Air Corporatic
Indianapolis, Indiana

Name__

City __St 7y e
Phone: __ = g =
5 JENN AIR GRILL-RANGE

- — e e S i S S — — ——————
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PRODUCTS: BATHROOMS

1. Fiber glass bathtub and matching
surround provide a unitized look.
Easy-to-install five-piece surround
has waterproof joints and seamless
shelves with molded-in soap dishes.
Tub features a contoured back and
headrest. Surround and tub are avail-
able separately or as a complete kit.
Both come in a choice of colors.
Lasco, Anaheim, Calif. Circle 352
on reader service card

2. King-size bathing oval, “The
Bath,”” now comes in five bold ac-
cent colors as well as its standard
eight shades. New colors are: sun-
flower, expresso, tiger lily, blueberry
and antique red. The seamless fiber
glass tub is available with dual water
controls and showers. Kohler,
Kohler, Wis. Circle 353 on reader
service card

k.

3. Single-handle faucet features
quad-ring seals that provide twice
the sealing area of conventional O-
rings. Pull-on operation of the
acrylic handle offers constant tem
perature and volume control. Con-
temporary-styled unit has a spout
angle engineered for hand clearance
Rockwell, International, Morgan-
town, W. Va. Circle 354 on reader
service card

4. Early American-style vanity,
“Plymouth,” features louver doors.
Constructed of ““Herculex,” a poly-
ester and melamine laminate on
high-density particleboard, unit is
available in a full range of sizes from
C()InpaCt to qUL'L'n S1Z¢€. h comes 1n
white teak or oak finishes. Camden
Crafts, Lebanon, Ohio. Circle 355 on
reader service card

5. Single-handle shower valve pro-
tects against sudden water tempera-
ture changes due to pressure varia-
tion and saves water and fuel. “Sen-
tinel Mark II” features a pressure-
sensitive shut-off, an adjustable
temperature limit stop and a volume
control. Speakman, Wilmington,
Del. Circle 356 on reader service
card

6. Traditionally styled vanity,
“Duchess,” features usable
drawers and a door cabinet. A panel
resembling a third drawer conceals
the underside of the center bowl.
Constructed of high-density parti-
cleboard, unit is finished with an
ultra-violet curing process. Vanity
comes in antique white or light wal-
nut. Belwood, Ackerman, Miss.
Circle 357 on reader service card

two

7. Center-opening bath enclosure,
“Tiara,” features crack- and shatter-
proof doors. Showerfold® unit glides
on Delrin® rollers and stays open
without latches. Doors are offered in
a choice of gold, avocado, beige,
pink, white and white with gold
flecks. Aluminum frames come in
gold or in silver with woodgrain ac-
cents. Kinkead, Chicago. Circle 358
on reader service card

8. Vitreous china toilet has an elon-
gated siphon jet bowl and a low pro-
file tank. Twin jets in a widened
trapway provide rapid, efficient
flushing. A water-saver flush valve
shuts off the water if the lever is
raised for controlled flushing and to
protect against overflow. Mansfield,
Perryville, Ohio. Circle 359 on
reader service card
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There’s

SHEETROCK gypsum
comes in so

SHEETROCK"

panels, the one
many specializeq

only one

brand that
forms for more

Please note: SHEETROCK is the registered trade-

mark for gypsum

pPanels made only by

UNITED STATES GYPSUM

BUILDING AMERICA

CIRCLE 8] ON READER SERVICE CARD
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Compare the Soss

by hinges or gaps...th
bars, stereos, or TY.'s.
180 degrees, and
listing in Sweet’s or write
for Catalog: Soss Manufac-
turing Company, Division
of SOS Consolida:ed, Inc.,
P.O. Box 8200, Detroit,
Michigan 48213,
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Soss Invisible

look of invisibnlity with any strap or butt hinge
and you'll choose The Soss Invisibles. These amazing hinges hide
when closed to blend with any decor. With The Soss Invisibles you
can create room, closet, or cabinet openings which are unbroken
€ perfect look
The Invisibles
are reversible for right or |eft hand openings. See

-{the SOSS

for doors, doorwaHs, built-in
are extra strong, open a3 full

5 [visiSlies
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PRODUCTS: BATHRwMS\

. Tub/shower fitting is , three-
valve diverter with 8” centers and 2"
adjustments Integral Stops permit
Servicing of the hot and cold valves
directly from the front with no need
to shut off water to the entire unie.
It is availap]e with copper or 1Iron
Pipe inlets and outlets, Royal Brass,
Cleveland, Ohjo Circle 360 op

reader service card

2. Toilet flushing system, Flush-
mate®, uses 21, gals. of water In-
stead of the 5.8 gals. required by
most conventiona] systems. Water
1S stored in the ypije and forced
through the bowl by releasing com-
Pressed air. The self-contained
Flushmate® cylinder replaces the
flush tank. Water Control, Troy,
Mich. Circle 36) on reader service
card

— ,\\\\ e ———

MORE PRODUCTS

3. Pulsating personal shower fey.
tures a spray pattern that provides 2
massaging effect. Changing the dial
on the head 81Ves a conventiona]
Spray. Unit comes as 3 replacement
hand shower Or In two complete
flexible-hose models. Tub-spout
version shown is jdea] for baths
without showers, Black and chrome
fixture blends with any decor.
Alsons, Covina, Calif. Circle 362 on
reader service card

4. Water conserving toilet with hy-
draulic design, “Mercury 111 uses
less than 3 Y2gals. of water per flush.
The k.d. vanity, shown in 2 double-
door model, is supplied with a faycet
and a vitreous china bowl in 4 choice
of five colors, Umvcrsal-Rundle,

New Castle, Pa. C. ircle 363 on reader
service card

e —
ON PAGE 125




At $10.13 an hour,
this could drive you out of business.

That's what it costs* to operate an ordinary hammer.
Add up the basic hourly wage, fringe benefits, taxes,
insurance, and all the rest. It's an expensive tool. And
not very efficient.
But Paslode” tools can make that
hammer obsolete. Almost any nail
you drive by hand, from a 16d
common to a finish brad for paneling,
you can drive with a Paslode nailer.
Faster. And with less labor. Air power
replaces arm power. Just one man with
a Paslode nailer can do the nailing of
four, five or even more men with
hammers. Safer, and with less waste.
Put Paslode tools in the hands of
your carpenters. You'll speed up subfloor-
ing, framing, roof sheathing, and dry-
walling operations. You'll be able to take

better advantage of good weather. You might even
cut your interest payments because of less time on con-
struction loans.
The time is here when you can't maintain your
profit margin by simply passing
%® higher costs along to your cus-
¢ tomers. And while Paslode doesn't
have the answer to all your
problems, we can help you control the
total cost of labor.
Write today for our free construction
brochure that shows all the ways Paslode can
make your business more profitable. Or talk
to your nearby Paslode dealer.
You won't be wasting your time.
Paslode Company (Division of Signode),
8080 McCormick Blvd., Dept.HH-1, Skokie, I1l. 60076.
In Canada, Paslode Canada Registered.

Bureau of |
for citie:

(PASLODE
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“Leisure living is wh .
at Rossmoor. That’s why we’re using

kitchen co o0 t Rossmoor | ¢ re World

at we sell

=
|
N

Pont CORIAN from coast to coast’

enwald. President. Rossmoor Corporation

“CORIAN is a good example of the product quality we provide in our Leisure World
“Total Living’ concept.” says Mr. Rosenwald. “We're developing communities from
coast to coast and we're specifying vanity tops of CORIAN in the bathrooms and
countertops of CORIAN in the kitchens.
“We like CORIAN for every reason you can think of. It’s beautiful and it stays
beautiful. Our customers want easy maintenance and that’s what CORIAN offers.
And we can schedule it onto the job with confidence: sheets are pre-cut in the shop,
brought to the job site, and installed by our regular crews. CORIAN has everything.”
Those are just some of the reasons why giant Rossmoor Corporation has CORIAN
throughout its communities in Laguna Hills, California: Golden Hills, Arizona;
Coconut Creek, Florida; Silver Springs, Maryland; Woodridge Center, Illinois, and
Willow Hill, New Jersey.
lake advantage of the Practical Elegance of CORIAN" building products. CORIAN is available
in sheet stock for custom surfaces (it can be worked with regular tools), kitchen countertops, wall
wainscoting, bathtub and shower surrounds. One-piece molded vanity tops and bowls of CORIAN
also available. For more information and the name of the distributor nearest you, write to Du Pont,
Room 24900, Nemours Building, Wilmington, DE 19898.

Building Products

REG. U 5 PAT OFF




PRODUCTS: BATHROOMS

7. Widespread lavatory faucet set
has removable two-piece
escutcheons that permit changing of
external components without dis-
connecting water lines. The system
is offered on chrome-finished fit-
tings with a choice of Chrystal-glo
or Aquatique handles. Tub sets are
also available. Harcraft, Torrance,
Calif. Circle 366 on reader service
card

5. Elegant curved vanity top with
the look of genuine stone is molded
in one piece of precision-ground
marble and special resins. Material
has a high-gloss surface impervious
to household stains and chemicals
and easily cleaned with a damp
sponge and a mild detergent. It is of
fered in a wide range of neutral and
richly marbled colors. Molded Mar-
ble, Menomonee Falls, Wis. Circle
364 on reader service card

easily

8. Compact lavatory/cabinet unit,
“Vanessa 19,” has a seamless vitre-
ous china top available in a choice
of colors. Cabinet with a wood-
grained plastic laminate exterior
comes in brown cherry shown or an-
tique white walnut. Unit can ac-
commodate 4" centerset or 8" combi-
nation fittings. Eljer, Pittsburgh, Pa.
Circle 367 on reader service card

6. Lighted rectangular mirror with
concealed incandescent bulbs tilts
to give full length viewing. Offered
in brown-smoke with a chrome fin-
ish, mirror is contained in a white
shell that reflects the illumination
Installation instructions are pro-
\: vided. Allibert, New York City
Circle 365 on reader service card

e N === 5 RS -

MORE PRODUCTS ON PAGE 126

Isdirectedtoa
vast, untapped
market of pro-
spective buyers
who want some-
thing unique.

Adapts to worlc

climate co

commercial build-
ings as well as
homes.

Is availableina
range of prices,
sizes and floor

plans.

For detailed information write today to Geodesic Structur
Inc., P.O. Box 176H/H, Roosevelt, New Jersey 08555...or
Ernest Lowy, V.P. Marketing (609) 443-4440
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PRODUCTS: INTERIOR ENVIRONMENT

1. Unitary climate-control products line includes
a split system heat pump available in 2% and
3-ton models, an electric furnace which comes in
5 KW to 30 KW units and a dual cell electronic
air cleaner and by-pass humidifier (all shown).
Airtemp, Chrysler, Dayton, Ohio. Circle 430 on
reader service card

2. Vari-pitch cupola with a decorative weather
vane on top is an attic ventilator. Unit which can
be converted into a power vent by adding a
fan/motor is constructed of aluminum with a
baked-enamel finish. Lomanco, Jacksonville,
Ark. Circle 431 on reader service card

3. Built-in 32"-wide heating and cooling unit is a
through-the-wall model available in 10,000
BTUH cooling capacity with 2.5 to 4.5 KW of
heating. Unit with an EER of 7.5 has a top air
discharge to eliminate drafts and permit low
mounting. General Electric, Louisville, Ky. Circle
432 on reader service card

MORE PRODUCTS ON PAGE 128

4. Energy-saving central air conditioning line has
EERs as high as 8.8. Because units contain 30%
more condensing coil surface, a smaller compres-
sor is needed and less energy is used. Quiet-
operating systems come in five sizes from 24,000
Btu to 48,000 Btu. York, Borg-Warner, York, Pa.
Circle 433 on reader service card

5. Combination exhaust and light fixture for the
bathroom is UL-listed. Improved lighting and
quiet operation are featured. Unit delivers 60 cu.
ft. of air per minute. Rittenhouse, Emerson-
Chromalox, Honeoye Falls, N.Y. Circle 434 on
reader service card

6. Vented single and dual wall furnaces are de-
signed to heat problem areas. Space-saving units
for wall-mount or recessed installation have cast
iron burners and ceramic-coated heat exchangers.
Heaters have safety pilots and thermostat con-
trols. Dearborn Stove, Dallas. Circle 435 on
reader service card
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over 100 Kingsberry Men to Help Yo

ALABAMA ].L. Brown, Huntsville, (205)883-11
R. Heffner, Dothan, (205)794-0834 J.R. McWate
Birmingham. (205)553-2683 K.L. Richardson, T
caloosa, (205)553-2683 G. Stanley, Gadsden, (24
546-0080 ARKANSAS C.R. Bates, Little Rock
225-8828 COLORADO E. Behr, Denver, (303)757-41
W.D. Thompson. Lakewood, (303)232-4332 CO
NECTICUT W.S. Westley, West Hartford, (2C

233-7466 FLORIDA W.A. Ball, Jacksonville Bea

(904)399-0471 R.P. Beck, Tallahassee. (904) 8

0090 E.F. Grant, Boca Raton, (305)391-3275 Lyni
McMahon, Ft. Myers Villas, (813)939-1239 E. Netch
Odessa, (813)920-6378 S.T. Richerson, Pensacol
(904)455-4553 ].E. Smith, Altamonte Springs, (3

869-0863 GEORGIA L.H. Brown, Macon, (912)7

3127 T.L. Crowder,Jr., Albany, (912)883-1771 J.
Dodd, Atlanta, (404)256-9733 T.A. Flowers, Athe

(404)546-5300 P. Foster, Savannah, (912)897-39
|. Rowell, Marietta, (404)252-2166 ILLINOIS ].
Christensen, Belvidere, (815)543-0966 ]J.B. Dora
Lombard, (312)627-4376 G.V. Edwards, Sycamo

(815)895-2451 M. Green, Sycamore, (815)895-43
T. Newton., LeRoy. (309)962-9704 P. Stowe, Cha
paign, (217)356-4785 INDIANA Judy Eikenber

Southport. (317)787-2271 R. Francis, South Ben
(219)277-0917 D. Tanner, Marion, (317)664-21
IOWA ].F. Klesack, Davenport, (319)359-17

|. Peterson, Des Moines, (513)746-1981 KANS/
R. Namisnak, Wichita, (316)684-8837 KENTUC

R.A. Brown. Mavfield, (502)247-5803 W.E. Cart

Paducah. (502)443-6547 ].P. Egan, Louisville, (50|
239-0600 V. Rains, Mavfield, (502)247-5803 J.
Walker, Louisa. (606)638-4243 LOUISIANA F
Gomez, Jr.. Baton Rouge, (504)926-0182 MARYLA

W.A. Broll, Jr.. Baltimore, (301)243-6319 G.D. Rot
Silver Spring, (301)593-6681 MASSACHUSETTS |.
Real, Sturbridge. (617)347-7117 MICHIGAN V. Sout
well, Albion, (517)629-8080 R.]. Sheehy, St. Cla
Shores, (313)886-4313 W.T. Scott, Boyne Cit
1616)582-6694 MINNESOTA W. Johnson, Burnsvill
(612)894-2547 T]. Nagel, Moorhead, (218)236-86(
G.C. Savyer.Jr.. Minneapolis, (612)432-6150 D. Swa
son. Apple Valley, (612)432-4441 MISSISSIPPI |.

