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Creative styling that helps you sell homes: 
New Alvarado in Azrock vinyl asbestos floor tile. 

Azrock's new Alvarado is winning instant approval from cent vinyl encasing fine particles of actual marble, deeply 
sales-minded builders who know how much the right floor inlaid on a vinyl asbestos backing. Available in four natural 
can motivate the buying decision. Alvarado creates imme- marble colors, 12" x 12" size, Va" gauge, Alvarado is POOd 
diate floor interest, with its dramatic bold chips of translu- news for your budge t . . . gOOd OCVVS f 
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Moving nature indoors is easy... 
with treeSr plants and ceramic tile. 

    

 

 

The pleasures of an indoor garden are 
obvious. But, an atrium is often gained at 
the expense of convenience, or given a self-
defeating "fish bowl" treatment. 

Architect Ray Heuholt, A.I.A., solved 
this dilemma by combining living things 
and a natural material — ceramic tile — 
in this Des Moines, Iowa home. A ceramic 
mosaic floor surrounds the atrium and 
covers the family room, entranceway, 
kitchen, bath and halls. The atrium can 
be maintained simply, without worrying 
about water, soil, spilled gravel or falling 
leaves. 

Ceramic wall tile and decorator tile are 
also used in the house for which Des 
Moines Marble & Mantle Co. served as tile contractor. 

The colors, shapes, sizes, textures and patterns of American ceramic i 
tile arc endless. The seal at riglit on every eartoii of Certified QuahtyTile^^^ 
is your assurance of tile that is regularly tested by an independent ^ 
laboratory to meet the most rigid goverrmient specifications. For 
information write: Tile Council of America Inc., 800 Second Ave., 
New York, N.Y. 10017. 
MEMBER COMPANIES: American Olean Tile Co., Inc. • Cambridge Tile Manufacturing Co. • Continental Ceramic Corporation • Florida Tile 
Industries, Inc. • Gulf States Ceramic Tile Co. • Keystone Ridgeway Company, Inc. • Lone Star Ceramics Co. • Ludowici-Celodon Company 
Marshall Tiles, Inc. • Mid-State Tile Company • Monarch Tile Manufacturing Inc. • Pomona Tile Manufacturing Co. • Sparta Ceramic 
Company • Summitville Tiles, Inc. • Texeromics Inc. • United States Ceramic Tile Co. • Wenczel Tile Company • Western States Ceramic Corp. 
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NEWS 

President's housing plan—strong new plea for more of same 
Wifip WorW Phntn 

'X) Quantity. 
That's the theme ol" the President's hous

ing message to Congress. 
The legislative package he wants Con

gress to approve this year is huge—the big
gest ever suggested in U.S. history. Its size 
does not stem f rom new programs but 
f rom many changes in existing ones. 

And once again the changes of most 
significance to homebuilding are aimed at 
improving the mortgage market's liquidity 
—spinning ofi^ Fanny May's secondary 
market operations ( N E W S , Feb.). raising 
the 6% ceiling on government-backed 
mortgages, providing F H A insurance for 
mortgage trust certificates (see story, p. 
12). 

The news in the President's message is 
the dimen.sion of the hope he expressed: 

" I proposed to the Congress that we 
launch a program, in cooperation with pri
vate industry and labor, and build six mil
lion new housing units for low- and 
middle-income families over the next ten 
years." 

For the first time, the White House is 
not regarding the housing subsidy pro
grams as experimental in quantity—or 
"demonstrations" in Washington jargon— 
since Congress has been traditionally re
luctant to finance housing "experiments." 

Cheers for program. The President's 
rather remarkable goal (which may come 
back to haunt him) drew cheers f rom 
nearly everyone, despite considerable 
skepticism about Uncle Sam's ability to 
loosen his war-strained pursestrings suffi
ciently to match the goal with money. 

"We can begin this program in fiscal 
year 1969 with 300.000 housing units." 
the President declared. Roughly half of 
these would come f rom public housing 
under the turnkey and modernization pro
grams. 

Legis lat ive strategy. The President's 
omnibus bill landed on Capitol H i l l amid 
continued debate over its future journey 
through the legislative maze. This year, 
more than ever, urgency surrounds the bi l l . 

• The whole package includes authori
zation for most of HUD'S programs for the 
next four years. Without aproval this year, 
urban renewal, public housing and all the 
other goodies in HUD'S cornucopia wil l face 
budgetary havoc. 

• The bill wi l l ask for continuation of 
the controversial Model Cities plan. Wi th 
out its approval, dollar amounts cannot be 
set in the H U D appropriation bill—so the 
money debate wil l await signals f r o m Con
gressional consideration of the omnibus 
housing measure. 

• Rep. Wright Patman (D . , Tex.) is in
sisting that eff'orts to l i f t the 6% ceiling on 
FHA mortgage rates must be packaged into 
the omnibus measure despite builders' pleas 
for a separate, quickie bil l . Patman's 
Banking Committee could block any FHA 
bi l l , so the Administration's strategy is to 
try an end run. Housing leaders hope to 
have the Veterans Committee vote a bill 
l i f t ing the 6% ceiling on VA loans. They 

T H E P R E S I D E N T signs Economic Report. Anhur 
Okun, James Diiscnberry and Gardner Ackley of 
Council of Economic Advisers (/. to r.) watch. 

would then amend the FHA bill into the 
original VA measure. 

Sparkman bil l . Further complicating 
the legislative outlook is Sen. John Spark-
man's own housing bi l l , which his housing 
subcommittee approved last year but didn't 
bring up for Senate debate. It contains 
most, but not all, of the President's re
quests. 

How HUD plans to use 
money it hopes to get 
"Appropriations" or "new obligational 
authority," the terminology and figures 
used in the President's budget, give little 
clue to HUD'S expected business. Activi ty 
levels, in dollar amounts or number of 
housing units, show more clearly what 
the agency's budget experts predict 
should Congress approve the President's 
budget requests. Here is a comparison 
for three fiscal years: 

FY67 FY68 FY69 
( A c U l u l . (Est ) ( I T o j e r l e d l 

( D o l l B r s In Thounands) 

U R B A N R E N E W A L 
Projects $735,174 $835,164 $1,128,500 
Code enforcement $ 51,578 $ 50.500 * 108 ,000 
Other $ 10,82:1 $ T8,2no $ 13,500 

$797,375 $907,864 $1,230,000 

P U B L I C H O U S I N G 
Const, starts 2 0 . 5 8 4 55 ,000 75 .000 
Modernization, units 82,500 62,500 
202 elderly starts 8,007 9,750 11,850 
Open space grants $ BM.944 $ 77,500 » 85 ,000 
Sewer-water starts 8 5 325 350 

M O D E L C I T I E S 
Planning grants $ 22.250 
Sunpl. grants $ 52,500 $ 617,50" 
Extra urban renew. $ 1 0 0 , 0 0 0 9 500 .000 

R E N T S U P P L E M E N T S 
Basic contract auth. $ 20,00(1 $ Kl.dlMI $ 
Applications-new unit 0.205 34,5.50 31.200 
Commitments-new units 11,087 25.015 23,120 
Commitments-rehab units Tifir, 4,540 4,370 

FHA I N S U R A N C E P R O G R A M S l U n i t Appl icat ions) 
Single family 

203b New 141,464 165,000 170 ,000 
203b Existing KMi.i i : , ! ! 620 ,000 712.500 
220 Renewal, exist. 350 800 2 . 000 
Total. New & exist. 685.928 870,000 980.000 

Mult j fami ly 
207 New (basic) 2,71)1; 

• i i i i i 213 Co-op, new units 
220D3 Mkt-Rate. 

Rent-Sup., new units 5,214 
Existing units 501 

221 D3 Below-Mkt. 
New 26,690 
Existing 1.155 

234 Condominium, new 670 
Total. Now & Exist , 62.662 

6,000 
6.000 

33,050 
3,000 

35,100 
4.000 
2,000 

116.450 

8,000 
6,400 

30.200 
3,000 

35,300 
6,000 
2,500 

120.800 

Sparkman is inclined to reconsider his 
own bi l l , tacking on the Administration's 
ideas—thereby rushing for Senate approval 
prior to a House vote on the huge and 
controversial package. 

Civ i l rights and crime. In his State of 
the Union address. President Johnson 
barely mentioned his desire for an open 
housing law. A try was made in the Senate 
to tack the idea onto the existing civil 
rights bil l—but open housing appeared 
dead for this year. 

Most significant, for housing programs, 
was the vast applau.se given the President's 
words about crime in the streets. This feel
ing, according to housing liberals in Con
gress, may very well turn against the still 
controversial Model Cities idea. 

Model Cities wil l come up for approval 
twice this year—once as part of the omni
bus bill re-authorizing the scheme and 
again as part of HIJD'S money bi l l . The Sen
ate is expected to act first on the omnibus 
bi l l , but the House wil l act first on the 
money bi l l . 

So far. the President has remained un
committed as to when the second round of 
Model City choices wi l l be announced. 
Housing Secretary Robert Weaver claims 
he does not "intend" to wait unti l HUD'S 
money bill is approved—late in the Con
gressional .session. 

The anti-crime mood in Congress could 
very well turn against the Rent Supplement 
scheme, too. 

Home ownership. This anti-crime atti
tude forces the Southern Democrat-cop 
coalition into a difficult choice, however. 

The Republicans have endorsed Sen. 
Charles Percy's much-publicized, home-
ownership plan for the poor. And the 
Democrats' Sen. Sparkman has included 
home ownership in his own bi l l . The idea 
is likely to be the feature of any omnibus 
package. 

The question: Wi l l a firm new .stand 
against crime turn the coalition against ur
ban programs that both parties endorsed? 

Election year. I f all the.se Congres
sional complications were not enough, this 
is an election year: Mellifluous orations vie 
for hometown headlines, voting records 
spawn campaign fodder, and the normally 
slow legislative process bogs down in un
comfortable anticipation of Nov. 5. 

The net result wil l be a continued, un
settled outlook for builders. 

Hidden benefits. While the headlines 
will be about the Model Cities debate and 
Rent Supplement votes, the omnibus meas
ure contains a lot more for builders. 

The FHA insurance program for vacation 
homes wil l probably be approved, although 
limited to areas where money isn't tight. 

Changes in the college housing program 
are certain: The Administration refuses to 
let loo.se its 3% loans because the pegged 
rate is below what states must pay—and. 
therefore, Uncle Sam would be undercut
ting the .states' efforts to supply their own 
college needs. — J O H N NrcHOLsoN 

McGraw-Hil l World News. Washington 

M A R C H 1 9 6 8 



182.35 

N E I V S 

H O U S E ^ H O M E 
V A L U E I N D E X | f ] 
O F 2 5 B L U L D I H O S T O C l - C S ' 

 
 

M 
P - P A J A O D P 

1 9 6 7 1 9 6 8 
T O T A L S H A K E VALUER OP JANUAISV 1 9 6 5 = i o o 

Top 5 stocks in each category 
Jan. '67 Jan. '68 Feb. '68 

Builders 98.14 224.35 230.68 
Land develop. 126.91 288.03 279.59 
Mortgage COS. 108.53 229.99 240.18 
Prefabbers 71.11 132.28 186.89 
S & L s 81.99 112.16 127.81 

Stock prices up 95% in year 

Housing—Wall Street's new sweetheart 
To Wall Street, housing was just another 
puny industry f rom the wrong side of the 
halance sheet—until last year. 

Then, like the teen-age girl who matures 
overnight, housing came of age—and swept 
Wall Street right off its feet. 

"It's a tremendous romance," says an 
experienced broker. 

Riding on the Street's new affection, 
housing share prices went up. up and away. 
H O U S E & H O M E ' S composite index of 25 
issues traces the trend (chart, left).* And, 
as measured by H&H'S tabulations f rom 
January 1967 to February 1968, every seg
ment of the industry prospered. Items: 

• The five building companies on H&H'S 
index soared 136%. Ten building issues 
doubled in price, and three increa.sed more 
than 200% (Jim Walter Corp., up 209% 
to 52 'A; Kaufman & Broad, up 2 2 1 % to 
38% and Del E. Webb Corp., up 260% 
to 9.) 

• Prefabbers rose 163%. with Scholz 
Homes up f o m 2Vi to 12V2 and Inland 
Homes up f rom 3 to 36. In December, 
Scholz sold at 7 and Inland hovered below 
16. 

• Mortgage-banking stock prices rose 
121%. spurred by Mortgage Guaranty I n 
surance Corp., the private counterpart of 
FHA. Its common went f rom 17VK to 69%, 
a 307% increase. 

• Prices of the five land developers on 
the index ro.se 120%. And prices of six 
companies more than doubled (Christiana 
Oil , Deltona, General Development, H o r i 
zon Land, Ma jo r Realty and MfcCulloch 
O i l ) . 

• The volatile savings-and-loan associa
tions registered a 56% increase. 

The share-value increase of the indus
try's 25 leading stocks—95%—is all the 
more impressive alongside Standard & 
Poor's industrial index, which rose 22.6% 
in 1967, and the 30 Dow Jones indusirials. 
which advanced 15.2%. 

Such solid performance is a boon to even 
the smallest of builders. T o investors and 
bankers, the publicly held companies are 
the face of the housing industry. So when 
the big companies prosper, they lend an 
aura of success to the whole industry. 

Inevitability factor. Why the sudden 
stock boom? Wall Streeters who are bullish 
about housing note five reasons: 

1. A housing boom is imminent. " I call 
it the inevitability factor," one analyst says. 
"Every day that passes, we get that much 
closer to the war's end and the beginning 
of the housing boom to fo l low." 

2. The nation has a housing shortage. 
The apartment vacancy rate is 6.3%, down 
f rom 7.5% in the 1963-1965 period. And 
homeowner units for sale are only 1.2% 
of total inventorv. off f r om 1.4% in 1963-
1965. 

3 . Family formations are increasing. 

* Stocks figured in index are indictited by dots 
( • ) in stock list at bottom of following page. 

Despite Vietnam, which wi l l keep many a 
soldier f rom the altar, there wil l be 1.9 
million marriages this year, up f rom 1.5 
million in 1959. 

4. The housing industry has shaken it
self out. Theoretically, only strong and 
well-managed companies are left for in
vestors. Indeed, many companies were prov
ing their potential late in 1966, just as 
their stocks hit attractive lows. 

Out of the doghouse. Housing turned 
around so suddenly that it caught some 
analysts by surpri.se. As late as July of 
1966. H & H reported that "an encouraging 
word about housing companies is seldom 
heard on Wall Street today." Even growth 
companies were selling at far below the 16-
times-earnings ratio of blue-chip indus
trials. Levitt was selling at about 11 times 
its $1.05 earnings, K & B and Jim Walter at 
8 times earnings. (Today, building com
panies command excellent earnings ratios. 
Last month, Jim Walter sold at 21 times 
its $2.49 earnings per share, and K & B .sold 
at 23 times its $1.24 earnings.) 

Back in 1966, any Wall Streeter who 
knew a put f rom a call could recite four 
time-honored reasons to ignore housing: 
1) None of the companies was truly na
tional: 2) earnings were inconsistent: 3) 
many companies were ruled by one man 
and 4) none of the companies had enough 
shares to attract huge investors. 

But in the last 18 months, investors 
have begun to realize that those old cr i t i 
cisms no longer apply across the board. 
Much of the credit belongs to Wil l iam 
Jaird Levitt, who once described himself 
as a one-man builders association. 

Going national—profitably. Af te r 
losing $1.4 mill ion in 1961, Levitt formed 
a national organization building in several 
locations. I n 1965, he had six branches 
and a record of four years of steady 
earnings. 

Multi-site btidlding was taken up by 
others—notably young Eli Broad and Don 
Kaufman, founders of Kaufman & Broad. 
Even today, others are getting into the act 
(see page 34). 

In October of 1965, Dominick & 
Dominick, a Wall Street investment house, 
issued a report recommending Levi t t— 
and by implication the whole housing 
industry. 

Better management. The secret of 
K&B'S and Levitt's multi-site successes was 
local autonomy with .strong local man
agers. So late in 1966, mutual funds, which 
value solid management, began channeling 
money into multi-site builders. Levitt was 
first. And by last summer five exchange 
funds had acquired 22% of K&B'S shares, 
and 13 other funds held shares in Jim 
Walter. 

Then came the clincher. In August, In 
ternational Telephone and Telegraph Corp.. 
proposed to acquire Levitt for $92 mi l 
lion. The giant conglomerate had been im
pressed by Levitt's management. 

HOUSE & HOME 



S T O C K - M A R K E T L E A D E R S are shown above. From left, builder Eli Broad, prefal Don Scholz, supplier Jim Walter and high-rise builder Janis Risbergs. 

Enough stock. I t is still true that 
builders don't have enough shares on mar
ket to satisfy major institutional investors. 

Even companies as lage as Jim Walter, 
with ten times K&B'S market value, are out
stripped by the suppliers. Sheer size is one 
reason building suppliers gave a strong 
stock performance last year (table, below). 

The winners. The bull market con
tinued into February. 

"The general public is moving into 
housing in search of tomorrow's Levitt or 
K & B , " says an analyst. "So low-priced 
issues are getting attention." 

Here are four companies, large and 
small, that experts expect to prosper: 

Kaufman and Broad: Now that Levitt 
has disappeared into I T T (merger closed 
Feb. 1 ) , K & B is the largest volume home-

builder still listed on a major exchange. 
"That gives them scarcity value," as a 
Wall Streeter put i t . I n the last three 
months. 1 5 research reports have been 
written about K & B . The consensus: ' 6 8 
earnings could hit $ 1 . 5 0 , up 2 6 % . 

Jim Walter: Some experts think Jim 
Walter is the prototype of tomorrow's 
housing company—a homebuilder that also 
produces materials (through its Celotex 
Corp. and Barrett Business). Earnings in 
the first quarter of fiscal ' 6 8 , ended Nov. 
3 0 , 1 9 6 7 , were $ 2 . 5 mil l ion, or 7 4 cents a 
share—up f rom $ 1 . 1 mil l ion, or 3 5 cents a 
share, in the like period of 1 9 6 6 . 

Del E. Webb: Despite losses in the last 
two years, Webb reported 20-cents-a-share 
earnings in the third quarter of fiscal ' 6 7 , 
up f rom 5 cents for the like period of 1 9 6 6 . 

Stock sales have also increased on rumors 
of Las Vegas deals between Webb and 
friend Howard Hughes, who hopes to 
make Vegas another Houston ( N E W S , 
Nov. ' 6 7 ) . Webb's company has denied 
the rumors in a press statement that never
theless points out that Webb has handled 
many of Hughes' past construction proj
ects. 

General Builders: This house and high-
rise building company lost $ 4 6 6 , 0 0 0 in 
1 9 6 7 . But its leader—the legendary Lat
vian Janis Risberg.s—has carried out a par
tial liquidation and realigned his all-Lat
vian management team. Last month the 
company announced plans to proceed with 
two high-rise apartments in Fort Lauder
dale. — F R A N K L A L L I 

.\KWS cvniinued on p. 10 

Housingr-supplier s tocks are up 
Investors with their eyes on the housing 
industry's potential poured money into 
building supply companies last year. 

A l l 2 2 companies tabulated by Robert 
Beaudette. an analyst for Merr i l l Lynch. 
Pierce. Fenner & Smith, posted stock price 
increases in 1 9 6 7 {table below). 

But only four of the companies, colored 
red, increased earnings. And one of the 
four. American Standard, picked up 1 2 
of its estimated 19-cents-a-share increase 
by winning an old damage claim. 

By year's end, the average stock price 
of all 2 2 companies was 4 0 % , up 9 ' / i or 
2 2 . 6 % . The bullish trend has continued 
into 1 9 6 8 . In February, 1 9 of the 2 2 sup
pliers posted increases over their Decem
ber share values. 

Company 

American Stiinilard 
Armstrong Cork 
Carrier 
Crane 
Fiintkote 
Georgia Pacific 
Johns- IVtnnville 
National Load 
Otis Elevator 
Pittsburgh Plateglnss 
WIckes 
Sherwin-Wil l iams 
Trane 
U.S. Gypsum 
U.S. Plywood-Champ. 
General Portland Cem. 0.1)1) 
Ideal Cement 1.34 
Lonestar Cement l.tVi 
Jim Walter M H B B a M l 
M . i s n n i t r 3.33 
Certain-Teed 0.90 
Kaiser Cement I d . ! 
•*-adJuswd for a SSTc stock s p l U 
' - i K i t e n t l a l dilution of l O ' X or more. 
F-the following fiscal year, K - o s t l m a l e d 

and 6 8 of HOUSE & HOME 'S 9 2 housing s tocks rose in January 
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C O M P A N Y Feb. 5 Chng. 
Bid/ Prev. 

Close Month 

B U I L D I N G 
Capital BIdg. (Can.) -80 
Cons. Bldg. (Can.) l - } 0 
Dev. Corp. Amer. 31^ 
Edwards I nds ZVi 
First Hartford Rlly 9 
First Nat. Rlty." ZV, 
Frouge ' 
•General Bldrs.'- 2 7 
• Kaufman & B d . " ' 38/» 
Kavanagh-Smitt) J/* 
Levitt 
Nationwide Homes V \ 
• Pros Real. A.i' 12 J 
Sproul Homes f j * 
U.S. Home & Dev. \Vi 
•Jim Walter " 52% 
•Del. E. Webb • 9 
Western Orbis ^y* 

(Lou Lesser Ent.) 

P R E F A B R I C A T I O N 
Admiral Homes '/» 
•Albee Homts \n 
Continental Homes a /s 
• Inland Homes 3b 
• Natl. Homes A.« SV* 
• Scholz Homes I Z w 
•Swift Industries «Vi 

S & U „ 
American Fin ^ ' 
C a l i L F i n . ' 
Empire Fin. 
Equitable S&L 6i6 
Far West F in . -
•Fin. Fed.«...^, 2 0 ^ 
•First Char. Fin.'- 30% 
First Fin. West ^ ^ 
First Lincoln Fin. 
First Surety 
First West Fin 3% 
Gibraltar Fin.», 30V4 
•Great West F in . - 17% 
Hawthorne Fin. 
•Imperial Corp." \ n 
•Lytton Fin.« \ 
I«idwestern Fin." \ n 
Trans-CsL Inv 
Trans World Fin." }ZJ» 
Union Fin. .. 
United Fin. Cal." 
Wesco Fin -

+35< 
-f25< 

+ 
+ '/J 
+ 'A 
+ iV* 

k 
-I- V, 
+ H 
^ . . . . ^ 

+ 1 
- y . 
+ 'A 
- V, 

20t 
+ V, 
+ h 
+ 4% 

+11 
+ V4 
+ m 
+n% 
+ i H 
- f 2!4 
+ 3M 
+ 1 
-t- l'/4 
-I- H + 
+ 5H 
+ 2y, 
+ 'A + a 
+ 'A 
+ I'A 
+ m 
+ m 
+ 4Vi 
-f- A'A 
+ VA 

C O M P A N V 

•Advance 
•Associated Mtg. 
Charter 
•Colwell 
•Cont. Mtg. Inv -
Cont. Mtg. Ins 
FNMA 
First Mtg. Inv 
Kissell Mtg.'> 
Lomas & Net. Fin. 
•MGIC "» 
Mortg. Assoc. 
Palomar Mtg. 
Southeast Mtg. I nv. 
United Imp. & Inv.'" 

L A N D D E V E L O P M E N T 
All-state Prop..„... 
American Land 
Arvida 
Atlantic Imp. 
Canaveral Int.'' 
Christiana 0.'' 
Cousins Props. 
Crawford 
Deltona Corp.'' 
Disc Inc 
Fla. Palm-Aire 
Forest City Ent.'-
Garden Land 
•Gen. Devel.-
•Gulf American' ' 
•Holly Corp.'' 
Horizon Land 
Laguna Nig.. 

Feb, 5 Chng. 
B id / Prev. 

Close Month 

K I N G 
+ y* 

8 + '/4 
5 + ly . 

m + 1 
50 + VA 
10^, + 'A 
81 + 16'/4 
ley* + 1 

+ y . 
Ay* - y. 

69y4 + 5 
7!4 
5 + 1 % 
4M - H 

u y . + 1 

E N T 
75i - 5^ 
VA 

10'A + l'/4 
19 + 54 

4- 'A 
6% + y* 

1914 + 1 
m 

+ 1 

20 + 2'A + y* 
11 ys + m 
4 H - H 

i s y . - y4 
9'/4 + \Vx 
VA - H 

i i y . - V4 
6'/* + y4 

C O M P A N Y Feb, 5 Chng. 
B i d / Prev 
Close Month 

Maior Rlty. VA - 'A 
•McCulloch O i l ' 25W - «W 
So. Rlty, & Util,' ' m + 2 % 
Sunasco - 8W - 6y4 

D I V E R S I F I E D C O M P A N I E S 
City Invest - 102H - 1 7 
Rouse Co. 12 
Tishman Rlty.'^ 4iy4 -t- iy4 

M O B I L E H O M E S 
Con Chem Co,'' 18 + 2 
DMH (Detroiter)'' 9y4 
Guerdon'- 18H + 4!4 
Redman Indus,'' 20 -f- 4 '^ 
Skyline' ' 55V4 — « 

a--stock newly added to table, b—closing 
price ASE. c—closing price NYSE, d—not 
traded on date quoted, g—closing price 
MSE, h—closing price PCSE, k—not avail
able. — Computed In HOUSE & HOME'S 25-
stock value index, adjusted lor 2-lor-l 
split, y—tender otter. (NA) not applicable. 

Sources: New York Hanseatic Corp., 
Gairdner & Co., National Assn, of Securities 
Dealers, Philip Beer of Russell & Saxe, 
American Stock Exchange, New York Stock 
Exchange. Midwest Stock Exchange, Pacific 
Coast Stock Exchange. Listings include only 
companies which derive s major part ol 
their income from housing activity and are 
actively traded. 

S H O R T - T E R M B U S I N E S S LOAN R A T E S 
Average per 
cent per year 

7 o t t i e r 8 N o i ^ h 7 S o u t h  8 S o u t h  4 W e s t 
L O A N S I Z E N . Y . N o r t h  C e n t r a l e a s t e r n w e s t e r n C o a s t 

(000) C i t y e a s t c i t i e s c i t i e s c i t i e s c i t i e s 
$1-9 6.37 6.59 6.67 6.46 6.61 7,08 
10-99 6.22 6,69 6.46 6.25 6.36 6,79 
100-499 5.95 6,42 6.18 5.96 6.09 6.34 
500-999 5.70 6,19 5.87 5.75 5,95 5.89 
1,000 up 5.63 5,95 5.74 5.68 5.82 5,76 

November rates in Fed. Reserve Bulletin, Jan. 1968, 

(VIARCH 1968 



 

 

Sell the fashionable homemaker 

H O U S E & HOIVIE 



with the authentic look of Moe Light, 
You can't fool her. She knows when styling is authentic. And she'll decide whether 
to take a second look at your model homes. So give her something special to re
member: a Victorian chandelier with tall , etched-glass chimneys and stately 
burnished-brass oil fonts. 

For more ideas, send for your free copy of the 124-page Moe Light style book. 
Write: Residential Lighting Division, Thomas Industries Inc., 207 East Broadway, 
Louisville, Kentucky 40202. See the entire line of Thomas products at the Thomas 
Industries National Lighting Center in Chicago, or at your local lighting center 
displaying the Thomas lantern sign. 

mi THOMAS 
iM)isri{ii:s 

MARCH 1968 C i r c l e 3 3 on R e a d e r S e r v i c e card 
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S&L holding companies curbed; savings bank bill in dispute 
Congress has voted—at long last—to place 
savings-and-loan holding companies under 
the authority of the Federal Home Loan 
Bank Board. 

The s & L regulatory agency does not get 
all the control it sought, but it gets a great 
deal. 

A first-class brawl is shaping up mean
while on the thr i f t industry's other major 
legislation—a bil l to let S&LS and mutual 
savings banks convert into a new type of 
financial institution to be known as a fed
eral savings association. 

Holding company b i l l . The holding-
company legislation, passed after years of 
bitter wrangling, involves 98 S&L com
panies controlling 134 individual S&LS, 
mostly in California, Colorado and Ne
vada. These associations have $16 bil l ion 
in assets, more than 10% of the $143 bi l 
lion in assets held by all 6,200 S&LS. 

The law is the less stringent House bill 
as opposed to the tougher version passed 
by the Senate in mid-1967. Every S&L hold
ing wi l l be subject to H L B B supervision and 
examination. A l l wi l l have two years in 
which to get r id of any activities not re
lated to the S & L business. Nor can a hold
ing company acquire additional S&LS with
out approval by the H L B B . 

The H L B B can veto purchases of an S&L, 
but only when there is a question of the 
buyer's honesty, managerial ability or finan
cial condition. The tougher Senate version 
gave the H L B B far broader authority. 