Kale. Jackson, (601)863-1430 MISSOURI D. McGi
Kirksville, (816)665-8785 Z. Miller, Afton, (31
291-4600 D.L. Springer, Springfield, (417)883-32
NEBRASKA R.L. Kautz, Omaha. (402)331-0256 NE
HAMPSHIRE R.A. Lumbert, Portsmouth, (603)43f
8580 NEW YORK L. Blanding, Syracuse., (315)48
3333 ].T. Holmes, Rochester. (716)244-1473 S.
Parisi, Wappingers Falls, (914)831-2219 NEW JERS

|. Buvel, Cherry Hill, (609)667-1477 H. Nadle
Medford Lake, (609)654-6446 NORTH CAROLI

J.E. Vest, Raleigh, (919)781-4445 W. Marshal
Raleigh, (919)876-5570 D. Moon, Greenville, (914
756-6850 W.M. Robertson, Wilmington, (919)79%
6582 OHIO D. Auberger. Bolivar, (216)874-324
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888-7320 C.A. Masterson, Toledo. (419)865-724
R. Wacha, Columbus, (614)457-8581 OKLAHOMA |.
Armbruster, Oklahoma City, (404)843-3632 D.
Moses, Tulsa, (918)664-1968 F.C. Wright, Yoko
(405)373-1233 PENNSYLVANIA R.L. Bilott, Nort
Huntingdon. (412)864-1463 A. Hughes Jr.. Cam
Hill. (717)761-7566 T. Murtaugh, Mountaintof
(717)825-3689 |.K. Wright, Canonsburg, (412)74¢
2306 SOUTH CAROLINA A F. Cook, Columbia, (803
772-2880 SOUTH DAKOTA C.W. Richardson, Siou
Falls, (605)334-0369 TENNESSEE R. Feher. 0l
Hickory, (615)847-4466 Wm. Little, Memphis, (901
346-1428 TEXAS Bill Alexander, Corpus Christ
(512)991-8846 D.H. Carter, Plano, (214)423-876
L.P. Ferrell, Arlington, (817)261-2816 H.L. Herberf
Houston, (713)622-7575 A.C. McGehee. Sequi
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WISCONSIN D. Briese. Chippewa Falls, (715)72¢
2733 M. Erbes. Plover, (715)344-7499 LaVern Knoll
Appleton, (414)731-1055 J. 0'Brien, Middleton
(608)836-8490. . . For information on Kingsberr
Men in Maine, Vermont, Rhode Island, Delawa

and North Dakota, send in the coupon in the ad




The Kingsherry Man can help you
cash in on it.

It’s your chance to get into a whole
new market. A market of buyers who,
until now, simply couldn’t afford to
own their own homes. A market
created by the U.S. Department of
Housing and Urban Development’s
Revised Section 235 Homeownership
Subsidy Program. Your
Kingsberry Man has over 30 models
that can get HUD 235 funds working
for you. Every qualifying model
features panelized construction,
plus the design integrity and
manufactured excellence found in all
Kingsberry Homes. HUD 235—it’s the
way to get in on a vast new market.
And the Kingsberry Man can help
you get started just as soon as you
send in the coupon.

It’s all the help you can get.

KINGSBERRY HOMES
i

Boise Cascade
Manufactured Housing Division/Eastern Operations

Frank D. Carter, Director-Marketing
Kingsberry Homes Dept. HH-16,

61 Perimeter Park, Atlanta, Georgia 30341,
(404) 455-6161

Firm

Address

Zip Phone

Lots ready to build on:

O None, OJ1-10, OJ 1125, (J26-50
Units built in past year:

CJNone, O 1-10, [J11-25, (J26-50
[J Single Fam. [JMulti-Fam. [J Vac.

Kingsberry Homes are distributed throughout a 38 state
area of the Mid-West, Mid-Atlantic. Southeast, South-
west and New England states from plants located in
Alabama, lowa, Oklahoma, Pennsylvania and Virginia.
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DUO SAUNA

The last word
in flexibility
from

the first name
in saunas.

Eighty-seven different sauna
room arrangements are possible
with the six Universal pre-built
rooms from Viking Sauna.

It's complete modularity —
floor, benches and walls. Even
control panels are modular.

With this kind of flexibility,
there’s probably a pre-built Viking
Sauna that will meet your require
ments. In homes. In offices. In any
building. If not, Viking can custom
design the sauna you want.

With more than 100,000
installations behind  p——
us, you know that il
when it comes to
saunas, there is no
“or equal” to
Viking.

For the last word
in saunas, return

the coupon.

P

e

1
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B Add 1
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. I
Vet :
I Vikino®Sauna. !
i )09 Park Avenue, P.O. Box 6298 i
I - Jose, California 95150 HH176 I

h--------------‘
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PRODUCTS: INTERIOR ENVIRONMENT

4. Split system heat pump is available in five
models. Cooling capacities range from 24,000 to
58,000 Btu. Heating ranges from 27,000 to 63,000
when matched with an indoor section. For colder
climates, electric-resistance accessory heaters are
offered in 4 or 28.8 KW. Carrier, Syracuse, N.Y

Circle 442 on reader service card

5. Medium capacity oil burner/boiler for hot
water or steam heat systems comes in six sizes
Compact unit has a built-in horizontal flue-way,
a flame-retention burner, top clean-out openings,
a built-in air eliminator and an insulated steel
jacket. Weil-McLain, Michigan City, Ind. Circle
443 on reader service card

6. Deluxe power ventilator is designed for roof or
gable mounting on structures withup to 2,500 sq.
ft. of attic space. A pre-set adjustable thermostat
automatically activates the unit as it is needed.
Butler Ventamatic, Mineral Wells, Tex. Circle
444 on reader service card

7. Multiple-setback thermostat provides manual
control and automatic operation. Unit combines
ahand-wound timer with a conventional thermo-
stat so that temperatures can be raised or lowered
as desired for specific periods up to 11 hours. Hon-
eywell, Minneapolis. Circle 445 on reader service
C LI.’d

8. Water-to-air heat recovery unit, ““Seasonaire,”
transfers heat from areas of the building that re-
quire cooling to areas that need heating. Unit has
a heating capacity of 9,600 Btu and a cooling ca-
pacity of 9,000 Btu. McQuay-Perfex, Min-
neapolis. Circle 446 on reader service card

9. Remote condenser unitin 1 to 5 ton capacities
and 1.5 to 7.5 ton cooling coils are designed for
use with a line of electric furnaces. Coils can be
built in furnaces or added on later. Easy-to-main-
tain-and-service condensers have removable top
and end panels. Square D, Lexington, Ky. Circle
4470n reader service card

MORE PRODUCTS ON PAGE 131
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1. Roll-blinds installed on the out-
side of windows, prevent heat
transfer and block light and sound.
Constructed of wood, aluminum or
PVC, they have an extended design
that creates an insulating air space
between the blind and the window.
Excellent for security, blinds can
only be operated from inside. IMMS,
Essex, Conn. Circle 400 on reader
service card

2. Cushioned outdoor furniture is
accented by wrought iron decora-
tions in a grape and leaf pattern.
Heavy-gauge welded steel frames
have a “Leisurecote’ protective fin-
ish that will not weather. Zippered
polyurethane cushions can be cov-
ered in vinyl or treated fabric. Bunt-
ing, Philadelphia, Pa. Circle 401 on

reader service card

3. Load-bearing grass, Grasscrete®,
is a poured-in-place reinforced con-
crete slab with holes in it through
which grass can grow. Used for park-
ing lots and for erosion control with-
out a totally sterile look, the mate-
rial is self-draining and able to stand
up under heavy traffic loads. Surfac-
ing needs the same care as grass. Bo-
manite, Palo Alto, Calif. Circle 402
on reader service card

4. Seamless vinyl flooring, “Lon-
leum,” for use indoors or out, is for-
mulated of PVC resins. Material can
be exposed to direct sunlight and
weathering without shrinking or
rapid aging. A special protective
wear-surface allows the flooring to
be used in heavy-traffic areas. Lon-
seal, Torrance, Calif. Circle 403 on
reader service card

5. Decorative columns manufac-
tured of heavy-duty aluminum are
available in satin anodized or baked
enamel finishes in black, white or
bronze. Offered with the cast alumi-
num inserts shown or with lighter
scrollwork, columns are load-bear-
ing members. Easily installed on
porch or patio, they are supplied in
a range of heights. Columns can be
used in conjunction with aluminum
railings as shown. Superior Alumi-
num Products, Russia, Ohio. Circle
404 on reader service card

6. Ceramic tiles in fiery colors add
visual excitement to outdoor gar-
dens and plazas. “Valencia Cali-
ente,” which may be used on any
wall surface indoors or out, comes in
a graduating range of bright colors.
Combining the colors gives added

design versatility. Supplied in |
13"x13" sheets of 3"x3" tiles, mate- 4
rial is easy to install. It resists acids, |
stains, frost and heat. Non-absor- |
bent tiles are easy to clean. Latco
Products, Los Angeles. Circle 405 on )
reader service card \
‘

7. Fiber glass-rock waterfalls en-
hance the attractiveness of indooror |
outdoor garden pools. Water flows
lazily down the authentic-looking |
fiber glass rock formations. Falls are |
available in nine different sizes rang- .
ing from 19" to 7% high. Suitable
for use with any of ten heavy-duty |
fiber glass oriental style garden
pools, falls are not harmed by sea-
sonal changes or temperature ex-
tremes. Russell Reille, Canastota,
N.Y. Circle 406 on reader service
card

MORE PRODUCTS ON PAGE 132
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| SUPERIOR solves building
problems FOUR WAYS

SERIES 900 HEAVY DUTY  COLONIAL COLUMNS...
RAILI’G L oralive, well designed. load bearing column for that

RESIDENTIAL RAILING .

new homes or home remodeling use

special desired environment.

DECORATIVE COLUMNS

various designs wilh cast or scroll type inserls

All in maintenance-free. easy to install. low cost, long lasting ALUMINUM.

SEE OUR NEW PACKAGED SERIES 400 ECONOMY RAIL!

Aluminum Produets. Inc.
211 W MAIN STREET RUSSIA. 0OHIO 45363
513 526-4065

SEE YOU AT THE N.A.HB.SHOW IN DALLAS

CIRCLE 82 ON READER SERVICE CARD

Compotite waterproo?i?g can result in a fully tiled
shower area at no more than the cost of a tub or open-
base receptor. For Compotite is less in price than any
other shower pan material. Beautify your baths, up-
stairs laundry rooms, and other wet-areas with ever-
lasting ceramic tile based on Compotite. Give her the
tile she loves!

Compotite

Shower Pan

P.O. Box 26188
Los Angeles, California 90026
Phone: (213) 483-4444

CIRCLE 132 ON READER SERVICE CARD
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PRODUCTS: TOOLS/ EQUIPMENT____

1. Sub-component nailing machine
for the assembly of headers, chan-
nels, king studs, cripples and tees
features four Paslode pneumatic
nailing guns. Easily operated by one
person, the semi-automatic ma-
chine is capable of processing 900
units a day. RCH Tool, Morton
Grove, I11. Circle 481 on reader serv-
icecard

2. Airless spray painter, “‘Super
Bee,” is a self-contained mobile
unit. Electric sprayer with a fluid
filter, handles water-based emul-
sions, lacquers, enamels, varnishes
and epoxies. Unit can be used for
wet feed or with siphon tubes for a
dry feed. The siphons allow for use
with any size container up to a 55-
gal. drum. Binks, Franklin Park, I1L.
Circle 482 on reader service card

3. Wheel-less “Flymo” mower is
operated by an impeller fan that pro-
duces an air cushion on which the
machine floats. Lightweight unit,
which runs ‘2" above the ground,
can go over bumps and up and down
hills. Cutting blades can be raised or
lowered to desired cutting heights.
Cuttings are turned into fine mulch
which enriches the soil. Emerson
Quiet Kool, Greenwich, Conn.
Circle 483 on reader service card

4. Electric screwdriver is equipped
with a mechanism that feeds screws
into the drive position automat-
ically. Designed for use in drywall-
to-metal-stud installation, tool is
trigger-activated. Screws are avail-
able in three lengths in coils or

strips. Duo-Fast, Franklin Park, Il1.

Circle 484 on reader service card 1

MORE PRODUCTS ON PAGE 134
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ROYALE.

A Lustrecon’
design youcan
build on.

Like all of Mannington’s Aristocon™
and Lustrecon designs, Casino
Royale has the exclusive no-wax
JT88® wear layer.

So, it’s the finest no-wax flooring

< _‘.....“

=

available at a moderate price.

Lustrecon has great stain-resis-
tance to most household problems
like mustard, iodine, alcohol
and shoe polish. And it looks just
great. It could become the show-
case of your kitchens. Something
beautiful to build around.

But, Lustrecon is more than just
a pretty face. It comes in 12 foot
widths, as well as 6, for seamless
installations in most rooms. And, the
special cushioning means softer,
quieter, warmer floors.

[t's easy to install and the
modest price is easy on your pocket-
book. Beautiful. Strong. Available in
all 50 states, Canada and many
countries overseas. Your customers

are hearing about Lustrecon. One
reason is our expanded advertising
program. More people are looking
for Mannington. And living with
Mannington.

Success is beautiful.

To help make your next job
a success, come look us over
at the NAHB Show in Dallas
at Space 1504.

\P
%@ Mannington Mills, Inc.
Salem, N.J. 08079

Over 60 years of fine flooring.
Others by Wellco Carpet Corp.,
Calhoun, Ga., a wholly

owned subsidiary.

mannineion

SUCCESS IS

CIRCLE 133 ON READER SERVICE CARD
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Fire Rated Elegance

Sculptured-steel beauty on both sides. 1%

hour Class B label. Contemporary or tradi-

tional. Matching sculptured enclosure doors

for the lcok of luxury all through the house.
Benchmark—the standard by which others are measured.
General Products Co./P.0. Box 887, Fredericksburg, Va. 22401/(703) 371-5700

CIRCLE 83 ON READER SERVICE CARD

What’s the newest

4’ Easy Panel
Put up Western Red Cedar shakes and shingles four
feet at a time with new Easy Panels. See just how much

time they can save. Visit Booth 2617 at NAHB. Or write
for a free brochure.