In the end the .Senate went along with 
the milder House version, and the measure 
went to the White House without going 

R I V A L S in savings-bank dispute are (/. to r.) Grover Ensley, Charles Walker and Norman Strunk, 
leaders of National Assn. of Mutual Savings Banks, American Bankers Assn. and U. S. S&L League. 

into House-Senate conference. The H L B B , 
faced with losing the legislation completely, 
had agreed to the changes made by the 
House. Even the milder version is con
sidered a signal victory for the HLBB'S 
Chairman John Home. 

Savings bank bi l l . The bill to charter 
federal savings banks aims to sati-sfy both 
the demands of the S & L industry for 
broader lending and investing powers and 
the plea of the mutual savings banks for 
the right to expand into all 50 states. State 
laws now confine them to 18. 

The bil l would let any mutual thr i f t in
stitution, either S & L or savings bank, be
come a federal savings association. The as
sociation would have the broad lending and 
investing powers savings banks now have. 

The legislation, introduced late last year, 

has cleared the House Banking & Currency 
Committee with strong support f r o m the 
U.S. S&L League and the National Associa
tion of Home Builders. 

Roadblocks. But the bil l has been 
stalled in the House Rules Committee. On 
the Senate side, the measure has yet to win 
approval f r om Chairman John Sparkman 
(D. , Ala . ) of the Banking Committee. 

The thr i f t institutions and the home-
builders all have friends on Capitol H i l l . 
But few organizations can match the sway 
of the American Bankers Assn., and the 
ABA is dead set against the savings bi l l . 

The guessing in Washington is that few 
legislators wi l l risk offending hometown 
bankers in an election year. So. while the 
President has asked Congress to pa.ss the 
bi l l , the outlook this year appears dim. 

Canada pays SVz^o for mortgages and keeps fingers crossed 
The Dominion has raised the mortgage in
terest ceiling to 8.625% to attract the 
money to maintain the housing industry's 
new momentum. 

Canada's homebuilders succeeded in 
making 1967 one of their three greatest 
years in spite of a return bout with tight 
credit. They started 164,123 units, up 22% 
f rom the depressed level of 134,500 in 
1966. 

But the revival's continued .success now 
depends on the country's eight commercial 
banks. A raise in their mortgage rate ceil
ing brought them racing back into home 
finance last spring, and they lent more than 
$300 mill ion on new and used housing in 
1967. I f they write mortgages with such 
welcome enthusiasm this year, builders may 
record 165,000 starts. 

Demand is no problem. By absolute 
standards Canada is well housed, with one 
dwelling for each four members of a popu
lation of 20,441,000. But marriage and im
migration rates are rising at a remarkable 
pace, and builders would have to .supply 
190,000 units a year until 1970 to fill the 
demand implied by new-family formations. 

Interest peaks. The new 8%% ceiling 
covers government-insured loans, which are 

made under the National Housing Act and 
account for 44% of Canada's starts. A gov
ernment formula accords the.se mortgages a 
2 V i % advantage over the yield on Can
ada's long-term government bonds. The re
maining starts are financed conventionally, 
with 75% first mortgages currently going 
at 8%% and seconds at 12-15%. 

Experts predict cautiously that the new 
N H A rate wi l l keep bank money flowing. A 
strong element of hope is apparent in their 
forecasts. 

For it was the banks and other private 
lenders that rose to fill the gap when the 
government shifted most of its direct-loan 
money out of N H A mortgaging late in 1967. 
Of the 72,882 applications for new-house 
loans under the N H A program, private 
lenders took 29.240. That was 101% more 
than in 1966. The government's Central 
Housing & Mortgage Corp. wound up the 
year with only 43,642 applications for its 
direct loans, up a mere 5.7%. 

Problems. Bank lending is of para
mount importance to builders of single-
family houses, for the federal government 
has indicated that most of its direct loans 
wil l continue to go to social-welfare proj
ects: land assembly, low-cost public hous

ing, student .shelter and homes for the aged. 
And support for private building is erod

ing elsewhere. L i f e insurance companies 
have been easing away since 1961. 

Several American investors are wil l ing to 
make Canadian industrial and commercial 
loans, for which demand is slack, but they 
shy away f rom the apartment and housing 
project mortgages for which demand is in
tense. 

Out of reach. Costs have taken single-
family housing beyond the reach of the 
average Canadian. In Toronto, North 
America's largest real estate market with 
$771 mil l ion in 1967 sales, house prices 
have risen 50% since 1963. The average, 
new house now goes fo r $30,000. Prices of 
serviced land have risen 40% since 1964. 
and lots commonly retail at $12,000. 

The new 8% % rate eliminates anyone 
earning less than S7.500 f rom consideration 
for the NHA'S maximum loan of $18,000. 
The agency forbids a borrower to pay more 
than 27% of his salary for amortization, 
interest and taxes. 

Add this dismaying statistic: The aver
age income of the 612.680 wage and salary 
employees in Toronto is $5,612. 

NEWS continued on p. 12 
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A mudsill is not a very pretty thing 
but it has to resist termites, moisture, 

fungus and rot 

the beauty 
  

Down where the house begins, beauty means stability, endurance, stubborn 
resistance. Redwood has all these qualities and that's only the foundation! 
From there on up — through siding, paneling, trim, ceilings — its beauties multi
ply. Elegance. Character. Workability. Finish retention. Beauty inside and out. 
For more on the beauties and uses of redwood, write us. 

California Redwood Association, 617 Montgomery St., San Francisco, California 94111 
MEMBER MILLS: Georgia-Pacific Corp. • Areata Redwood Co. • Willits Redwood Products Co. 
Miller Redwood Co. • The Pacific Lumber Co. • Simpson Timber Co. • Union Lumber Co. 

M A R C H 1 9 6 8 C i r c le 3 4 on Reade r Se rv i ce c a r d 11 



NEWS 

Mortgage rates dip—and it iooks iilce a downliiil run 
M a t a r 

A dramatic change in psychology has 
turned the mortgage market toward lower 
discounts and higher prices fo r builders. 

A strong new current of confidence 
sweeping the S & L industry has wide market 
impact. The housing and mortgage indus
tries have weathered their first credit crisis 
of the new year, and their leaders now re
port no evidence that the lending debacle 
of 1966 w i l l repeat. 

The optimism is reflected in the buoyant 
performance of building company stocks 
(see p. 6). 

Prices for FHA mortgages on new houses 
have advanced f rom 12-month lows of 
9V/2-9V/2 and are reaching toward 94. 
according to Senior Partner Philip C. 
O'Connell of the big New York brokerage 
of Huntoon-Paige. 

That means discounts of 6 points instead 
of 6V2 to 7Vi fo r builders. A n d economist 
Oliver H . Jones, a consultant to the Federal 
National Mortgage Assn.. predicts a rate 
decline that wi l l take the discount down to 
about 3 points by year's end. 

O'Connell told the U.S. S&L League's 
secondary mortgage conference in Hol ly
wood. Fla.. that commercial banks are 
beginning to consider construction loans. 

"Money conditions are much more en
couraging," he said. " I t ' s a real reversal." 

Participations market. The Florida 
conference of 450 S&L executives saw a 
shift—toward lower yields—in its own 
market in conventional-loan participations. 

The market is a sensitive barometer of 
Eastern investors' willingness to lend na
tionwide, and it provides a significant rate 
index now that S&LS are making half o f the 
nation's loans on one- to four-family 
hou.ses. The market traded $714 mil l ion 
worth of participations throughout 1967. 
up 40% f r o m 1966. and had nearly 2.000 
of the 6,200 S&LS involved. 

For the first time the national conference 
listed its for-sale participations in printed 
bulletins, a service the league wi l l begin for 
s&Ls on a national scale next month. Some 
75 s&Ls offered $155 mil l ion worth of par
ticipations in one- to four-family loans at 
yields of 6.25% to 6.50%, a decline f r o m 
the 6.50% to 7.75% widely quoted on the 
eve of the meeting. 

But buyers held somewhat aloof. In the 
open-pit session where S&LS try to sell their 
loans on the floor, salesmen generally 
promised a return of 6.50%. That still rep
resented a yield drop (and a price rise), al
though it was not as sharp as the meeting's 
168 .sellers had tried to impose. (Buyers 
numbered 134. The 55-45% ratio was in
dicative of excellent buyer interest.) 

Reasons for gains. Several experts at
tribute the market's turn to a better psy
chology, but economist Jones and others at 
the Florida meeting detailed sound eco
nomic reasons behind the change. Factors: 

• Corporate bond borrowing wi l l drop 
20% to 30% in the first quarter. "Business 
has no motive to continue to borrow at the 
1967 rate [of a record $14.5 b i l l ion l . " 
Jones said. " I t has overcorrected for its 
l iquidity scare of 1966." 

O ' C O N N E L L JONES 

• Bond yields and short-term paper 
rates are down. These instruments no 
longer oflfer a clear investment advantage 
over mortgages. Yields on the government's 
key long-terms of 1978-92 had plummeted 
40 basis points—from their all-time peak 
of 5.75% on Nov. 13 to 5.35%—when 
the conference convened in late January. 

• The money market has recovered f r o m 
fears created by devaluation of the pound. 
"One of the unexpected developments in 
recent weeks has been the emergence of 
great strength i n the money market." said 
the New Y o r k bond brokerage of Salomon 
Brothers & Hutzler just before the Florida 
meeting. 

• Mortgage loans are scarce. 
• Disintermediation did not drain the 

savings of thr i f t institutions in January. 
Savings buildup. The abundance of 

savings explains much of the new mortgage 
optimism. Net inflows of $10.7 billion 
made 1967 the second best year in history 
for the S&LS. A n d Jones pointed out that 
consumers saved an astonishing 7 . 1 % of 

after-tax income in 1967, up f rom the 
5.9% of the previous eight years. 

A t one of the Florida meeting's most 
dramatic moments Jones warned: 

"The nation's savers are loaded. We may 
be heading into an economy that w i l l have 
oversaving, where we wi l l find ourselves 
without the outlet to accommodate the sav
ings at hand. Should the war end unex
pectedly, we could find that government 
programs for the slums are a needed out
let rather than a competitor for the dollar." 

Mortgage reform. Jones pleaded for 
basic reforms in the nation's mortgage 
market. He conceded that one such reform 
proposed by F N M A , a secondary-market 
trading desk fo r both FHA and conventional 
mortgages, was dead for lack of interest. 

So he urged the S&L leaders to come to 
the aid of a .secondary market for their con-
ventionals. He proposed that they under
take to devise criteria to standardize the 
widely varying types of such loans to pave 
the way fo r such a market. 

He then disclosed that the Johnson ad
ministration is studying plans to let FHA 
insure bonds issued against pooled mort
gages by F N M A . Such insurance could be 
extended to bonds issued by S&LS or mort
gage bankers, Jones said, in a new cam
paign to attract investments. 

Wi th a .secondary market in convention-
als and a mortgage bond, Jones stressed, 
"there could be a true marriage of the 
mortgage market to investment banking— 
a marriage so long a dream, so long 
sought." NEWS continued on p. 18 

HO MEBUI LDERS ' MORTGAGE 
Reported to HOUSE & HOME in week ending February 16. 

M A R K E T QUOTATIONS 

C i t y 

F H 
DIscou 

Min.-Dov 
FNMA^r 

6% 

\ S e c . 2 0 3 b — 
nt paid by builder 
»n* 30-year immed." 

Private mkt. 
6% Trend 

F H A 
207 

Apts., 
Discount 

5'/4% 

C o n v e n t i o n a l L o a n R a t e s 
Comm. Savings Savings 
banks, banks, banks, 
Ins, Cos. S&Ls S&Ls 
75% 80% Over 80% 

C o n s t r u c t i o n 
L o a n R a t e s 

1 nterest+lees 
All lenders 

Atlanta 6V4 6-« Down Vi a 7'/.-7'/, 7'/4-7!4 7V4 7V i+2 
Boston 5V4 4 Steady a 7-7'/« 7-7'/4 7-7^4 6y4-7+1-1V4 
Chicago 6 5-6 Down 114 7» 6'/4 6y4+l 7 7-714 
Cleveland 6 6-7 Steady a 614-6y4 6'/J-6y4 6y4-7+l-2 7 
Dallas 6-6^ Down '/i a 7 6y4 7-7^4 7 + 1 
Denver 5 Down 1-2 a 6y4-7 7-7^4 7+1-1V4 
Detroit 6 5W-6 steady a 614-6y. 6y4-7 6% -7+1-2 ey . -7+1-2 
Honolulu 6i4 7-8V4 Steady a 7-7'/4 1-m ft 7'/4-7y4+l-3 
Houston 6V4 6-6V4 Down W a 6y4-7 6y4-7 7-7y4 l+Wt 
Los Angeles 6'/4 6V4 Down Vt a 6V4-7 614-7 6>^7V4-1-1-2 614+7-1-2 

Miami iVi 7 steady a 6y4-7 7 7-7y4 7-7^4 
Minn.-St. Paul 6 5-6 Down Vt a 6y4-7 6y4 7 7+1 
Newark 5'/4 4-6 Steady a 6-1-1 G f 2 6-f-l-2 7-714+2 
New York f>Vt 3-4 UpVi a 6-1-3-4 6-1-2 6-l-2b 6y4-7+114 

Okla. City 6 ^ steady a 6y4-7-M 6Vi-|-l 6y4+l 7+1-2 

Philadelphia 5 Down I a 6 6-7 7'- 7+114-3 

San Fran. 6'/4 : . U p i « 12-15'- 6y4 6i^-6y4 6y4-7 6y4+114 
St. Louis 6!4 6-8 Steady a 6'/4-7 6y4-7+i 7+1-2 7-714+1-2 
Seattle 6V4 6V4 Steady a 7-7y4 6y4-7'/4 m 7W+114-2 
Wash.. D. C, 6 6-7 Down Vt 71- 7'/4 7̂ 4 • 7 + 2 

• Immediate covers loans lor delivery up to three months, tuture 
covers loans tor delivery in three to twelve months, 
• Quotations refer to prices in metropolitan areas, discounts may 
run slightly higher in surrounding towns or rural zones, 
• Quotations reler to houses of typical average local quality 
* 3 % down on first $15,000; 10% of next $5,000 ; 20' ̂  of balance. 

Footnotes: a—no activity, b—limited activity, c—Net yield to 
investor of 6 % mortgage plus extra fees, w—for comparable VA 
loans also, x—FNMA pays 14 point more for loans with 10%. 
y—discounts quoted are net after seller pays 14% marketing tee 
and 14% adjustment for stock purchase. Seller must pay r ; ol 
mortgage for stock calculated in $130 units, of which J30 is contri
bution to FNMA capital and {100 is for a share trading at about $70. 

Sources: Atlanta, Robert Tharpe, pres., Tharpe & Brooks Inc.; 
Boston, Robert Morgan, pres., Boston S< Savings Bank; Chicago, 
Robert H. Pease, pres., Draper & Kramer I n c , and Robert H. Wilson, 

pres., Percy Wilson Mortgage A Finance Corp.; Cleveland. David E. 
O'Neill, vice pres., Jay F, Zook, Inc. ; Dallas, M, J , Greene, pres.. 
Southern Trust & Mortgage Co.; Denver, Clair A, Bacon, pres., 
Mortgage Investments Co.; Detroit, Sherwin Vine, vice pres., 
Citizens Mortgage Co.; Honolulu, H. Howard Stephenson, vice pres.. 
Bank of Hawaii; Houston, Everett Mattson, pres., T, J , Bettes 
Co. ; Los Angeles. Christian M. Gebhardt, vice pres., Colwell Co.; 
Miami, Lon Worth Crow Jr.. pres., Lon Worth Crow Co.; Minne-
apolis-St. Paul, Walter C. Nelson, pres.. Eberhardt Co.; Newark, 
William W. Curran, vice pres., Franklin Capital Corp.; New York, 
John Halperin, J . Halpenn & Co.; Oklahoma City, B. B. Bass, pres., 
American Mortgage & Investment Co.: Philadelphia. Robert S. 
Irving, vice pres., First Pennsylvania Banking & Trust Co.. and 
Robert Kardon, pres., Kardon Investment Co., St. Louis, Charles A. 
Keller, vice pres., Mercantile Mortgage Co.; San Francisco, John 
Jensen, vice pres.. Bankers Mortgage Co. of California; Seattle, 
Kirby D. Walker, vice pres.. Continental, Inc. ; Washington. James 
C. Latta, Sr. vice pres.. Associated Mortgage Cos. Inc. 
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Mortgage investors 
find 

what they want 
at Kardon. 

It's like a mortgage department store 

Kardon Investment Company offers a wide variety of mortgage 
investment opportunities in many widely separated locations. If 
we don't have exactly what you want at the moment, we can 
usually get it for you promptly. 

Having three dynamic mortgage banking subsidiaries with 
fourteen offices is a help. So is a firm financial base and an alert, 
aggressive management. And you'll like the fast, accurate answers 
you get from our space-age computers. 

These are among the reasons why Kardon now services $450 
million in mortgages for some particularly large and exacting in
vestors. It might pay you to find out what else makes Kardon one 
of the biggest and fastest-growing mortgage banking firms in the 
country. Ask the Kardon subsidiary near you. 

K A R D O N 

INVESTMENT COMPANY 
117 South 17th St., Philadelphia, Pa. 191U3 

MURPHREE MORTGAGE COMPANY PEOPLES BOND & MORTGAGE C O . PITTSBURGH MORTGAGE CORPORATION 
226 Third Avenue N, Nashville, Tenn. 37201 1426 Walnut St., Philadelphia. Pa, 19102 210 Grant St., Pittsburgh, Pa. 15219 

Chattanooga, Tenn. Harrisburg, Pa. Erie, Pa. 
Huntsville, Ala. Lancaster-Reading, Pa Youngstown, Ohio 

Paoli, Pa. 
Willow Grove, Pa. 

Camden, N.J. 
Wilmington, Del. 
Washington, D C. 
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\x> by Price Pfister 
a decorator line 

at competitive prices! 

Tub and Shower 
combination, three valve 

4 
Four inch lavatory set 

1^ 



Wide spread 
basin set 

Marquis is a supreme blend of majestic styling and 

master craftsmanship, gracefully executed with crystal-like 

lucite handles and engineered for flawless performance. But 

the hidden glory of Marquis lies in its superb construction and 

installation flexibility. All Price Pfister kitchen and bathroom 

water controlling devices include minimum-maintenance, 

renewable seats and replaceable stem cartridge assemblies. 

T O M O R R O W S D E S I G N T O D A Y " 

For fully illustrated brochure write: 

PRICE PFISTER BRASS MFG. CO. 
13500 Paxton Street. Pacoima. California 91331 
Sold only through wholesalers • Warehouses in these principal cities: 
Birmingham. Alabama; Chicago, Illinois; Dallas. Texas; Pacoima. 
California; Elizabeth. New Jersey. 

      



t s h a n g l e 

Nob Hill Club Apartments, Atlanta, Ga . 
Architect: Cooper, Carry and Associates 
Builder: Crow, Pope & Carter 



Looks like a shake, lasts like a shingle. Our new 
Hallmark shingle really isn't a shingle, and it really isn't a 
shake either. It's the entirely new concept in roofing that 
combines the deep sculptured beauty of a wood shake and 
the lasting durability of the finest asphalt shingle. That's 
why it's sometimes referred to as the shangle. Hallmark 
can't give you the problems of wood, because it isn't wood. 
It won't rot, shrink, split or warp and it's fire safe. If s easier 
to apply. Adds lasting beauty to modern and traditional 
homes and garden apartments with mansard type roofs. The 
elegant Nob Hill Club Apartments, in Atlanta, Georgia, pic
tured here, uses Hallmark shingles in bronzed brown to odd 
still another dimension to its new concept in luxury living. 
We'd like to show you how Hallmark 
shingles, in bronzed brown, pewter grey 
and golden ton, can odd lasting curb ap
peal to your future homes and garden 
apartments. Write: Certain-teed Products n r n T i l l l T C C n 

Corporation, BAl, Ardmore, Pa. 19003. utKIAIN IttU 
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Fred McDarrah Lin Crawforri 

  

B I G B I L L Z E C K E N D O R F m akes a poinled promise to redevelop part of Greenwich Village. J A N E J A C O B S , a seasoned activist, opposes Zeckendorf. 

Zeckendorf is back—with old dreams and a dowager's money 
Neither bankruptcy nor a $5()-million law
suit could deter Wi l l i am Zeckendorf Sr. 
f rom proposing yet another prodigious de
velopment. 

This time Zeckendorf is tub-thumping 
fo r a S300-million complex of futuristic 
high-rises, townhouses and commercial 
buildings to replace seven blocks west of 
New York City's Greenwich Village."' 

Zeckendorf claims to have bought 5 1 % 
of the site already—with money provided 
by Mrs. Anita O'Keefe Young of Palm 
Beach. The project would be named for her 
late husband. Robert R. Young, railroad 
tycoon and firm Zeckendorf friend. 

Zeckendorf siiys Mrs. Young, his only 
backer, has "all the cash we need." In 
earlier dealings with Zeckendorf, she 
bought properties for $2.6 mill ion and $1 
mill ion each. 

But Big Bill needs more than cash. He 
must win endorsement f rom the neighbor
hood and city administration to condemn 
the land needed to round out his site. 

The neighborhood is opposed—emphati
cally. And the city is at best lukewarm. 

Surpr ise plan. The last thing most ob
servers had expected f rom this builder ex
traordinary was another realty develop-

*The plan includes a 104-story apartment. 10 hel
ical high-rises, rowhouses, an underwater garage, 
and mammoth movie and television facilities. 

ment. For three years a drumbeat of head
lines had chronicled the decline of the man 
who had created such magnificent city-
scapes as the Mile High Center in Denver 
and Century City in Los Angeles. 

In May 1965 Zeckendorfs Webb & 
Knapp Corp. sank into bankruptcy. And in 
Apr i l 1967 the court-appointed trustee, for
mer Internal Revenue Commissioner Mor
timer M . Caplin. hit him and a.ssociates 
with the $50-million suit for alleged mis
management. Just about the only bad news 
thai hadn't appeared was 2^ckendorf's own 
obituary. 

Today Zeckendorf says that even hints 
of his demise were greatly exaggerated. 

Up and over? It's an uphill fight for 
Zeckendorf and his plan. He concedes: " I 
can't put the plan over right now." 

Village residents have a little plan of 
their own, and it calls for virtually no bull-
il<'/ing. A Village leader, Mrs. Jane Jacobs, 
who has written books on neighborhood 
planning, says Zeckendorfs plan would 
"cut the heart out of a residential neighbor
hood" (photos, helow). 

And urban critic Mrs. Jacobs, no stran
ger at protests, reportedly told Zeckendorf: 
" I f you tried to evict us there would be 
bloodshed in the streets." 

Zeckendorf says he replied: "By whom?" 
The Zeckendorf scheme itself, says Mrs. 

Jacobs, is "the same old pig with wings— 
only bigger. He has taken all his grandiose 
dreams, put them into one package, and is 
trying to dump them on us." 

Zeckendorf counters by calling the V i l 
lagers' plan for 51 five-story buildings "a 
triumph for eggheadedness that is economi
cally impossible to build." 

From officialdom. So far Mayor John 
V. Lindsay and his administrators are stick
ing with the eggheads, cracked or not. Says 
Planning Commissioner Donald Ell iot: 
"We are moving ahead with the Villagers' 
plan." Woody Klein of the Housing and 
Development Administration says: "We 
haven't seen Mr . Zeckendorfs plan. You 
might say it isn't alive yet." 

"Of course it isn't alive." says Zecken
dorf. " I haven't formally proposed it yet. 
I 'm just relaxing and waiting for the V i l 
lagers to fall flat on their faces. Then I ' l l 
put my plan over." The six-foot bear of a 
man vows: " I ' m going to do that deal." 

A mellowing. In the Depression, when 
Bill Zeckendorf was shaping his career, 
his boss used to say: "Bi l l never knows 
when to quit." But at 63, the real-estate 
baron seems to be mellowing. " I won't 
shovel sand against the tide." he says. 
"Af t e r all. I won't live long enough to see 
that project completed anyway." 

NEWS coniinued on p. 22 
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Z E C K E N D O R F S A Y S : "The West Village is an in
dustrial slum. Only 60 families live down there." 

R O B E R T Y O U N G V I L L A G E would house .̂ 0,000 
persons minutes from midtown Manhattan jobs. 

V I L L A G E R S S A Y : "This is a residential area. 
Zeckendorf would di.splacc hundreds of families." 

HOUSE & HOIVIE 



 

We're telling new home prospects about Kentile* Colonial Brick Solid Vinyl Tile in Life, Ladies' Home Journal, Better Homes and 
Gardens, House & Garden, and other leading publications. These 9" x 9" tiles install fast and easy. 5 colors, in 2-brick or 3-brick tiles. 

Brick without bricklayers. It's solid vinyl <ile. 
Kentile Colonial Brick is a dead ringer for natural brick—and every bit as irresistible to new home 
buyers. Enhances any model home, and virtually any room, with brick's lugged beauty but at far 
less cost. Ideal for commercial installations, too. Talk Kentile Colonial Brick to your flooring man 

K E N T E l l F l L l O O l R S 
Brooklyn, N.Y. n215 
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F I R S T on the 
marke t . . . and 
still the B E S T ! 

"Hi-RED." 
PLASTIC 

SCREW ANCHORS 

27 S I Z E S 
FOR N O . 4 

. SCREWS 
\ T H R U 

' L \ LAG 

  

  

  

Coliarless 

Anchors 

for Flush 

Mountings 

. . . Terrific 

Holding Power 

in Any Solid 

Material. 

These "a l l -purpose," low-cost 
anchors permanently hold screws 
in any material you can drill—hold 
up to 2 tons. Take small holes. 
Use indoors or outdoors. Try 'em! 

M I L L I O N S I N U S E ! 

BUY 'EM IN 
HANDY KITS . . . 
OR CARTONS. 
Kits include an
c h o r s , s c r e w s , 
masonry driU. 

WRITE FOR 

F R E E S A M P L E S 

HOLUB INDUSTRIES. Inc. 
421 ELM ST.* SYCAMORE. ILL. 60178 

NEWS 
conliniiL'd from p. IS 

Newark News 

M O D E L C I T Y P L A N in Newark included IMI-
acre medical-college site {light and dark areas). 

Lawyers charged Negro removal, and Gov. 
Hughes of N.J. settled for 57 acres (dark area). 

Urban renewal or Negro removal: Rights lawyers 
seek to bar a Model City and highway projects 
And if past successes are any key, the 
N A A C P Legal Defense and Educational 
Fund may well win its point. 

In 1954, L D F set the nation's schools on 
the road to integration by winning Brown 
vs. Board of Education of Topeka. Kan.* 
It has since opened countless public accom
modations—buses, restaurants and public 
parks—to Negroes. 

For the first time L D F is concentrating on 
housing projects. I t is aiming specifically at 
the massive urban renewal and model city 
plans that would uproot Negroes. 

Fi rs t efforts. Lawyers at L D F claim to 
be making headway, although 1967 was the 
first year the organization had sufficient 
budget ($2.5 mil l ion) and staff (25 law
yers and a city planner) to tackle urban 
renewal complexities. Items: 

• The fund is the first group to challenge 
seriously a Model Cities plan. The case in
volves a proposed medical college site in 
Newark {photo, top). A t issue: Negro re
moval and the citizen's role in Model City 
planning. 

• The fund has sued Housing Secretary 
Robert C. Weaver to halt a San Francisco 
renewal project ( N E W S , Feb.) A t issue: 
Negro removal and political power f o r 
minorities. 

• A n d L D F won f r o m Supreme Court 
Justice Potter Stewart a temporary injunc
tion against construction of a federal high
way i n Nashville, Tenn. The wr i t was dis
solved, however, when the court refused 
to review a lower tribunal's dismi.ssal of 
L D F ' S original suit. The fund wi l l take its 
plea to halt the road to the Department of 
Tran.sportation. A t issue: Negro removal. 

Legal a ims. Michael Davidson, the 
fund's land-use attorney, says: "We aren't 
in business to stop renewal. We just want 
to assure that projects aid people." 

Davidson thinks all Model City and re
newal projects should build more low- and 
moderate-income units than they tear 
down. "Unless the project itself supplies 
the units," says Davidson, "there is nearly 
always a lack of housing that displaced 
families can afford." 

The reputed lack of relocation facilities 

is at the root of L D F ' S suits. For example, 
L D F claims that three miles of highway 
would knock out 80% of the Nashville 
area's Negro businesses, and that the San 
Francisco project would shatter a politi
cally active neighborhood. 

In Newark, Gov. Richard J. Hughes 
agreed to reduce New Jersey's 150-acre 
medical-college site to 57 acres after re
viewing L D F ' S complaint to Secretary Wea
ver. Here's what the complaint charged: 

". . . Most of the 3,500 persons l iving in 
the [150-acre] project area, and ultimately 
over 10,000 [persons] wil l be forced into 
substandard, costly and segregated housing 

. . . in Newark, or be forced out of the 
City entirely. The only way Newark can 
assure relocation housing is to build i t . " 

Bending c i t ies . The rights lawyers are 
starting f r o m scratch. Citizens now lack 
even a clear legal right to sue local officials 
over federally supported programs. But 
L D F thinks its first few court victories wi l l 
go a long way. 

" A f t e r local goverments and federal 
agencies lose some cases," says Davidson, 
"they wi l l make sure their new plans have 
citizen approval." 

A n d Director-Counsel Jack Greenberg 
of L D F adds that there arc many law groups 
—including 220 federally supported legal 
aid offices—ready to jump into the fight. 

NEWS continued on p. 26 

* 349 U.S. 294. 

James Gilbert 

Housing unit joins Negro think tank 
Jack Wood, left, and Edward Rutledge. right, 
of the National Committee Against Discrimi
nation in Housing join Kenneth Clark of the 
first all-Negro think tank. Metropolitan Ap
plied Research Center, in pact to promote 
integration. Ford Foundation sponsors center. 
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All e y e s are on the exciting new handle locks by 

Weiser . Quality you c a n s e e at the ent rance . 

W E I S E R L O C K S 
MARCH 1968 

S O U T H G A T E , C A L I F O R N I A a n d B U R N A B Y , B . C . C A N A D A 
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be first 
to offer another first from Frigidaire 

NEW High Fashion RXE-39N Range • NEW High Fashion WXP Washer • NEW High Fashion DXP Dryer 

the years-ahead look of new High Fashion 
free-standing appliances 

24 HOUSE & HOME 



more help in building model home traffic 
You may not put these top-of-the-line appliances in every home or 
apartment, but put them in a model, promote them as options—and watch 
the women come in to look them over. This is Frigidaire innovation at work 
to help you—innovation backed up by a complete line of built-in and 
free-standing models in most every price range, for most every application. 

more help for you to capture the 
"total blend-in look"... easily! 
Frigidaire High Fashion appliances do what appliances 
are supposed to do in the smartest kitchens today—fit 
in, blend in with the environment, the floors and walls 
and cabinetry, to create a total look. 

The high-styled high console of the new RXE-39N 
Electric Range, for instance, fits neatly beneath most 
standard-height cabinets. Puts controls at eye level where 
the homemaker can see and use them easily. There's 
more help for her—more saleability for you—in this new 
range's advanced array of features, including an integral 
triple-fi l ter exhaust system that requires no outside vent 
— two Infrared Warming Lamps — and an Electri-clean 
Oven that goes from dirty to clean automatically. 

more help to create the "light-flooded look"— 
dramatic new kitchen trend 

Dramatic l ighting and lots of it is in, and new Frigidaire 
High Fashion appliances were designed for the trend. The 
new WXP Washer and DXP Dryer have back-l i t control 
panels plus ful l-width fluorescent lights in the high con
sole, so that light f loods the work area below. 

Frigidaire builds in more help for your prospects with 
wanted work-saving features, too. The WXP is a solid-state 
control washer with infinite speed settings that' l l wash any
thing a lady can safely put in water. The DXP has 3-speed 
tumble, plus Electronic Dryness Control that automatically 
senses the degree of dampness in clothes. 

more help from the easiest installation you've ever heard about 
Just move a High Fashion appliance into place, hook up the power (plus water for the 
washer), and the job's done. A built- in look without built-in installation. 

F 

Frigidaire 
bothers to 
build in 
more help 
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WHAT YOU S E E . . . 

through the Berger "Power Zoom System" 
. . . as built into the Model 320 Transit-Level 

A TWIST OF T H E ZOOM RING . . . 
and you're ready to shoot. 

N e w P o w e r Z o o m S y s t e m l e t s y o u . . . 

Vary the power of a Berger transit or 
level to suit your need of the moment 
Skies hazy? Light poor? The Berger Power Zoom System will increase a target's visibility. 

About to take a long shot? The Berger Power Zoom System provides extra magnification and 
mirror-like clarity. 

This Berger development—engineered into various Berger builders' transits and levels —permits 
instant telescope power adjustment to compensate for different light and atmospheric conditions. 

It's easy to operate: just focus the cross hairs . . . bring in the image. . . vary the power to accom
modate your eye —and go to work. The instrument can't be thrown out of focus when you reset 
the image or adjust the power. The image won't ever "walk off ." A n d the Power Zoom ring won't 
wear out even with extensive use. 

As an example of its versatility, the Model 320 with Power Zoom System offers a range of approx
imately 18-34 power. Without the system, the same instrument provides a fixed 22 power. Berger 
models 480. 500 and 150. and all engineers' in.struments. are now also available with Power Zoom 
System at very slight additional cost. Look into Power Zoom at your Berger dealer—or write f o r 
more information. C. L . Berger & Sons, Inc., 53 Williams St., Boston, Mass. 02119. 

Engineering and Surveying Instruments... Made in America by American Technicians, Since 1871 

C. L. Berger & Sons, Inc., 53 Williams St., Boston, Mass. 02119 

• Send more information on Berger Instru
ments with built-in Power Zoom System 

• Send me your comprehensive brochure de
scribing complete line of Berger Builders' 
Instruments from $6.95 to $290. 

Name-
(Please PtinI) 

Address-

Ci ty- -State- -Zip- I 
.J 

NEWS 
continued from p. 22 

Suburban job and housing boom 
is beyond the reach of Negroes 
The nation's good jobs, better housing and 
white families are moving to the suburbs 
faster than ever. The exodus, which effec
tively excludes Negroes, helps keep the 
minority underemployed and often poverty-
bound. 

That's the conclusion to be drawn f rom 
a report by the New York-based National 
Committee • Against Discrimination in 
Housing.* 

The report traces the flight of jobs f rom 
the mid-1950s. Besides seeking low taxes, 
many employers wanted to locate near the 
white labor force that had moved to the 
suburbs under F H A auspices. 

This job and housing shift has acceler
ated in recent years, but Negroes have not 
joined in for two reasons: 1) a "severe 
shortage" of suburban housing that Negro 
families can afford and 2) discrimination 
that has generally barred Negroes f rom the 
units they can afford. 

I f the trend continues, says the report, 
each city of more than 500,000 population 
wil l be 40% Negro in 30 years. 

The N C D H offers no blanket solutions, 
but it does contend that "patchwork" gov
ernment and business efforts aren't enough; 
a regionwide plan is needed. Hence the 
NCDH seems ready to oppose the fledgling 
Model Cities program unless it develops 
into something more than a program 
oriented toward segregated city cores. 

* "The Impact of Housing Patterns on Job 
Opportunities;" $1.50. 

I ts s e c r e t s exposed, the FHA 
rallies with miniskirts flying 

The F H A ' S Commissioner Philip Brown-
stein, often in the news but seldom on the 
woman's page, was suddenly hot copy for 
the girls: A n F H A memo had been issued, 
advising miniskirt wearers how to keep 
cool about chubby legs. 

Officially it was all a hoax, but it was just 
too good to keep off the news pages. The 
memo described, in appropriate federalese. 
how the doting housing agency was not tr>'-
ing to dictate what its secretaries should 
wear—but then added the fearsome thought 
that long shapely legs get chubby when left 
out in the cold. And it promised to give 
oflicial advice later to those F H A fillies who 
might want exercises for their tubby thighs 
should they persist in wearing minis. 

When the story broke, F H A ' S phone began 
to jingle and letters came f rom afar. The 
women of America wanted to know F H A ' S 

prescription to t r im a calf or two. 
And SO officially, for the record, F H A 

now has a standard-form reply that says; 
"Without trying to skirt the is.sue. we can 

only say that F H A is prepared to provide 
information about the effects of cold 
weather on many types of building and 
construction materials, but the miniskirt is 
one item of material that our engineers are 
not familiar with, at lea.st f rom a profes
sional standpoint." 
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^4 
I re less 

Carpet 
CarpeitofHERCULON* 
olefin Fiber is designed to 
take abuse. Tons of it. 
Put these tough, broad-
shouldered fibers anywhere, 
under any kind of traffic. 
Even in an auto showroom 
they come up clean and 
fresh. That's because dirt, 
grime and stains are held 
near the surface where 
quick-and-easy maintenance 
carts them away. To find out 
why tired, worn-out carpet 
is as obsolete as last year's 
model contact: 
Fibers Merchandising, 
Hercules Incorporated, 
Wilmington, Delaware 
19899. (302) 656-9811. 

Since when? 
Since Herculon. 
•Hercules re- îMtered trademark 



E X T R A ! 
READ ALL 
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NEW  
O R G A 

P R E - M A C H I N E D 

PACKAGE 
STAIRWAY 

Fits all f inish-floor-to-finish-
floor dimensions. Two par
tially open balustrade de
signs: with turnout (shown) 
or straight starting ease
ment. 

Cut Construction Time! 
Send in Coupon 

M O R C A I « ^ ^ W z A 2 ^ 
Oshkosh, Wisconsin 54901 
Rush Uni-Flite® Stairway 
Information 

Name  
Address  
City 
State Zip 

I 
I 
I 

HH 3-8 
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FHA and tight money team up 
to sel l repossessed houses 
Neither the Federal Housing Administra
tion nor tight money could have done the 
job alone. 

And it was quite a job. In 1967 F H A ' S 

backlog of repossessed single-family houses 
dropped 2 2 % — f r o m 38,829 to 30,273. I n 
all. F H A sold 52.944 houses and repossessed 
44.388. 

"That's the best inventory year F H A has 
ever had." says Wil l iam Cameron, assistant 
commissioner for property disposition. 

Cameron gives high interest rates a lot of 
the credit. Low-income families found it 
difficult to get financing to buy new houses 
in late 1966 and 1967. so buyers often 
turned to the F H A repos.. 

"They knew they could get the financing 
with us." says Cameron. "We olTer a good 
package, often for $50 or $100 down." 

Sales campaign. "We did our part.'" 
Cameron adds, '"by pushing the resale pro
gram harder and by becoming more effi
cient at renovating the inventory houses." 

The F H A encouraged its district officers 
to advertise their repos. The agency also 
cut renovation time f rom nine months per 
house in 1966 to eight months in 1967. 

The cost of renovation increased again 
last year despite the sales program's suc
cess. For the first I 1 months of 1967. the 
maintenance cost for an average unit was 
$ 1.582. up f rom $ 1.401 in 1966 and $ 1.044 
in 1965. 

Fixup charges account for most of the 
maintenance cost but the classification in
cludes some small, fair ly constant charges 
such as ilchcnlure lees. Sales commissions 
and miscellaneous costs are excluded. 

Revolving door. Repeaters are a big 
problem. Many repos are models that have 
been taken back and resold at least once. 

The top ten inventory districts in early 
1966 had a total of 21,317 repossessed 
houses. The top ten 1967 districts had only 
17,246. 

Of the seven districts that appear on both 
the 1966 and 1967 lists, only one shows an 
increa.sed inventory—Lubbock. Tex., up 
1.195 to 4.328. The di.strict. in the Texas 
panhandle, has a depressed economy. Ex
plains F H A ' S Cameron: "Some military 
bases have been closed down, and area oil 
workers have been losing jobs as that indus
try has mechanized." 

Districts showing the best recoveries in 
1967 include Detroit, whose inventory 
shrank by 1.069; Tampa, down 997: and 
Houston, down 991. 

The 1967 inventory leaders: 
Lubbock, Tex. 4,263 
Tampa 3,331 
Fort Worth 2,029 
Albuquerque 1,339 
Topeka 1.256 
Jacksonville 1,077 
Oklahoma City 1.043 
Detroit 809 
Atlanta 757 
Philadelphia 683 
Houston 659 

C A S I N G S 

C O R N E R 

G U A R D 

# 

T H E V e n e e r P l a s t e r B e a d 

T h a t H a s B i g g e r H o l e s ! 

We would like to do business with 
Y O U ! Please write for sample and 
latest catalog. They will be sent to 
you by return mail. 

WEST MIDDLESEX, PA., 16159 

Circle 47 on Reader Service card 



BUILD A GROOVY 
PHILIPPINE 

MAHOGANY 
HOUSE IN YOUR 

SPARE TIME. 

We think our Rough-Sawn Philippine Mahogany Siding is such good 
stuff that we'd like to send you samples so you can build a house of your 
own with it. The place will be only six inches high when you get through, 
but you won't have to worry about a lot of week-end guests using it. 

This new siding is tough, handsome, can be stained or left natural, 
and is priced below other textured sidings. But you can find all that out 
for yourself when you get your samples of our six patterns: reverse 
board and batten, channel groove, saw kerf, V groove, texture 1-11, and 
plain (which is groovy without having any grooves). 

So if you'd like to build a Philippine Mahogany house in your 
spare time, call your Boise Cascade representative for samples. 
Or mail this coupon to Boise Cascade Bui ld ing Products. 

Boise Cascade Building Products 
Boise, Idaho 83701 

Send me samples of your Rough-Sawn 
Philippine Mahogany Siding, so I can 
build my own groovy little house. 

N A M E _ 

STREET 

CITY STATE 

B O I S E C A S C A D E BUILDING PRODUCTS 
Boise, Idaho 
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You are going 
to be in 
the built-in 
cleaning system 
business 
sooneror later. 

Which win it be? 
W j ^ ^ Sooner . . . when every person you see 

is a good prospect, every home or home-to-
^ ^ ^ ^ be a potential installation? 

Or l a te r . . . when your competitors have 
' W H ' the market sewed up and you have to take 
V ^ on a line because you can't afford not to? 

r Vacuflo started this whole business of 

• • built-in cleaning for home use in 1954 . . . 
^ ^ many thousands of installations ago. 

Now that the market is beginning to boom (esti
mated 450,000 installations annually in a few short years) 
other manufacturers are coming out with systems of 
their own, or going to a private label. 

Now here's our plan: Since you are going to be 
in the built-in cleaning business sooner or later, we 
suggest you make it sooner. Like right now. 

Start with Vacuflo — by H-P Products, Inc. — the 
system that started it all. You'll be one step ahead of 
everybody in your market in product, promotions, satis
fied customers . . . net profits, too. 

Curious? You should be! As long as you are going 
to be in the business, make it sooner with Vacuflo and 
be one step ahead. H-P Products, Inc., Louisville, Ohio. 

VACU[?[L®' 
The built-in cleaning system 

H-P Products. Inc., Louisville. Ohio 44641 
(216/875-5556) 
Please send free VACUFLO literature. 

Tell me how I can become a VACUFLO 
• distributor • dealer 

• I am interested in a single system 

Ahead 

HH-38 

Name 

Firm 

Address 

City State Zip 

p hull- Area Code 

At New Seabury—exit Emil Hanslin; 
Enter newdeveloper—of apartments 
The nation's most highly publi
cized recreation community is at 
a crossroad. 

A management changeover at 
Cape Cod's New Seabury—which 
goes into effect in four months— 
signals a shift in emphasis from 
single-family houses to commer
cial development. 

Promoter Emil Hanslin, who 
planned and developed the 3,000-
acre site for its owner, built only 
single-family houses (more than 
300 since 1962). And in the proc
ess, he popularized the concept of 
building communities based al
most entirely on recreation. 

The developers of today's best 
recreation communities are in
debted to Hanslin. Most of them 
studied his New Seabury firsthand. 

Hanslin's team wil l give way 
to Lawrence Management Inc.. 
an $8-million realty investment 
company that owns a large chunk 
of Bronxville, one of New York's 
upper-crust suburbs. William 
Lawrence is a friend of New Sea-
bury's landowners, the Chase 
family of Providence, R.I. Years 
ago at Yale, Lawrence roomed 
with Malcolm Chase, one of the 
two Chase brothers. (Asked what 
the Chases do for a living, a New 
England newspaperman replied 
with Yankee reticence: "The 
Chases don't do; they have.") 

Says Lawrence: "Hanslin's job 
is finished. In the beginning, the 
project needed a developer and 
some expensive promotion to get 
things moving. Now the Chases 
are more interested in commer
cial property, such as apartments, 
shopping centers and movie thea
ters. We are experienced in those 
areas." 

John Wilson, the Chase busi
ness manager, concedes that "we 
have been talking about building 
apartments" near New Seabury's 
golf course (as Hanslin himself 
had proposed). But Wilson says 
the community's basic character 
will remain much the same. 

Lawrence says he will replace 
the five-man Hanslin sales force 
by July 1. Then he will invite 
builders, including Hanslin's own 
March Co., to buy lots. In 1967 
March Co. put up 87 New Sea
bury houses—about 95% of 
those built during the year. 

H & H Staff 

B U I L D E R - P R O M O T E R H A N S L I N 
More publicity for New Seabury 

Sources close to New Seabury 
insist that Hanslin and the Chase 
family are parting on good terms. 
And everyone agrees that "Emil 
did a damn good job"—as Wilson 
put it. 

In the early 1960s the New 
Seabury site was little more than 
a popular summer-camp. Hanslin 
and a team of consultants di
vided the land into 11 villages, 
each geared to a different recre
ation (boating, horseback riding, 
golf, etc.). Then Hanslin brought 
in top architects and began build
ing inventive houses. (The Chase 
family supplied half the develop
ment money and kept half the 
profit.) 

Above all, Hanslin showed a 
genius for getting publicity. It 
seemed that shelter magazines— 
and many others—were willing to 
write stories every time he built 
a house (H&H . Apr. '62 and Sept. 
'63). 

But now that Hanslin is leav
ing New Seabury, he seems to 
have lost some of his appetite for 
publicity. He says only that he 
wants to keep his planning team 
intact "to coach other builders." 
The team would do some early 
building and then move on, leav
ing "plowhorses" to carry out 
Hanslin's master plans. 

In the last five months Hanslin 
has drawn schematic plans for a 
250-acre site owned by a private 
Connecticut college, Wesleyan, in 
Middletown. But the trustees, 
who would build the planned-
unit development for a profit, 
have not officially decided to ac
cept Hanslin's blueprint. 

New chief for Western Mortgage 
Ott Thompson 2d moves from 
First Mortgage Co. in Houston 
to become the president of West
ern Mortgage Co.. Metropolitan 
Life's West Coast loan servicer. 

Thompson was a member of 
Connecticut General Life's realty 
and mortgage department for 12 
years before joining First Mort
gage as a vice president in 1959. 
He was an executive vice presi

dent and vice chairman of the 
board when he left. 

Western .services $1.3 billion 
and is the nation's second largest 
mortgage banking house behind 
Uie T. J. Bettes Co. of Houston. 
I t operates as an independent 
entity but is a subsidiary of 
Union Bancorporation of Los 
Angeles (NEWS , Sept. '67). 

NEWS continued on p. 34 

30 Circle 49 on Reader Service card HOUSE & HOME 



Broan-new: a better range hood 
with soUd-state controls, 

squirrel-cage blowers, larger filters. 

And what's more, you even have 
your choice of duct-free or ducted. 

Never before so many important 
features in a new hood! Solid-state 
controls offer an infinite number of 

speed settings. Powering the 
Broan-new hood are two squirrel-

cage blowers that belt out 200 

CFM so quietly, they merely 
whisper at top speed. And the 
jiffy-out, jiffy-in filters are larger 
than ever. Hood sizes? 30", 36", 
and 42". List prices start at $66.00. 
Solve all your ventilation problems 
with range hoods from Broan, 
the kitchen specialists. 

B R O A N 
BROAN MANUFACTURING 

CO.. INC. 
HARTFORD, WISCONSIN 

53027 

BROAN MANUFACTURING CO. INC., Hartford, Wisconsin 
Please send me all the information you have on the new 
range hood with solid-state controls. 

N A M E -

F I R M -

A D D R E S S -

C I T Y ^ T A T E . -ZIP-

am a: • Contractor 

• Architect 

• Builder 

• Distributor 

• Dealer 

Circle 50 on Reader Service card 

The only duct-free hood with solid-
state con t ro l s , dual blowers and 
over size filters. (217 sq.in. alumi
num grease filter, 21/4 lb. charcoal 
odor filter). 



 

 

  

  

A garage door of Alsynite/Structoglas is eye-catching and good looking. 
Helps you sell a house faster. Gives you additional talking points. Less maintenance. 
No painting. More usable living and play area with light 
transmitted evenly throughout the garage. Lightweight . . . no 
heavy l i f t ing . Tougher than ordinary building materials. 
Resists fading and weathering. Won't shatter, dent or warp. 
With Alsynite/Structoglas you know you have the finest 
reinforced fiberglass available. It not only looks b e t t e r . . . but 
lasts longer. You avoid call backs and complaints. 

Buy from quality garage door manufacturers wfio use only Alsynite/Structoglas. 

EirvFonceo P L A S T I C S O I V I S I O N 
R B I C M H O L O C H E M I C A L S . I N C . 
aOBAS C E M T E O niOQE nOAO 

C L E V E L A N D . O H I O ««1ie 

Anderson Doors 
Anderson Door Company 
Arm-R-Lite Doors 
Arm-R-Llte Door 

Manufacturing Company 
Berry Doors 
Berry Doors Division of 

Stanley WorKs 
Everite Doors 
Everite Door Corporation 
Fiberline Doors 
North American Winfield 

Door Company 

Morrison Steel Products 
Subsidiary of 
Allied Products Corporation 

Phenix Doors 
Phenix Manufacturing Company 
Ro-Way Doors 
Rowe Manufacturing Company 
Weather-Tlte Aristocrat Doors 
Weather-Tite Division of the 

Pacific Coast Company 
Welbilt Doors 
Welbilt-Vulcan Company 
Windsor Door 
Windsor Door Company 4.m 

32 Circle 51 on Reader Service card HOUSE & HOME 



New from Ozite...lowest priced pattern carpet ever! 

It's Ozite Outdoor-Indoor Pattern Carpet! Now get all the proven features 
of original Ozite Outdoor-Indoor Carpet made with Vectra fiber...and 
striking patterns, too! These aren't burned-in designs that catch and 
hold dirt. They're actual patterns...three in a\\...Brick, Wrought Iron and 
Mosaic...and each pattern comes in different colors. We call it Ozite Fiesta 
Carpet. Amazing Vectra fiber is colorfast...won't rot. Dense, f irm surface 
resists soiling, is not affected by mildew. Low-cost installation. Seams 
beautifully. Face yarn will not ravel or sprout There's no finer decorative 
carpet value for kitchens, baths, rec-rooms. patios, balconies, commercial 
installations...anyplace indoors or out! 

Solid colors with rubber back! 
There isn't a more solid carpet 
value than Ozite Town-Aire Car
pet! All the durability of Ozite 
Outdoor-Indoor Carpet, but with 
built-in high density foam rubber 
back for indoor use. Outstanding 
dimensional stability. Easy to in
stall and maintain. See new Ozite 
Fiesta Carpet and Town-Aire Car
pet at your Ozite dealer now. 

• f.oo<l Housekeeping . Ojt/fG'CARPET PRODUCTS made witi\e€ira OLEFIN FIBER 
Ozlle® is the reoistered trademark of ttie Ozite Corooratlon. Merchandise Mart, Chicago. I l l inois. 
Vectra" oloiin fiber is manufactured by Enjay Fibers and Laminates Company, Odenton, Maryland, a division of Enjay Chemical Com lany. Enjay makes fiber, not carppts. 
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NEW ECONOMY PRICED 
MAGIVAC ER-80 
PUTS BUILT-IN CLEANING 
WITHIN PROFITABLE 
REACH OF YOUR LOWEST 
PRICED HOMES 

Include MagiVac in your homes and offer buyers a cleaner, eas
ier, healthier way tolive! Nowata low price never before possible. 
Prolitably within reach of every builder, MagiVac gives you the 
sales-producing plus of built-in cleaning with the competitive 
advantage of famous MagiVac quality! 

Compare feature for feature. See why no other built-in system 
comes up to MagiVac standards of performance and depend
ability. MagiVac installs quickly and easily in every type of 
home. Power unit is located in garage, attic or utility room and 
two-inch tubing is routed to wall outlets from attic or under floor. 

THERE'S A MAGIVAC MODEL FOR 
EVERY HOME AND PRICE RANGE 

ACCEPT NO SUBSTITUTE 
SPECIFY MAGIVAC BY NAME! 

The MagiVac system is engineered for simple installation and 
years of dependable performance by the John E. Mitchell Com
pany, manufacturer of Mark IV. the world's leading custom 
installed auto air conditioner; and the patented freezer-dis
penser for ICEE, world's top selling frozen,carbonated soft drink. 

Write today for information! 

M a g i i / a c Division 
John E. Mitchell Company 
3800 Commerce Dept. H Dallas, Texas 75226 

Gentlemen: Please rush free literature, specs and price sched
ules for the complete MagiVac line. 

Name 

Address. 

City/State. Zip. 

N E I V S 
continued from p. 30 

Ray Watt goes coast to c o a s t -
invades New Jersey and Seattle 

Rene Laursen 
The tiger in the California build
er's tank is Boise Cascade, his 
parent company. 

With Boise's financial support. 
Ray A. Watt will expand from 
Southern California to at least 
four states. His R. A. Watt Co. 
will open a central New Jersey 
subdivision this spring and a proj
ect in Seattle this summer. Next 
year the company moves into 
Chicago, the nation's top-volume 
market, and Washington, D.C. 

By adding two subdivisions a 
year in each new location. Watt 
plans to sell 6,000 units ranging 
from $12,000 townhouses to 
$100,000 manors by 1970. Last 
year he sold about 1,500 houses 
in a dozen California projects. 

Watt is the latest big builder 
to go nationwide since Levitt & 
Sons popularized the multi-site 
concept five years ago. And more 
are waiting in the wings, includ
ing California's Ben C. Deane, 
whose company is an Occidental 
Petroleum subsidiary. 

Watt wa.s strictly a Southern 
California builder for 19 years, 
until. 1966, when Boise Cascade, 
an Idaho-based wood products 
maker, purchased 50% of his 
company. Watt immediately be
gan recruiting executives. By De
cember of 1967. when Watt's 
company became a wholly owned 
subsidiary, he had doubled his 
executive team from 8 to 16 men. 

He then sent Jack Palmer, a 
former employee of California's 
Kaufman & Broad Building Co., 
to search for Seattle sites. And 
he assigned a former Levitt em-

Planner Logue tack les 
President 's model town 
The eyes of an important Texan 
are on Edward J . Logue and the 
other urban experts who have be
gun planning Washington's "mod
el town" on 335 acres of surplus 
federal land in the Capital. 

President Johnson himself an
nounced the $19-miIlion urban 
renewal project last fall by hailing 
it as the first of hundreds of such 
micro-cities (NEWS . Oct. '67). 

To help fill such a tall order, 
the District's Redevelopment Land 
Agency awarded a $295,000 con
tract to Logue, who has spear
headed redevelopment in New 
Haven and Boston. 

Logue will work with three 
superagencies staffed with repre
sentatives of all the District and 
federal agencies involved and 
with nationally known urbanolo-
gists. The Washington Post says 
Logue's main job will be to "keep 
the interested officials pulling in 
the same direction." 

For the eight-month pull. Logue 
and his two-man staff will receive 
$60,000 of the $295,000. 

C A L I F O R N I A ' S W A T T 
yVcw Jersey, here he comes 

ployee. Earnest Hurwitz, to New 
Jersey. 

Hurwitz proposed the purchase 
of defunct Electric City, which 
had been eyed by General Elec
tric as a total-electric project be
fore the original developer went 
bankrupt four years ago. The 
1.100-Iot project, partly devel
oped, is northeast of Trenton. 

Watt's executive vice president. 
Alan Borstein, another Levitt 
alumnus, hopes to close the pur
chase this month. "Wc will shoot 
for the below-$25,000 market." 
says Borstein, who did not reveal 
the land price. Area builders said 
nearby lots cost $3,000 each. 

The purchase of a partly de
veloped tract follows a national 
trend (NEWS , Aug. '67). Several 
giant companies are seeking such 
sites for two reasons: 1) build
ing can begin immediately and 2) 
there is no need to tic up capital 
in land inventories. 

HUD appoints director 
of equal rights unit 
As head of the new Office of 
Equal Opportunity. Walter B. 
Lewis will enforce the housing 
department's frequently abused 
policy of non-discrimination. 

Among other things, the 49-
year-old Mississippi Negro will 
administer President Kennedy's 
1962 executive order banning ra
cial bias in federally insured 
housing. 

The former member of the 
U.S. Commi-ssion on Civil Rights 
has a big job ahead. Four days 
after Lewis was appointed. Urban 
League President Whitney Young 
noted that since 1962 only 3% 
of the new houses in federally in
sured subdivisions were sold to 
Negroes. His source: a 1967 sur
vey by FHA. 

At a public meeting Lewis 
heard a Washington, D .C . rights 
leader. Charles Jones, attack 
HUD for past failure to enforce 
non-discrimination. Lewis has 
promised enforcement, but he 
adds. "How this is going to be 
done we can't say yet." 
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F R E E . 
9.6 I N C H E S . 