Shakertown Panels

Dept. 1H,P.O. Box 400. Winlock, WA 98596
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PRODUCTS: TOOLS/ EQUIPMENT __

5. Two-stage snowblower comes in
seven models ranging from 18" to 32"
wide and powered by 4 to 8 hp win-
terized engines. The compact 18"
unit shown is easily maneuvered
and stored. It features friction disc
drive for forward, neutral and re-
verse. Gilson Brothers, Plymouth,
Wis. Circle 485 on reader service
card

6. Ten-inch power miter box is easy-
to-operate. A one-handed trigger re-
lease miter pivot handle and lock
provide fast accurate miter angle. A
removable lock-off switch bottom
prevents accidental starting. Two
layers of insulation plus a grounding
plug protect against electrical
shock. Black & Decker, Towson,
Md. Circle 486 on reader service
C[Hd

7. High pressure pump, “‘Hydro
Gun,” 1s designed to handle water or
any other clear liquids at up to 212°
F. Lightweight maintenance unit
has a %2 hp motor, a %" high-pres-
sure gun and an intake hose. Op-
tions include a 32" aluminum spray
wand extension, a nozzle assort-
ment and a %" hose quick couple.
Stow, Binghamton, N.Y. Circle 487
on reader service card

8. High-performance motor grader is
an all-hydraulic articulated vehicle.
Hydraulic controls work according
to operator’s natural response. To
shift the blade left, the lever is
moved left. Unit with a quiet run-
ning turbo-charged diesel engine
travels at a top speed of 23.9 mph.
John Deere, Moline, Ill. Circle 488

on reader service card

MORE PRODUCTS ON PAGE 136




Your customers want good looks and Sturdy construction, self-closing drawer For details, write Yorktowne, Red
good value. That’s Yorkshire. Solid slides, adjustable shelves and other con- Lion, Pennsylvania 17356.

maple doors with raised cathedral panels,  veniences give outstanding value at at-
antiqued brass pulls and rich nutmeg tractive prices. Vanities, too, in nutmeg
finish bring luxury to anv kitchen. or white finishes.

CIRCLE 135 ON READER SERVICE CARD

New Yorkshire Cabinets. A beautiful combination of value and elegance.
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1. Loader/landscape tractor, "380,"”
is powered by a high-torque, three
cylinder, 48 hp diesel engine. Unit
has an eight-speed synchromesh
transmission and hydrostatic power
steering. A three-point hitch is
standard equipment. J.I. Case, Rac-
ine, Wis. Circle 448 on reader ser-
vice card

PRODUCTS: TOOLS / EQUIPMENT

2. Cushion-tire lift trucks in 3,000 to
10,000-1b capacities have quiet,
clean internal combustion engines.
Newly designed units are compact
with a low center of gravity for easy
maneuverability. Lifter has a mono-
trol power shift transmission. Hys-
ter, Portland, Ore. Circle 449 on
reader service card

3. Economy-priced circular saw has
a heavy-duty motor for long life.
Double-insulated for maximum
safety, 7%" saw is finely balanced to
simplify cutting. Saw features
shunted brushes for maximum com-
mutation and reduced arching.
Rockwell International, Pittsburgh,
Pa. Circle 475 on reader service card

4. Portable heat gun delivers concen-
trated, flameless electric heat up to
750° for softening, thawing, drying,
curing and shrinking. Less than 1'-
long, gun has a built-in circuit
breaker for operator protection. Unit
operates on 115 V. Stanley Power
Tools, New Bern, N.C. Circle 476 on
reader service card

MORE PRODUCTS ON PAGE 138

L

The solution

Translating Section 8 isn’t easy, but we at NHP can help—with

funds and know-how. The National Housing Partnership has participated
as equity partners with local builders/developers in 164 low and moderate
income projects in 33 states. And we're ready to help you with your next

Builders Convention, Dallas, or write or call

project under the Section 8 Leased Housing Program by providing funds for pre-
development costs and purchasing up to 99% of equity at project completion to relieve
you of management and operating respon-
sibilities. To get the key to the Section 8
puzzle, visit Booth 1506 at the Home

The National

Housing Partnership

1133 15th Street, N.W.
Washington, D.C. 20005
(202) 466-8200

136 H&H jaNUARY 1976
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It was a time of leadership
in an era of true craftsmanship.
Valley remembers both.

These same elements We are honored to be ]
inn’ T : 2 .
of America’s greatness are associated with the \ adles
also responsible for Valley’s craftsmen of our industry -
growth and acceptance. today —the plumber, ‘

Valley salutes the builder, architect and all VALLEY FAUCET
craftsmen and leaders of others that help make i 28 et e Borcs Compoation
America’s past and present. America’s building .

industry the greatest. @

Subsidiary of Hydrometals, Inc.

H&H jaNuary 1976 137
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- PRODUCTS: TOOLS / EQUIPMENT

\ 5. Btu heat load calculator used in
combination with area & volume
calculator provides timesaving fac-
tors for computing heat loss. No cal-
culations are too large or small for
the slide charts. Calculators can be
purchased individually. Wadington,
Kalamazoo, Mich. Circle 477 on
reader service card

6.Heavy duty staple gun, “HTS 59,"”
can handle all types of tacking jobs
from self trimming to roofing.
Stapler drives most popular brand
staples in Ya", %", %", 2" and %,¢" leg
lengths. No adjustments are neces-
sary. Unit is offered in chrome or
painted. USM, Reading, Pa. Circle
478 on reader service card

7. Cordless electric grass trimmer,
Wide Tracker™, cuts a swath al-
most a full foot wide. The 40" adjust-
able handle allows for easy, safe
operation. Battery-run unit tcaturg\s;
a super-hard steel Power Cut
blade. High-impact plastic unit is
durable. Disston, Chicago. Circle
479 onreader service card

8. Skid-steer utility loader has the
longest forward dump reach in the
30 hp class. A patented boom link-
age enables the bucket to reach for-
ward as it rises. Available with die-
sel or gasoline engine, unit has a
1000-1b lift capacity. Sperry New
Holland, New Holland, Pa. Circle
480 on reader service card

MORE PRODUCTS ON PAGE 140

These inexpensive little device
can save you hundreds of dollar

They cut water flow
50% or more in
showers and faucets.

The Noland SFC-3
Shower Flow Control re-
duces the flow of water
through a showerhead to :
approximately 3 gallons
per minute in most
showerheads . . . half of
the 6 gallons or more per
minute usually consumed.

IN DISTRESS
PROPERTIES

Now at no risk, you can get straight facts about hundreds of slow-
moving distress projects—Ilocation, status, lenders involved. They're
available exclusively in REAL ESTATE DISCLOSURE DIGEST, the
insiders’ twice monthly news service. No one else takes time to track
down these vital facts buried in voluminous filings by REITS, banks,
other lenders. This major department of the Digest is a continuous
unfolding of the unique real estate opportunities in these times. And
paid subscribers receive a 58-page booklet listing over 1,000

distress properties as bonus. 1 v
PLUS That's a substantial sav-
Other major departments keep you abreast of facts and ideas in ing when you add up the . Actual Size
number of shower instal-

private companies, REITs, landmark deals, major project status, taxes,
accounting—all vital for decision makers in real estate investment.
NO-RISK LOOK AT THREE ISSUES
Decide for yourself—begin a one-year subscription at $264 and
we’ll send the first three issues on an approval basis. If you're not
satisfied forget our invoice. To qualify, send this coupon to:

AUDIT INVESTMENT RESEARCH, INC.
230 Park Avenue, N.Y., N.Y. 10017
Please send REAL ESTATE DISCLOSURE DIGEST on approval to:

lations, the number of showers taken per day an
multiply by the number of days used per year.
The Noland LN-3 Lavatory and Sink Faucet Flow Con
trol gives you the same great results in bathroom o
kitchen faucets. And remember—by consuming les
hot water, you're saving on fuel costs too.

For further information: Noland Company
Water Control Products Division, Dept.C
2700 Warwick Boulevard,

Newport News, VA 23607

]
o
3
-
o
2
-~
C N N NN N

State Zip H31
May not be assigned. Refund on request. New York State residents add applicable sales tax

P P T YT NOLAND
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What makes the home onthe bottom
so special is the home on the top.

& -

= = =F E B ; -

[
We don't have to tell you that there’s a new generation of homebuyer today.
Everyone’s trying to build the right kind of home for them. Smaller. More
practical. More economical to own and maintain.

&7

The home on the bottom is the Fairfield, one of the 100 new designs in the
Scholz New Generation Series.

Practical. All under 2,000 square feet.

Affordable. Priced competitively with ordinary houses of comparable size.

Livable. Designed to the special lifestyle of the new generation of homebuyers.

But what makes the home on the bottom so special is the home on the top. It's the Bentbrook
Farms, part of the Scholz Custom Series of prestige luxury homes.

You see, we put a lot of the Scholz Custom Series into our New Generation homes, too. The
kind of style and features that set them apart from ordinary houses. The traditional Scholz
excellence of design.

Because even though today’s homebuyers are practical and cost-conscious, they’re no less
interested in quality and style.

For more information on the Scholz New Generation and Custom homes, and the Scholz
comprehensive marketing program for builders, just return the coupon below.

And find out how Scholz Homes can make you special, too.

Tell me more about Scholz Homes and your builder programs. Scholz Homes, Dept. HH16

PO. Box 2907, Toledo, Ohio 43606
Attn: John Pollis, VP. Marketing

Y Phone 419-531-1601

company

e { » Scholz Homes
. an Inland Steel company

city state zp phone

See all the newest Scholz Designs at the NAHB Convention, booth number 2126.
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Superior fireplace announces
a new cost-reducing

BUI

8 flue system

zero clearance fireplace

Use rods through built-in

(right screen lift-tab spacers for moving.

removed to show
screen pocket detail)

Now, the BUILDER 800 can cut your costs

two important ways. First, the simplified firebox
provides attractive pricing...and the versatile
Air Syphon triple wall flue system adds even more
economy! From firebox to chimney top, the com-
pletely prefabricated unit is pegged to improve
your profits.

Second, the BUILDER 800 installs fast and
easy. You'll save time and trouble with new lift-
tab spacers for quicker positioning. . . with 124"
O.D. lightweight flue sections that fit right be-
tween 16"-on-center studs. .. with no need to cut
and replace 16"-on-center joists where the flue
passes up through a ceiling or roof . . . with in line
stacking at 8’ floor to ceiling.. . . with new quick-fit

_ strapped elbows and stabi-

( ' lizers.. .. and with a new single

| piece, self-facing front that

’ J | can finish without trim and

superinr® ' with up to a 6" raised hearth.

fivaplincs "'""1""7’_,; Write for brochure, installation guide, plan
DIVISION OF MOBEX corporaTion drawings, prices and availability. See us

P.0. Box 2066, Fullerton, Ca. 92633 in Sweets.

MODEL 836

CIRCLE 140 ON READER SERVICE CARD
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PRODUCTS: DOORS/WINDOWS

1. Steel entry door has a specially de-
signed sill/threshold/door bottom
system making it completely water-
tight. Threshold of heavy duty alu-
minum is capped.by a rigid vinyl
thermal-break and contains a con-
cealed drainage area. Door bottom
has a self-sealing, synthetic rubber
weatherseal. Perma-Door, Steel-
craft, Cincinnati. Circle 392 on
reader service card

2. Sliding aluminum windows are
available in thermalized or wood-
frame models. Both types of window
feature double-pane glass separated
by a built-in air barrier that protects
against heat and noise transfer. Fully
weatherstripped Twinair " win-
dows have automatic adjustable
locks. C-E, Chico, Calif. Circle 393

on reader service card

3. Wood-frame windows have exte-
riors clad with a maintenance-free,
acrylic-coated aluminum in brown,
bronze or white. Pivoting sash
makes for easy cleaning of inside
and outside window surfaces. Insu-
lating glass or adouble-panel glazing
system that permits the use of Slim-
shades® between-the-glass, light
control blinds are available. Rol-
screen, Pella, lowa. Circle 394 on
reader service card

4. “Cadette Classic” garage doors
feature a choice of six window in-
serts to add a decorative look. Preci-
sion-formed of weatherproof vinyl,
inserts are finished to match the
door. Glass and inserts are held in
place by a glazing bead giving weath-
ertight seal. Raynor, Dixon, Il
Circle 395 on reader service card

MORE PRODUCTS ON PAGE 142
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We're still waiting for a competitor:
” aad ! f Alotot companes puild garage doors When it comes to building @ ¢*
% . And alotof companies make their own electrical garage door systerm we re more
. > electnc openers and mntm\s to open and than just the best mm.'g in the pusiness
dose garage doors. But only oné company We're the only name it the busines>
makes all three — the complete gystem. Gee your Yellow Pages under Doo™
D\'cd\cm\ Door i
We're the oldest garag® door company
in the world And the biggest And the most
innovative That's P Art of our gystem
o not only dowe puild our OWn garage
doors, openers and ¢ ntrols. We deliver GINCE
all them. Gervice them: And
f our electric Thet Jectric “OV erhead DoOT Company

ghem. Inst
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Al part of our system
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See us at the
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SANURIL chiorinates
with unique flow-control.
Anywhere.
Anytime.

«n any weather.

This low-cost way to chlorinate wastewater is sim-
ple. and reliable because it has no moving parts,
needs no electricity, and with its unigue-How-
contrel feature regulates chlorine-dosage.

The Sanuril unit-istough, compact, corrosion
resistant, needs only inlet piping, and is virtually
maintenance free.

So you can install Sanuril anywhere and forget

%:.\ it. Sanuril can work unattended for weeks while
% you tend to all the things that won't.

We have models for applications such as:
i individual home treatment plants; housing
developments; condominiums; or multies=
j family dwellings with a daily capacity as—
high as 100,000 GPD.

For more infofmation, write: SANURIL Systems,
Diamond Shamrock/Electrode Corporation,
P.O. Box 229, Chardon, Ohio 44024.

Diamond Shamrock

CIRCLE 85 ON READER SERVICE CARD

CONTRACTORS = ARCHITECTS = HOUSING OFFICIALS

REHABILITATION SPECIALISTS = PROPERTY MANAGERS

Here is the Most Helpful, Easy-to-Use
Remodeling Aid YOU WILL EVER FIND

VOL. 2
MANAGER'S MANUAL
Labor Costs
Materials Costs

VOL. 1
FIELD MANUAL
Includes the famous
SPEEDY RECKONER

HOME-TECH
ESTIMATOR

HOME-TECH Sales Prices for Total Job Costs
~Wn ESTIMATOR ADDITIONS, PORCHES, Sales Prices
T REC ROOMS, DORMERS, Everything from PLANS
CARPORTS, GARAGES, to CLEAN-UP

PLUS the complete
SPEEDY RECKONER
No more worry — these manuals enable you to estimate
complete jobs in minutes. They have been used by thousands
of contractors, architects and housing officials around the
19.08 country for the past nine years and are acknowledged to be
the best authority on home improvement and remodeling
costs obtainable anywhere.

KITCHENS and BATHS
Plus Hundreds of Extras!

The LOCAL AREA COST MODIFICATION INDEX, with

HOME-TECHESTIMATOR
item by item quarterly up-dating and keyed to YOUR OWN

* With Local Area Cost Modification Index AREA, assures accurate estimates in any part of the United
1976 States at any time of the year.
11th ANNUAL EDITION
el I T T ————

HOME-TECH PUBLICATIONS
7315 Wisconsin Avenue.Bethesda. Md. 20014

| 10-day FREE Trial!

Send me for 10 days on approval the volume(s) checked below: I
Order BOTH
HOME-TECH ESTIMATOR, Volume I, “Field Manual” ...... $14.20 I VOLUMESTODAY at
I HOME-TECH ESTIMATOR, Volume 11, “Manager's Manual” .. $19.08 20% Discount, After
I Both Volumes at 20% discount . ..... e e $26 62 l 10 days examination,
send in just $26.62
I OO RO oo s ol AR i oS Ras l or, if not completely
satisfied, return the
I DI ..o i i s e A S s o BB RS H4 ' volumes without obli~
I gation
I City ... ; —— BoT— b P

Y] HOME-TECH
SAVINGS! Send payment with your order and we pay all postage PUBLICATIONS

and packing costs.  Full refund privileges guaranteed. !
e

7315 MISCONSIN AVENUE
BETHESDA, MO, 20014
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PRODUCTS: DOORS/WINDOWS

5. Decorative garage door panels,
“Cladwood,” slide into grooves in
the door frame. Constructed of me-
dium-density board with a resin-im-
pregnated fiber overlay on both
sides, panels will not split, crack or
check and are impervious to
weather extremes. Surfaces can be
stained or painted. Publishers Forest
Products, Portland, Ore. Circle 396
on reader service card

6. Ornamental security door has a
tempered plate panel for weather-
proofing. Door with uni-frame
welded construction has a double
cylinder deadlock with a lock-out
feature. Automatic hydraulic door
closer and heavy-duty solid hinges
with nylon bearings assure quiet
operation. Tefco, Memphis, Tenn.
Circle 397 on reader service card

MORE PRODUCTS ON PAGE 144

7. Self-leveling door bottom adjusts
itself to fit variations up to %". Fea-
turing unitized urethane foam con-
struction with a polyskin and vinyl
insert, bottoms have sealed ends to
minimize water absorption. Used in
conjunction with pile comer seals,
bottom provides fully weathertight
door seal. Schlegel, Rochester, N.Y.
Circle 398 on reader service card

8. Window/storm/screen combina-
tion is extruded in one piece of
maintenance-free aluminum. Dou-
ble-hung thermal unit has one sash
for the window and another for the
storm separated by 1%2" of air space.
A vinyl thermal break eliminates
metal-to-metal contact. Fiber glass
screen will not dent, rust or corrode.
Season-all, Indiana, Pa. Circle 399
on reader service card




How to be
beautifully
bold

without losing

precious
energy.

Step up to new Quintessence Series doors
They re rich in crattsmanship. design and
practicality

Individual plate glass panes are hand beveled

and polished. safety tempered and assembled

into insulating units .. . to create a vintage

leaded look. A superb compliment to any home
or apartment or commercial building

They save energy. too. Insulating glass
magnetic weatherstripping and the Pease
patented thermal break make an Ever-Strait
door system 2'. times more effective in con-
trolling heat loss than a wood door with a
storm door

Be bold. Be practical. With extraordinary
Quintessence Series all-weather doors
Available only from an Ever-Strait distributor
near you. Or write. Ever-Strait Division. Pease
Company. Fairfield. Ohio 45023

Pease Ever-Strant Door Systems are a wered by U S
Patents Nos 3153817 3273287 238 573 3426 4/9
Others pending Patented in (€ .mml 1IN 1965 1966 and in
the United Kingdom 1962

CIRCLE 143 ON READER SERVICE CARD
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1. Shingles and handsplit shakes of
Western red cedar are shown in the
traditional overlapped installation.
Appropriate for both roofing and sid-
ing, low-maintenance cedar has in-
herent insulating qualities that help
save energy. Shakes of natural wood
with line-and-shadow pattern can
also be used as an interior wall fin-
ish. Red Cedar Shingle and Hand-
split Shake Bureau, Seattle, Wash.
Circle 368 on reader service card

2. Solid vinyl siding, “Vanguard,” is
lightweight and easy-to-install.
PVC-formed siding for remodeling
or new construction is rust-, rot- and
insect-resistant. Surface soil can be
removed with water and detergent.
Smooth- or rough-textured panels
are offered in 8" or double-4" clap-
board and vertical styles. Siding is

available in a choice of six integral
colors that won’t peel, blister, or
flake. GAF, New York City. Circle
369 on reader service card

3. Rain-carrying system, “Omni Fa-
cade,” i1s a roll-formed aluminum
gutter channeled to accept and hold
a soffit. After system is attached to
rafters, either pan or continu-
ous-roll soffit may be secured to
channel provided. Fabricated from
heavy .032 gauge aluminum, “Omni
Facade” is available in white or
brown baked-on enamel finish and
is fitted with brackets for permanent
support. Standard lengths are 16/,
24', 32'. Special lengths are avail-
able. System can be assembled on
the ground and fitted into place.
Omni Products, Addison, Ill. Circle
370 on reader service card

4. Insulation system, ZONOLITE®
THERMOCLAD ™, doubles as exte-
rior finishing. System consists of
crack-resistant fiber glass mesh la-
minated to styrene foam insulation
board; adhesive to secure insulation
to underlying wall; a primer and a
finish coat. Finishing may be trowel
or machine applied. Colors available
are white and beige. Grace, Cam-
bridge, Mass. Circle 371 on reader
service card

5. Roughsawn siding with natural
wood look is now available in a
brown tone. Material has a two-tone
finish with bright highlights and
deep grain shadows. Dent-resistant
hardboard siding in 4’ wide panels is
pre-finished, ready to install. Forest
Fiber, Forest Grove, Ore. Circle 372

on reader service card

6. Waterproofing tape, Flashband®,
is a heavy-duty, aluminum-faced
material with a gray vinyl coating.
Suitable for all types of flashing, peel
‘n stick tape has a thick layer of pli-
able, contact-sealing asphalt. It can
be permanently set with hand pres-
sure alone. Eight available widths
range from 2" to 24". Length is 33".
Tape can be used on conventional
building materials that are dry and
clean. Evode, Somerdale, N.J. Circle
373 on reader service card

7. Clapboard siding comes smooth
or in Branded® printed woodgrain.
Solid vinyl material in double-4" or
8" widths is available with or with-
out fiber or foam polystyrene back-
ing. A choice of six colors is offered.
Bird, E. Walpole, Mass. Circle 374 on

reader service ('UIL/
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N ew. | N
two great
cabinets

Genuine Oak doors and drawer
fronts are hand-stained and
highlighted to create the look
of fine cabinetry.

Statesman

ZIN

-

—

\Y\I \YI 3] )O WI 7 Imported, hand-stained hardwood has the
L- 3 3 \ L 1 \ distressed, worm-tracked look of

expensive furniture.

The careful crafting of these

two beautiful cabinet designs

is further complemented by elegan
hardware. And, in the Kemper
tradition, you'll find all the many
kitchen cabinet convenience features
you'd expect. For complete details,
call or write.

Kempoer

ATARAPPAIA\SION-Serving t!

701 South N Stfeet » Richmond, Indiana 473

5 ‘ U 976 145
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to help you recover wse g1 v .

all-new marketing intelligence on

the nation’s most active builders

in the workbook that gives vou ready contact with 3,000
key executives at over 1,000 locations in all 50 states

To recover lost ground in 1976, you need all the help you can get. The Blue Book of
Major Homebuilders gives you all the help you need with all-new marketing
intelligence on your best possible prospects, customers and clients.

The Blue Book tells you who they are, what they're building, where they're
building, how they're building—and all you need to know to serve them best.

The new Major Builder Index pinpoints any major builders you're looking for.
The new State Selector guides you straight to any state for major builders you
should be looking for. And page-by-page Market Tabs locate major builders you
want to know in any City or Metro area.

But names alone are not enough. The Blue Book gives you telephone numbers
and addresses of key executives both at headquarters and branch offices.

Still not enough when you need to know what these important prospects are
thinking and doing. That's why The Blue Book also fills you in on their construction
methods areas of operation . . . type of organization . . . single- and multi-family
production in the last four years, plus plans for 1976 sales prices and rental
ranges . participation in government housing programs other business
activities and sources of income. Even more: their land requirements, money
requirements and sources of financing.

With The Blue Book in your hands, you're now ready to talk business with the

11th Edition,
Over 500 Pages

Size 8%" x 11"
Tax-Deductible

SHITTINGIWON SOIVIN 40 X004 3md JHL

L

nation's most active builders. Contact! Call up, call on or write to these heavy users
of building products, materials, services and equipment for a deal that helps both
you and them to make up for lost ground in the past two years

The Blue Book of Major Homebuilders is not a book to read. It's a workbook to
use for profit. It's a nationwide research report organized and packaged to provide
ready contact with some 3,000 key executives at 1,000 building locations in all 50
states. It's the problem-solver you need to save wasted time and effort—no less
aggravation—of trying to contact builders turned over and out by the disastrous
upheaval of the past two years

Your best bet is the National Edition offering a complete collection of all the
major homebuilders possible to locate during many months of extensive, expensive
research packaged for easy use. But if your interests focus on one or two regions,
The Blue Book offers four regional editions to accommodate your need to know
who's who and what's what:

NORTHEAST EDITION covering 12 states and D.C. Me., N.H., R.l,, Vt,
Conn., Mass., N.J., N.Y., Pa., Del., Md., Va. and District of Columbia

2) SOUTH EDITION covering 12 states. Texas, Okla., Ark., La., Ky., Tenn.,
Miss.,, N.C., S.C., Ga., Ala. and Florida

MIDWEST EDITION covering 13 states. Ohio, W.Va.Mich., Ind., Wisc., Ill.,
Minn., lowa, Mo., N.D., S.D., Neb. and Kansas.

4) WEST EDITION covering 13 states. Alaska, Hawaii, Cal., Wash., Oreg.,
Idaho, Nev., Utah, Ariz., Mont., Wyo., Colo. and New Mexico

1

3

There are well over 50 profitable wasy to use The Blue Book. But one good
contact is all you need to repay your tax-deductible investment in the 1976 Blue
Book of Major Homebuilders—now available through the order blank below

50 good ways to
use the Blue Book

Building Product Suppliers

Develop sales leads on key accounts
Pre-qualify prospective customers
Estimate quantities of products used
Cross-check salesmen’s accounts

Increase the number of accounts by territory
Target productive calls for salesmen
Support regional sales managers

Make public relations calls on builders
Introduce new products and materials
Select sample areas for market research
Encourage dealers, distributors & salesmen
Prepare direct mailings

Survey product use

Keep marketing managers informed

Architects & Engineers

Market your professional services
Locate Blue Chip developers by city
Evaluate the status of prospective clients
Determine a builder's housing mix

Builders & Contractors

Demonstrate your standing in the industry
Judge the performance of competitors
Compare operations in your peer group
Check the movement of key personnel
Pinpoint activity in specific markets

Spot trends in major Metro areas

Acquire timely statistical market data

Planners & Consultants

T 1 5 2 2 R B 2 2 2 R B 2 43 B2 B 0 80 B0 }0 3 B §0 §B 8 § |
l I Provide clients with timely marketing data
YES ’ SHIP 1976 BLUE BOOK THE BLUE BOOK OF MAJOR HOMEBUILDERS* Se“::“r””a"‘“ S . e S
CHR Mo iia e I a finger on the Pulse of the marke
l e AS INDICATED BELow 2152 DEFENSE HIGHWAY Make sound marketing and management decisions
CROFTON. MARYLAND 23113 l Detect market patterns and trends
l 0 Bill me 0 Bill firm Save big money on your research budget
I Get comprehensive statistics unavailable elsewhere
l O Payment enclosed to save postage & shipping charge
I I Realtors & Developers
Enclosedis my check (or money order) for $ = National Edition (No. of copies $94 50 Select companies interested in development
' payable to CMR Associates, Inc. Book(s) to be Northeast Edition (No. of copies $34.50 l SOTEiS:|Cinky eniute pAMITSLS
v g ~ Spot multi-family builders
- on (No. of 4.5 Y
l ShlPDEG prepaid with guarantee of full satisfac M'GWPS'E“""" ING:Crcoples ‘S% e I Locate potential land buyers in Metro areas
tion or 15-day full refund privilege on return of 1South Edition (No_of copies $34.50 Find successtul builders for current projects
I Blue Book OWestEdition (No ofcopies )$34 50 . Estimate land requirements by type of construction
l Contact potential clients for services
l NAME TITLE I Investors & Lenders
' Discover companies DfPVIOLIS'Y unknown
FIRM Please Check One l Develop new target accounts for services
l 0 Builder O Architects Sell real estate to major builders
N 3 Learn names of key executives
ADDRESS C ifac J .
l DDRESS Manufacturer Subcontractor Appraise company stength in the market
0 Ad Agency/Consultant O Realty l
l e DiFinance 2 Ind/C . Double-check names for credit purposes
oIT 4 ind/ommercia Measure market penetration
I O Library D Government I Find acquisitions
STATE ZIP 7 Bld Matrls Sales Distrib. © Other ' Judge strength of earnings & level of operations
I A TAX-DEDUCTIBLE BUSINESS EXPENSE HH-1/76 Implement bonding program for builders
Isolate multi-family operations
T T T T Py rrErr rrfr i fr i i i i1 71 J1 77 07 7| l Define commercial/industrial activities
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Sagamore Towers: Quincy, Mass.
Owner: 0'Connell Brothers, Inc. Architect: George Earl Ross

Assaly Towers; (23 Stories) Ottawa, Canada Engineer: Walter McKinnon Assoc.
Builder: Assaly Construction Co. ) e - o
Architect: Craig E. Kohler
Engineer: J. Stuart Hall

Heather Ridge: Baltimore, Maryland
x Builder: Herbert J. Siegel Construction

R G 3 T g, Architect: Nelson-Salabes, Inc.
o Engineer: Skarda and Rickert

Disney Office Building: Burbank, Calif. North Star Terminal Building 21:

Builder: Samuelson Constructors Fairbanks, Alaska
Architect: Burke, Nicolais & Archuleta Architects Builder: Beaver Builders, Inc.

Engineer: Ruthroff and Englekirk for SChOO'S, Engineer: Ross T. Atkinson
Hospitals, Metal Buildings,
Residential and Commercial Buildings?

m /T'S SOUNDPROOF
m /T'S FAST AND SIMPLE ® IT'S FIRE RATED
m /T'S ECONOMICAL

Erom Hawaii, Alaska and California on the West Coast, to Florida
and Puerto Rico in the East, the buildings shown above are just a few
examples of the amazing versatility of the world's finest concrete com-
posite floor system. Hambro's® STC-57 is twice as effective as 6inches
of concrete, and approved for 2 & 3 hour fire ratings! Coast to coast
contractors can tell you Hambro® saves months of time and thou-
sands of dollars while giving you 3 times the quality. Find out how ...