Weldwood 
Lamplight Birch Paneling. 
Rich, warm 4'x8' hardwood paneling 
with the famous Weldwood Craftsman* 
finish. Price now reduced by 10% 
until April 15, so order right away. It's 
available only through Weldwood 
Headquarters Dealers. (You'll 
find them in the Yellow Pages under 
Plywood.) 

Weldwood 
Ranchero Paneling. 
Weldwood's newest. A fashionable 
textured 4'x 8' paneling, deeply 
embossed with bold Sliced Oak grain 
pattern. Exceptionally tough finish 
makes it suitable for gome rooms as well 
as more formal areas. Six colors 
available. Reduced 10% until April 15. 
Through Weldwood Headquarters 
Dealers and other participating building 
supply dealers. 

U.S. Plywood 
AOlwiWoool IIS Plywood-Cnampion Ptp»iBine 
rrr Thml AMAIM, Hmm York. N V ' 

U.S. Plywood 
Fir Roughtex Siding. 
Attractive rough sown texture on 4'x 8', 
4'x 9' and 4'x 10' siding panels. Also 
mokes strikingly contemporary interior 
paneling. Reduced 10% until April 15. 
Longer sizes priced accordingly. 
Through Weldwood Headquarters 
Dealers and other participating building 
supply dealers. 
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Now...you can get 
red cedar shakes 
& shingles 

in a Koppers 
fire-protected 

super wood! 
Here at last are red cedar shakes 
and shingles pressure-treated by 
Koppers to p rov ide UL Class 
" C " protect ion. This means that 
b e a u t i f u l w e s t e r n r e d c e d a r 
shakes and shingles may now be 
installed on commercial , institu
tional and apartment buildings in 
areas where their use had been 
restricted by fire codes. 
Koppers pressure-treated shakes 
and sh ing les re ta in the charm 
and g o o d looks of un t rea ted 

c e d a r ' s s o f t , r e d d i s h b r o w n 
tones. They offer the durabil ity, 
strength, l ightweight, weathering 
c h a r a c t e r i s t i c s and d i s t i nc t i ve 
shadow lines possible only with 
na tu ra l w o o d , hewn f r om f ine , 
even-grain red cedar. Koppers 
super wood shakes and shingles 
have been tested by Underwriters' 
Labo ra to r i es , Inc. , and car ry a 
Class " C " label. For more infor
mation, write for Product Data, 
W-583. Forest Products Division, 

K o p p e r s C o m p a n y , I n c . , 795 
Koppers B u i l d i n g , P i t t s b u r g h , 
Pa. 15219. 

KOPPERS 
Architectural and 
Construction Materials 
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The more people 
hear about 

Owens-Corning 
6&3 Fiberglas 

Insulation, 
the more people 

want it. 
When you have a product like 

Owens-Corning 6&3 Fiberglas* 
Insulation, you have something 

people want to hear about. 
People who own homes want 

their homes to be comfortable. 
People who own homes want to 

spend as little as possible 
keeping their homes comfortable. 

The few dollars invested in 
Owens-Corning 6&3 Fiberglas 

Insulation pay off in comfort and 
in savings. 

Six inches of Fiberglas Insulation 
In the ceilings of homes and 

three inches in the walls helps 
keep those homes cooler in the 
summer, warmer in the winter, 

less drafty, and less susceptible 
to many structural ills. 

Six inches of Fiberglas Insulation 
in the ceilings of homes and 

three inches in the walls pares 
the cost of keeping those homes 

comfortable down to the bone. 
All this is why Owens-Corning 

6&3 Fiberglas Insulation is one 
of the most important products 

ever offered to home owners. 
All this is why Owens-Corning 

6&3 Fiberglas Insulation is one of 
the most popular products home 

owners have ever heard about. 
•Trademark 

OCFC. 

The owner of this air-conditioned home is putting 
6 of Owens-Corning Fiberglas Insulation in the ceilin-

and 3 in the walls. And it can save him a bundle. 
. . . . . L.I . . II „ I I . . I . . — - v ^<K" , n . ..r ,1 . .in i i K U J S e c X ' u r b u i l d e r a n i l * a y 

I . . i n J o i h c - • . 1 
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The more people 
want 
Owens-Corning 
6&3 Fiberglas 
Insulation, 
the more you'll 
profit. 
More people than ever before 
will soon learn how important 
Owens-Corning 6&3 Fiberglas 
Insulation can be. 
Fifty million people all over 
the country will be exposed to 
the industry's largest insulation 
advertising campaign. Fifty million 
people will see the largest 
building insulation advertising 
campaign in history and learn 
about Owens-Corning 6&3 
Fiberglas Insulation. 
Think about it for a minute. 
Of those fifty million people, 
how many will be your customers? 
How many will be buying new 
homes or remodeling old ones? 
How many will be willing to spend 
a few extra dollars on comfort, 
knowing that they'll make up what 
they spent in savings? 
If you're a builder or a building 
material dealer, Owens-Corning 
6&3 Fiberglas Insulation can give 
you a distinct edge over your 
competition. Plus, it will give you 
a meaningful merchandising tool 
toward more sales and profits. 
For more information, 
please write: 
Owens-Corning Fiberglas 
P.O. Box 901, Toledo, Ohio. 
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Brand new approach 
to closet door design. The Leigh wardrobe door has a perforated 
board back. It provides convenient storage space for hanging belts, 
gloves, ties, garments. For mops and brooms, too. Uses standard 
Vs" perf-board fixtures or special Leigh tie-rack and shoe-rack fixtures. 

Use mirror-magic to make rooms. 
foyers, hallways appear larger, brighter, more exciting 
—functionally and economically, by specifying Leigh 
mirrored doors. The mirrored, wardrobe door at left 
features a first-quality, double-strength 70"-long 
mirror with attractive pencilled edges—bonded to a 
prime-coated steel door. Use this wardrobe door in 
combination with other famous Leigh full-vu d o o r s -
mirrored or plain. Or you can install it anywhere there 
is an 18" wide or 24" wide suitable space —to pivot 
from right, left or center. Quick, easy to install—giving 
you good advantage of scarce labor. Ask your 
supplier. Or for ful l information on the complete line 
of Leigh doors, write for Bulletins 482-L and 468-L. 
C i r c l e 12 o n R e a d e r S e r v i c e c a r d 

New mirrored wardrobe door 
has storage area in back 
... another great door from 

L E I G H P R O D U C T S , I N C . 
2 5 6 8 L E E S T R E E T , COOPERSVILLE. MICHIGAN 49404 

East Coast Warehouse: Leloh Corp.. EcJison, New Jersey. West Coast Warehouse; 
Leigh Industries, Inc.. City of Commerce (Los Angeles), Calif. Made In Canada 
by Leigh Metal Products Ltd., London, Ontario. Western Canada Sales Agency: 
E, H. Price Ltd.. Winnipeg, Edmonton, New Westminster, Calgary. 

H O U S E & H O M E 



products help you cut costs all 
through the house.. .then help you sell it! 

The new wood-grain grid 
and the new beveledge panel are especially appealing in residential 
applications. The all-steel,wood-grain grid adds a warmth and 
richness to rooms. Harmonizes beautifully with wood paneling. 
Actually coordinates ceiling with furniture. The new beveledge panel 
is made of Leighfoam and is one of the lowest priced ceiling panels 
you can install. It drops four beveled edges below the surface 
of the grid adding depth, dimension and accent to ceilings. The grid, 
you should remember, is of the famous Leigh Klip-Lock design— 
field-proved in cutting installation time. No splice plates or 
connectors needed. Main tees and cross tees simply push-and-lock 
together. Ask your supplier for these two new materials. Or for full 
information on the complete line of Leigh suspended ceiling materials 
—to help you plan more attractive, low cost, and labor-saving 
ceilings—write for our new color Bulletin 519-L. 

C i r c l e 13 o n R e a d e r S e r v i c e c a r d 

Leigh pre-finished white 
ventilators save time and end paint problems. Raw aluminum 
ventilators are diff icult to paint on the job. What's worse, the paint 
often peels off in a short time. Leigh white ventilators have a baked-on 
white enamel prime coat. No chipping, no peeling. Ideal with wood 
siding or aluminum siding. Ask your supplier for white attic vents, 
under eaves vents, miniature vents or Trimvents—all by Leigh. 

C i r c l e 14 on R e a d e r S e r v i c e c a r d 

You can decorate 
as you ventilate 
with the new Leigh Decorator fan. 
It features a sculptured white 
grille, highlighted with antique 
gold. In a motif repeated in 
today's most modern bathrooms, 
powder rooms, kitchens. 
Thin-wall, ceiling, wall models 
for every ventilation need. U-L 
approved. Ask your supplier. 

C i r c l e 15 on R e a d e r S e r v i c e c a r d 

Patented Leigh 
roof ventilator 
in aluminum or galvanized steel. 
Root proved, weather proved 
on thousands upon thousands 
of homes. One piece base, 
"Rol-Lock" collar, special 
baffle, 8-mesh screen. Ask for 
this ventilator by name—the 
Leigh 405. Or write for 
Catalog SOO-L. 

C i r c l e 16 o n R e a d e r S e r v i c e c a r d 

Door knockers with 
built-in viewers 
give homeowners the vital safety 
feature of a Leigh thru-the-door, 
wide-angle, optical viewer set 
in an attractive door knocker. 
Protection against unwelcome 
callers! Inexpensive. A house 
selling plus! Call your supplier 
today—or look them over in our 
Bulletin 408-L. 

C i r c l e 17 on R e a d e r S e r v i c e c a r d 

The face lights up, 
Glo-vent range hood 
Here's a top performing range 
hood with dramatic rectangular 
lines and a front that lights 
up. Translucent,unbreakable 
plastic face panels send a soft 
glow of light throughout the 
surrounding area. No problem 
of coordinating range hood 
color—the translucent face 
blends with and enhances 
any decor. The Leigh Glo-vent 
range hood is available in 
ducted or duct-free models. 
In the four popular sizes. Low 
priced. Call your supplier today. 

C i r c l e 18 o n R e a d e r S e n / i c e c a r d 
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WHAT THE LEADERS ARE BUILDING 

BR BE. 

T J P F E E . UEVEU 

  

 

L O W E K , M V E L 

o lo 20 r r 

H A L F - T I M B E R E D H O U S E , with 2,740 sq. fl. ol" living area, has four bedrooms. 2'/2 baths. For ma l and informal living spaces are well separated. 

Two traditional models for the high-priced market 
The Kennedy Co. of Chicago has found 
that huyers of homes over $50,000 pre
fer distinctive traditional design. Besides 
English country hou.se style (above) and 
French country estate style (below), Ken
nedy's range of designs includes Medi
terranean villas. French chateaux, New 

England saltboxes. Southern mansions. 
New Orleans townhouses and Georgian 
estate houses. 

Kennedy currently builds in two 400-
house projects, and sales over the past two 
years have totaled about 200. The mode! 
above, priced at $45,300 plus lot, has ac

counted for 40 sales. The one below, at 
$55,800 plus lot, has produced six sales 
in the six months it has been on the market 
and promises to become a top seller in the 
higher price range. 

Lots are one-third to three-quarters of an 
acre and are priced from $7,000 to $14,500. 

    

  

B R I C K E S T A T E H O U S E has six bedrooms (one on the first floor) and VA baths in 3,690 sq. fl. Cathedral-ceil inged living room fills entire wing. 

Letters begin on page 56 
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Patent Pending. 

will help you sell 
more homes faster... 

at 1/5 the installed cost of 
conventional hand-hewn wood 

Totally new! Truly revolutionary! Molded polyure-
thane Lite-Beams®' defy comparison with wood . . . 
weigh less than V2 Ib./running foot . . . go up in 
minutes with adhesives on any surface . . . indoors 
or out . . . require no auxiliary carpentry, plastering, 
painting or masonry . . . can be nailed, cut with a 
knife, sawed or drilled . . . channel can be used to 
hide small diameter pipes or wiring . . . come pre-
finished in three popular shades . . . 

L/TE BEAM DIVISION of AM-FINN SAUNA, INC. 
Haddon Avenue & Line Street, Camden. N. J. 08103 

Prospects will snap up homes, clients will approve 
plans faster when you include the look of authentic 
hand-hewn beams at minimal extra cost. In a word. 
Lite-Beams are HOUSE MOVERS. 

LITE BEAM Division of AM-FINNSauna, inc. 
Haddon Avenue & Line Street, Camden, N. J . 08103 
Gent lemen: P lease send me free brochure and more 
information about Lite-Beams. 

Name 

Address 

City State Zip 
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DUO-FAST 
saves money 
for builders! 

—makes the most of your manpower 
1. Wall assemblies are fast with a CN-137 

^ Nailer driving coated 16d sinkers. 

2. Toe nailing is easy the Duo-Fast way 
even working in overhead positions. 

3. Sheathing holds tighter with 2" staples 4. Building papers and moisture barriers 
driven by a Duo-Fast Staple Nailer. are securely tacked with a Hammer Tacker. 

5. Plywood roof deck (or subflooring) is 6. Asphalt shingles are laid faster and 7. No countersinking is needed when trim 
quickly installed with a CN-137 Nailer. tighter with wide-crown Duo-Fast Staples, is applied with a Duo-Fast Finish Nailer. 

Everything you need for tacking, stapling and nailing. 

Write today for complete Information on these and other 
Duo-Fast Tackers, Staplers and Nailers for Builders. 

DUO-FAST FASTENER CORPORATION Dept. HH 
3702 River Road, Franklin Park, Illinois eoisi 
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Meet our 
30-ton baby 

It's just one of 15 basic models of our Duopac gas heating/electric 
air conditioning unit. It's neat. Compact. Light. Lies unobtrusively 
low on ground slab or rooftop. From 1V2-ton to the new 30-ton with 
2-stage, separate-circuit cooling variations, Duopac runs quietly. 
Under all kinds of climatic conditions. With varying heating/cooling 
ratios. With 2 high-quality cast iron compressors. And multiple 
units give zone control, individual operation and easy service. 
Well over 50,000 Duopacs are delivering these benefits in 
every state. Mail the coupon, and see how Duopac can fit into 
your plans perfectly-including 
a very big boost on final sale. 

• U O P A C 

DAY & NIGHT 
MANUFACTURING COMPANY 
855 Anaheim-Puente Road 
La Puente, Cal i fornia 91747 
Send your brochure on the Duopac product line plus 
complete information on Day & Night heating and 
air conditioning. 

Name 

Company^ 

Street 

- City .S ta te . Zip. 

MARCH 1968 

DAY & NIGHT MANUFACTURING CO., LA PUENTE. CALIFORNIA • COLLIERVILLE, TENNESSEE 
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Scheirich RoyaL Birch and 
Bronzeglow, Birch Cabinets in 

MEDALLION* TRIM 
with matching border 

* T.M, Reg. U.S. Pat. Off. Applied For 

•For the Most Beautiful Kitchens of 'Them All" H. J. Scheirich Co., Box 2103-7, Louisville, Ky. if 0221 

BRONZEGLOW® BIRCH ROYAL® BIRCH HEATHER® BIRCH MOONGLOW® VANITIES ' " " . o ^ ' 
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D. 

A DRY, WATERPROOF BASEMENT 
A. Defective areas in walls should be cut out and all loose 
mortar removed. B. Dampen first, then force WATERPLUG 
into defective areas holding in place for 3 minutes. Prime coat 
patched areas immediately with THOROSEAL. C. Apply 
THOROSEAL to lower part of walls. D. Then brush-on a base 
and a finish coat of THOROSEAL to entire wall-surfaces and 
the basement is attractively finished, completely waterproofed 
and protected for the lifetime of the building. 

"BUILD A BEnER MOUSE TRAP..." 
with STANDARD DRY WALL PRODUCTS and customers will beat a path to your sales office door 

A RICHLY TEXTURED, FIRM, FINISHED CEILING 
Now, a cement-base, aggregate-type, spray coating to high
light and decorate masonry and concrete ceilings. THORO-
TEX is lightweight, contains a built-in bonding agent, anti-
bounce ingredient and eliminates stain-throughs, quick dry 
outs; produces a hard, wear and water resistant finish that can 
be readily painted. 

S T A N D A R D 

WATERPROOF, EVENLY TEXTURED MASONRY 
Here, THOROSEAL PLASTER MIX. applied by trowel and 
float method, provides a desirable wall finish that's water
proof, easy to maintain, wearproof, economical to apply—no 
rubbing needed! Can be used on interior or exterior, above or 
below grade. Use Acryl 60 (1 part to 3 parts mixing water) for 
a super strong bond. 

• Write for full specifications guide Ca t #17. 

D R Y W A L L P R O D U C T S , I N C . 
DEPT. 68-HH-l, NEW EAGLE, PA. 
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  Because of their lightweight 
construction, these aluminum 
doors require less labor, less time 
and less cost for Installation. 
And maintenance is minimal. 
A foamed-in-place polyurethane 
core provides strength and 
superior insulation. There's no 
warping, no cracking, no 

splintering. And no red 
rusting from the inside out. 
Nicest part? No costly 
call-backs. Aluminum 
doors are prime-coated at 
the factory and can be 
finished in any color at the 
job site. Specify doors 
made of Alcoa* Aluminum. 

Sl.l HOUSE & HOME 



Easy touch. This good-looking aluminum 
door is so lightweight that it 
will swing open at the slight
est touch. Its polyurethane 
core and aluminum skin com
bination gives it rigid strength 
and'superior thermal insula
tion as compared to other 
metal or wood exterior doors. 

And it stands up to any
thing wind, weather and 
the kids can do. Won't 
warp, won't red rust, 
is dent-resistant. ^ 

Durable aluminum 
for better homes 

Change for the better with 
Alcoa Aluminum Q A L C O A 
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OATH 
W OW A/R 

DonH Hold Breath for Clean Air 
From the Insider's Newsletter 1 elude that federal clean-air standards 

nptlmisfc headlines issuing ^^'^ eventually be BCt. ^ 
'^^-'-Mui Conference on Air But the Department of Health. Edjf 

l^^hinEton, the air i ^'O" and Welfare has barely bef"« J ^•ttii^jlirtier : exercise its authority under the Clf " —-A-r Act to publish "criteria" on air pol —•wf.n though much of the data b •"•^iientific literature. J 
H much moar 

''nee a problem, 
a'f polliiim • 

i . ' i i . 

now a crisis, 
. is sickening 

and ki ling thousands of Americans 
and poisoning both city and suburb. 
Un ess we act, things wi I n̂ t umr 

   
 
  

  

and Almost 100 goven 
and industry officials 
representatives of the 
demic world attended • \ \ 
three-day conference whit, 
ended here Wednesday. 
Delegates said the govern

ment also must appropriate, 
V Ulions of dollars to state! 
\ ' local governments tol 

\ ' nationwide standards • 
^^o^ \ ân air. 

\ Johnson • on those 
TV\e 

at ̂ casî  

Builders gain competitive 
buyers a sensible solution 

MR. DICK SMITH of Falls Church, Virginia 
Mr. Dick Smith, President of Richard Air 
Conditioning, Falls Church, Virginia re
ports how he has used the tremendous re
cent publicity on air pollution to really sell 
air cleaners. 

"People are well aware of smog and air 
pollution problems. It's a fact that more and 
more people are experiencing respiratory 

problems. Without proper air filtration, the air inside the home is 
the same as the air outside. I figure i f I can help my customer 
protect himself, I am doing him a great service. 

"That's why on every air conditioning lead, I first send a 
brochure that talks Total Home Comfort with an air cleaner. 

"Then I make a personal call. First I sell air conditioning, then 
I talk air pollution and the fact that for just four or five hundred 
dollars, he can have Total Home Comfort. 

" I sell the Honeywell Electronic Air Cleaner at full markup 
and make good profits. I ' l l sell over 100 units this year. 

"The secret is talk air cleaners. With all the air pollution pub
licity, prospects are very receptive. Most of them have already 
heard about the Honeywell Electronic Air Cleaner, and a simple 
presentation is all that's needed to close the sale." 

MR. ART ROEHNER of Fairborn. Ohio 

Hupp and Roehncr, Inc., of Fairborn, Ohio is developing a 
housing area with about 700 homes, with prices ranging from 
$18,500 to $40,000. The blank frame for Honeywell Electronic 

Air Cleaners is installed in every house they build. 
Mr. Art Roehner says, "We offer the Honeywell Electronic Air 

Cleaner as an optional feature in all homes. 
Also air conditioning. Over one-third of the 
buyers request the air cleaner—just a little 
less than those who install air conditioning. 

"We have a display of the Electronic Air 
Cleaner in our sales office. Most people are 
very interested in it because of the growing 
air pollution problem, and also because of 
children who may have allergies . . . the Elec
tronic Air Cleaner is a great help on both 

counts. Many people wait awhile and have it installed at a later 
date; that's why we always put in the Honeywell blank frame." 

M r. Roehncr concludes, "The homeowners are very happy with 
the Electronic Air Cleaner. They say their houses are cleaner and 
more comfortable in many ways." 

MR. MIKE ZAZOULINSKY of A u r o r a , O h i o 
'We're really happy with the Honeywell 
Electronic Air Cleaner," says Mike Zazou-
linsky of Aurora, Ohio. "We have two de
velopments under way right now—one in 
Rootstown, the other in Kent, Ohio. In the 
Kent development, we offer Total Home 
Comfort as standard equipment. That is, 
central heating and air conditioning, hu
midity control, and the Honeywell Elec
tronic Air Cleaner." 

H O U S E & H O M E 



          

       

     
  

 
    

                 
           
               

         
                                

      

  

    

    

     

/

I OB III 

iition Preys 
ĝy Victims 
Strangler Strikes 
IB WARDEN 

I silent, wispy strangler that preys 

1 respiratory allergy. 
.ation of America estimates that 
10 suffers from hay fever and-or 

aggravates allergic asthma cases ' » sort of lynthetic asth-

York r , "''"''"^ in „ J- ^ 

e d g e b y o f f e r i n g h o m e 
t o a i r p o l l u t i o n . 

"We feel that when a man spends over S20.000 for a new home, 
he is entitled to the most comfortable home we can make for 
him. The Electronic Air Cleaner is defmitely part of that comfort." 

Mr. Zazoulinsky continues, " I n our Rootstown Estates devel
opments, we started offering this Honeywell Electronic Air Clean
er about eight months ago. And the last 4 out of 5 buyers had it 
installed immediately. They know its benefits, and the word 
spreads pretty fast. 
"One family has a little girl with an allergy problem. They 

installed the Honeywell Electronic Air Cleaner, and it relieved 
her problems. 

" I ' m entirely sold on the Electronic Air Cleaner. It's obviously 
the coming item in home comfort." 

MR. WILLIAM H. HIGHSMITH of Anderson. Indiana 
"We install the Honeywell blank frame for 

the Electronic Air Cleaner in every home 
we build," says Mr. William H. Highsmith 
of Anderson, Indiana. "People who have 
had the Honeywell Electronic Air Cleaner 
before buy it readily again because they 
know of its advantages as far as dust, air 
pollution, allergies and cleanliness are con
cerned. 

"About 30 or 35% of the new homeowners add the Honeywell 
Electronic Air Cleaner after they have lived in the house awhile. 
They not only realize that they will be living in a more comfort
able home, but also that the resale value of their house will 
increase because of this feature." 

  
   

 
  

 

Honeywell Electronic Air Cleaner mounts easily in return air duct of forced air 
heating-cooling systems. Catches up to 95% of airborne dust and dirt, 99% of 
pollen passing through it. 

Honeywell 
A U T O M A T I O N 
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''Some codes require direct outside 
ment access as a safety measure. 
Tlie Biico Door malies sense A 
far other good reasons, too." 

builder: David Rosen 
development: Country View Estates 

location: Riverdale, New Jersey 
P r o f e s s i o n a l builder, D a v e R o s e n , u s e d his f i rst B i lco B a s e m e n t 

Door b e c a u s e a local building c o d e required d i rect outs ide a c c e s s 
a s a route to s a f e t y . B u t he r e c o g n i z e d t h e addit ional va lue 

of th is f e a t u r e , a n d n o w prov ides it in all of h is building locat ions, 
w h e t h e r required by c o d e or not. T h e outs ide e n t r a n c e with 

a B i lco Door a n d S t a i r S t r i n g e r s , o p e n s the b a s e m e n t for 
f a m i l y a c t i v i t i e s , m a k e s it c o n v e n i e n t fo r s t o r a g e 

a n d e l iminates t rack ing a n d d a m a g e to t h e u p s t a i r s . H o m e 
o w n e r s apprec ia te t h e va lue of this f e a t u r e — a n d bui lders 

like Mr. R o s e n k n o w it he lps t h e m sell h o m e s . L e t 
the modern al l -steel B i lco Door help sel l your h o m e s too! 

A M E R I C A S F I N E S T 
B A S E M E N T D O O R 

T H E B I L C O C O M P A N Y , D E P T . B - 5 3 , N E W H A V E N , C O N N E C T I C U T 0 6 5 0 5 
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Too busy 
to increase 

your profits? 
We didn't think so. As long as you've taken the 
time, it's only fair we tell you that you're going 
to be able to do it througii the facilities of 
NACLEO. 

NACLEO means National Association of Coin 
Laundry Equipment Operators, Inc. We are the 
largest service organization of this kind any
where. No one owns and services more coin 
laundry equipment than we do. No one else 
requires each member to pass stringent tests to 
qualify as certified operators. No one else has a 
national organization that can meet the de
mands and requirements of any developer, 
owner, builder or investor, anywhere. No one! 

N C E O 
National Association of Coin Laundry Equip
ment Operators, Inc. 
Maryland Trust Building 
Baltijiiore, Maryland 21202 301-PLaza 2-1788 

Call us collect for more information today. 

Circle 71 on Reader Service card 

ZIP CODE SPEEDS 
YOUR PARCELS 

1. Packages are shipped 
by more direct route. 

2. They are handled 
fewer times. 

3. There is less chance 
of damage. 

ZIP C o d e s 
k e e p p o s t a l costs 
d o w n b u t o n l y i f 

y o u use t h e m . 
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John Bilder hoped to sell 
40 homes last year. He sold 
80 and almost went broke! 

Could he have foreseen it? 

YES, with MINI-RISK . . . a unique 
service for Whirlpool customers. 

Too many sales can kill you as fast as too few, if you 
try to do more than cash permits. But how much does cash 
permit? It's often hard to tell . . . even after poring over 
cost reports, bank statements, accounting sheets, con
struction schedules, loan draws, sales projections and 
the like. 

But now, this vital forecasting that used to take many 
tedious hours can be done in minutes . . . with far 
greater accuracy, too. The Mini-Risk* service, available 
to builders who feature Whi r lpoo l appliances, puts 
$500,000 worth of computer equipment to work for you. 
It comes up with an easy-to-understand report showing 
the probable amount of your bank balance, week-by-
week, for a whole year ahead! 

You can take a lot of worry out of your business 
when you know how much cash you'l l need . . . and when 
and why. It's also comforting to have a documented 
report with which to present your future cash needs to 
your banker in the language he understands and respects. 

You apply for this valuable service through your 

Whi r lpoo l distributor. He'l l arrange for you to send a 
special data sheet to W.R. Smolkin, the well-known 
consultants who will work out the complete forecast for 
you. They'll mail it back directly to you in a confidential 
envelope. N o one from Whi r lpoo l ever sees the figures. 

Your distributor can also tell you about other services 
which Whi r lpoo l offers to builders. They include Investor 
Presentations of facts and figures to help you obtain 
financial backing . . . Builder Counseling on land 
use, marketing, business management, etc. . . . Marketing 
Plans w h i c h c o v e r c o m p l e t e a d v e r t i s i n g a n d 
promotion campaigns. 

If you aren't acquainted with your Whi r lpoo l dis
tributor, you should be! Contact the Builder and Contract 
Sales Departmentof the Whi r lpoo l distributor nearest you. 

Whirlpool 
M. CORPORATION 

*Service mark of Whirlpool Corporation 
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Y o u 
c a n ' t 

a f f o r d i t ! 
• You can't a f ford it i f you do a lot o f 

nailing. I f increasing labor costs are cut t ing your profi t 
margin. 

Paslode puts prof i t back into your nai l ing operation 
wi th two fine pneumatic nailingtools—the Gun-Nai ler ' 
and the new Stallion. Both are lightweight, easy to load 
and operate, and eliminate nail waste. A n d both reduce 
labor costs considerably. 

For example, i f your total labor cost is S5.50 an 
hour, you can save up to S57.27 in labor per hundred 
pounds o f 16d nails using the Paslode Stallion. 

FREE COST CALCULATOR! Shows your nail
ing costs and potential savings. Wri te for your free 
Calculator. We'll include details on the Stallion and 
Gun-Nailer . 

GP A S L O D E 
C O M P A N Y . D I V I S I O N O F S I G N O D E 
8080 McCormick Blvd., Dept. HH, Skokie, III. 60076 
In Canada: Paslode Canada Reg'd, Scarborough, Ont. 