NOW!
T T D e R = For the name of your local repre-
CANAM HAMBRO® SYSTEMS, INC. sentative contact the UNITED USS. Pat. No 3818083
114 E. 25th Street HH 1-76 Canada Pat. No. 874180

|
: l STATES Executive Office, 114 E.
Baltimore, Maryland 21218 | 25th Street, Baitimore, Md. 21218,
|
1

& Other U.S. & Foreign
Pats. Pending
Please send more information to: Tel. (301) 338-0800; in Canada con- A
tact 270 Rue de Touraine, Mon- c
treal, Quebec. Zip code J4B 5E4;

I

|

|

|

' |

| Co.Name R

| Tel. (514) 527-8031; 1212 Fewster am rO
Riciaas —— BN Drive, Mississagua, Ontario, Tel.

| | (416) 625-4490.

I 1 © Canam Hambro Systems, Inc. 1976
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New and Important Books from McGraw-Hill

BUILDING CONSTRUCTION
HANDBOOK, Third Edition

Frederick S. Merritt, Editor-in-Chief. This new
Third Edition of a well-known reference in-
corporates all the latest developments in con-
struction technology. Basic changes in design
specification, the introduction of new mate-
rials and dimensions for building products,
effective techniques for environmental control
and energy conservation, innovations in build-
ing practices—all these breakthroughs neces-
sitated the reworking of almost every existing
section and the addition of several new
sections. Still the first place to turn for author-
itative explanations, data, and advice on
potential building problems!

1,098 pages, 575 illustrations, $34.50

LANDSCAPE ARCHITECTURE:
An Ecological Approach to
Environmental Planning

By John Ormsbee Simonds. This comprehen-
sive handbook on environmental planning
has established itself as the basic reference
for architects, engineers, and planners. Beau-
tifully written and superbly illustrated, it pre-
sents an articulate approach to the intelligent
development of the landscape that surrounds
us. The author, an eminent authority on en-
vironmental planning, outlines and analyzes
the complete land-planning process, examin-
ing all of the factors involved in sound, mean-
ingful planning. Hundreds of photographs and
drawings reinforce the thoughtful proposals
for achieving a more healthful and sensible
living environment.

244 pages, illustrated, $19.95

DICTIONARY OF
ARCHITECTURE AND
CONSTRUCTION

Edited by Cyril M. Harris.
Completely up to date,
this profusely illustrated
reference covers both
traditional and recently
developed materials, fin-
ishes, coatings, surfaces,
various types of construc-
tion wunits, assemblies,
systems, and modules—
plus the major terms
from associated fields.
Featured are all the latest definitions in the
systems concerned with internal-environment
control: heating, air conditioning, refrigera-
tion, electricity, illumination, water supply,
waste disposal, fire protection, acoustics, and
noise control.

553 pages 1,775 illustrations, $35.00

SIMPLIFIED CONCRETE
MASONRY PLANNING AND
BUILDING, 2nd Ed.

e By J. Ralph Dalzell; re-
vised by Frederick S.
Merritt. This updated
edition—with new illus-
trations—of a highly re-
garded guide for novice
masons reflects the
changes that have oc-
curred in the construc-
tion industry since the
original edition was pub-
lished. The author takes
you, step by step, through every type of
concrete job in home building—from foun-
dations, walls, and floors to driveways and
terraces—describing each so that even read-
ers with no experience can follow directions.

370 pages, illustrated, $9.95
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BUILDER’S GUIDE TO
CONTRACTING

By John R. Zehner. lllustrated with realistic
examples from actual projects, this how-to-
do-it volume offers a practical overview of
contracting and subcontracting. It shows you
how to improve your bidding and estimating
procedures, recognize potential dangers and
avoid them, compare another contractor’'s
procedures with your own, increase your
profitability, and operate a successful con-
struction project. The book presents examples
of bids for 24 trades, representing case stud-
ies for a $750,000 office building project, in-
cluding the evaluation necessary to prepare
a realistic lump sum proposal.

269 pages, 45 illustrations, $15.00

_~ THE ART OF HOME
< LANDSCAPING

g ART" By Garrett Eckbo. Don't
w make costly mistakes in
basic landscaping! This
practical book explains
how to plan, design, and
build your own home
landscape, how to substi-
tute pencil work for need-
less shovel work, and
how to do it in easy
L stages. There are no
“pat,” stereotyped an-

swers here; instead, you get hundreds of
working answers to specific problems—such
as how to draw plans, how to use surfacing,
how to provide drainage, how and what to
plant, how to screen small lots, how to build
shelters, etc. Written by one of America’s
foremost landscape architects, this book
shows you exactly what to do to achieve
beautiful, livable outdoor space around your

home. 278 pages, illustrated, $9.95

CONSTRUCTION DESIGN FOR
LANDSCAPE ARCHITECTS

By Albe E. Munson. Based on many years of
first-hand experience, this book pulls together
essential construction design information
never before available in a single source. It
is a convenient reference on practical site
preparation for landscaping or construction,
as well as an excellent basic guide for check-
ing layout and earthwork for bidding and con-
struction calculations. Especially helpful are
the many ready-reference tables, conversion
factors, and easy-to-use charts.

212 pages, 93 illustrations, $12.50

BUILDING DESIGN FOR
MAINTAINABILITY

By Edwin B. Feldman.
This long-needed volume
shows how to plan and
design buildings that can
be maintained at the low-
est possible cost. The
author takes you through
a typical building, point-
ing out examples of fail-
ure to design for main-
tainability, and indicates
how to eliminate such
problems. Among the problem areas covered
are landscaping, paving, exterior building
surfaces, roofs, floor coverings, wall mate-
rials, acoustical ceilings, waste collection
and disposal, restroom surfaces and equip-
ment, heating and air conditioning.

232 pages, 83 illustrations, $12.50

REPAIRING AND REMODLING
GUIDE FOR HOME INTERIORS,

Second Ed.

By J. Ralph Danzell; revised by Frederick S.
Merritt. Now updated, this practical manual
shows how to improve the appearance of
homes, make them more comfortable, and
put space to better use. It gives step-by-step
instructions for doing every type of remodel-
ing job from beginning to end—walls, ceilings,
floors, basements, kitchens, attics, bathrooms,
storage spaces, lighting, and air condition-
ing. With this book, even handyman with little
experience can turn out superb work!

330 pages. illustrated, $8.95

PLAN READING FOR HOME
BUILDERS, Second Edition

By J. Ralph Dalzell; re-
vised by Frederick S.
Merrit. This handsomely
illustrated book is invalu-
able to everyone who
wants to learn how to
read plans for new con-
struction or remodeling.
Completely updated, this
new edition offers a sim-
ple, progressive explana-
: tion of elevations, plans,
sections, details, and the relationships be-
tween views that leads to interpretation of
three complete sets of working drawings.
While examples in the book apply to home-
building, the basic principles are applicable
to all types of construction.

172 pages, illustrated, $9.95
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10 DAYS’ FREE EXAMINATION r B
:—:}1 I
McGRAW-HILL BOOK COMPANY l n . |
1221 Avenue of the Americas, New York, N.Y. 10020 = I
Send me the book(s) checked below for 10 days on approval. In 10 days, | will remit for those | keep, |
plus local tax, postage, and handling costs, and return the others postpaid. (Remit in full with coupon,
plus any local tax, and McGraw-Hill pays all postage and handling costs. Same return and refund |
privileges still apply.) 1
] 041520- —Building Construction ] 018878-5—The Art of Home Landscaping ... 9.95 |
Handbook, 3rd Edition ............... $34.50 7 044046-8—Construction Design l
(] 057391-3—Landscape Architecture 19.95 for Landscape Architects ................ 12.50 |
= ” 1 020385-7—Building Design
O %22;/‘5[58-(1(;@&:"0(1”%}’ 0qu( Siiien 95:00 for MaimtRimaBIFRY ... oo oo sieiie o saiea v v 12.50 I
I s eenewn o —
: b SIS ] 015222-5—Repairing and Remodeling Guide
] 015223-3—Simplified Concrete Masonry for Home Interiors, 2nd Ed. .............. 8.95 I
Planning and Building, 2nd Edition 9.95 ] 015221-7—Plan Reading for Home |
[] 072790-2—Builder's Guide to Contracting .. 15.00 Builders, 2nd BAMOM: . . v viavo v muisone e 9.5 I
Name I
Address I
City State Zip :

Offer good only in U.S. Order subject to acceptance by McGraw-Hill
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Join the Gustom Home Plans Glu
plus 5 new designs each month fo
of professional worKing drawing

Get 1,000 home designs now

The Custom Home Plans Club has been created to provide
a fresh flow of design ideas you can use to make your business
more profitable.

As a new member, you will immediately receive an attrac-
tive binder containing 1,000 home designs illustrated with full
color renderings and detailed floor plans.

With this complete library of a thousand buildable homes
to select from, you and your clients will be pleased with the
wide variety of homes available in all styles, types and sizes
appropriate to local needs, tastes, and budgets.

These wide-ranging selections include:

Deluxe Small Homes—two and three bedroom

Ranch and Suburban Homes—conventional and con-
temporary

Brick and Masonry Homes

Multi-level and Hillside Homes—split level, split
foyer, others

Second Homes—duplex and multi-family; holiday and
retirement ; chalets, A-frames, cabins, cottages

As you guide clients to a commitment, you—as a member
of the Custom Home Plans Club—will lose no time in coming
up with a complete set of working drawings, which will be
shipped postage-free from Club headquarters the same day
your request is received.

And with your working drawings you will also receive a
complete list of the building materials you will need—essen-
tial for accurate bids and reliable cost estimates.

With so much of the exacting, tedious, preparatory work
already done, you will realize substantial savings in time,
effort, and money and at the same time, a growing list of
clients will realize that you’re the one to come to for the right

home at the right price.

plus 5 new home designs-
of-the-month each month for
the next 12 months

To supplement your library of 1,000 home designs, the
Custom Home Plans Club will provide you with a steady flow
of 5 new home design ideas each month for the next 12 months.

Illustrated in full color renderings—and complete with
detailed floor plans—your five fresh designs-of-the-month can
easily be added to your basic binder of 1,000 homes.

In this manner, the Custom Home Plans Club broadens
the range of selections available to you and your clients, and
keeps you current on home design trends beyond your imme-
diate market.

A full set of working drawings with collateral floor plans
and a list of building materials will be available on both the
original 1,000 home designs and the 60 new designs you will
receive during the coming year.

plus 12 sets of professional
working drawings
for homes of your choice

Members of the Custom Home Plans Club are entitled to re-
ceive a total of 12 sets of professional working drawings
without charge.

These building plans may be ordered in any combination
desired: 12 sets of drawings for 12 different homes; 4 sets
for 3 different homes; or any other way you prefer them.

Beyond the initial 12 sets available as part of the Cluk




nd get 1,000 home designs now
e next 12 months plus 12 sels
)" homes of your choice.

membership fee, members may obtain additional working
drawings at a 35% discount off published prices which range
from $25 to $50 for single sets and from $50 to $75 for four-
set packages—depending largely on the square-footage of

ized lists of building materials needed to obtain reliable bids,
to make accurate cost estimates, and to order building ma-
terials from suppliers.

The lists include the size and quantity of all millwork such

single-family homes and the number of units for multi-family
dwellings.

Drawn to FHA and VA general standards, these blue line
prints—size 36” x 20"—are easy to read on a white back-
ground. Depending on the size and complexity of the house
design, plan sets may include as many as nine sheets. Notes
and drawings indicate location and types of materials to be
used. With complete freedom of choice, Club members may
order their 12 sets of detailed working drawings at any time
during the 12-month membership period.

Club working drawings include: (1) Floor Elevations,
(2) Complete Framing Plans, (3) Wall Sections, (4) Floor
Plans, (5) Basement/Foundation Plans, (6) Roof Plan,
(7) Plot Plan, (8) Kitchen Cabinet Details, (9) Fireplace
& Built-in Details, (10) Specification and Contract Booklet.

plus itemized lists of building
materials for accurate bids
and reliable cost estimates

To eliminate the time-consuming task of taking off material
requirements from each set of plans ordered, the Custom
Home Plans Club automatically provides members with item-

as doors, lumber and built-ins . . . framing lumber . . . roofing
... flooring . . . wallboard . . . masonry . .. concrete . . . rein-

forcing . . . insulation . . . beams . . . finishing materials,

and more.

The lists of building materials used in conjunction with
the detailed working drawings—save Club members dollars,
drudgery and valuable time more profitably spent with clients.

of 5 new designs each month
for the next 12 months.
My membership also entitles

ship period.
Iif after receiving my first set of
working drawings | am less than

- occupation

|  Application for membership O builder

] [0 subcontractor
| [ retailer

‘ Enclosed is a check for $360 homes, or any other way | prefer E ) wholesaler

| forafull yearof membershipin  them. Beyond these 12 sets in- s architectural

| the Custom HomePlans Club.  cluded in my membership fee, | — reerflsee(

| Forthislam to receive immedi-  will be able to buy additional O finance

| ately a binder containing1,000  sets at a 35% discount off pubo- O govemment

. home designs, plus a porifolio lished prices during my member- O manufacturing

2320 KANSAS AVENUE/P.O. BOX 299/TOPEKA, KANSAS 66601

ke Your Name - s
me to a total of 12 sets of profes-  completely satisfied, | am en- — — —
sional working drawingsanda  titled fo a refund in full—and no Firm B . - .
' listof building materials for Club  hassle — simply by retuming the
| homes of my choice. These sefs  binder of 1,000 designs and Address . = . e
| of working drawings may be the working drawings in good Cily o Zp 7
‘ ordered in any combination | condition. —— e
desire: 12 sets for12 different Make check payable to , _—
; Signature
homes, 4 sets for 3 different Custom Home Plans Club.
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PRODUCTS: PLUMBING/PIPING

1. Automatic water conditioner,
“Mark 500,” eliminates chlorine
and other tastes and odors and soft-
ens the water. The unit combines
activated charcoal and filtering
resins to double-filter and soften the
water simultaneously. Recharging
is activated when necessary by a
solid state Aqua-Sensor. Culligan,
Northbrook, Ill. Circle 422 on
reader service card

2. “Aqua-Guard” faucet filter pro-
vides tap water as clear and fresh as
spring water. A touch of the button
diverts water through the filter
which removes tastes, odors, stains
and sediment. Easily attached to
kitchen or bathroom faucets, unit is
constructed of corrosion-resistant
ABS plastic. USW, West Chicago, I11.
Circle 423 on reader service card

LTI

3. Flexible coupling, Variflex®, also
serves as a fitting, pipe connector
and union joint. The clamp-on de-
vice, fabricated of high-impact po-
lyester can be bent, compressed or
stretched to make installation eas-
ier. Variflex® can join otherwise
hopelessly misaligned pipes. Na-
tional Drain Supplies, Sun Valley,
Calif. Circle 424 on reader service
card

4. Water purification system, Sea-
Gull™ [V, removes rust, scale, dirt,
chlorine, and other foreign chemi-
cals and matter, as well as organic
tastes, odors and colors. Easy-to-in-
stall system has a four-stage purifi-
cation process that utilizes microfil-
tration techniques. General Eco-
logy, Paoli, Pa. Circle 425 on reader
service card

5. Self-sanitizing water naturalizer,
“Mark II,” is easily installed in cold
water lines under the sink with a
self-tapping valve. Based on an acti-
vated carbon filter impregnated
with oliodynamic silver, system re-
moves chlorine, color and odor-
causing agents, chemicals, deter-
gents and sediments. Pollution Con-
trol, Ft. Lauderdale, Fla. Circle 426
on reader service card

6. Insulated copper piping system,
Copper-Gard™, for underground in-
stallation is factory fabricated and
jacketed. System consists of a Type-
K copper tube insulated with rigid
foamed-in-place polyurethane en-
cased and sealed in a corrosion-resis-
tant PVC jacket. Ric-Wil, Brecks-
ville, Ohio. Circle 427 on reader ser-

vice card

7. Through-the-wall hydrant, “Hy-
drasan II,” has an automatic pres-
sure relief valve so unit can be
drained in freezing weather. Due to
the pressure-assisted closure valve
featured, water pressure exerted
against the lip of the seal and shuttle
creates a dual, watertight seal.
Josam Manufacturing, Michigan
City, Ind. Circle 428 on reader ser-
vice card

8. Flexible roof drain, ‘Flex-I-
Drain,” secures the membrane of a
built-up roof to the interior or exte-
rior drainage system and compen-
sates for vertical and lateral pipe and
deck movement. Drain features an
elastomeric bellows with sleeve-
type sealing gasket. Johns Manville,
Denver, Circle 429 on reader service
card
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Shakertown Panels
win the cedar shake sidewall race.

What's the fastest way to install cedar shakes and because 8 foot long Shakertown Panels are made of #1
shingles? With Shakertown Panels. grade shakes and shingles permanently bonded to a

In fact, you can apply Shakertown Panels on sidewalls wood backing.
as much as 70% faster than individual shakes and With Shakertown Panels you get all the things you like
shingles. But that’s where the difference ends. about individual shakes and shingles. Of course, there’s

Because once they're in place, they look, last and one thing you won'’t get, and that’s high labor cost. So why
insulate just like individual shakes and shingles. That’s not find out more? Write us.

’

Box 400 Winlock, Washington 98596 ﬁ (206) 785-3501

#

)
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hy beatrice west

...a feature that is helping
to sell more and more

HOMES and EXTERIOR - INTERIOR MATERIALS . . .
HOME PRODUCTS . . . APPLIANCES . . . FIXTURES

Those who have found the key to success have used
COLOR to win the consumer. Take advantage of our
professional services and know that your colors
are right!

COLOR is our business COLOR RESEARCH
DESIGN and TEXTURES COLOR TRENDS
CONSUMER ACCEPTANCE .COLOR PREFERENCES

POSITIVE PROOF OF GREATER PROFITS THROUGH
PROPER COLORS CAN BE YOURS . . . write or call
today — no obligation, of course.

heatrice west studios, nc.

COLOR AND DESIGN CONSULTANTS

201 N. Federal Hwy., Deerfield Beach, Fla. 33441 e (305) 399-3232
509 Madison Avenue, New York, New York 10022 e (212) 355-2335

CIRCLE 86 ON READER SERVICE CARD

are yours with FEATHEROCK®—the one natural stone
that says and does it all for the building and environmental
designer. Install at low cost light weight, pre-sawed, flat
back veneers. Colors and textures for traditional and con-
temporary styles. Face and landscape stone coordinates
available nationwide. Write to:

FEATHEROCK, Inc.

2890 Empire Avenue, Burbank, CA 91510

()

PRODUCTS: ELECTRICAL

1. Built-in vacuum cleaning system
is designed to service the entire
house from one main power source.
Dust and dirt are whisked through
rigid PVC tube lines concealed in
the walls to a remote power/collec-
tor unit. Air that carries the dirt is
exhausted outside. Lexan® inlet
valves, strategically located around
the house, service 228" hose. System
with no filter or bag has a removable
dirt pan that only needs emptying
3-4 times a year. A durable all-pur-
pose attachment set comes in a
lightweight carry-all caddy. HP
Products, Louisville, Ohio. Circle
407 on reader service card

2. Two gang wall plate features one
opening for a wall switch and an-
other for a GFI receptacle. The dual-
purpose device allows for easy in-

stallation of the GFI/switch combi-
nation required in bathrooms ac-
cording to the 1975 National Electri-
cal Code. The wall plate comes in
ivory, white or black. Pass & Sey-
mour, Syracuse, N.Y. Circle 408 on
reader service card

3. GFI duplex receptacle, Sure-
Gard™ designed to fit any standard
outlet box, meets the latest GFI pro-
visions of the National Electrical
Code. UL-listed device can be con-
veniently located for testing and re-
setting. For maximum protection
against corrosion, unit contains a
chrome-plated metal yoke. Avail-
able in either brown or ivory with an
outdoor cover, Sure-Gard™ fits all
Decora™ wall plates. Leviton, Little
Neck, N.Y. Circle 409 on reader
service card
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Delta washerless faucets.
An appealing touch people recognize.

When prospects visit a home or condominium featuring Delta
Faucets, they inch a little closer to buying. Because they

recognize the distinctive styling that sets Delta
other kitchen faucets.

They know Delta works as good as it looks,
thanks to its patented rotating ball valve that
does away with washers once and for all. And to
you, that means elimination of costly callbacks
that faucets with old-fashioned compression
washers often create.

Home buyers recognize Delta’s exclusive ball
handle as a sign of kitchen glamour—and con-

Delta Faucet Company, Dept. 61, Greensburg, Indiana 4

apart from all

‘Believe In
“Delta &Delex_
Washerless
Faucets

7240. A Division of Masco Corporation of Indiana. «

CIRCLE 155 ON READER SERVICE CARD

venience. The handle turns easily on and off with a flick of the
wristora nudge of the elbow. The desired water temperature and
flow rate can be set with one simple movement.

The Delta Faucet story is an appealing one to
every home owner. And millions will be seeing this
story throughout the year. On network television.
In consumer magazines. And with sales pro-
motion and publicity. It's additional evidence that
Delta is the éucet to specify and install.

To see the full line of Delta and Delex Faucets
for kitchen, bath and lavatory, write for our free,
full-color catalog.

1976 Copyright. Masco Corporatio
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THE CLEAN AIR MACHINE,
MORE PEOPLE WOULD
WANT TO BUY ME."

o " O

H.elp Your Home Sell Itself.

With A Honeywell Electronic Air Machine

Sadness is an unsold home. It's sad that
you're paying interest on construction money
while a finished house stands ... empty. Sad
because lot taxes accrue while the house needs
heat, maintenance.

But think happy; there’s a super-simple way
Honeywell helps homes sell themselves. Just
offer the Honeywell Electronic Air Cleaner as a
standard applicance -- like the dishwasher and
air conditioning.

Homebuilders, real estate agents and
architects have discovered the Clean Air
Machine gives homes a promotable, tangible,
competetive difference in modern deluxe and
mid-price houses. Why? Because your
prospects are looking for better living quality.

More than ever, today’s homeowners want --
and intend -- to spend less time and money
keeping their homes bright, fresh ... less time
and money protecting the family’s single
biggest investment.

So it’s natural enough for prospective buyers
to get a little excited when they learn about the
Honeywell Clean Air Machine that comes with
the house ... excited when they discover it
removes up to 95 percent of all dust, smoke and
grime passing through it. So the home
environment has less airborne dirt. And walls,
drapes and furnishings stay cleaner, longer.

Another thing. The Clean Air Machine
features an easy-to-handle, lightweight Super
Cell that fits right in the dishwasher. So it's

fast and easy for users to drain away months of
pollution. That's more of the maintenance-
free living today’s homeowners demand.

The Honeywell name is a sales builder, too.
Since 1885, it's been a part of American life.
Helping keep homes safe and comfortable with
reliable wall thermostats. Dependable furnance
controls. Season after season, year after year.
And generation after generation. So it's easy to
see why your customers have confidence in the
Honeywell name.

Which all boils down to this; as a standard
appliance, the Honeywell Clean Air Machine
gives your homes a very healthy sales and
profit boost.

(And -- for what it's worth -- the Honeywell
Electronic Air Cleaner doesn’t cost very much,
compared to the cost of construction money
you're paying for unsold homes.)

So make a home happy. Call your local
Honeywell office today. Or write Honeywell,
Honeywell Plaza, Minneapolis, Minnesota,
55408.
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It's thex;lew Gran Prix steel tub. Crane's answer to cast
iron.'And full of innovations. :
Like the exclusive ““I"’ pattern bottom supporting frame
for added strength, permanently bonded to the tub by a
sound-deadening material that cushions and absorbs most
noise associated with steel tubs. (Patent Pending)
Like the heaviest steelyet used in a Crane tub.
“Like the widest slip-resistant bottom for a steel tub.
And a luxurious size: 60" x 31%2" by 16”.
“ - Like those decorator Crane colors: Aztec Gold, Sky Blue,
Avocado, Sun Tan, Shell Pink, Citrus Yellow and White.
Contact your local Crane representative for details on the
. - strong, silent one. Or write Crane Co.,

R 300 Park Ave., N.Y., N.Y: 10022. CRANE

'e [’/
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This is the New Leouvcerll.

leek what it can de.

Put our new folding door to work in any decor
and see what it can do. The new ““Louver II"" is un-
like any other louver door on the market today.
A unique deep-profile louver creates dramatic
shadow effects and provides full ventilation.

Like our complete Slimfold Folding Door line,
the new “Louver 11" fits beautifully into contem-
porary, Early American, traditional, Mediterranean
and other period surroundings. It is the ideal fin-

ishing touch for bedrooms, hallways, kitchens or
dens.

Includes the patented Slimfold hardware pack-
age for smooth and dependable operation plus
reliability backed by 20 years in the business and
over 8 million doors produced.

For quality styling, durability, easy installation
and customer appeal . . . see what the “Louver
II'” can do for you. New . from the Slimfold
line of pre-finished steel folding doors.

») EVANS

PRODUCTS COmMPARNY

DOOR SYSTEMS DIvViISIiON
P.O. BOX 666 * ROSEVILLE, MICHIGAN 48066 * (313) 772-6500
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PRODUCTS: ELECTRICAL

4. Built-in hand and hair dryers are
especially suitable for use in public
and recreational facilities such as
sauna or pool dressing rooms. Con-
venient, sanitary devices come in
fully-recessed, semi-recessed and
surface-mounted models. Blower
units are UL-listed and operate on
115 V. Electric-Aire, South Holland,
[1l. Circle 410 on reader service card

5. Standby generator for individual
dwelling units is completely factory
assembled. Generators insure con-
tinnation of regular household
nper;mnm SUCh as hcatmg, air-con-
ditioning and refrigeration, when
normal power fails. They come in
sizes from 3-65 kw. Selection of a
unit is based on individual needs.
Winco, Sioux City, lowa. Circle 411
onreader service card

F// Lood news for noseq

T 'Blu-Ray’s new Scavenger takes
the clothespins off the noses of
whiteprinter operators everywhere!

“dcavenger

The little black magic box that siphons
off ammonia fumes and neutralizes
them in its dry disposable cartridge
The low-cost Scavenger (patent applied
for) is easily fitted to Blu-Ray models
146, 747, 121, 350, old models or new

It's as plain as the nose on your face

other ammonia odor eliminators

have been less than perfect! Some use
expensive caustic fluids, or messy
neutralizer baths. Print quality suffers
Our new Scavenger is different

It removes virtually all the ammonia
vapor from surface of prints as they
exit from the machine. So you get the
crisp quality that only ammonia-
developed prints have—without the
odor! Contact your Blu-Ray dealer for
a demonstration. Send for our brochure
Your nose will be glad you did! Blu-
Ray, Incorporated, Westbrook Road
Essex, Connecticut 06426. Tel. (203)
767-0141

HII-HAT ¢

we give you more uptime

CIRCLE 87 ON READER SERVICE CARD

6. Two-gang wall-plate with a du-
plex receptacle and a touch switch
is part of the versatile “Decorator
Series.” Wall-plate openings accept
a full range of wiring devices. This
modular concept allows for the
ganging of any combination of one
to six devices in standard wall-
plates. Slater Electric, Glen Cove,
N.Y. Circle 412 on reader service
card

7. Two-pole circuit breaker/GFI,
Qwik-Gard®, provides both ground
fault interruption and branch wiring
protection. Available in 15, 20, 25
and 30 amp units, the UL-listed de-
vice occupies the same space as a
standard 2-pole, circuit breaker and
saves in wiring costs. Square D, Lex-
ington, Ky. Circle 413 on reader ser-
vice card

MORE PRODUCTS ON PAGE 158

CIRCLE 157 ON READER SERVICE CARD

Instant
Nostalgia

In answer to the demand for a stain that will simulate
the weatherbeaten appearance of old barns, Samuel
Cabot Inc. introduces Cabot's #1299 Barn Board Stain.
It is antique gray in appearance, has a darker and more
weathered look than the other grays in the Cabot line.
Uniquely transparent, it accents the variations and irreg-
ularities of the wood surface, producing the soft, aged
look of old barn boards. Particularly effective on rough-
sawn lumber, provides rustic atmosphere for interiors
or exteriors... paneling, beams, siding...for homes,
vacation cottages, motels, etc.

: Samuel Cabot Inc.

One Union St., Dept. 130, Boston, MA 02108

"] Send information on Barn Board Stains.
"] Send Cabot's handbook on woodstains.

Cabot’s Stains,
the Original
Stains and
Standard for ‘
the Nation |
since 1877 |

|

|
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Tour an exci
square in Dal

If you're going to the NAHB Show in Dallas, don't
miss what's new in the GAF exhibit. New colors and
textures in Vanguard® vinyl siding. The latest innova-
tions in roofing and shutters. And the kind of materi
als, patterns and colors that continue to make GAF
flooring the best floor show in town.

See you at Booth 2238.

Thermovision’ pinpoints
heat loss in buildings.

K
That could mean business for you.

Anyone thinking of reinsulating his home, apart-
ment building, commercial building or factory, should
start with Thermovision® inspection because that will
tell him exactly where to use his dollars most effectively.

Providing this service may be a lucrative exten-
sion of your present business.

Equipment, training program, and marketing
package are all available through AGA CORP.