T h e S T A L L I O N 

Drives I6d nails with one 
blow. Powerful, fast nailing 
of box, sinker, common 
and screw-type nails— 
4,000-5,000 an hour, 
including reloading time. 
Cartridge loading. Tool 
weighs only 11 pounds. 
Nails conform to Federal 
Specification FF-N-I05a. 
Interim Amendment-2, 
April 7, 1964. 

T h e G U N - N A I L E R 

Drives all types of 6d and 
8d nails. Up to 7,000 an 
hour, including reloading 
time. Sturdy strip loading. 
Weighs under 8 pounds. 
Proved dependable. It's 
been the leading power 
nailer for over five years. 
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Good! 
For a fast start in the right direction, here's the 
ChromaloxWAFL Electric Furnace. It has every
thing you look for in a central heating system: 
Compact cabinet, 10, 20 or 30 KW capaciiies. quiet 

centrifugal blower, precise thermnstal control. And, 
since it can be installed in a horizontal, upflow or 
downflow position, you can use the WAFL either in 
new construction or remodeling. 

Better!! 
Now here's progress. Just add the Chromalox Com
pressor-Condenser and Evaporator and you have 
from I'/2 to 4 tons of summer cooling built into 
your lurnacc system. The Evaporator slides into the 

furnace discharge duct. The Compressor-Condenser 
is installed outdoors. And with the WAFL furnace 
you use the same blower, motor and ducts already 
installed. 

Best!!! 
And for those who want everything, just add the 
Chromalox Electronic Air Cleaner. It slips into the 
furnace return air duct and traps 95% of the air

borne dust and pollen. It reduces routine dusting, 
saves cleaning bills and creates a more comfortable 
and healthful environment. 

All from Chromalox. 
Chromalox year-round comfort con
ditioning equipment ofEcrs you the 
best of everything. You can choose 
just one piece of equipment to do a 
specific job. You can have a complete 
heating cooling air cleaning system. 
Or you can add-to or replace other 
existing equipment. From any point 

of view, with Chromalox you get pre
cision manufactured units doing a 
top-flight job for you and your cus
tomer. 

Want to know more about the 
Good—Better—Best of Chromalox 
equipment? Contact your nearby 
Chromalox distributor. Or write for 

our new catalog ROO103-5. Edwin L . 
Wiegand Company, 7770 Thomas 
Boulevard, Pittsburgh, Pa. 15208. 

Chromalox 
Electric HEATING/COOLING 
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So much of a Deck House 
is roof, that what goes 
on it is critical. 
That's why Deck House 
insists on Bird Architect® 
Mark 25 shingles. 

For the people at Deck House, only 
the finest quality materials are con
sistent with their standard of excel
lence. Their choice of roofing is Bird 
Architect Mark 25 Shingles. 

Bird Architect Mark 25's provide 
clean, consistent design by eliminat
ing cut-outs. The result is a beautiful 
long line, and a deep shadow effect. 

Bird Architect Mark 25's assure 
labor savings and ease of installa
tion, too — so the builder is even 
further ahead of the game. 

There's powerful sales appeal in 
this dramatically beautiful shingle. 
Write us today for all the facts. 

EXCEPTIONAL FEATURES OF BIRD 
ARCHITECT MARK 25 SHINGLES. 

Double surface, thick butt (290 lbs. 
per square) • Wind Seal® feature 
holds fast in hurricane • Triple-size 
jumbo mineral granules • Random 
embossing • Self aligning • Under
writers' Class C label for fire and 
wind resistance • Sparkling, con
temporary colors. 

B I R D & S O N , i n c . 
Box HH38, East Walpole, Mass. 02032 
Please rush in format ion on Bird Archi tect 
Mark 25 . Also send me in format ion on : 
• Bird Vinyl Siding 
• Bird Vinyl Shut ters 
• Bird Vinyl Gut ter Systems 

Name 

Address. 

County_ 

City 

state. -Zip. 

B I R D East Walpole, Mass.; Chicago, III. 
Perth Amboy, N.J.; Charleston, S.C. 

Shreveport, La.; Bardstown, Ky. 

MARCH 1968 Circle 75 on Reader Service card 



luxury 
that homemakers 

dream about 
-so practical 

you install and 
forget them 

-that's 
practical luxury 

by Gerber 
Plumbing Fixtures. 

Luxury? And how! Look at Gerber's rich styling, for 
example. It's perfectly at home in modern apartments 
and motels as well as homes. There's luxury in 
Gerber's spacious lavatories and quiet- f lushing 
closets. Luxury in fashionable decorator fixtures so 
popular today, such as gold-finished Swan, Dolphin, 
Floral, or Ribbon lavatory and bath faucet ensembles. 
Colorfully patterned countertop lavatories. Beautiful 
satin gold or satin chrome fittings with lead crystal 
or Crystalite^'^ handles. And many more. 

Practical? Unusually so. Practical for the home-
maker and the installer alike. Users appreciate the 
lustrous appearance, cleaning ease, and durability 
of Gerber's triple-plated chrome finished brass. For 
cont rac tors , features like Gerber 's "AI I -WaM"^ ' " 
shower fixtures and "A l l -Tub"^ " waste and overflow 
designs save hours of installation time and reduce 
costs by eliminating the need for special fitt ings. 
Callbacks? Hardly ever. 

Practical luxury by Gerber includes many other 
features and advantages that add up to extra value 
at no extra cost. Write or call for full information 
on Gerber's complete line of high quality plumbing 
fixtures. 

.• Good Housekeeping • 

*'«toii iiiumiro** 

Y o u g e t 

p r a c t i c a l l u x u r y 

i n t h e 

e o n i p l e t e l i n e t»f 

G e r b e r p l u m b i n g 

f i x t u n ' s a n d b r a s s . 

 

plumbing fixtures 
Gerber Plumbing Fixtures Corp., 4656 W. Touhy Ave.. Chicago, III. 60646. Phone (312) 675-6570 

64 Circle 76 on Reader Service card HOUSE & HOME 



" I save 5 ways 
by installing 

Long-Bell pre-
finished kitchen 

cabinets in the 
     

     

Long-Bell kitchen cabinets and vanities are used in every Legend Home, 
furnished by Plywood Supply, Inc., and featured in the Seattle Times' Parade 

Saving • no lost on-job time 
6 4 W e can install the average Long-Bell kitchen in 6 to 8 hours, 
including counter tops. Long-Bel l 's combinat ion units are es
pecially helpful.?? 

Saving • no finishing hold-ups 
66There's no const ruct ion delays for finishing because Long-
Bell cabinets are pre-f inished at the factory. It's a superior 
f in ish, too—smooth , tough, r ich.99 

Saving • can get the units I need 
64No matter how elaborate or simple I want to make the kitchen, 
Long-Bel l has cabinets that are exactly right for the job. Long-
Bell has an exceptionally long line of styles, f inishes and sizes.99 

This kitchen, with the design service 
of Homes, is from the Spacecraft line. 

Saving • extra conveniences built in 
46 My homes sell faster because of Long-Bel l kitchen conven
iences such as Lazy Susans, gl ide-out towel rack, lid and tray 
storage, pop-up mixer shelf and many others. 99 

Saving • Long-Bell gives quick delivery 
66 Long-Bell has given me great service, and with its network of 
assembly plants any builder in the country should get quick 
delivery.99 
A r e y o u w a s t i n g m o n e y y o u c o u l d be S A V I N G b y 
u s i n g L o n g - B e l l c a b i n e t s ? S e n d t he c o u p o n t o d a y . 

® 
N T E R N A T O N A L P A P E R C O M P A N Y 

L O N G - B E L L DIVISION 

Te l l me more 
about Long-Be l l 
K i tchens and 
Vani t ies . 

] P lease send 
literature and 
spec i f ica t ions . 

• P l e a s e have a 
representative cal l 

I am a 
• Bui lder 
• Archi tect 
• Other 

INTERNATIONAL PAPER 
P. O. Box 8411, Dept. 811 
Portland, Oregon 97207 

Company 

City 

State Zip 

Attention o( : 
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Most houses require painting 
every few years. 

Vinyl won't! 
Most houses hove gutters 

that can rust and peel. 
Vinyl won't! 

Most houses have overhangs 
that condensation can rot. 

Vinyl won't! 
Many houses hove siding 

that will conduct electricity. 
Vinyl won't! 

Most houses have windows 
that can stick or corrode. 

Vinyl won't! 

It's the fastest growing new material for building products. Look for if in gutters and 
downspouts, siding, soffits, windows, and many other building components. We don't 
make these products. What we do make is the vinyl that goes into them — Geon 
vinyl, the material difference in building. For suggestions on where to 
get building components made of vinyl, contact B.F.Goodrich Chemical 
Company, Dept. H-14, 3135 Euclid Avenue, Cleveland, Ohio 44115. 

R E Goodr i ch Chemica l Company 
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The^ 
hou^gang. 
Who are they? 

People who prefer gas. Gas ranges. Gas dryers. Gas 
water heaters. Gas furnaces. 

And, nowadays, gas air conditioning. 
That's why it's going to be worth your while to 

feature gas air conditioning in your next project. 
I t ' l l help sell the homes. And your gas company will 

help, too, with active support. 
And, because the gas companies are doing more 

than ever to promote gas this year, and especially 
gas air conditioning, the gas house gang will be bigger 
than ever. 

And with Bryant equipment, they'll get dependable 
gas air conditioning. 

It's quiet. And, in the long run, economical. 
There are few major moving parts in the cooling 

system, so there's less to wear out or service. 
And, because it's gas, it costs less to operate. 
We back it up, too. With our more than 60 years 

of experience in gas-fired equipment. With our 
national network of distributors, branches and 
factory-trained dealers. 

So, come on, be one of the gang. 
Call your local gas company for more information. 

Or write Bryant Manufac
turing Company, 2020 
Montcalm Street, Indian
apolis, Indiana 46207. g a s A I R C O N D I T I O N I N G 

brqant 
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^̂ Dishwasher service problems haven't bugged me for 4 years." 
This is what Michigan builder Al Leathers says. 

"About 4 years ago, I started installing Kitchen Aid dishwashers in the homes 
I build," says Al, who's been in the building business for almost 20 years now. 

"It was a good move. I've had a minimum of service problems. And 
I've also found that my customers recognized the Kitchen Aid name for quality 
and have accepted it wonderfully." 

"In fact, I've had a KitchenAid dishwasher in my own home for 13 years. 
I've been very satisfied with its performance. So I think my customers will 
be happy with KitchenAid for many years, too." 

Leathers, who has built around 700 houses, is currently building homes in Delta 
Glens subdivision, Lansing, Michigan. These homes, in the $28,000 to 
$35,000 price range, also include such features as fireplaces and carpeting. 

If you'd like to forget about dishwasher service problems 
too, why not take a tip from Al Leathers? Look into KitchenAid, 
the quality dishwasher. It's built better to work better and 
last longer. And it won't bug a busy builder. 

Your distributor has the whole story on KitchenAid dishwashers 
and disposers. So see him soon. Or write KitchenAid Dishwashers, 
Dept. 8DS-3, The Hobart Manufacturing Company, Troy, Ohio 45373. 

K i * c h e n i ^ i c l 

.'O 

Dishwashers and Disposers 
By the makers of Hobart commercial dishwashers and food waste disposers. 
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T h e m o r e o f 
t h e s e y o u p u t i n . . , 

t h e m o r e o f 
t h e s e y o u ' l l 

p u t o u t . 
I T 
It's quick and economical to install eye-catching, home-selling 
storage units if you follow our free plans and this rule: 

Make them with Western Wood. 
Standard board widths save cutting time. And 

exposed edges need not be covered. To put these sales ideas 
to work, send us the coupon and we'll send you the plans and 
a full-color slorage idea booklet that proves... 

Wfestern W>od does it beautifully. 
' / \ A / \ Western Wood Products Association 

^^P^- HH-368, Yeon Building, Portland, Oregon 97204 

Send me the builder storage plans and idea book. 

Name 

Firm 

Address 

Ci ty 

State 
W«ilern Woodt include knolly 0 
Weilern HamlocV, Whilci Fir, Eng 
Sugar " inc . 

O n e of a ser ies presented by members of the Forest Products Promotion C o u n c i l . | 

Z i p 
tat giodtl ol Oougloi F i i , Wi i lgrn ted Ceda i . Inci 
n S R I U C I , Weilefn Loich. Lodgapole Pmr. Idoho Wh' l 
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Every 2 minutes another family 
moves into a new home 
with f lameless electric heat. 

Get your share of this profitable market. 
Add extra sales appeals. Speed construction, too. 

See your electric light and power company. Right now. 
HOUSE & HOME 
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This Gold Medallion identifies a home where 
everything's electric, including the heat. It gives 
you a great selling edge for homes of every 
size, every style, every price bracket. Ask your 
electric light and power company about 
the Gold Medallion Home Program. 

LIVE BETTER ELECTRICALLY 
Edison Electric Institute, 750 Third Avenue, N.Y., N.Y. 10017 

Circle 82 on Reader Service card 73 



Only from 
Admiral! 
A full line of quality kitchen 

appliances, plus America's number one 
freezer/refrigerator: Admiral Duplex®. 

A l l n e w A d m i r a l dishwashers. F r o m 
economy models to 4 push-button models 
w i t h more features and eye appeal to satisfy 
the most d iscr iminat ing customer. 

A H new A d m i r a l ranges. 
Gas and electric ranges 

in models and sizes to 
meet any requirement. 

The 1968 A d m i r a l range 
line includes new self-

cleaning 30" electric 
ranges, slip-ins, 

bui l t - ins . eye levels, 
free-standing ranges. 

 

A l l n e w A d m i r a l r e f r igera tors . Star t ing 
w i t h the fabulous Number One side-by-side, the 

A d m i r a l D u p l e x ® freezer-refrigerator. Avai lab le 
w i t h automatic ice-maker, fashion fronts , wheels, and 

automatic door closers and many other exclusive features. M o r e 
sizes—from 20- to 30-cubic-foot capacity and more models than any 
other l ine of side-by-sides. T h e A d m i r a l refr igerator l ine includes 
the A d m i r a l D u a l - T e m p ® top-mounts and economy model conven
t ional refrigerators w i t h more to choose f r o m to fit a l l of your needs. 

The all new Admiral line of appliances 
with refrigerators, ranges, dishwashers, air 

conditioners, disposers and range hoods 
gives you a full-line package. One brand of 

appliances, one service responsibility. Contact 
your nearest Admiral Distributor today. 

He'll show you that you can't beat Admiral. 

M a r k o f Q u a l i t y 
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The round one. 
It's what's new in central air conditioning! 

This new Carrier air-cooled unit says your homes 
are as modern as '68 . . . distinguishes them from others 
down the street. 

Makes all other condensing units, well, kind of 
square. 

Is considerate of shrubs and neighbors, too, even 
close ones. Tosses heat and sound straight up—away 
from them, not at them. 

And figure on low on-site labor costs. And Carrier 
quality through and through—at a very attractive low 
price. 

The round one. Modern. Available in capacities 
from 17,500 to 49,000 Btuh. Well worth inspection-
your Carrier Distributor is the man to see. Or write us 
at Syracuse, New York 13201. 

Carrier Air Conditioning Company 
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One of a series presented by members of the Forest Products Promotion Council, 

"When 80% of our purchasers 
in the $20,000 and over category 
started asking for cedar roofs, 
we figured 

— ^ ...why fight it?" 

About four years ago Herman Sarkow-
sky, president of Washington State's sub
stantial United Homes Corporation, made 
a decision. 

"We'd been using cedar handsplitshakes 
on some of our model homes," says Sar-
kowsky, "offering them as an option for 
about $500 more. Then we went over our 
records and discovered that 80% of our 
buyers in the segment of the market we 
were most interested in, selected shakes. 
With that high a percentage, we decided 
to make cedar shingles or shakes standard 

Items on all our homes." 
What's behind this high 

degree of popularity^ As 
Sarkowsky says, "We feel shakes give our 
homes a more substantial appearance." 
Homebuyers feel the same way. They like 
the natural, honest look of handsplit shakes. 
But they like the practical side of shakes, 
too. Especially their maintenance-free 
durability, high resistance to weather con
ditions and ability to stay in place even 
under hurricane winds. 

Sound like the kind of popularity you 

could put to work for greater sales ? Then 
why not join the growing percentage of 
builders who use Certi-Split shakes or 
Certigrade shingles on their homes. For 
details, plus money-saving application 
tips, just drop a line to : 5510 White BIdg.. 
Seattle. Washington 98101. In Canada: 
1477 W. Pender St.. Vancouver 5, B.C. 

Red Cedar Shingle & 
Handsplit Shake Bureau 

m*\HG TOUCH 0̂  

CERTI-SPLIT • c i R T i c B o o v i 
• CIDAR SHAMS 

78 

One of these labels under the bandsticks of the product 
you buy is your assurance it was made, inspected and 
graded under regulations of the Red Cedar Shingle 
& Handsplit Shake Bureau. Insist on these labels. 
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EDITORIAL 

The easy way out 

The mystique of easy solutions to housing problems may 
hinder more than help us get on with a very tough job 
We all know that we should produce something like 2V2 
million dwelling units a year for the next 10 or 12 years, 
if we're going to house all Americans adequately by 
1980. We also know we're not going to get the job done 
that fast, i f at all. And there are .some hard and ver>' 
real reasons why. 

First and foremost, there is no real political commit
ment to do the job. Second, there are lots of everyday 
roadblocks—like mortgages that can't easily compete in 
the capital pool; like property taxes that are so regressive 
they beat down hoth the citizen and the city; like red 
tape in local housing agencies and building departments; 
like local zoning that effectively says, "Give us your 
industry, hut keep your workers out o f our town." 

While the housing indu.stry struggles with these road
blocks, a whole mess of "experts" tell everybody how 
the problem can be solved. Each expert has his own pet 
solution, which usually becomes something of a mystique 
for those who espouse i t . 

A l l of these mystiques simply becloud the housing 
problem, so let's examine a few favorites. 

Mystique No. I: technolo};y. This one hinges on a 
hreakthrough in the way we bui ld—for example, put
ting plastic houses on an assembly line. What the ex
perts don't know is thai it makes little difference whether 
you build a house out of mud block, wood, concrete or 
pressed straw. I t all costs the same i f you include the 
amenities that all of us now consider necessary for an 
adequate dwelling unit. 

The experts also don't know that i f you removed the 
exterior walls of a new house, you could only cut the 
price to the buyer 5%. In other words, the shell of the 
house is the most economic part and. therefore, the one 
place where it's hardest to cut costs. 

Finally, the experts don't know that the basic cost of 
most new merchant-huilt dwelling units (excluding im
proved land, financing, overhead and profit) lies between 
$6 and $7 a .sq. f t . , just the ex-plant cost of a mobile 
home. So whither assembly-line techniques, experts? 

Mystique No. 2: urban desi^-n. This one is based on 
the assumption that i f cities were beautifully designed— 

instead of looking crummy as ihey do to the sweei people 
—and i f land were developed according to some grand 
and magic plan, then housing and all other problems of 
city l ife would go away. 

Don't think, gentle reader, that we are against beauti
f u l cities. We love them. It's just that we have to stop 
dreaming and gel up every morning and face reality. 
Nor are we against national and regional land-use poli
cies; they would be valuable guides for planning. Bui 
under ihe laws of this land, land-use policies of a sweep
ing nature and over wide areas (what the experts say we 
need) would have almost no muscle. 

Better urhan design is an especially cherished hangup 
of the sweet people. No less an institution than the Ford 
Foundation last fall gave almost half a mill ion dollars 
to a few architects to come up with beauiiful designs, 
models and drawings for a few streets in old New York. 
The half mill ion won't build anything; it wil l just go to 
show how pretty things might be if one could wave a 
wand. It would seem that ihe money is being used more 
to ease the conscience of the sweet people than it is to 
do anything about the real problems of the cities. 

Mystique No. 3: new towns. The cry for new towns is 
ba.sed on the assumption that our present cities can't 
handle population expansion without creating more and 
uglier urhan sprawl. So new towns are said to be the 
answer. Trouble is that we now know that a new town— 
a self-contained municipality offering employment to a 
majority of its citizens—is a meaningless and bankrupt 
concept. New towns with any viability are simply bed
room communities feeding on major metropolitan areas. 
No one can go into the boondocks and create a new 
town (to prevent a brain-drain f rom the farmlands) 
without blowing millions of dollars. I f the federal gov
ernment has that kind of money to throw around, it 
ought to throw it around in established metropolitan 
areas that really need it. 

From time to time we'll add to this list of mystiques. 
Coming up soon wil l be "Comsats for housing". "Stand
ards for everything". "Rehabilitation, mon coeur". 
"Landbanks. the planners' Valhalla". 

— R I C H A R D W . O ' N E I L L 
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Packaged apartments: 

A FAST WAY FOR HOMEBUILDERS 
TO MOVE INTO RENTAL MARKETS 

Packaged apartments are also a safe way to move into rental markets. 
Reason: Prefabbers who specialize in them do everything they can to 
make a project work. 

The feasibility tests they apply to proposed jobs are tougher 
than those used by mortgage lenders. The financing and construction 
programs they develop for each new project are as carefully 
laid out as a follow-the-dots game. 

A packaged-apartment is much more than a truckload of materials. 
It includes building-site evaluation, rezoning assistance, 
site layout, presold lenders and investors, costing, job scheduling 
and market-tested design. 

In fact, the apartment packagers devote as much attention 
to creating new apartment business as to making a product. Says one: 
"Our future in apartments lies in prefabricating the sale—not 
in prefabricating the building.'' 

Three experts at prefabricating the sale are Scholz Homes, 
Kingsberry Homes and Presidential Homes. Each got into packaged 
apartments about five years ago and now produces close to 1,000 units 
annually. All claim they have never produced an unprofitable 
apartment job—and the support they get from major lenders bears 
that out. To see how they might serve you, read the next seven pages. 

80 
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Apartment prefabbers' step-by-step programs virtually rule out failure 
Some companies have condensed their programs into com
prehensive manuals that include every possible detail of 
what it takes to make an apartment project successful. 
These are actually master success formulas based on thou
sands of apartment units built in all kinds of geographical 
locations, on all kinds of sites, and under all sorts of eco
nomic conditions. 

But the success formulas don't work automatically. 
They have to be applied by the companies' experts on an 
individual basis. 

Scholz Homes, for example, supplies its apartment 
builders with a comprehensive manual on design, costing, 
financing and construction. But Scholz also gives prospec
tive apartment builders a manual that forces them to evalu
ate project plans on their own merits. It opens with four 
questions: 

" 1 . Can apartments be built on the proposed land? 
"2. Can mortgage financing be obtained based on a 

rental schedule that the cost of land and buildings wil l 
make neces.sary, a rental schedule which w i l l , in turn, 
meet with market acceptance? 

"3. Do the principals command the financial substance 
and/or experience that will justify the proposed financing? 

"4. Do the principals have available to them the equity 

cash that wi l l probably be necessary above the mortgage 
financing?" 

The Kingsberry Homes apartment manual is not wri t
ten for builders at all, but for the company's sales repre
sentatives. Reason: Kingsberry approaches apartment 
builders in a three-step sequence: 1) find the money, 2 ) 
find the land and ?•) find the builder. So the company's 
field salesmen are told exactly how to look for mortgage 
money, and arc instructed to forget about finding an 
apartment site until they know a mortgage loan is available 
not only in a particular town, but in a particular neighbor
hood. 

The object is not just to avoid wasted effort, but to de
velop solid deals that wi l l appeal so strongly to a builder 
that he wil l undertake them with Kingsberry's stock pack
ages. A qualified builder is committed to the product by a 
letter of agreement and by making the mortgage loan con
tingent on it. 

Kingsberry's manual gives field salesmen the same 
guidelines and teasibility formulas that mortgage com
panies use. In fact, the program has been reviewed by 45 
mortgage companies and was field-tested by its building-
consultant author, Wil l iam R. Smolkin & Assoc. o f New 
Orleans. 

Prefabbers make personal inspection tours of proposed apartment sites 
Scholz Homes a.ssigns a specialist to evaluate the land for 
any workable project of more than 16 units. The company 
wil l also assess sites for smaller projects, but only by 
special fee arrangements. Land for large-volume jobs will 
often be toured by a home-office executive. 

I f the company decides that a location is not economi
cally feasible and cannot be adequately financed, it may do 
some exploratory work with lenders before dropping the 
project. 

Kingsberry Homes, using its field men to initiate apart
ment projects, has clearly defined rules about what kind 
of land to look for. Its requirements for size and price are 
as follows: 

" I . No site larger than five acres. 
"2. Raw-land cost must not exceed $1,000 per living 

unit that can be built on it. ( A single building contains 
four to 12 units.) Raw-land cost of $300 to $750 per 
living unit is ideal. Typical situation w i l l permit 15 units 
per acre. Therefore, typical price should be $4,500 to 
$11,000 per acre. Di.scard anything costing more than 
$15,000 per acre, unless it is the best site in town, with all 
utilities already in , and requiring no street paving of any 
kind around perimeter, or within site." 

Whether to get involved in zoning problems is another 
question apartment prefabbers have to consider when they 
evaluate land. 

Zoning battles are becoming part of the package for some prefabbers 
Says Don .Scholz: "The best apartment land is the kind 
you create through rezoning. We would much rather fight 
through a good piece of land in a prime location than take 
a mediocre site already zoned that can't produce nearly as 
good a return." 

Scholz takes this direct approach to zoning fights be
cause a high percentage of his apartment designs are aimed 
at luxury markets. For these he seeks land in good single-
family neighborhoods and this inevitably gets him involved 
in rezoning. His reputation fo r this kind of work is be
coming so well-known that much of Scholz's business 
comes f rom builders who are stymied by rezoning problems. 

Not all prefabbers want to get directly involved in 
legal battles. Kingsberry. for example, advises its salesmen 
to look for sites in established new apartment areas and 
avoid zoning ha.ssles: 

"Land should now be zoned for apartments, or zoning 
must be easily changeable within three months. Do not 
consider anything that wil l involve zoning opposition f rom 

neighbors or competitive land interests. Require documen
tary evidence of such zoning, and make purcha.se con
tingent on ability to obtain building permits for apart
ments." 

But Kingsberry salesmen, who work on straight com
mission, do tackle zoning boards on their own to some ex
tent. Reason: So much of their work is in semi-rural 
towns that they frequently get involved with unzoned 
land. 

Presidential Homes helps to prepare zoning-board pre
sentations complete with color slides and photographs, and 
wil l consult with builders and prospects on the best ap
proaches. 

Prefabbers are generally reluctant to get heavily involved 
in projects contingent on new zoning for two reasons. 
First and most obvious, i f the proposed zoning is not 
approved all the work that went into the project is lost. 
.Second, i f the zoning fight is won the propo.sed apartment 
siie may be sold to make a profit on the rezoned land's 

MARCH 1968 

continued 

81 
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increased valuation—and the building program forgotten. 
Scholz tries to protect itself by 1) refusing to do en

gineering work on a zoning-contingent project unless the 
owner commits himself to using Scholz apartments for at 
Icasi 24 months after a building program is started on the 
land following rezoning approval. 2) making the commit

ment a condition of transfer of land ownership and 3) 
charging an extra $1,000 deposit—in addition to a stand
ard preliminary-engineering deposit—for planning work 
that is subject to new zoning. The $1,000 is returned if the 
zoning application is unsuccessful, but applied against a 
packaged-apartment order if the zoning is approved. 

Site layout depends on what kind of package the prefabber is geared to 
Most apartment manufacturers offer stock buildings in the 
same manner as their stock single-family houses. So once 
density requirements are known, site planning becomes 
a matter of choosing one or more slock buildings and 
arranging them on the plot in the most logical way. 

Kingsberry—a stock-building prefabber—advises its 
salesmen either to farm out site planning to a land engineer 
or do it themselves. The company has avoided getting into 
plot layout because so many of its projects are built piece
meal. Its salesmen choose f r o m some half-dozen stock 
buildings, taking into account construction costs and site re
strictions. And in some cases they are adequately qualified 
to lay out the job. For example. King.sberry apartment 
builder Charles Williams had his 77-unit project in Rome. 
Ga., (photos, p. 84) laid out by a sales rep who is both 
a civil engineer and a subdivision builder wi th 12 years 
experience. 

Kingsberry's suggested standards: 
"Coverage: Do not cover more than 25% of the site 

with buildings. 
"Density: Plan about 20 units per acre in two-story con

struction: f o r 2'/2 story. 30 units per acre is okay. 
"Parking: Unwise to provide less than Wi parking 

spaces per living unit. Two per unit is desirable." 
Scholz Homes takes a different approach to laying out a 

project. Instead of stock buildings, it uses stock unit plans 
and stock elevations. This adds greater flexibility in adapt
ing apartment buildings to site problems, but requires 
much more engineering work. 

Scholz puts together its stock unit plans like building 
blocks, expanding them up or outward to conform to ter
rain as well as density requirements. Its planners draw f rom 
a half-dozen basic unit types—each with many size ranges 
fo r adapting to various rental levels—and apply an ele
vation consisting of stock details and components scaled 
to projected construction costs. 

A Scholz apartment project takes six to nine months to 
plan and process, so the company takes pains to protect 
its investment. Before okaying a new job. Scholz wants to 
see I ) a boundary survey of the proposed site, 2) a topo
graphical survey. 3) a city map, 4) a data sheet covering 
all zoning and code requirements. 5) f u l l documentation 
on the status of the property. 6) a financial statement on 
the principals and 7) a preliminary indication of rental 
range and living-unit types. 

Scholz also insists on nonrefundable engineering de
posits ranging f rom $500 fo r 16 units to $2,500 for more 
than 96 units. And no program is okayed until it has been 
submitted to a weekly management-committee meeting 
representing sales, finance and engineering departments. 

Packaged apartments come complete with market-tested tenant appeal 
But exactly what form that appeal takes depends on which 
prefabber you deal with. 

Kingsberry's stock buildings—four, six. eight and 12 
units—offer living units that average 1,000 sq. f t . and some
times exceed 1,300 sq. f t . The company's main selling point 
is abundant living space. 

Scholz. on the other hand, thinks the appeal of living 
space has been overemphasized. Says Don Scholz: "Re
member, somebody's got to live in these apartments." He 
stresses "environment that sells prospective tenants before 
they reach the front door—lush landscaping, a gatehouse, 
an old European feel about the entranceway." And he 

Sound-deadening—in garages as well as living units—is a Scholz standard 
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Scholz options get top returns from units in $300 and $400 rental ranges 

 

 

 

           
            

 

        
       

        
        

  
  

 

L U S H E N V I R O N M E N T is considered an essential drawing card by Scholz 
planners. They recommend rich textures and heavy landscaping. 
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T R A N S L U C E N T P A N E L of colored plastic helps lighten an inside kitchen. 
Luminous ceiling comes with everything but fluorescent lubes. 
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makes the most of new design fads like the current Old 
French or French Chateau style—a mansard roof with 
sophistication. Scholz stock exteriors, which are almost ex
clusively traditional, have universal appeal throughout their 
Northeast. Midwest and Southern markets. 

A n apartment prefabber's main concern with a new 
project is not design, but potential rentals. His design ap
proaches have already been established and standardized 
through trial and error; a particular one is picked not to suit 
local market tastes, but to suit specific rental ranges. Rental 
potential is the key to determining living-unit sizes and 
amenities, just as in homebuilding. Says Scholz; "We pro

duce a design that fits on the lot within all the control fac
tors—density, terrain, codes and even view—but the most 
important control factor of all is rental range. Designers 
who don't take that seriously may end up producing apart
ments with fu l l occupancy but without adequate cash flow." 

The packaged-apartment approach makes it easy to scale 
designs either up or down to what the market will bear. The 
Scholz plan book shows exactly how much it costs to "de
luxe up" a stock plan with fireplaces, luminous ceilings and 
crystal door pulls. Furthermore, the prefabber provides a 
good estimate of how much additional rent a particular 
extra may bring in. Scholz figures show that a marble-faced 

Stock buildings and standard site plans simplify small-town apartment jobs 
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L O W - C O S T B U I L D I N G for single persons, newlyweds or elderly couples 
contains 14 onc-bedroDm units designed like motel rooms with individual 

outside entrances. Presidential Homes has sold this easy-to-build package 
to many small-town builders throughout its Northeast market area. 

7 7 - U N l T P R O J E C T On 5.2 acres in Rome, Ga.. combines Kingsberry Homes 
stock townhouses and apartments renting for an average $12.5 per month. 

It was laid out by a field salesman. The builder-investor, a newcomer to 
apartments, is now undertaking projects in other towns. 
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fireplace, tor example, can add $25 a month to rentals. 
Heated underground garages—for buildings of 64'xlOO' or 
more—used in conjunction with automatic elevators can 
boost rentals by at least .$25. 

Scholz favors luxury units because, while they require 
comparatively high amounts of equity, they also produce 

high return on investment. Typical cash flow returns, dis
regarding depreciation and equity buildup in the amortiza
tion of the mortgage, range f rom 12% up to 15%. 

Yet Scholz is more likely to talk a builder down f rom 
his ideas than up. because of the realities of the project's 
rental range. 

Packaged-apartment product engineering is aimed at long-term performance 
Prefabbers' traditional sales pitch—speed—gets second bi l l 
ing in apartment sales. Quality is the apartment prefabbers 
number-one sales appeal because the product—unlike a 
packaged house—has to do three jobs: 1) to keep tenant 
turnover low. 2) ensure easy resale to knowledgeable in
vestors and 3) establish a good reputation among big 
lenders. 

Quality in packaged apartments shows up in ways that 
have little to do with prefabrication efficiency. Scholz. for 
example, claims to have achieved almost 100% control of 
airborne sound. But many of the methods for achieving this 
—lightweight concrete subflooring plus a separate ceiling 
structure, and insulation-packed .soil pipes—involve more 
field work than assembly-line engineering. Both Scholz and 
Kingsberry have been experimenting wi th molded-plastic 
exterior trim—large decorative pediments, for example—to 
reduce maintenance costs rather than to speed up factory 
production. 

Apartment prefabbers strive for higher quality for com
petitive reasons, too. Their basic structural technology— 
subassembly and precutting—is being duplicated by hun
dreds o f lumberyard-prefabbers all over the country. So 
the apartment manufacturers come up with construction 
systems and materials not offered by local lumberyards. 

Among Scholz's drawing cards, for example, are specially 
designed bow windows and curved stairways. Another 
Scholz exclusive is decorator packages that include color-
coordinated wallpaper, draperies and carpeting {photos, 
p. 83), and cla.ssic t r imwork like wain.scoting and dentil 
cornices. 

Scholz, which has specialized in luxury apartments, also 
designs for low and medium rentals with no basic changes 
in its structural specifications. Only the finishing materials 
are changed—to aluminum windows, plastic shutters, 
aluminum siding, .straight stairways—and often so subtly 
that the lower-cost product can't be distinguished f rom the 
higher-cost line on the outside. The Scholz line includes 
plans for five rental levels f r om low to super luxury, which 
goes up to $450 per month. 

Speed is still an important selling point for apartment 
prefabbers. Their preassembled framing, while no different 
f rom what was available a decade ago, can get tenants into 
a project weeks, and sometimes months, sooner than con
ventional construction. 

Prefabrication technology also provides consistent quality 
control. As Scholz puts i t : "Prefabrication locks the design, 
so the project wi l l end up looking like the picture in the 
manufacturer's catalogue." 

Market-tested lender appeal smooths the way for packaged-apartment builders 
Successful stock-apartment plans can speed up mortgage 
reviews by several months. In fact, Kingsberry Homes 
markets a 12-unit. three-.story building that gets approval 
f rom Metropolitan Li fe Insurance Co. in ten days, com
pared wi th the usual four to six months. Metropolitan Li fe 
evaluated and approved the plan some time ago. and now— 
as with other stock Kingsberry plans—clears it by model 
number. 

Stock apartments can also help to improve mortgage 
terms. Some of Scholz Homes's pioneering in high-rent 
markets has helped to impress lenders with the product's 
consistent feasibility. For example, when Scholz built its 
first job in Chicago, it had trouble convincing insurance 
companies that a 1 .lOO-sq.-ft. plan with two bedrooms and 
two baths could draw $250 a month. Within 1 Vi years after 
the project opened, rentals had been raised to $350 and 

there was a waiting list of prospective tenants. 
Packaged-apartment manufacturers also speed financing 

arrangements by helping builders do their homework. 
Kingsberry salesmen, with their mortgage-oriented ap
proach, calculate loan feasibility in the lender's terms, figur
ing in detail the difference between mortgage and project 
cost to determine the most realistic cash outlay required by 
the builder. 

Scholz Homes publishes apartment cost-and-financing 
tables (pp. 86 and 87) for five different rental ranges 
based on completed projects. Builders and lenders are in
vited to inspect the projects and study their detailed cost 
breakdowns. And to make the figures even more impressive, 
the projects are located in high-cost areas so the guidelines 
they provide can be safely used to determine feasibility in 
any area. 

Packaged-apartment builders have no lack of job-scheduling help 
Apartment prefabbers expedite their product all along the 
line. Long before construction starts, they keep up with a 
builder's progress in securing a mortgage, costing and 
approvals through weekly reports f rom field men. Scholz 
helps expedite subcontract bids by providing a recom
mended cost breakdown for each building by subtrade. 
along with a description of each sub's .scope of work. 

Once construction begins the manufacturers work hard 
to keep production flowing. Kingsberry coordinates ship

ments through its sales reps, using a site plan on which 
buildings are assigned a letter and l iving units a number. 
Its builders are instructed in how to schedule trailer loads 
ba.sed on crew size. Normal construction pace: one unit a 
day with a five- to seven-man crew. Builder Charles W i l 
liams of Rome was able to average V/i units in four days, 
partly becau.se his project is in a code-weak area that per
mitted him to take advantage of components like Kings-
berry's preassembled plumbing walls. 
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Scholz controls production and shipping by electronic 
data processing. Apartments are coordinated in produc-
lion just as they are designed—as individual living units. 
The goal of the shipping-control department is to leave 
ihe builder with an absolutely uncluttered site at the end 
of each working day as well as to keep a project moving 

along the production line according to schedule. 
To get its builders off on the right foot. Scholz supplies 

an erection engineer to supervi.se the first building in a 
project until it is under roof. And salesmen stay close to 
the project throughout construction to expedite problems 
and changes. 

Would-be apartment builders can find a training school among prefabbers 
Between the prefabbers" detailed manuals of procedure 
and their talented staffs (Scholz operates a hundred-man 
field force and a 60-man engineering department) a pack
aged-apartment builder has no excuse for failure. 

But the prefabbers go further than guiding novice 
apartment builders after they go into business. They also 
invite interested prospects to learn the principles of apart
ment building while deciding whether to take the plunge 
into apartments. Sheer lack of knowledge keeps man\ 
eligible builders f rom venturing into mult ifamily. 

Presidential Homes, in fact, puts more stock in face-to-
face schooling sessions with prospective builders than in 
all-purpose operating formulas. Presidential regularly 
brings together up to a hundred interested builders for 
day-long seminars held in their own towns and markets. 
Instead of outlining a manual of principles. Presidential 
brings veteran packaged-apartment builders and lenders to 

its seminars to describe their own operating procedures 
and to answer questions. 

For example, a highlight of a recent Presidential seminar 
in State College, Pa.,—attended by 87 small-town builders 
—was the presentation by a successful local builder of 
complete cost-and-return figures for a current rental pro j 
ect. The builder, A lv in Hawbaker, is a big-volume home 
and apartment builder in State College who now manages 
700 apartments, including other builders" projects as well 
as his own. He documented his reasons for rules of thumb 
like. ""You can't pay more than 40% of apartment income 
lor debt service or more than 35%—including taxes—for 
operating costs." And a mortgage banker f rom the same 
market area explained how he evaluates propo.sed apart
ment projects, and how to verify cash-flow figures f rom 
local market statistics. Wi th in two days after the .seminar. 
Presidential had orders for four plot plans. 

Prefabbers prefer to sell packages to builders rather than investors 
Says Don Scholz: " A builder is more likely to become 
enamored of a project and develop the desire to see it 
through to completion. A n investor, primarily interested 
in quick and easy returns, would just as soon resell the 

land for a profit i f he could." And the prefabber can't 
afford to have the deal fa l l through. A l l his profit is in the 
materials he sells, net in the months of planning he .spends 
putting the deal together. 

These cost and financing guidelines 

for builders new to apartment 

construction are drawn from completed 

Scholz projects in high-cost areas 

ranging from low to luxury rentals 

BR. 

KIT m r P I K K I T . 
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Low ($125 to $175 per month) 
36-Unit Building: 
20 2 l>edroom I bath Average 8S6 Sq. Ft $165 per month 
16 I bedroom I bath Average 616 Sq. Ft 125 per month 
Standard specifications, slab construction, aluminum siding, surface parking 

Construction cost, average per unit 
Site improvement costs, average per unit 
Indirect costs @ 10%, average per unit 
Builder fee @ 10%, average per unit 
Typical land cost, average per unit 

$ 8.500 
500 
900 
900 
700 

Total cost per unit $ 11.500 
Total cost: 36-unit buildinf; $414,000 

Probable Mortgage (standard) 
36 units @ $10,800 $390,000 
Equity required (or if no builder fee is involved, none) 24,000 
With Participation Type Mortgage 
36 units @ $11,300 $407,000 
Equity required None 
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Seasoned builders also have a more thorough knowledge 
of the needs and potential of their local housing markets 
than do most business investors. And . of course, they are 
better qualified to run a construction job. 

Kingsberry Homes insists on a financially strong builder 
—"the builder must have about $2 ,500 ready cash per 
living unit"—but at the same time tells its salesmen not 
to ignore a promising builder just because he isn't financi
ally qualified. It suggests backing up a builder with a 
strong co-investor. Says King.sberry: "Typical co-investors 
—merchants, lawyers, doctors and landowners—may be 
found by I ) checking with the bank, 2 ) checking wi th the 
real estate broker who wants to sell land, 3 ) checking with 
the principal real estate closing attorneys and 4 ) checking 
with a local mortgage broker or title company." 

How to interest an investor in teaming up with a builder? 
Kingsberry suggests three approaches: 

" 1 . The project may produce tax-sheltered income of 
.$100 to $350 per unit per year; typical is $200 , so 25 units 

would bring in $5 ,000 . all or most of which would be 
income-tax free. 

" 2 . The project wil l be paid oft' in 20 to 25 years. Af te r 
that, about 40o on the dollar of rent collected wi l l be net 
income. On 25 units renting for $1 ,500 a year each, the 
net income might be nearly $15 ,000 a year. 

"3. A n apartment investment can produce an automatic 
savings plan for retirement, education of children, support 
for a widow and many other worthy personal financial 
objectives." 

So the packaged-apartment manufacturer, to get a sure 
customer, wil l not only give a builder all the management 
and design expertise he needs but will even help find him ;i 
backer. 

Kingsberry salesmen are also advLsed to explore second
ary financing and methods of cash-stretching such as ap
pliance manufacturers' second mortgages on kitchen equip
ment, deferred-billing arrangements with materials sup
pliers, and advertising allowances f rom utilities. 

Future trend in packaged apartments: more turnkey projects by prefabbers 
Turnkey is the ultimate in controlling the sale because the 
prefabber builds the project himself, then turns it over to 
a buyer. 

Scholz Homes first turned to turnkey jobs to open up new 
markets. By controlling every aspect of a project, Scholz 
can be sure of sparking interest among lenders as well as 
renters in a community, and thus help pave the way for 
future builder-customers. 

But recently Scholz has begun to look upon turnkey as an 
excellent way to sell apartment projects. I t eliminates the 
problem of finding qualified builders, and eliminates the 
risk of deals collapsing after months of engineering work. 
It can also produce a much higher rate of profit than selling 
packages and subsidized services to builders. 

I t also produces a much higher profit than selling packages 
to builders. 

So Scholz has been devoting more and more of its sales 
effort to initiating projects that it builds either as a partici
pating investor or independently. Projected sales for this 
year show how heavily Scholz has become involved directly 
in apartment construction. Of almost $25 mil l ion gross 
sales, nearly $12 mill ion is expected to come f rom turnkey 
jobs and a half-dozen Scholz-initiated projects in large 
metropolitan areas. Package sales to builders of both houses 
and apartments is projected at less than $11 mill ion. 

Turnkey is not without its problems, however. Scholz can 
expand in that direction only as fast as it can find competent 
field representatives to create and expedite the jobs. 
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Medium ($145 to $235 per month) 
36-Uni t Building: 
20 2 bedroom 1V2 bath 
16 I bedroom I balh 

Average 1.000 Sq, Ft. 
Average 722 Sq Ft 

$ 2 2 5 per month 

H 5 per month 
Standard line specifications, slab construction, surface parking 

Construction cost, average per unit $ 10.400 
Site improvement costs, average per unit 600 
Indirect costs @ 10%, average per unit 1,040 
Builder fee @ 10%, average per unit 1.040 
Typical land cost, average per unit 1,000 

Total cost per unit $ 14,080 
Total cost: 36-unit building $506,880 

Probable Mortgage (standard) 
36 units @ $11,000 
Equity required (or if no builder fee is involved: $72,000 

With Participation Type Mortgage 
36 units @ $13,200 
Equity required (or if no builder fee is involved: none) 

$3%,000 
110,000 

$475,000 
31.000 

  

     T H R E E BE. , -TWO B A T K 

Luxury ($250 to $350 per month) 
36-Uni t Building: 
34 2 bedroom 2 bath Average 1120 Sq Ft. $300 per month 

2 3 bedroom 2 bath Average H16 Sq Ft. 350 per month 
(Includes every amenity: underground parking, elevator, fireplaces, 

washer and dryer in units, deluxe decor.) 
Construction cost, average per unit $ 15,6CX) 
Site improvement costs, average per unit 600 
Indirect costs @ 10%, average per unit 1,620 
Builder fee @ 10%. average per unit 1,620 
Typical land cost, average per unit 2,(W 

Total cost per unit 
Total cost: 36-unit building 

Probable Mortgage (standard) 

36 units @ $16,000 
Equity required (or if no builder fee is involved: $134,000) 
With Participation Type Mortgage 

36 units @ $18,500 
Equity required (or If no builder fee is involved: $50.(3(DO) 

$ 21.440 
$770,000 

$576,000 
194.000 

$660,000 
110.000 
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ONE OF THESE MEN? 
• They're college graduates with degrees in building. 

• They've studied light—and in some cases, heavy—construction. 

• They've had courses in building management and finance. 

• They've had on-the-job experience in construction. 

• In fact, they may know more about some aspects of building 

than you do yourself. 

I n a word , they arc the answer to one ot Homebuilding's most 
pressing needs: middle management that can grow into top 
management. A n d it's a rare builder indeed who hasn't a spot 
fo r a construction foreman or an estimator wi th the potential 
to take over the entire operation. 

But the chances are you won' t be able to hire one of these 
promising prospects. 

For one thing, they're scarce. Only about 350 graduate each 
year f r o m the 23 member colleges of the Associated Schools 
of Construction {see page 95). 

More important, they probably don't want to work for you. 
O n l y about three out o f every 20 graduates go in to Homebuild
ing; the rest choose heavy construction or building-materials 
supply firms. 

W h y is Homebuilding getting such a small share of this pool 
of fu ture executives? T o f ind out, H O U S E & H O M E polled pro
fessors who teach at the 23 ASC colleges, all of which offer de
grees in bui ld ing construction. Their reasons won' t br ing much 
comfor t to anyone in the Homebuilding industry: 

Not enough money. O n the average, Homebuilders pay ap
preciably less than either commercial builders or suppliers. 

Not enough prestige. " Image" is a real and important factor 
to the young man choosing a career, and Homebuilding's image 
apparently leaves something to be desired. 

Not enough security. Despite the industry's progress toward 
stability over the past few years, the fly-by-night stigma sti l l 
clings. 

Not enough challenge. The feeling seems to be that home-
bu i ld ing is l i t t le more than a trade and requires few sk i l l s— 
especially in the field of management. 

Not enough opportunity for real advancement. A l l too many 
Homebuilders run their companies as closed f ami ly operations 
and refuse to promote qual i f ied outside talent. 

This view of your industry may be pa in fu l . But i f you're 
seriously concerned wi th attracting top trained talent to your 
business, it can also serve as a very useful yardstick. 

Is this talent wor th attracting? T o find out. H O U S E & H O M E 
talked wi th graduates of building-construction schools and wi th 
builders who Have employed them. The i r opinions are pre
sented in the next six pages. A n d a H O U S E & H O M E editor spent 
several days attending classes at Michigan State University 's 
school of bui ld ing construction. 

Photos: Joe Ruskm 

To see the kind of training today's 
building-construction graduates are 
getting, turn the page 
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M A N A G E M E N T T E C H N I Q U E S arc explained U ) a class of building-construc
tion students at Michigan State University. Courses on the business side of 
homcbuilding include personnel, construction and finance management. 

C O S T E S T I M A T I N G , an area where many builders arc disastrously weak, is 
taught through the use of visual aids. The demand for good estimators is 
so great that many students choose to specialize in this field. 

L U M B E R G R A D I N G is taught with material do-
nalcil by local lumber suppliers. Other experiments 
are conducted to test the tensile strengths of dif-
lereni lypes and grades of wood. 

These students learn everything from 
basic construction to urban planning 

As a result, when they graduate f rom Mich
igan State University's school o f building 
construction they have a thorough ground
ing in just about every phase of the home-
building business. 

M s u occupies a uniquely strong position 
in regard to residential building. Its build
ing-construction program is part of the 
university's Forest Products Department, 
so the emphasis is naturally on wood con
struction. (The university worked wi th 
.NAHB to build a research house in Lansing 
in 1960.) Hence it's not surprising that 
90% of Msu 's building-construction gradu
ates—a higher percentage than f rom any 
other college—go directly into some phase 
of homcbuilding. 

A close look at M S U ' S building-construc
tion curriculum gives a pretty good idea of 
the potential value o f its graduates to a 
homebuilder: 

The first two years are devoted to liberal 
arts courses—social and natural sciences 
and the humanities. The primary purpose 
is to produce a well-rounded individual 
with executive potential, although some 
courses such as psychology and sociology 
can be of immediate value to a graduate 
who goes into building. 

Junior and .senior years are made up of 
courses directly related to building: 

Technology includes strength of materi
als, mechanics, structures and industrial 
engineering. 

Design includes site development, archi
tecture and urban planning. 

Business includes management, finance 
and sales. 

While all students take general courses 
in all of these subjects, a student may also 
choose to specialize in a particular field. I f 
he is especially interested in design, for ex

ample, he can take additional courses in 
architecture and planning. 

In addition to their regular courses, stu
dents also undertake experimental work 
intended both to further their education 
and to contribute to homcbuilding in gen
eral. Two such projects are currently under 
way at M S U : One is an evaluation of a par-
ticleboard made f rom .sawdust: the other 
is an attempt to find a more efficient meth
od of .scheduling construction. 

Finally, all students are required to sup
plement their classroom studies with first
hand experience in the actual process of 
building houses. Before they graduate ihcv 
must spend at least 12 weeks working in 
the field for a builder—not as a manager, 
hill as a mechanic, such as a carpenter. The 
usual procedure is f o r a student to fu l f i l l 
this requirement during one or more of his 
summer vacations. 
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S T R E N G T H - O F - M A T E R I A L S T E S T involves the 
Stressing to destruction ol" a glue-laminated beam 
in a hydraulic beam-loading press. 

 

        
         

        

T I M E - A N D - M O T I O N S T U D Y of a crilical-path-mcthod 
operation is logged from a tape viewer. The student will 
try to lind a more efficient work schedule. 

S T R U C T U R A L E X P E R I M E N T determines the .strength of a low-pitched 
W-truss nailed together with steel connector plates. Hydraulic stress 
rig, called "the rack" by students, can create virtually any kind of load 
condition. Students themselves built the truss. 
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These builders say... 

R O B E R T SCHMITT , Berea. Ohio. ••When there's an 
opening in our firm. MSU ix one of the first places we 
look. The training these aiiys get makes them ideally 
suited to middle-management positions." 

DAVID FOX, Dallas. "/ m'/.v/, / coidd find more of these guys: the two I have with me 
now are tremendous assets, as were the five before them. It hasn't been until recently 
that men like this have been available to homehuildcrs." 

ANDREW P L A C E , South Bend. Ind. "/ have hired two building-construction 
graduates and they've worked out very successfully. In particular, their knowledge 
of land planning and estimating is invaluable." 

EDWARD RYAN, Pittsburgh. -The combination of ex
perience and theory that the.se graduates have is extremely 
valuable. I have three working for me now: a purchasing 
man. a .sales manager and a con.struction foreman." 

Does college training pay off? Here's what 
top builders and successful graduates say 
You can hire promising young mechanics, 
engineers and businessmen. But i f you 
want promising young men with training in 
all these areas—and their application to 
homebuilding—the schools of building con
struction are your only source. 

That's the consensus of the four nation
ally known builders pictured above. A l l of 
them have hired building-school graduates 
and found them valuable in a number of 
key positions. And at least two of them 
feel that the graduates wi l l have a direct 
influence on homebuilding's future. 

Robert Schmitt, who has two M S U grads 

working for him. believes that homebuild
ing cannot make its next step toward indus
trialization without the graduates—in mid
dle-management positions—leading the 
way. 

Edward Ryan sees homebuilding becom
ing an industry of big builders (he himself 
is a 1.000-house-plus builder) and believes 
that the kind of business training building-
construction graduates receive is vital in 
big operations. 

The enthusiasm of these builders is 
echoed by graduates them.selves. and the 
success of the three pictured on the facing 

page is strong evidence of the value of col
lege training. None o f the three has been 
out of school for more than 12 years, yet 
one is a vice president, one has become 
president o f an established firm and one is 
head of his own business. 

The latter. Joseph Grammatico. sees 
college training as essential in a building 
industry that is becoming more complex 
every day. 

" A builder must be well-grounded in 
every facet of his business." .says Gram
matico. '"Otherwise, the chances are he'll 
fall by the wayside." 

HOUSE & HOME 



These MSU graduates say... 

Photos; Joe Rusk in 

J A M E S B E A C H U M , -56. vice president of 
Aico Construction Co. . Lansing. Mich. "Mulii-
faniily is the future of homehuildinf;. ami it 
takes more knowledge about financing and 
planning to building them. This is one of the 
areas where building-construction graduates 
have it over some of the other guys. Sure, 
there are a lot of older successful builders, but 
the new breed is smarter. They have to be. 
because the competition is so great." 

RICHARD N E L L E R , 'ftl). prcsideni of Walter 
Ncllcr Co . . Lansing, Mich. "The day a student 
graduates from MSU. he knows more about 
certain facets of homebuilding than nuinv 
established builders do. For example, we are 
the only builders in the city that use land 
planners. I'd like to think that I was instru-
menlal in bringing that about—that my train
ing in land planning at MSU gave us an ad
vantage over other builders in the area." 

J O S E P H GRAMMATICO, 56. head of his 
own building firm in Lansing. Mich. '7 gave 
my training the supreme test: I went into my 
own liomrbuilding business right after gradua
tion. I found that the mo.st important thing I 
had learned in college was marketing. Without 
it I could have built houses, but I certainly 
ctutldn't have nuirketed them as successfully." 
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C O L L E G E G R A D U A T E S continued 

These MSU professors say... 
Photos; Joe Rusk in 

 

A U B R E Y W Y L I E , professor in 
production management: "To i;ci 
one of our graduates into his firm 
a liomehuilder is going to have to 
offer him both challenge and sta
bility. The former is absolutely 
essential to give him incentive, 
and the latter gives him the feel
ing of .security." 

ALAN S L I K E R , professor in mechanics and 
strength of materials: "// homehuilders .showed 
these students that they're reallv needed, it wouUI 
make it easier for us to impress upon the students 
what is important for then) to learn." 

WILLIAM L L O Y D , professor in materials market
ing: "// a homebuilder of today is to attract one of 
our graduates, he is going to have to pay him what 
the commercial construction and building supply in
dustries are willing to pay—at least $8,000." 

OTTO S U C H S L A N D , professor in wood technology: "Building-con
struction graduates want resp<>n.sible jobs. They'll take positions as 
a.s.sislant building supervisors or materials expeditors, but that's about 
as low on the .scale as they have to go." 

C H E S L E Y W E L L S , instructor 
in cost estimating: "It's a matter 
of supply and demand. Builders 
in Michigan alone could hire as 
many grudmiics as u c turn out. 
but we want national recognition 
as well. These grads are fre
quently willing to work out-of-
state if more builders would con
tact them." 

Want to attract graduates? Here's advice 
from professors and students 
I t is often said that i f you want to be able 
to hire more college-trained men, you must 
work more closely with universities that 
offer building-construction degrees. The 
professors and students at M S U agree, but 
they don't consider this the crux of the 
problem. The best way to attract gradu
ates, they say. is to make the job you're 
trying to fill as attractive as those in com
mercial and building supply firms. 

What does this mean you must do? 
// means you must pay these graduates 

starting .salaries equal to those paid in the 
other two fields. The general range is cur

rently f rom $8,000 to $1 ().()()(). 
// means you must offer them a chal

lenge. Specifically, they want work that 
utilizes as fu l ly as possible the skills they 
have learned in college. And they want to 
work for a company that appreciates the 
value of these skills. 

It means you must give them real oppor
tunity for advancement. They want pro
motion by merit, not the spoils system. 

// means you must offer them a rea.son-
able degree of security. The fact is that 
while the entrepreneur with high person
nel turnover still flourishes, homebuilding 

companies as a group arc far more stable 
than they were a decade ago. You need to 
convince the graduate that yours is one 
of the stable ones. 