Call a Thermovision representative at (201) 866-3344

For more information mail to
AGA Corporation Depr. HH

550 County Avenue, Secaucus, New Jersey 07094

for details, or fill out coupon.

e e O

Name

i - Buum\\v

Addrc~~ e e e

City

CIRCLE 158 ON READER SERVICE CARD
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MORTAR
MAGIC

PRODUCTS: COATINGS /ADHESIVES

1. Rigid polyurethane foam, Iso-
foam®, is installed on roofs to pro-
vide a smooth surface for the appli-
cation of a protective coating. Foam
is formulated to retain the same
smooth texture over a wide temper-
ature range. At low temperatures it
can be froth-sprayed. Witco, New
Castle, Del. Circle 414 on reader ser-
vice card

2.Silicone water repellent is a trans-
parent silicone-resin compound de-
veloped to protect above-grade, un-
painted brick or other masonry sur-
faces. Deep penetrating and fast dry-
ing substance dampproofs without
leaving a waxy surface residue. It
can be applied with a brush or spray-
gun. Curing time is 12 hours. Bon-
sal, Lilesville, N.C. Circle 415 on

reader service card

MORE PRODUCTS ON PAGE 160

3. Acrylic stain for wood surfaces,
“Rain Stain," is available in 56 semi-
transparent, 90 solid, 8 Western out-
door stock colors and a semigloss
finish. Practically odor-free, it can
be used indoors or out. Substance
can be applied by brush, roller or
spray to rough, smooth, stained or
damp surfaces. “‘Rain stain” will not
crack, peel, blister or oxidize.
Napko, Fremont, Calif. Circle 416
on reader service card

4. “WonderBrix”, texturing com-
pound in a bucket, can be applied to
any interior surface in a brick, stone
or stucco pattern. Lightweight ma-
terial, installed by an easy three-step
process, dries to a rock-hard surface.
A choice of colors is offered. Won-
derBrix, Lake Forest, Ill. Circle 417

on reader service card




fi

level installation,

of affordable

Frerace  fireplaces now!
INSTITUTE

F B Write for our catalog
o

Martin Fi
you beat high build; costs while
iMproving your profit picture.

replaces have
for complete adaptability!

system, offering unlimited trim possibilities and simplified multi-

will help

Martin Free-
. Standing fireplaces
- arelowincost
easily installed]

Energy-conscious home-owners
are finding Martin Free-Standing
Fireplaces to be the ideal supple-
mental heat source for family rooms,
add-on rooms, basements, vacation
homes, and anywhere warmth and
a touch of elegance are desired.
Choose from wood-and-coal-burn-
ing, electric, and gas models in a
variety of styles, including two new
contemporary models.

‘Anywhere’

zero clearance

I
Because they are engineered for zero clearance, Martin “Build- : ’
In-Anywhere” fireplaces may be set directly on floor, sub-floor, or ;
suitably constructed wooden platform. They require no masonry ’

foundation and may be supported and surrounded with standard

building materials. Each is a complete hearth-to-chimney-top i
T W
[ =]

N BuUIiLDING PRODUCTS DIV.
INDUSTRIES R.0O.BOX 1527, HUNTSVILLE, ALA. 35807




1. No-wax vinyl floor tiles, “Century II,” are 12"
squares available with conventional or “Quik-
Stik” self-adhering backs. Offered in a choice of
five colorways, tiles have a completely non-
porous ‘“Nafglo” wear surface that wipes clean
with a damp mop. NAFCO, Florence, Ala. Circle
375 on reader service card

2. Cerwood™ flooring combines the natural beau-
ties of ceramic tile and hardwood. The elegant
flooring features tiles in a traditional Mediter-
ranean motif framed by oak-face pickets. Flooring
installs quickly and easily with no grouting. Qua-
magra, North Hollywood, Calif. Circle 376 on
reader service card

3. “Franciscan Cobble Tile” has the effect of old
world paving. Glazed 4"x4" ceramic tiles have sur-
face irregularities and slight variations in color
and texture. Tiles are offered in six colors. Inter-
pace, Los Angeles. Circle 377 on reader service
card

4. Cushioned sheet vinyl flooring, “Colony
Square,” has a ““Shinyl-Vinyl” no-wax wear sur-
face. Part of the “Spacemaker” line, pattern of
four textured bricks encased in a scroll border is
available in six colorways in 12’ and 15’ widths.
Congoleum, Kearney, N.J. Circle 378 on reader
service card

5. Custom-tufted Berber carpet, ‘Bryndle,”” can be
produced to fit any shape. Constructed of Zefran
acrylic the nubby-texture floorcovering is avail-
able seamless to 25'x60’. It comes in ten color-
ations. Philadelphia Carpet, Cartersville, Ga.
Circle 379 on reader service card

6. “Saxony BondWood Parquet” provides the ele-
gance of old English inlaid hardwood flooring. Of-
fered in 19"x19" prefabricated panels, flooring can
be installed on dry slab concrete, or particleboard
or plywood subfloors. Pattern comes in four wood
shades. Harris, Johnson City, Tenn. Circle 380 on
reader service card

7. Vinyl asbestos tile in a herringbone brick pat-
tern, “Federal Brick,”” has a rustic authentic look.
Made in easy-to-install 12"-square tiles, with self-
adhering or regular backs, flooring comes in red
or white. Kentile Floors, Brooklyn, N.Y. Circle
381 on reader service card

8. Super 4% line of residential carpets includes
““Fashionable” (left] a multi-level, random-shear
carpet of Trevira Star polyester. Another carpet in
the line is “Very Best” (right) a bold textured
mini-saxony constructed of heat set nylon. Gulis-
tan J. P. Stevens, New York City. Circle 382 on
reader service card

9. Needlepoint-patterned  carpet,  “Little
Women,” features a well-defined medallion-like
floral design. Constructed of Kodel polyester, car-
pet background is low-level loops. It comes in 15
two-tone colorways in 12’ widths with a jute
backing. Magee Carpet, New York City. Circle
383 on reader service card
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plaints. That's why invested literally
thousands of man hours and dollars devel-
oping a system for our metal clad doors to
resolve the problem. And when we knew the
system was ready, we submitted it to an inde-
pendent laboratory for tests based on ASTM
#283 for high velocity winds and

(Weathersealed Door System)

sively, that when properly installed, our

" new system provides an effective seal against

wind and/or rain on both single and double
doors . .. and we believe it is the best system
you can buy today.

So, if you're tired of getting complaints
about leaky doors, call or write today about
our new weathersealed door system. Stanley

Door Systems, Division of The

ASTM #331 for infiltration of wa- Stanley Works, 2400 East
ter. The doors passed these tests STANLEY Lincoln Road, Birmingham,

helps you do things right

by a wide margin, proving con-

Michigan 48012.

Great Doors for All American Homes™

CIRCLE 161 ON READER SERVICE CARD
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Save money.
Quietly.

Six builders talk about the no-squeak floor:

“We save $6,000 a
year with the APA®
glued-floor system,
because we don’t
need a man to serv-
ice squeaky floors on
callbacks anymore. Also no sags.”

George Glenn, Bluebonnet Homes,
Carmichael, Calif.

“Saves about $260
per average-size
home. The type of
glue recommended
by APA works in all
weather. Even our
cold Minnesota winters.” Marlin
Grant, Marvin H. Anderson Con-
struction Co., Minneapolis, Minn.

“The APA glued-
floor system creates
a complete unit,
with no individual
beam movement.
Eliminates about 50%
of the nailing and 100% of the
squeaks. It’s the type of work-
manship we insist on for the
$200,000 homes at Oak Knoll.”
Frank J. Cerra, Cerra Construc-
tion, Inc., Mendham, N.J.

“Produces a sounder
floor structurally,
and virtually elimi-
nates callbacks.
We’ll use the glued-
floor system in 450
condominium units this year.”
Malcolm Jones, Kaufman and
Broad, Inc., Wellesley, Mass.

“We've been using
glued-floors for five
years. Just about
eliminates squeaks.
Tends to level up the
floors, too.” Marvin
Kenney, United Homes Corp.,
Federal Way, Wash.

“The glued-floor is
} much cheaper. Not
! only from a labor
standpoint, but the
damn interest rate
on borrowed money
is so high, the faster the system
the better. It really makes a dif-
ference.” Henry Bordeaux, ABG
Industries, Durham, N. C.

Five years have gone by since
APA first developed the glued-
floor system and all its advan-
tages.

Visit the APA Exhibit Booth #2338 at the NAHB Show

CIRCLE 163 ON READER SERVICE CARD

No squeaks. No nail pops. No
callbacks. Longer spans. Fewer
nails. Faster installation.

Now look at us.

Knee deep in thank-you’s, testi-
monials and even a few loud
brags.

How do you stand? If you're
not using the APA glued-floor
and would like to, slip us the
coupon for a good book on the
subject.

(But keep it quiet.)

AMERICAN PLYWDOD ASSOCIATION

Department H-016
Tacoma, Washington 98401

] I'll keep it quiet. Send me
the free book on APA Glued
Floors and saving money.

T e R S S SR Ay

Title e e

Firm

Adidiels.. - - ST
City
State

Zip

the cost cutter
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PRODUCTS: INTERIORS

1. Vinyl wallcovering, “Garden of
Allah,” adds the flavor of the Far
East to a small living area. The de-
sign is a combination of intricate
symbolic motifs. Part of the “Fash-
ion Originals II”” collection, it comes
in three colorways. General Tire,
Akron, Ohio. Circle 384 on reader
service card

2. Decorative brick wall surfacing,
“Country Rustic,” with the irregu-
lar shape and texture of handmade,
now comes in a cool grey. Material
is fireproof for use around fireplaces
and weatherproof for outdoor appli-
cations. Z-Brick, Woodinville,
Wash. Circle 385 on reader service
card

3. Three-dimensional wallcovering,
“Trowel Track,” part of the “Tex-
tures Unlimited” collection, has the
natural rustic look of stucco. Heav-
ily-embossed pattern is one of 14 de-
signs available in a range of 122 color
combinations. B. F. Goodrich,
Marietta, Ohio. Circle 386 on reader
service card

4. Accessory molding in a tradi-
tional trellis pattern is designed for
use beneath a crown molding. Light-
weight strip can also be applied ver-
tically or horizontally as geometric
accent or trim around doors and
built-ins. Moldings come factory-
primed. Focal Point, Marietta, Ga.
Circle 387 on reader service card
MORE PRODUCTS ON PAGE 166

NOW YOU SEE IT...NOW YOU DON'T

Marcy built-ins make any room a gym,
and make any builder more profitable.

T
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y Gym Equipment C

Wy 2L

ympany, 1975. All Rights Reserved

See us at the NAHB show, booth 1543.

CIRCLE 164 ON READER SERVICE CARD

The fitness boom is
incredible. And so is our
newest equipment.
Imagine a gym machine
that provides over 20
major weight exercises,
yet takes up one square
foot of floor space. You're
imagining our MACH |*
Module. Then there's our
Quad Pulley. Over 100
exercise variations,
instantly adjustable for
all size users. We have
ways to make any

room into a gym.

Beautifully.

Some can

see it. Some ,\
can't. So "'
see for ik
yourself. GYM EQUIPMENT CO.




The company that gives you
everything in nailers,staplers, and
tackers, also gives you the service

to keep them working.

In a period
when everyone
wants your fastener busi-
ness, compare Duo-Fast
with the alternatives.

With over 100 sales
and service offices and
hundreds of trained profes-
sionals in the field, there is a
Duo-Fast man close to you.

Not only will he be there
when you have a problem, he
will periodically inspect

and service
your
s Duo-Fast
: ==& tools to mini-
# mize the
» possibility
e of costly

downtime.

Compare the Duo-Fast
product line.

Heavy-duty pneumatic
nailers drive strip-cohered nails
from 6d common through 16d
sinkers.

Coil-fed
) pneumatic nailers

drive 114" through
242" nails in coils
of 300.

Smooth,
ring, and
| screw-shank
& nails meet

your construc-
tion needs...
framing and
underlayment through roof
decking and siding. Aluminum,
Golden Galvanized, and special
hard nails are also available.

Duo-Fast’s brad and finish
nailers can greatly speed and
simplify your face nailing

require-
ments. Brads
15" through
114", and finish
nails 1%2" through
2" can be driven flush or counter-
. sunk. Colored nail heads are
X available to match wall
X paneling.
; In many
il applications,

matic staple
nailers have
proven their
versatility. Six
models drive
16-gauge gal-
vanized staples in 14" through
2" lengths. One model drives 1"
crown-width staples which have

CIRCLE 165 ON READER SERVICE CARD

Duo-Fast’s pneu-

proven ideal for asphalt
shingling.

Duo-Fast also has
a complete line of light,
medium and heavy-duty
pneumatic staple tackers, and
electric tackers for use in a wide
variety of timesaving applica-
tions. Soffit work, furring,
paneling, insulation, ceiling tile,
metal lathing, carpet underlay-
ment, and many others all go
faster and better with Duo-Fast.

And not to be overlooked
are Duo-Fast’s manual staple
tackers. Hammer tackers can
greatly speed your insulation
and building paper jobs. Gun
tackers are 1deal for screen wire
and ceiling tile
applications.

So compare
Duo-Fast with
the alternatives.

Contact
your
nearest
Duo-Fast
man. Talk
with him
about
Duo-Fast’s exclusive cost-
cutting features. And send for
a copy of Builder Brochure
FT-26.

Do it today!

Duo-Fast Corporation,

3702 River Road, Franklin Park,
Illinois 60131.

DUOFAST
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5. Elegant wood paneling, “Impe-
rial,” uses more stain in the grain for
a richer appearance. In the produc-
tion process, a reverse roller coating
of stain and sealer plus extra drying
steps are the keys. Panels come in 13
woodtones including rosewood.

Pavco, Pascagoula, Miss. Circle 388

6. Chinese-inspired wallcovering,
“Willow Ware,” is one of ten pat-
terns offered in the eclectic “Orien-
tations” collection. The simply
stated two-color design depicts
flowing florals framing stylized
temples and pagodas. Karl Mann As-
sociates, New York City. Circle 389

7. Natural cork wallcovering im-
ported from Spain is tissue-thin
sheets of cork on a lacquered paper
backing. Shown in the hand-printed
“Balloonery” pattern reminiscent of
ancient engravings, easy-to-clean
wallcovering is moisture resistant.
Armstrong Cork, Lancaster, Pa.

8. Design-in-sequence wallcovering,
“Signal Two,” is bold stripes on
silver Mylar that can be combined in
a variety of patterns. In the foyer
shown, stripes form V-shapes. In
contrast, they give a cascade effect
in the dining room. Winfield Design,
San Francisco. Circle 391 on reader

on reader service card Circle 390 on reader service card service card

L on reader service card
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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 gainin summer,

CONSERVE ENERGY
SAVE UP TO 1/3 ON
AIR CONDITIONING

Kool-0-Matic increases air conditioning effi-
ciency up to 30%, forless tonnage and less cost
Certified performance and aluminum construc-
tion insure proper apolication and lifetime main-
tenancefree service. Write for free catalog of
complete product line

Al- Your guarantee
'. § o quality

O LG r

and performance

KO OL MMI(%

KOOL-O-MATIC CORPORATION, DEPT 1176
1831 Terminal Rd., Niles, MI. 49120 m Phone 616/683-2600

|

CIRCLE 166 ON READER SERVICE CARD
166 H&H january 1976




Phil Reilly-Professional Builder’s
“1975 Builder of the Year,”

A letter to: Mr. David E. Link, Editor
PROFESSIONAL BUILDER
MAGAZINE
Chicago, Illinois

Congratulations to Phil Reilly —
Professional Builder's Builder of the
Year.

Perhaps some of the accolades
given so generously to Mr. Reilly in
the December issue of Professional
Builder Magazine are appropriate,
but not because of his accomplish-
ments as the ‘‘creative planning”
force behind the concept of Mission
Viejo.