The results of such a program are two
f o l d : 

First, you'll be hiring a highly trained 
man with the potential for a variety of 
managerial and executive spots. 

Second, by creating a greater demand 
for college graduates, you'll help bring 
more of them into homebuilding. Result: 
Over the long haul you'll have a much big
ger pool of talent f r om which to draw. 
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These MSU students say... 

PAUL B A R T L E T T , 68: -When 
I araduate 1 hope to get a job as 
a construction superintendent for 
somewhere between $8,000 and 
$9,000. Then in a couple of years, 
if I set the opportunity, I would 
like to be a designer-estimator." 

RIK A L E X , '69: "/ used to he a 
carpenter, but I got tired of 
pounding nails and decided to go 
to school. On the job I learned 
how to do things: here I'm learn
ing why. Eventually I want the 
chance to put all of that together 
in a top management job, but 
right now I'll settle for ctmstruc-
tion super." 

BUD NILSON, '68: -I'm a 
builder right now; I've built .some 
apartments and I'm currently 
doing a ten-unit townhouse. But 
my real goal is to become a full-
fledged land developer. And I'll 
hire graduates of building-con
struction colleges to help me." 

HOWARD HOOVER, '68: "Ar
chitectural design is my interest 
and I hope to gel a job in the 
$8,000 to $9,000 range. I'll go 
where the best job opportunity is. 
even if it means leaving Michi
gan. Many of the other guys here 
would do the same thing if more 
of the larger builders would inter
view 14S." 

These colleges offer degrees in building construction 
ARIZONA STATE UNIVERSITY 
Construction Dept. 
Tempe. Ariz. 

AUBURN UNIVERSITY 
Department of Building Technology 
Auburn, Ala. 

BRADLEY UNIVERSITY 
Building Construction Technology 
Peoria. Ill 

CLEMSON UNIVERSITY 
School of Architecture 
Clemson, S. C. 

COLORADO STATE UNIVERSITY 
Industrial Construction Management 
Fort Collins. Col 

DREXEL INSTITUTE OF TECHNOLOGY 
Civil Engineering and Mechanics 
Philadelphia 

UNIVERSITY OF FLORIDA 
Department of Building Construction 
Cainesville, Fla 

FRESNO STATE COLLEGE 
Dept of Industrial Arts & Technology 
Fresno, Calif 

HAMPTON INSTITUTE 
Building Constuction Engineering 
Hampton. Va 

IOWA STATE UNIVERSITY 
Building Construction 
Ames, Iowa 

KANSAS STATE UNIVERSITY 
Building Construction 
Manhattan. Kan 

MICHIGAN STATE UNIVERSITY 
Department of Forest Products 
Easi Lansing. Mich 

UNIVERSITY OF NEBRASKA 
School of Architecture 
Lincoln. Nebr. 

NORTHEAST LOUISIANA STATE COLLEGE 
Department of Building Construction 
Monroe, La. 

PEPPERDINE COLLEGE 
Technical Management 
Los Angeles 

PRATT INSTITUTE 
School of Continuing Studies 
Brooklyn. N Y 

STOUT STATE UNIVERSITY 
School of Applied Science & Technology 
Menomonie. Wis 

TEXAS A & M UNIVERSITY 
School of Architecture 
College Station, Tex. 

TRINITY UNIVERSITY 
Department of Building Construction 
San Antonio 

VIRGINIA POLYTECHNIC INSTITUTE 
Department of Building Construction 
Blacksburg, Va. 

WEST VIRGINIA STATE COLLEGE 
Department of Light Construction 
Institute, W. Va. 

UNIVERSITY OF WASHINGTON 
Building Technology and Administration 
Seattle 

UNIVERSITY OF WISCONSIN 
School of Commerce 
Madison, Wis. 

MARCH 1968 95 



Even in good times for housing^ sudden expansion has wrecked 
some ambitious developers. And times were hardly good when 
Kettler Brothers, a 200'house-a-year builder, decided to go ahead 
with a 2,200-acre planned-unit development. 

A rash move? Not the way the Kettlers went about it. Their strategy 
shows you . . . 

How to minimize the risk in 
developing a giant project 

Montgomery Village, the P.U.D. .shown in 
the plans below, is ten times the size of 
any project ever tackled by Washington, 
D.C.'s three Kettler brothers—Milton. 
Clarence and Charles. And most of its 
critical planning took place in the midst of 
the 1965-66 tight-money crisis, when sales 
were lagging for builders everywhere and 
some new towns were running into spec
tacular troubles. 

But even though Montgomery Village 
dwarfs any previous Kettler venture and 
even though it was launched at the worst 
of times, it is off to a strong start. 

" I n the first six months, we have met or 
exceeded every sales goal," says Board 
Chairman Mi l ton Kettler, "and by the end 
of this month [March], we expect the proj
ect to start showing a profi t ." 

Taking a project the size of Montgomery 
Village f r o m plan to profit in two years is 
a remarkable achievement. How did the 
Kettlers do it? 

The answer is a combination of many 
factors, including the Kettlers' long experi
ence in homebuilding, their sound and pro
gressive management, their solid cash posi
tion and, above all, their studied and 

deliberate handling of the Montgomery 
Village venture. 

Unlike some new-town entrepreneurs, 
the Kettlers had been building and selling 
hou.ses and buying and developing land in 
the same market area for more than ten 
years. They had established mutually bene
ficial relations with homebuycrs, lenders 
and local officials. And they were operat
ing three successful subdivisions and a gen
eral contracting division, whose profits 
partly offset the high costs of planning and 
developing their big new project. 

Further, the Kettlers have always 

   

R E G I O N A L M A P of Washington area shows strategic location of Kettler 
Brothers' new Montgomery Village. Also shown: three nearby new towns. 

mm PUBLIC PARK e E E C E E A T I O N 

M O N T G O M E R Y V I L L A G E P L A N has first large developed area. Whetstone, 
in dark tone. Light tone shows public parks and other recreation areas. 
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planned for steady growth—stres.sing the 
need for finding good employees, holding 
onto them and developing them into effec
tive foremen and managers ( H & H . July 
'67) . 

A l l this experience and management 
knowhow was put to its toughest test when 
the Kettlers began Montgomery Village. 
The way they met the test offers the fol low
ing set of useful guidelines for any builder 
stepping up to major community develop
ment: 

B e extra careful about the No. 1 
essent ia l for s u c c e s s : location 

Every builder's first concern is location, 
but this cardinal point takes on added im
portance in a large-scale development like 
Montgomery Village. The stakes are higher, 
and the commitment is longer. 

The Kettlers applied the same basic 
criteria to the Montgomery Village location 
as they would have applied to an ordinary 
house .subdivision. They looked for—and 
found—these assets: 

/ . A desirable locale. Montgomery V i l 
lage is in Montgomery County, a natural 
extension of northwest Washington and an 
area favored by middle- and upper-income 
homebuyers. The Kettlers knew this subur
ban market well because they had been 
serving it for more than a decade. 

2. Good transportation. A n interstate 
highway {map. facing page), with an inter
change at Montgomery Village, leads di
rectly to downtown Washington. It also 
connects with the Capital Beltway, an easy 
route to other Maryland and Virginia 
suburbs. 

5. Convenient sfiopping. The Kettler site 
is next door to Gaithersburg, Md. . a well 
established community. 

•'Even the first family in Montgomery 
Village didn't have to rough i t . " says Milton 
Kettler. "They could go to church, call a 

cab, attend a movie, or do their grocery 
shopping the day they moved in. We have 
an exi.sting major shopping center right 
at the entrance to our property." 

4. Municipal utilities. A local agency— 
the Suburban Washington Sanitary Com
mission—installs sewerage and water faci l
ities in Montgomery County. The Kettlers 
made sure that their development schedule 
would coincide wi th extensions of lines 
into their property. 

5. Good .schools. Montgomery County 
has a highly rated school system. A n 
elementary school wil l be ready by fa l l , and 
a junior high w i l l follow, both in the center 
of Montgomery Village. 

6. Nearby employment. The Kettler site 
is in the midst of a fast-growing industrial 
area. Along Interstate 70-S, and within a 
few miles of Montgomery Village, huge new 
research and manufacturing facilities are 
being built by companies like I B M and 
Eastman Kodak and government agencies 
like the Bureau of Standards and the 
Atomic Energy Commission. These new 
plants, laboratories and offices wil l not only 
provide employment for Kettler's buyers 
but wi l l also bring in many highly paid 
scientific and managerial people, most of 
whom w i l l want to live nearby. 

The Kettlers didn't make the entire land 
commitment in one gulp. Their first pur
chase was a cousin's 400-acre fa rm in 1961. 
A t that time they were simply stockpiling 
land fo r future growth: they had no specific 
plans in mind. When market research 
showed that the Gaithersburg area growth 
was outstripping all official projections, 
they put another 600 acres under option. 
The clincher came in 1964, when the 
Maryland National Park and Planning 
Commission issued a report calling for a 
new city of 200,000 residents right on 
what is now the Montgomery Village site. 
The Kettlers immediately went after an

other 1,000 acres, which their planning 
consultants .said would be needed to pro
vide the proper housing mix. 

Find ways to buy land without 
imperil ing your cash position 

More than a dozen land deals—no two 
identical and none fo r more than 400 acres 
—went into the purchase of the Mont
gomery Village site. And in the process, 
the Kettlers applied many of the methods 
learned in buying land for their previous 
subdivisions. 

Generally, these methods conserve the 
buyer's capital and also benefit the seller. 
Three examples: 

1. Arrange for long-term mortgages 
with small down payments. The Kettlers 
showed several sellers that this arrange
ment would serve them better than a cash 
sale because it allows more favorable in
come-tax treatment. Dates and amounts of 
payments were staggered so that no large 
part of the debt fell due at one time. 

2. Lease back land not immediately 
needed for development. The seller, usually 
a farmer, then continues to farm the land, 
manages and controls it and preserves its 
attractiveness. Meanwhile, the land retains 
its favorable tax status as a working farm. 

3. Divide large parcels into two or more 
smaller ones, with stipulated purchase dates 
for each. This has a double attraction: I t 
keeps the seller's tax liability to a minimum 
in any one year, and it reduces the buyer's 
need for immediate cash. 

Make every effort to hold your 
debt-equity ratio in balance 

The Kettlers have invested some $13 
mil l ion in Montgomery Village, including 
.$3 mill ion of their own money. So their 
debt-equity ratio is about 3V2 to 1—by 
all business standards a conservative posi
tion, and by most homebuilder standards, 

   

  

W H E T S T O N E P L A N includes three subdivisions—one for court houses and 
two for high- and medium-priced conventional houses. 

C O U R T - H O U S E N E I G H B O R H O O D (dark tone in plan at left) has central 
entry road and is laid out in clusters of 15 to 18 houses each. 
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M O N T G O M E R Y V I L L A G E continued 

These four models appeal to a wide range of incomes and tastes 
Charles 

M E D I U M - P R I C E D E T A C H E D H O U S E ai $40,9.S0 has four bedrooms and three baths. Buyers 
have median age of 37, average two children, earn an average of $16,000 annually, and 
most commute to work in downtown Washington. Just over half were previous homeowners, 
the rest rented houses. Subdivision opened in September, had 42 sales by Feb. I. 

j , • "" 

7 ,'l ' 

BIB 
11 ^ 

L O W E R L E V r E L U F F E E L E V E L 

H I G H E S T - P R I C E D E T A C H E D H O U S E at $64,000 has five bedrooms, four baths and .study. 
Buyers are older (median: 41), have three children, earn an average of $20,000, and 
many are executives in Montgomery County. All were previous homeowners. First models 
to open in Montgomery Village, these houses had accounted for 17 sales by Feb. I. 

LIVING 

 

L O V . ' E B L E V E L 
O "5 lO 15 F T 

t J I T E E L E V E L 

T O W N H O U S E , priced at $32,950, has three or four bedrooms, 2'; Ir.ihs. Many hnyors arc 
young, but number of older couples brings median age to 36, almost the same as for de
tached houses. Income average is $14,800. Almost half are childless; the average is less than 
one child per family. About 25% owned houses. Sales: 33 since October. 

WBie. L E V E L . O 6 ip i%TT L T F E R . I . E ^ ' E L 

C O U R T H O U S E is in newest subdivision, costs $45,950, has four bedrooms, IVi baths. 
Buyers' median age is 41, same as in high-priced detached houses, but they have lower in
comes ($16,950), and 2.5 children. Seven of first nine buyers had owned houses, two had 
rented apartments. Section has only been open since Jan. 7. but four houses sold in advance. 
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ultraconservative. Ratios of 6 and 7 to 1 
are common in the housing industiy, and 
some highly leveraged companies accept 
20 and 25 to 1 as normal. 

The.se variations represent two opposing 
philosophies: 1)Borrow every penny you 
can to get the maximum leverage on your 
own capital and 2) never borrow more 
than you can repay out of normal opera
tions, even under depres.sed conditions. 

In homebuilding's golden post-war 
years, the out-on-a-Iimb approach pyr
amided minuscule capital into impressive 
businesses. But more recently every market 
downswing has left a trail of bankruptcies 
becau.se interest charges outran the ability 
to generate cash. 

The Kettlers' relatively heavy invest
ment of their own funds has gotten them 
the best possible terms on land loans f rom 
two commercial banks. The current rate: 
just under 6%. And partly because the 
company has had 15 years of profitable 
growth, it has been able to build up a $4.2-
niillion line of credit with a third com
mercial bank. The line of credit provides 
the Kettlers with all their building capital, 
and lets them avoid the need for construc
tion loans, expensive refinancing of loans 
or recourse to the "funny money" boys. 

Leave yourself an exi t in case you 
want t o — o r have t o — s e l l out 

Land developing is like a poker game; 
i f you want to draw cards to improve 
your hand, you have to put in some chips. 
In the Kettlers' case, it was a blue chip— 

miUion. 
In 1965 the Kettlers knew that they 

had less than two years' supply of finished 
land and that both of their bread-and-
butter subdivisions would be sold out by 
mid-1967. Montgomery Village was costing 
them $1,000 a day in interest, and the 
market for reselling it as raw land was 
practically nonexistent. In fact they 
couldn't even count on recouping the 
$4,000-an-acre purchase price. 

But developed land was in short supply 
in Montgomery County, and the market 
for ready-to-go lots was strong with small 
builders who could not develop their own. 

Says Mi l t Kettler: " I n that critical 
economic period, we concluded we would 
be safer owning this land with major roads 
and utilities installed, even though our 
total investment and exposure would be 
greater." So the Kettlers put in three miles 
of streets, dredged out two lakes and com
pleted grading and drainage. And the 
Sanitary Commission installed sewer and 
water lines on .schedule. 

From that point on, the company was in 
a position to pull out of the project at 
w i l l . Its convenient exit door: eminently 
salable building sites in platted areas with 
roads, utilities and recreational facilities. 

When it comes to land development. 

says Clarence Kettler, homebuilders have a 
decided edge over financiers and other 
non-builders. 

"Many of the problems at Montgomery 
Village are the same problems we've 
solved in developing smaller projects. 
They're not harder just because the job is 
bigger. But i f you haven't been through 
every development problem before you 
tackle a big job, you're liable to pay pretty 
high tuition for your education." 

On the other hand, he adds, Montgomery 
Village also posed some problems that most 
builders don't face. "For the first time we 
kept the streets instead of deeding them 
to a town. So we had to set up procedures 
for cleaning, maintaining and policing 
them. We've also had to learn how to run 
a golf course, operate a restaurant and 
even show movies in a 90-seat theater." 

Run 'go-no go' checks at crit ical 
stages during development 

The Kettlers were not absolutely com
mitted to developing Montgomery Village 
until March 1967, when they decided to 
go ahead with the model houses. 

They were able to stay loose because 
of a series of "we do or we don't" decisions 
at critical points in the development pro
gram. Each decision was based on a 
thorough review of the project's financial 
position and on constantly updated market 
research. And, as it turned out, each deci
sion put the company further along the 
road to f u l l commitment. 

Says Mi l ton Kettler: " I n every ca.se the 
question was whether to commit large 
sums of additional money or to explore 
alternatives." 

For example: 
In late 1965 the company had to decide 

whether to put $l ' /2 mil l ion into the first 
phases of land improvement. A l l the plan
ning was complete, and contracts were 
ready for signing. Although carrying costs 
were not uncomfortable, the land was not 
gaining the value that improvement would 
bring. 

Four months later the Kettlers ran a 
"go-no go" check on whether to commit 
$500,000 for a golf course. Through the 
summer and fa l l of 1966, three decisions 
had to be made about the platting and im
provement of the three detached-house 
subdivisions. And, finally, each of four 
model areas required a different okay 
before it was built, furnished and opened 
for sale in the .second half of 1967. 

Cut out all nonessential spending, 
but don't st int where it counts 

I n tight-money 1966, the drain of devel
oping the new project demanded that 
every dime of profit be extracted f rom the 
Kettlers' normal operations. 

All run-of-the-mill expenses were ques
tioned and, if possible, reduced. The three 

These facilities set tiie tone 
for the community, make an 
important first impression 

Adams 

I N F O R M A T I O N C E N T E R includes a 90-seat 
movie theater, displays of development. 

M O D E L shows future swim club, shopping area 
and offices planned for village center. 

Charles 

G O L F C L U B H O U S E is Simp 
locker rooms and restaurant. 

design, has 

Charles 

L A K E S , part of park system, arc large enough 
(26 acres) for fishing and boating. 
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M O N T G O M E R Y V I L L A G E conliriliccl 

Kettlers took 8% salary cuts and asked 
employees earning more than $10,000 to 
forego raises fo r the year ahead ("so we 
can be in business in 1967"). Nobody was 
let go. but a few employees who quit were 
not replaced. 

No new vehicles were bought, although 
the company has a normal vehicle inven
tory of $750,000. And inevitable costs like 
signs, logos, brochures and promotion 
planning for Montgomery Village were 
postponed until the last minute. 

No expense was too small to be re
viewed. A l l travel was stopped, including 
a tr ip to the N A H B convention in Chicago. 
Some phones were eliminated. Organiza
tion dues and magazine subscriptions were 
questioned, and even 59^ ballpoint pens 
were ruled out as too expensive. 

Says one executive: "We were writ ing 
on both sides of the paper." 

Reflects Mi l ton Kettler: "Out of this 
crisis came a sure knowledge of who the 
team players were." 

But belt-tightening did not extend to 
costs that would boost sales—and profit. 
In fact, some of those outlays were raised. 

A t two existing Kettler subdivisions, 
five new models were built and furnished, 
a display area was refurbished, and budg
ets were increased, salesmen and demon
strators were retrained, model-house hours 
were lengthened, picnics and other social 
gatherings were organized for recent home-
buyers and extra emphasis was put on 
customer service. 

The Kettlers also canceled a planned 
price increase and even took a few rent-
purchase deals to squeeze in some mar
ginal sales that they normally would not 
bother wi th . 

Meanwhile, the public relations depart
ment tried for every possible opportunity 
for publicity. For instance, the swimming 
pool site at one subdivision was turned 
over to the homeowners' association ahead 
of schedule and with great fanfare. 

In a disastrous year for many builders, 
the result of all this belt-tightening and 
calculated spending was the highest volume 
and net profit in Kettler history. The year-
end balance sheet permitted a $225,000 
contribution to the employees' profit-
sharing plan, and also firmly establi.shed 
the banks' willingness to finance the all-
out development of Montgomery Village 
in 1967. 

Broaden your product line in 
price as well as building type 

In their previous subdivisions, the 
Kettlers built up their reputation and their 
sales with single-family, detached hou,ses 
that are traditional in design and priced 
f r o m about $35,000 to $60,000. A t Mont
gomery Village they started with these es
tablished sellers. But to widen their appeal 
and boost their volume, they added three 

new housing types: townhouses. walled 
court houses and garden apartments. 

The townhouses are aimed at a price 
range (under $30,000) that detached-house 
builders in Montgomery County—Kettler 
Brothers included—can't touch. Priced 
f rom $25,950 to $34,750 the townhouses 
are selling mainly to two distinct types of 
buyers: I ) young families who just can't 
afford a detached house in the county and 
2) older families wi th high incomes who 
like maintenance-free townhouse living. 
In fact, many of the older group moved 
out of houses that are similar to previous 
Kettler models. 

Five walled court houses ( H & H , Feb.) 
— a l l strongly contemporary—were intro
duced in January, and the first nine sales 
showed they had indeed widened the com
pany's sales potential. Says Mi l ton Kettler: 
"Not one of these buyers would have 
bought a traditional house on a conven
tional site." 

Built on 50 'x l00 ' lots, the court houses 
have yards enclo.sed by T brick walls. 
Their prices are h igh—from $43,500 to 
$53,500. 

To be started this spring are 120 rental 
apartments, the first of 3,000 planned for 
the project. The two-story buildings wi l l 
be in a separate area next to the village 
center and between the townhouses and the 
single-family units. They w i l l have one or 
two bedrooms, and rentals wil l range f rom 
moderate to high. 

"There are already many apartments in 
the county," says Mi l ton Kettler. "but 
none have the amenities of Montgomery 
Village. We feel we w i l l draw many of our 
tenants away f rom these older buildings." 

Base your break-even point on 
easy-to-meet sa les goals 

W i t h no Montgomery Village subdivi
sion open over four months, the Kettlers 
sold 90 houses there in 1967. On that 
basis, they estimated 1968 sales at a modest 
248—125 conventional single-family 
houses, 75 townhouses and 48 court 
houses. (Another 135 sales are expected 
at two other company subdivisions, both 
closer to Washington than Montgomery 
Village.) 

But when it came to figuring their 
break-even point, the Kettlers cut that 
estimate almost in half—to only 140 sales 
for the whole year. 

A t that volume they expect to have no 
more than $16 mil l ion invested in the 
project at any one time, and annual in
terest charges of roughly $1 mill ion wi l l 
be offset by profits f r o m sales. 

Confirmation of the Kettlers' confidence 
is already apparent. Their line-of-credit 
outflow leveled off at $2.1 mil l ion in 
February, and the tide should be reversed 
as more and more completed houses are 
turned over to buyers. 
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DESIGN FiL 

Here are 33 ideas that can help you bring 
a fresh approach to your floor plans 

They a r e t h e work of t h r e e a r c h i t e c t s ( p i c t u r e d a t 
r i g h t ) who a r e p a r t of an u n f o r t u n a t e l y s m a l l group: 
s p e c i a l i s t s i n the d e s i g n of m e r c h a n t - b u i l t de
tached houses. As such, t h e i r concern i s not merely 
w i t h d e s i g n ; t h e y must a l s o be f a m i l i a r w i t h c o s t s , 
the l i m i t a t i o n s of the p r o d u c t i o n p r o c e s s , a n d — 
perhaps most i m p o r t a n t — t h e c o n s t a n t l y s h i f t i n g 
p r e f e r e n c e s of the homebuyer. 

HERMAN YORK of Jamaica, N.Y., i s the c o u n t r y ' s most 
p r o l i f i c d e s i g n e r of b u i l d e r houses ; s i n c e he 
s t a r t e d h i s p r a c t i c e 20 y e a r s ago, some 200,000 of 
h i s houses have been s o l d . Working c h i e f l y i n the 
$20,000 to $30,000 range, York has a c h i e v e d a r e p u t a 
t i o n f o r 1) f l o o r p l a n s w i t h e x c e l l e n t t r a f f i c f l o w 
and zoning and 2) r e l a t i v e l y s i m p l e t o u c h e s — p a r 
t i c u l a r l y i n the entrance a r e a — t h a t add g r e a t ap
p e a l t o m o d e s t - s i z e d houses. 

WILLIAM THOMPSON of P r i n c e t o n , N.J., has spent most 
of the s i x y e a r s he has been i n p r a c t i c e f o r h i m s e l f 
s p e c i a l i z i n g i n a u t h e n t i c c o l o n i a l d e s i g n wrapped 
around c o m p l e t e l y up-to-date f l o o r p l a n s . The a v e r 
age p r i c e of h i s houses i s from $40,000 to $50,000, 
g i v i n g him the o p p o r t u n i t y f o r c o n s i d e r a b l e e l a b o 
r a t i o n i n h i s p l a n s , p a r t i c u l a r l y i n the master bed
room and k i t c h e n a r e a . 

HENRY NORRIS of A t l a n t a has been a detached-house 
s p e c i a l i s t f o r 17 y e a r s . Of l a t e h i s p r a c t i c e has 
swung from predominantly b u i l d e r houses to predomi
n a n t l y custom houses. But he now s e e s i t swinging 
back, and f e e l s t h a t h i s custom work has h e l p e d him 
b r i n g new i d e a s t o b u i l d e r c l i e n t s (H&H, Mar.,'67). 

On the f o l l o w i n g s i x pages you w i l l f i n d what might 
be termed borrowable i d e a s from houses designed by 
the s e a r c h i t e c t s . They a r e not i n t e n d e d to be dropped 
i n t a c t i n t o your own houses, but r a t h e r to s e r v e as 
s t a r t i n g p o i n t s when r e d e s i g n time next r o l l s around. 

H E R M A N Y O R K 

W I L L I A M T H O M P S O N 

H E N R Y N O R R I S 
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PRIVATE TERRACE f o r t h i s master 
bedroom s u i t e i s r e c e s s e d into 
the r e a r of the house ; a fence 
s h i e l d s i t from the r e a r yard. 
The room d i r e c t l y behind i t can 
be used i n a number of ways : as a 
f o u r t h bedroom, a n u r s e r y , o r — 
i f a doorway were cut through 
from the master bedroom—as a 
p a r e n t s ' s i t t i n g room. 

Dini n g t e r r a c e i s r e c e s s e d 
i n t o w a l l i n a l o c a t i o n where i t 
can be reached from both the 
d i n i n g room and the k i t c h e n , A 
c e r t a i n amount of q u i e t i s a s 
sured by the r e a r of the garage, 
which s h e l t e r s the t e r r a c e from 
the s t r e e t , and by the f a c t t h a t 
most n o i s y outdoor l i v i n g w i l l 
take p l a c e on the l a r g e r t e r r a c e 
around the corner of the house. 

INFORMAL AREA i n c l u d e s k i t c h e n , 
d i n i n g a r e a , f u l l bath and a b i g 
laundry room with p l e n t y of 
space f o r sewing, i r o n i n g , e t c . 
The r e a r f a m i l y room, whil e i t 
i s an i n t e g r a l part of the p l a n , 
could be l e f t o ff without de
s t r o y i n g the c i r c u l a t i o n pat
t e r n of the house. I t could a l s o 
be added l a t e r with a minimum of 
r e b u i l d i n g . 

Entrance v i s t a i s made pos
s i b l e by the use of wood columns 
around the perimeter of the 
sunken l i v i n g room, r a t h e r than 
s o l i d w a l l s . V i s i t o r s i n the 
foyer can see a l l the way through 
the l i v i n g room to the garden 
beyond the g l a s s doors. 

  
 

O 5 l O P T 
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CIRCULAR FOYER i s designed 
f o r a one- or two-story house 
with an on-grade entrance. 
I t i s not a f e a t u r e f o r a 
sm a l l house — i t r e q u i r e s 
about 4' e x t r a width and a 
f a i r l y expensive curved 
s t a i r c a s e — but i t c r e a t e s a 
s t r i k i n g f i r s t impression. 

U F F E E . LSrv-ElL 

ANGLED FOYER f o r a s p l i t -
e n t r y runs s t a i r s to upper 
and lower l e v e l s at r i g h t 
angles to each other. B i g 
gest advantage: V i s i t o r s see 
p l a n t i n g r a t h e r than a tun
n e l - l i k e s t a i r to the base
ment. Cost: l i t t l e more than 
a conventional f o y e r . 

 

  

BRIDGED FOYER f o r a s p l i t -
e n t r y leads v i s i t o r s a c r o s s 
a r a i l e d deck t h a t passes 
over a J a p a n e s e - s t y l e gar
den and pool on the lower 
l e v e l . The s t a i r w a y s f l a r e 
out from the entry deck. Coat 
c l o s e t has been moved from 
entry l e v e l to lower l e v e l . 

  

SIDE ENTRANCE o f f e r s a way to break the mo
notony of rows of s p l i t - e n t r y houses a l l 
f a c i n g the s t r e e t . The house i s turned end
wise to the s t r e e t and a detached garage s e t 
alongside i t , as shown i n the small sketch 

a t l e f t . Then an entry g a l l e r y i s used to con
nect the garage to the si d e entrance of the 
house. Two v e r s i o n s are shown above: one 
wi t h covered porches a t e i t h e r end, and one 
with an entrance l a n a i or court a t the f r o n t . 

c o n t i n u e d -
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DESIGN FDL continued 

W I L L I A M T H O M P S O N BATHROOM AREA occupies a 27'x6' s t r i p a c r o s s 
r e a r of t h i s five-bedroom second f l o o r . Both 
bathrooms are compartmented, and the f a m i l y 
bath i s l a i d out so that i t becomes, i n e f f e c t , 
two f u l l baths. Note that the d r e s s i n g room o f f 
the master bedroom i n c l u d e s a v a n i t y and s i n k . 