Time frequently obscures facts as
they actually occurred, causing
distortions and aberrations to indi-
vidualswho are unable to distinguish
the reality or unwilling to give credit
to those who are truly the “creative”
innovators. And so is the information
that apparently was provided to your
editors and news reporters by well-
intentioned individuals who may
not be familiar with the real facts as
they exist.

Here are the facts as given to me
during a recent conversation with
Donald L. Bren. So let us set the
record straight.

The 11,000 acre new community
Mission Viejo was the conception and
“creative planning” of Donald L. Bren.

Not Phil Reilly.

Not Jim Toepfer.

The Mission Viejo Company was a
venture formed in 1963 by Donald
Bren, the George A. Fuller Company
and the O'Neill family, owners of the
52,000 acre Mission Viejo Ranch in
southern Orange County, California;
not “Reilly, along with Senior Vice
President, Jim Toepfer and Donald L.
Bren, a Newport Beach builder! At
that time, Phil Reilly was an attorney
with the law firm of Rutan and
Tucker of Santa Ana. Shortly before
the formation of the Mission Viejo
Company, Mr. Bren employed Mr.
Reilly as an administrator in one of
Mr. Bren's building companies. After
the formation of the new company, as
an employee, Mr. Reilly was named
Vice President by Mr. Bren.

Several months later, Mr. Toepfer
joined the Mission Viejo organiza-
tion as director of planning. At the
time of the development of the plan,
Mr. Toepfer was Planning Director of
the City.of Santa Ana, California,
and was subsequently employed by
Mr. Bren, but after the plan was con-
ceived and designed. The article

stating that “Toepfer drew the origi-
nal plan for Mission Viejo” is at vari-
ance with the facts. Boyle Engineering
of Santa Ana, California, in fact,
developed the community plan under
the personal direction of Donald L.
Bren, not Jim Toepfer.

It was during Mr. Bren's four year
tenure as President and Chief Execu-
tive Officer of the Mission Viejo
Company that he initiated the suc-
cessful “team effort” which is well
described in the article. Messrs. Reilly,
Toepfer, as well as many other staff
members were, of course, contribu-
tors to Mission Viejo's success. But
one must also include outstanding
consultants such as Dale Naegle, Ed
Malone, architects; Courtland Paul,
landscape architect; and Sanford R.
Goodkin, marketing research.

Under Mr. Bren's close personal
supervision, the master plan was con-
ceived, with all basic utilities and
support systems implemented. It was
not under the administration of Mr.
Reilly or the subsequent employment
of Mr. Toepfer that the plan was con-
ceived. However, both individuals
assisted in the implementation of Mr.
Bren’s plan.

The innovative marketing of La
Paz Homes and Eldorado Homes com-
menced for which the Mission Viejo
Company received many awards. For
the first time there was a significant
departure from the ticky-tacky archi-
tecture of the 50's and 60’s. An abun-
dant use of rough-sawn lumber and
textured stucco was used extensively
and was the predecessor of major
architectural changes that occurred
in residential housing in the subse-
quent decade. (It was also the first
time that the American Institute of
Architecture (AIA) recognized archi-
tecture for single family merchant-
built homes.)

Hundreds of homes were built.
Schools and parks were built. The
early California-styled shopping
center was completed. The new town
of Mission Viejo was an instant suc-
cess, as evidenced by prospective
homebuyers sleeping in front of the
sales offices to buy new homes even
during two depressed industry periods.
The Robert Trent Jones' golf course
and architecturally unique club-
house was completed. All of this was
accomplished under the administra-
tion and responsibility of Mr. Bren
and his “team effort! not Mr. Reilly's.
Mr. Bren was not a passive Chief
Executive, he was an articulate, and

innovative Chief Executive and
demonstrated strong leadership.
After four years, as President and
Chief Executive Officer, in 1967 Mr.
Bren sold his Mission Viejo Company
interest to the O'Neill family, con-
centrating his building efforts on a

regional basis throughout California.

At that point, Mr. Reilly became
Chief Operating Officer under Mr.
James West, Chief Executive Officer.
He then assumed operating responsi-
bility for Mr. Bren's success team;
however, certain key executives from
the team continued with Mr. Bren.
The success pattern was indelibly
established for Mission Viejo Com-
pany. Since then, presumably, Mr.
Reilly has largely followed the origi-
nal long-range planning, marketing,
and building concepts established by
Mr. Bren and his original “team”
The article further suggests that
one of the four reasons why Pro-
fessional Builder determined to give
the award to Mr. Reilly is that the
Mission Viejo plan “has given builders
new hope that prices can be kept
down through cost cutting and inno-
vative design’ This is an excellent
pontifical statement. The so-called
“‘cost cutting' disciplines, while
important, are clearly not the singu-
lar reason for low prices. And unfor-
tunately, neither is “innovative
design! The simple reason is that the
base land value is extremely low,
particularly when compared to other
properties in the general market area.
The Mission Viejo Company pays the
same for land development; lumber,
shingles, drywall, labor, cement, and
other raw materials as any other
large housing producer. Any other
suggestion might be misleading to
other builders who think they can do
the same thing and as a result, may
compromise his company’s future.
Real credit should be given to Mr.
Bren and to all those individuals for
their “creative planning” and “posi-
tive approach” and who are deserving.

Tenzer & Company Incorporated
Michael L. Tenzer, President
9300 Wilshire Blvd.
Beverly Hills, California 90212

Mr. Tenzer is former President of
the Housing Division of the Larwin
Group, Beverly Hills, California. In
1968 he was awarded the Top Per-
former Award by House and Home.
Currently Mr. Tenzer heads his own
interim management and consulting
firm to the housing industry.
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Installs wood paneling and drywall
in half the time required for nailing.
DAP Panel and Dry Wall Adhesive
sticks tight to wood,
metal, masonry and
practically every build-
ing material. Adheres
with a permanent, heat-

Reduce time and cost.

~ AP

wother Quality Product from DAP Resear

PANEL

and

DRY WALL
adhesive

VATURAL RUBBER FORMUL!
EASY FAST
HEATPROOF — WATERPROC!

DANGER:
EXTREMELY FLAMMABL:

See Caution on Back Pane/

-
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IS adhesive Saves

nails, time and
allgnment prob

proof, waterproof bond. Permits ‘
easy adjustments in panel ‘
alignment during installation.
Ideal for subflooring, stair
treads, trim and molding, too.
Orderitin 11 or 29 fl. oz. car-
tridges at your paint, hardware
or building materials supplier.

ipanel

CIms

The

builder's word
for quality
every time.

DAP Inc., General Offices: Dayton, Ohio 45401
Subsidiary of Plough, Inc.
CIRCLE 168 ON READER SERVICE CARD

[LITERATURE

Sound-reducing  blankets con-
structed of spun mineral fibers are
the subject of a two-page fact sheet.
Fire resistance and high-density
construction are discussed. A pho-
tograph accompanies detailed direc-
tions for application. U.S. Gypsum,
Chicago. Circle 450 on reader ser-
vice card

Cellular concrete insulation for ma-
sonry walls can help save energy. So
says a four-page illustrated brochure
that includes charts showing: 1)
heat loss (“U” value) per hour for
common types of block walls and 2)
typical fuel (energy) savings in repre-
sentative northern cities (shown as
a percentage of insulation costs).
Cost and method of installation are
discussed and detailed specs given.
Waukesha, Waukesha, Wis. Circle

451 on reader service card

Insulating products are described in
a 12-page booklet. Drawings accom-
pany data on water-repellent vermi-
culite fill for masonry walls. A vari-
ety of applications for polystyrene
foam insulation are discussed: as
perimeter and cavity wall insula-
tion, as sheathing board and in
cooler/freezer systems. Cost data,
“U” values, diagrams, application
instructions and specs are included.
A wall insulation system incorpo-
rating metal furring strips is intro-
duced. Grace, Cambridge, Mass.
Circle 452 on reader service card

The all-weather wood foundation
(AWWEF) is described in 16 pages.
Photographs show the AWWF, a
below-grade pressure-treated
plywood-sheathed stud wall, in all
stages of installation. Text explains
the system’s properties, A cost study
comparing the AWWF and concrete
block foundations appears in table
form. Diagrams accompany con-
struction data and tables giving min-
imum structural requirements for
framing, footing plate sizes and min-
imum plywood grades. The booklet
concludes with a list of additional
literature  available.  American
Plywood Assn., Tacoma, Wash.
Circle 453 on reader service card

Metallic laminates brochure shows
residential and institutional instal-
lations in full color. Photographs of
all brushed-aluminum and copper
patterns are included. Text outlines
laminate’s characteristics and appli-
cations. Diller Corp., Elk Grove Vil-
lage, I11. Circle 454 on reader service
card

Lath-and-plaster curtainwall man-
ual details construction and cost
data for this type of exterior assem-
bly. An introduction begins the 12-
page manual by giving basic in-
formation about characteristics of
lath-and-plaster curtainwalls. The
following four chapters discuss: 1)
system components—studs, brac-
ing, sheathing, etc., 2) fabrication

techniques—on-the-job vs. vu-siw,
3)erection and attachment and 4)en-
gineering considerations. Interna-
tional Association of Wall and Ceil-
ing Contractors, Washington, D.C.
Circle 455 on reader service card

Anti-graffiti coating for masonry,
stone and metal surfaces is the sub-
ject of a two-color flyer. The coating,
which seals against stain penetra-
tion, is described and stain-removal
techniques are outlined. Sonneborn-
Contech, Minneapolis, Minn. Circle
456 on reader service card

Aluminum in building is the subject
of an illustrated booklet. Twenty-
four pages open with basics of the
anodizing process and how it affects
specification of color and finish. A
color chart is included, as is data on
how to specify. Full color pho-
tographs show aluminum in a vari-
ety of interior and exterior applica-
tions and tables present the mechan-
ical properties of various alloys. The
use of aluminum extrusions and
cast aluminum for decorative pur-
poses is discussed. Comments on
aluminum in renovation and re-
modeling conclude the booklet.
Kaiser, Oakland, Calif. Circle 457 on
reader service card

Horizontal mailbox selection guide
includes front- and rear-loading

models. The configuration of boxes
needed for from 15 to 210 tenants
can be determined using a table pro-
vided. Diagrams and typical specs
are given; a photograph of compan-
ion directory is included. American |
Device, Steeleville, I11. Circle 458 on
reader service card

Composite-core plywood is intro-
duced in four illustrated pages. Text
outlines the plywood’s composition
and uses. Application data for roof,
sub-floor and side-wall sheathing is
given in chart form accompanied by
diagrams. Potlatch, Spokane, Wash.
Circle 459 on reader service card

Builder/contractor instruments ca-
talog pictures and describes levels,
level-transits, tripods and acces-
sories. The function and job accu-
racy range of each model is ex-
plained. A guide to choosing the
right instrument and sections on
reading circles and verniers and on
metric conversion are included.
David White Instruments, Meno-
monee Falls, Wis. Circle 460 on
reader service card

Roof and wall finishings catalog in-
dexes six lines of asphalt tile, a line
of shutters, mineral sidings and
other materials. The catalog de-
scribes each line, gives specs and in-
cludes photos and samples of avail-
able colors for each. A table lists roof
coatings and plastic cements, giving
uses, specs, etc., for each. GAF, New
York City. Circle 462 on reader ser-
vice card




Red cedar expands on a good idea.

The problem: Build an affordable house Combine this ability to tie elements togetner
designed to grow with the needs of its family with red cedar’s rich appearance and superior
The solution: An expandable house with a insulative qualities, and you see why cedar
red cedar roof. A relatively low-cost, basic home shingles or shakes can be part of a beautiful
with designed expansion areas for additions solution to expansion housing. Try them on
With the cost of land and financing, it your next project
makes sense Red cedar. A natural solution
So does the red cedar roof. “It's a natural (For details on “How to Specify." write Red Cedar
solution to achieving unity as the house Shingle & Handsplit Shake Bureau, 55108 White
expands. concluded the architect of this Building, Seattle, Wa. 98101. In Canada
nationally-acclaimed model 1055 West Hastings St.,Vancouver, B.C.,V6E 2H

bels under the bandstick
e

f red cedar y
ed ceda )

Red Cedar Shingle & Handsplit Shake Bureau
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IF YOU HAD TO PAY YOUR
BUYERS’ FUEL BILLS. . .

R.O.W is the registered trademark of
R.O.W Sales Company
Ferndale, Mich.

... YOU’D PICK THE WINDOWS THAT CONSERVE
RECIOUS FUEL AND ASSURE DRAFT-FREE COMFORT

You have read many times that wood, as a thermal insulator, is about 1800
times more efficient than aluminum. Perhaps bargain windows may have
seemed like a good way to cut a little out of construction costs. Now, with
national shortages of gas and oil, it's time to consider long term effects.
Weather-tight R.O.W wood windows conserve fuel as well as providing
greater comfort with lower heating and cooling costs. Long-term home
owner satisfaction can be your greatest single asset.

76 NAHB SHOW BOOTH #2216

R.O.W SALES COMPANY
1301 ACADEMY, FERNDALE, MICH. 48220
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New floor by you...

Just strip off the backing paper and stick the tile into position. It's that easy for you to

decorate with Azrock Self Stick. You'll find Azrock Self Stick vinyl asbestos floor tile is

as practical as it is good looking. It's greaseproof, easy to clean, and resistant to most

common household stains. And Self Stick saves you money because you install it yourself.
Where can you use it? Any room. Azrock Self Stick installs easily over old floors, or on

concrete or wood subfloors. Self Stick comes in many popular styles and colors, like this

attractive Claridon design. And, using the recommended adhesive, you can achieve that

extra decorator touch by putting dry-back tiles right up the wall.

See all the exciting styles at your nearby Azrock §

dealer. He's in the Yellow Pages.

V& the vinyl
asbestos

) b4 " g
... with a little help from Azrock Self Stick.

For a free color folder, write Azrock Floor Products, Dept. 514C, P.O. Box 531, San Antonio, Texas 78292
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While the demand for antebellum
mansions isn't what it once was,
there are plenty of opportunities
for a paint product good enough to
bear the name Olympic. The product
is Olympic Overcoat, a beautifully
durable, flat, acrylic-latex finish
that's the perfect answer for
hardboard, concrete, stucco or any ::»‘;f:;;:ﬂwlmumaw’“
exterior surface that must be painted.
(Anyplace you don't use stain.)

Overcoat delivers spectacular
coverage and maintains excellent
hiding ability at the same time. The

It's Olymplc, but it isn 't stain!
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end result is a beautiful exterior
finish that really lasts.

You can specify Overcoat in

most of the popular Olympic Stain
Solid Colors, plus some brand new
pastel shades. To learn more about
Overcoat, refer to the Sweet's
catalogs, call their BUYLINE,

or write us.

OLYMPIC.
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‘nw:;:.unis 9 Olympic Stain.

A division of COMERCO, INC. B
Dept. 0, 1148 N.W. Leary Way,
Seattle, 7 98107 (206) 789']000

CIRCLE 173 ON READER SERVICE CARD