1 

 

 

K E Y " 

SERVICE AREA i s s l o t t e d i n between the k i t c h e n 
and d i n i n g room on the f i r s t f l o o r of t h i s two-
s t o r y c o l o n i a l house. I t i n c l u d e s a powder 
room, s t r a t e g i c a l l y placed o f f the short cor
r i d o r between the fa m i l y room and f r o n t h a l l , 
and a pantry. The l a t t e r i s only 6'x6', but 
provides room for two w a l l s of storage and a 
counter f o r s t a c k i n g d i r t y d i s h e s when they 
come out of the d i n i n g room. I 

I 
I 
L 

 

 

  

LAUNDRY-AND- SEW ING ROOM i s p a r t of what might 
be termed an o v e r s i z e d mudroom a r e a . I t i s 8' 
x l 6 * , and has counters and c a b i n e t s around one 
end. Remainder of the are a i n c l u d e s a f u l l 
bath, and a storage w a l l with c l o s e t , pantry, 
and tote b i n s f o r laundry. 
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OPEN KITCHEN AREA i n c l u d e s an i s l a n d counter, 
which d e l i n e a t e s the cooking department w i t h 
out c l o s i n g i t o f f . On the other s i d e of the 
c o r r i d o r i s a w e l l - g l a s s e d b r e a k f a s t room 
made by pushing out i n t o the entry c o u r t . S i n c e 
t h i s p a r t of the house w i l l be the focus of fam
i l y l i v i n g , a f i r e p l a c e and a bar are tucked 
into one end. An o v e r s i z e d garage makes room 
f o r a laundry and a l a r g e t o o l - s t o r a g e a r e a . 

 

 

SECLUDED STUDY, intended p r i m a r i l y as a h i d i n g 
place f o r the harassed housewife, i s l o c a t e d 
a t the very end of t h i s u t i l i t y wing. Laundry 
f a c i l i t i e s and a l a v a t o r y are s e t along the 
h a l l l e a d i n g to the garage. The k i t c h e n and 
br e a k f a s t room are l o c a t e d opposite each oth
er, much l i k e the pla n at l e f t . I n t h i s house, 
however, the d i n i n g a r e a i s l a r g e r , and i t has 
a pantry c l o s e t at one s i d e . 

 

  

OFFSET DINING AREA makes 
p o s s i b l e a f e e l i n g of sepa
r a t i o n from the k i t c h e n op
p o s i t e , while r e t a i n i n g easy 
a c c e s s . The remaining space 
between the k i t c h e n and the 
garage i s f i l l e d with an un
u s u a l l y compact mudroom. 

The two f i r e p l a c e s at f a r 
l e f t i n the plan represent an 
economy f e a t u r e . They are 
jo i n e d on the second f l o o r , 
and the f l u e s go through the 
roof i n a s i n g l e chimney. 

c o n t i n u e d 
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FLEXIBLE FAMILY AREA i s com
posed of a c e n t r a l l y l o c a t e d 
k i t c h e n , an informal d i n i n g 
a r e a that i s b i g enough to 
serve as a small f a m i l y room, 
a sewing or hobby room th a t 
can double as a guest bed
room, and a sm a l l laundry-
r e a r entry a r e a . The f u l l 
bath off the sewing room has 
a second door g i v i n g a c c e s s 
from the back h a l l . 

ADULT WING i n c l u d e s a master 
bedroom s u i t e , l i b r a r y and a 
multitude of c l o s e t s . While 
the l i b r a r y i s a c t u a l l y p a r t 
of the l i v i n g a r e a , the p l a c 
ing of an a d d i t i o n a l door 
next to the st a i r w a y would, 
i n e f f e c t , add i t to the mas
t e r bedroom complex as a p r i 
v a t e s i t t i n g room. 

Two ideas a t the other end 
of the plan are worth n o t i n g : 
a s m a l l mudroom taken from 
the r e l a t i v e l y inexpensive 
space of the s l i g h t l y over
s i z e d garage, and a b r i g h t 
e a t i n g corner o f f the f a m i l y 
room, c r e a t e d by pushing one 
w a l l s e c t i o n out about 3'. 

  

MASTER BEDROOM SUITE, a t f a r 
l e f t of the plan, has i t s own 
separate study which opens 
out to a si d e t e r r a c e . And 
s i n c e the room backs up to the 
l i v i n g room, a corner f i r e 
p l a c e can share the main 
chimney. 

An enormous f a m i l y room, 
at the r i g h t end of the p l a n , 
occupies r e l a t i v e l y cheap 
space created by r a i s i n g the 
roof of the garage. I t i s 
three r i s e r s above the main 
f l o o r , and has i t s own h a l f 
bath and outdoor entrance. 
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H E N R Y N O R R I S 

ATTIC PARTY ROOM, shown a t 
the top of the page, provides 
almost 500 sq. f t . of e n t e r 
t a i n i n g a r e a . T h i s space i s 
more p l e a s a n t than the base
ment, and no more expensive. 
Area beyond the balcony 
r a i l i n g i s covered by a big 
gable dormer. 

There are three i n t e r e s t 
ing ideas on the f i r s t f l o o r : 
The k i t c h e n i s l o c a t e d where 
i t can serve widely separat
ed formal and informal d i n 
ing rooms ; there i s space f o r 
a study or hobby room i n fro n t 
of the k i t c h e n ; and the two 
c h i l d r e n ' s bedrooms and bath 
are t r e a t e d as a separate 
wing, which can be closed o f f 
during a d u l t p a r t i e s . 

  

   
 

UTILITY CORE, which i n c l u d e s the k i t c h 
en and a compact laundry room, complete
l y changes what would otherwise be a 
t y p i c a l Cape Cod plan. A l l three main 
rooms of the l i v i n g a r e a now have ample 
e x t e r i o r w a l l s and windows. And even 
though the k i t c h e n i s s e t back from the 
w a l l , i t gets p l e n t y of l i g h t from c o r 
r i d o r windows. Another p o i n t : The l a u n 
dry equipment and the k i t c h e n s i n k share 
the same rough plumbing. 

   

5 l o y T 
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ANOTHER V A L U E B U I L D E R 
Building a 5-bcdroom 3-bath home for $25,000 calls for astute use of many 
"value builders" by the contractor. Plastic D W V with G S R fittings was one of 
the important value builders installed by Orrin Thompson Homes in their Pine-
ridge Estates development in Cottage Grove, Minnesota, a suburb of St. Paul. 

'"I'm convinced that the use of plastic D W V increases the value of the homes 
we build*' says contractor Orrin Thompson. "Yet our saving in installation time 
and material cost is substantial!' 

Total resistance to rust, corrosion, and soil chemicals assures long service life 
in plastic D W V . With precision molded, top quality G S R fittings, it can be 
installed much faster than conventional materials. To increase value while you 
reduce costs, ask your plumbing contractor for plastic DWV—with G S R fit
tings, the most complete line in the world. R . & G . S L O A N E M F G . D I V . , 
A T L A N T I C R E S E A R C H C O R P . , 7606 N. Clyboum Ave., Sun VaUey, CaUf. 
91352. 
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SPECIAL 
INTRODUCTORY 
OFFER 

Home 
owner 's 
Record b o o k s Guide 

GIVE THIS HANDSOME, 
LOOSE-LEAF BOOK TO YOUR NEW HOME
OWNERS - IT'S DESIGNED TO HELP THEM 
WITH DAY-TO-DAY MAINTENANCE PROBLEMS 
AND WITH ESSENTIAL RECORD KEEPING. 

IT INCLUDES-
• CONVENIENT FORMS FOR RECORDING 
HOME PURCHASE DATA . . . REPAIR AND IM
PROVEMENT COSTS . . . TAX AND MORTGAGE 
PAYMENTS . . . WARRANTY DATES . . . YEAR-
TO-YEAR UTILITY CHARGES . . . INSURANCE 
DATA, ETC. 

• USEFUL INFORMATION ON HOME MAINTE
NANCE PLUS REPAIR TIPS ON LAWN. TREE 
AND SHRUBBERY CARE . . . IDEAS FOR PRE
SERVING AND IMPROVING THE VALUE AND 
BEAUTY OF A NEW HOME. 

IT HELPS Y O U -
• EXPLAIN HOME MAINTENANCE AND CARE 

TO YOUR BUYERS 

• MINIMIZE CALL BACKS 

• CREATE GOOD WILL 
• ADD A PERSONAL TOUCH TO YOUR MER

CHANDISING 

1H\S UNIQUE BOOK IS YOURS ON A FREE EX
AMINATION OFFER FROM 

HOUSE & HOME PLANNER'S DIGEST 
A unique publication distributed daily to new 
home-planning families reported by F. W. Dodge 
giving manufacturers an opportunity to offer their 
product literature to over 50,000 prime prospects 
annually. 

To obtain a 
copy of the 
HOMEOWNER'S 
RECORD BOOK 
& GUIDE 
for FREE 
examination 
and approval, 
fill in and mail 
this coupon 

HOUSE & HOME PLANNERS' DIGEST 
330 West 42nd Street, New York, N.Y. 10036 
Please send me the HOMEOWNER'S RECORD BOOK & 
GUIDE for 10 days free examination. In 10 days I will 
remit $6.95 plus any local tax and postage. Otherwise, 
I will return the book postpaid. 

NAME 

ADDRESS. 

CITY STATE. -ZIP. 
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TECHNOLOGY 
Photos; Courtesy of Portland Cement Assn. 

P O U R E D R O O F D E C K — w i t h poured trusses underneath—is hand-Hoatcd prior to power floating 
(far right). Finished surface is painted with plastic and incorporates a drainage system. 

A concrete roof—at no extra cost— 
gives buyers a new kind of option 
Florida builder Jack Sullivan has of
fered the option—a wood-framed roof 
or poured concrete—to a hundred 
homebuyers in his Ft. Lauderdale sub
division. All have chosen concrete. 

They can't help but be impressed by 
the advantages of a concrete roof, par
ticularly in a Southern hurricane area 
like Florida. Specifically: 

1. Fire and wind-storm insurance 
rates are reduced 52% . 

2. Air-conditioning units can be one-
third smaller, and operating costs are 
reduced even more than that. 

3. Roof maintenance is simplified. 

F I N I S H E D H O U S E requires minimum exterior 
upkeep and is highly storm resistant. 

There is also an advantage for the 
builder. Sullivan cuts a week off con
struction time, compared with his for
mer wood-roof houses, because he now 
has fewer trades to coordinate: His 
floor-slab crews double as roofers. 

Sullivan isn't the first Florida builder 
to try a poured-concretc roof, but he is 
the first to oflFer one at the same price as 
wood-truss roofs. 

He made his costs competitive by de
veloping economical casting forms and 
faster ways to handle them. His forms 
are cut from 4x8 plywood panels and 
coated with fiberglass resin that permits 
re-use for 70 to 100 castings. They form 
both 3% "-thick trusses and 3" roof deck 
in a single pour, are easily set up with 
wire clips and hangers, and can be ex
panded to fit most house dimensions. 

Instead of using conventional screw 
jacks to support and level the forms. 
Sullivan has designed a simple knock
out-wedge system so workmen can drop 
the main support beams in a matter of 
minutes and get the forms down in less 
than half a day. 

Truss and deck forms 

1. N A I L I N G S T R I P and one side of a tru.ss form 
arc laid on pipe-supported steel channels. 

Quick-drop support beams 

T R I A N G U L A R S P A C E R S , set on cleats in the truss 
forms, make voids for ducts and wiring. 

R E I N F O R C I N G S T E E L interlaces roof deck and 
ties bottom chord of trusses to bond beam. 

P R E C A S T F A S C I A , uscd as rain-water barrier, is 
applied separately to roof perimeter. 
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made of resin-coated plywood are set up without nails and can be re-used 100 times 

2. P L Y W O O D S P A C E R is laid Hat between truss 
forms to position them on 4'2'/2" centers. 

3. E G G - C R A T E S P A C E R adds lateral support 
after triangular spacers are set inside forms. 

4. D E C K F O R M .spans truss forms on wire haiiii 
ers after a mid-level plywood spacer is added. 

and high-speed concrete work permit casting two roofs a week with one set of forms 

 

S U P P O R T S Y S T E M for forms consists of 2' 
galvanized pipes, flitch beams, steel channels. 

P I P E C A P contains a welded-on pin that lits into a hole in the flitch beam Uefl), but the beam is sup 
ported by a 'A" steel-plate wedge (right). Beams can be dropped 2" by knocking out wedge. 

I 

3 . 0 0 0 - P S l C O N C R E T E of 5"-slump consistency 
is hoisted by crane and half-yard bucket. 

S P U D V I B R A T O R consolidates concrete in the P O W E R F L O A T S apply finished surface after con-
narrow 3 % " space between truss forms. crete has been leveled and hand-floated. 

F O R M R E M O V A L is easy: W h e n the steel chan
nels are slipped out. forms fall to the floor. 

MARCH 1968 

F I N I S H E D T R U S S E S , integral with the ?•" roof 
deck, span up to 36' with 3-in-12 pitch. 

F U R R I N G S T R I P S for drywall ceiling are nailed 
to 1 x4s cast into bottom truss chords. 
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We decided a frame 
would improve the pictmie 

I T S U R E D I D ! 
This is the mounting frame for the 
Lennox GCS3 rooftop air condition
ing/ heating / ventilating unit. 
A time- and trouble-saver for the 
engineer, contractor, electrician 
and roofer. In fact, two men can 
begin with a hole in the roof and 
have the unit installed and oper
ating a few hours later. 

It gets flashed in place, weather-
tight, when the roof is laid. It thus 
permits any required duct opening 
within the frame, without risk of 
leakage. The installing contractor 
just bolts the GCS3 unit onto 
the frame. 

There are still other reasons 
why there's less fiddling on the 
roof with GCS3: 

Ifs a complete system. Heats, 
cools, ventilates. Just one "̂ pack
age'" to install. 

It's completely assembled and 
wired and tested at the factory. 
Including controls. The single-
source responsibility rests squarely 
with Lennox. 

And the GCS3 is available in 
modules that permit easy handling: 
two to 22 tons cooling; 80,000 to 
500,000 Btuh gas heating. Also 
available as oil fired OCS model. 

For additional detaDs, write 
Lennox Industries Inc., 383 South 
12th Avenue, Marshalltown, Iowa 
50158.. . or see Sweet's. 

LENNOX 
AIR C O N D I T I O N I N G • MEATING 

Y E S , I T S U R E D I D ! 
'No-problem" mounting frame starts easy installation of 

Lennox single-zone gas heating/electric cooling, oil 
heating/electric cooling or all-electric air conditioning 
rooftop unit. A similar frame is used for the Lennox 
multizone unit. 

120 Circle 89 on Reader Service card Circle 90 on Reader Service card •>• 



for strength, 

   
  

   

 

   
  Homasote 

Roof Decking you g e t - A-frame, Trenton, N.J. 

More design versatility. Homasote Roof Decking fills the bill on more 
kinds of rooms—A-frames, built-up, metal frame as well as conventional—and on 

all types of construction: vacation house, motel, garden apartment, 
warehouse, residence, etc. Write for descriptive bulletins. 

More thicknesses, choose from four to meet your rafter spacings. 23/8" for 
60" o.c. and I V s " for 48" o .c ; for 32" o .c ; ^^U" for 24" o.c. 

Weatherproof 2' x 8' panels are fastened directly to rafters or steel bar joists. 

More films and finishes. Polyfilm • Vapor Barrier Finish • 
Vinyl Film • U /L Rated Finish • White Exterior Tedlar • Driftwood 

Tedlar Interior Finish • Pecan Tedlar Interior Finish • 
Natural Grey and Color Coated White. 

h o m a s o t e Cf^an^ 
TRENTON, NEW J E R S E Y 08603 



T H I S S P A C E CONrHIBUlLD B T I M E P U B L I S H C R A S A P U B L I C S E R V I C E 

Photo by Richard Avi-don Miss Sophu Loren 

Learn the seven warning signals of cancer. 
You'll be in good company. 

1. Unusual bleeding or discharge. 

2. A lump or thickening in the breast 
or elsewhere. 

3. A sore that does not heal. 
4. Change in bowel or bladder habits. 
5. Hoarseness or cough. 

6. Indigestion or di f f icul ty in swallowing. 

7. Change in a wart or mole. 

If a signal lasts longer than two weeks, see your 
doctor without delay. 

It makes sense to know the seven warning signals of cancer. 
It makes sense to give to the American Cancer Society. 
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F L O A T - A W A Y D O O R C O M P A N Y 
1173 Z O N O L I T E R O A D . N. E. 

T E L E P H O N E . A. C. -^OA/By5-7^Be 

ATLArvJTA. GEORGIA 3 0 3 0 6 

CABLE A D D R E S S . FLOATDOOR 

To All People Buying or Selling Doors 
Our dramatic sales growth and more efficient 
manufacturing operations have made possible 
product improvements. 

These new features will be passed directly to 
you in our new F L O A T - A W A Y closet door line. 
One door . . . the very finest metal bifold made. 
And we haven't raised our price! 

You'l l be getting the same unparalleled service 
and wide choice of styles, plus stiffer louvers, 
improved track and hardware, non-modular sizes 
and increased pin diameter... without a price increase! 

A better deal for our builders and dealers. 
FLO AT-A W A Y dealers generally have well-defined 
and protected territories, and under normal 
conditions are not competing with themselves. 

Write us today for the F L O A T - A W A Y catalog 
and price l i s t . . . and also ask about the new 
F L O A T - A W A Y closet shelf program. 

PEOPLE W A N T M E T A L BIFOLD DOORS 
FOR CLOSETS. ONLY FLO AT-AY/AY MAKES 
THEM SO PROFITABLE AND PRACTICAL 
TO YOU. 

/ Sincerely, 

Fred G . Barnet 
Vice President 

C O N T A C T : 

FLQAT-AWAV^ 
COMPLETE CLOSET SYSTEMS 

Department HH-3.1173 Zonolite Road, NE. Atlanta, Georgia 3 0 3 0 6 • Phone ( 4 0 4 ) 87 5-7 9 8 6 
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ONLY CHEVROLET 
GIVES YOU THE SMOOTHNESS ANO STRENGTH OF FULL COIL SPRING RlOE! 

Half-ton Fleetside CST pickup 

TOUGH COIL SPRINGS 
AT ALL FOUR WHEELS 

For a smooth r ide, you can ' t beat coi l 
springs. And, in pickups, only Chevrolet gives 
you coil springs at all four wheels! You get a 
ride that balances evenly on the road—a ride 
that's easy on driver, pickup and cargo. Get 
four rugged truck-built coil springs on the 
next pickup you buy—a Vz- or 3^-ton Chevy! 

2-STAGE REAR COIL SPRINGS are specially 
designed to adjust, automatically, to the 
loads you carry. So that you get a fine road 
balanced ride whether your Chevrolet is 
empty or piled high with cargo. 

FULLY INDEPENDENT 
FRONT SUSPENSION 

It adds even more ride control to Chevrolet's 
exclusive coil spring design. Front wheels, 
suspended by burly control arms, step over 
bumps independently. Jolts are soaked up at 
the source. It's a work-proved feature used 
on millions of jobs — more than any other 
truck suspension of its type. 
GET MORE PICKUP FOR THE MONEY! Get 
double-strong body construction, big choice 
of engines, newest truck styling. See it all, 
at your Chevrolet dealer's now! . . . Chevrolet 
Division of General Motors, Detroit, Michigan. 

Joo Tamer ipwu 
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Why offer 
floor monotony? 

 
 

 

Dramatize your homes 
with distinctive Bruce Ranch Planic Floors. 
Wall-to-wall monotony can make a house look as 
cold and impersonal as a business office. Give your 
homes the warm, comfortable charm of permanent-
type Bruce Ranch Plank Floors. Their rich coloring, 
random-width oak planks and dark pegs bring beauty 
and individuality to any setting. 

And the remarkable Bruce Prefinish will keep buyers 
happy year after year. It's baked into the wood at the 

factory to resist stains and scratches. Prefinishing cuts 
your installation time and labor costs, too. 

Put the warmth and personality of nationally adver
tised Bruce Ranch Plank Floors in your homes. See 
our catalog in Sweets* or write for more information 
on all styles of Bruce Hardwood Floors. 

E . L . B R U C E C O . . I N C . , M E M P H I S , TENNESSEE—38101 
World's largest manufacturer of hardwood floors 



N E I V PRODUCTS 
For more information, circle indicated 
number on Reader Service card />. I2'> 

Interiors 

 

 

 

I m i t a t i o n w o o d p a n e l s — \ ' \ 2 ' — a r e self-sticking vinyl embossed to 
look like hand-carved wood in three motifs: Spanish Classic (above). 
French Provincial and Colonial. Installer simply peels off paper back
ing. Decro-Wull. FJmsford. N .Y. Circle 217 on Reader Service card 

L o w - g l o s s l a m i n a t e th:ii re
sists scratching and chipping is 
suitable for home work areas. 
Five patterns—all textured to 
look and feel like stone—include 
white quartz, tan Georgian mar
ble and natural travertine. Johns 
Manville. New York City. 
Circle 218 on Reader Service card 

L o w - m a i n t e n a n c e p a n e l s , 
made of plastic-finished hard-
board that can be wiped clean, 
simulate random-grooved, rough-
sawn wood. Size: 4'x8'. Color 
choice: charcoal brown (above) 
or shale white. Masonite. Ch i 
cago. 
Circle 219 on Reader Service i ,u t/ 

S c u l p t u r e d l a m i n a t e that simulates slate looks and feels three-
dimensional, yet retains the features of a flat-surface laminate: It won't 
break, chip or stain. Photo shows architectural grade. Nevamar, Oden-
ton, Md. Circle 220 on Reader Service card 

T w o - w a y r e d w o o d p a n e l i n g 
with T A G rough-sawn face for 
walls can be reversed to expose a 
smooth back (ceil in};, above) 
with hairline joints. The %"-
thick panels come 4" and 6" wide 
in random lengths. Simpson Tim
ber, Seattle. 
Circle 221 on Reader Service card 

V i n y l w a l l c o v e r i n g with a pat
tern of bold white flowers on a 
black background is one of 39 
new patterns. The vinyl-impreg
nated line is washable and easily 
stripped from walls for redecorat
ing. Imperial Wallpaper Mill. 
Cleveland, Ohio. 
Circle 222 on Reader Service curd 

C a r v e d - w o o d p a n e l s — o f vertical-grain redwood, 11V4" wide 
and 84" long—have T & G edges. Some designs (not shown) combine two 
or three related panels. Price per panel: $22 to $30. Forms & Surfaces, 
Santa Barbara. Calif . Circle 223 on Reader Service card 
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S T A R T 
W I T H 

W O O D 

F IN ISH W I T H 
O L Y M P I C 

S T A I N 

Costs less than paint. 
Lasts longer than paint. 
Easier to apply than paint. 
Protects w o o d w i t h P.M.O 
Guaranteed not to crack, peel or blister. 
66 Colors, solid or semi-transparent. 

^OLampicsrnm 

Wood: redwood. Architect: Dean Unger. A.I.A. / For color samples on wood and A I 118 N.W Leary Way. Seattle, Washington 
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NEW PRODUCTS 
start on p. 126 

Baths 

S e l f - r i m m i n g l a v a t o r y made of stainless steel is just 18" in diameter. 
Design highlights include a satin-finish in the bowl, brass outlet and 
acrylic-handled fittings. American Standard. New York City. Circle 
260 on Reader Service card 

. J 

B a t h r o o m e n s e m b l e — i n c l u d 
ing an incandescent light, mir
ror and cosmetic cabinet—hangs 
on the face of the wall. Four 
models are available: 33'/i" high. 
4%" deep, and in widths from 
243/8" to 483/8". Miami-Carey. 
Cincinnati. 
Circle 261 on Reader Service card 

O n e - p i e c e s h o w e r s t a l l — 3 6 " 
x48"—combines three walls 
molded of fiberglass in a single 
unit with no joints or seams. The 
built-in pillar serves (at different 
levels) as a soap dish, shelf and 
seat. Owens-Corning Fiberglas. 
Toledo, Ohio. 
Circle 262 on Reader Service card 

R o o m y c o u n t e r t o p l a v a t o r y of vitreous china has an anti-splash 
rim, concealed front overflow drain and two integral soap dishes. It 
measures 20"xl8" and is available in pastels and white. Universal-
Rundle. New Castle, Pa. Circle 263 on Reader Service card 

E l e g a n t l a v a t o r y f i t t ings— w i t h onyx mounted in 24-carat goldplate 
—come complete with basic plumbing adaptable to all major-brand 
lavatories. Matching shower and tub sets are also available. Sherle 
Wagner. New Y o r k City. Circle 264 on Reader Service card 

Here's a luxury console that tops them all—it goes up and down at the push of a button 
If the Crane Co. decides to put the cabinet-
mounted lavatory into its line, buyers in 
the higher price ranges can have: 

• Color-coded pushbuttons that control 
water temperature and flow. 

• An accessory bar (on the bottom 
shelf) that recharges battery-operated ap
pliances like shavers and toothbrushes. 

• Instant hot water. 
Crane is building six prototypes of the 

unit to test its apjpeal on a nationwide basis 
throughout 1968. This decision was made 
after the console drew what one company 
spokesman termed "excellent reaction" 
from builders at the N A H B convention. 

What the unit will cost has not been de
termined, but a spokesman hazarded the 
guess that it would be "slightly under 
$1,000." Crane's decision on whether or 
not to put the unit into production is at 
least six months away. 

H i g h - r i s e v a n i t y adjusts in height-
from 28" to 38"—for kids or adults. 

L u x u r y f e a t u r e s include locked medi
cine cabinet and clock radio. 
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Builders, with the Kingsberry 
apartment package we promise 
you 3 proved advantages: 

You'll make more money 
in less time with 

fewer complications 

B U I L T B Y 

R A D F O R D & R A D F O R D , I N C . , 

R O A N O K E , VA. 

you'll make more money. The outstanding 
appeal of Kingsberry apartments, like the " K I M -
B E R L E Y " above, means fast fill-up and top rentals. 
You'll find financing easier, too, because lenders are 
impressed by these easy-to-rent apartments. And 
Kingsberry's tight cost-control eliminates material 
waste. Cuts labor cost up to 50%—maximizing 
your profits. 
you'll need less time. Your experienced 
Kingsberry sales representative can help you avoid 
all the usual building bottlenecks. And because 
Kingsberry apartments are pre-engineered for fast 

buildout, you all but eliminate costly bad weather 
setbacks. 
you'll have fewer complications. A specially 
trained Kingsberry representative will help you at 
every stage of your building program—from buying 
land, to managing the finished apartments. He'll work 
with you on plot layout, design selection, cost-out, 
construction, and finance. All this at no extra cost. 

Get in on the apartment market boom with the 
most profitable, trouble-free apartment package 
going. Mail the coupon to Kingsberry today for 
complete information. 

COPYRIGHT I p . BOiSE CASCADE CORPORATION, 1 0 6 8 

K I N G S B E R R Y 

H O M E S 

Kingsborrv Home8/5096 Peachtrec Road 
Chamblee, Georgia 30005/(404) 4r)7-4301 

Mr. Robert H . Welsh, Director-Market inn. Kingsberry Homes. Department H H - : } . 
5096 Peachtree R o a d , Chamblee . C.eorpia 30005, (404) 457-4.301. 

• P lease s e n d more information on the Kingsberry p r o g r a m . 
• P lease have your representat ive call on m e . 
My interest in K i n g s b e r r y H o m e s is • immediate : : i fu ture p lanning. I have land zoned for a p a r t m e n t 
units . I a m interested in G a r d e n A p a r t m e n t s , Tovyfnhouses. 

Name^ 

Firm-

Mail Address. 

City 

.Phone . 

.Sfa(e_ _Z/p Code. 
Kingsberry s e r v e s leading bui lders in 29 Midwestern , mid-Atlantic a n d S o u t h e a s t e r n s tates . 
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NEIV PRODUCTS 
start on p. 126 

Construction materials 

C o n c r e t e b l o c k w i t h h a n d l e s lets mason grasp the block with only 
one hand, and continue troweling with the other. This means block can 
be laid faster, resulting in decreased labor costs. Concrete Masonry 
Corp., Elyria, Ohio. Circle 250 on Reader Service card 

W o o d - p o s t a n c h o r can be adjusted during installation even if anchor 
bolt is placed in concrete out of line. Anchor is packaged ten assemblies 
—seat, support and washer plate—to a carton, with nails. T E C O , Wash
ington, D . C . Circle 251 on Reader Service card 

B e a m c l i p , with staggered nail 
holes for a stronger connection, 
is made of 16-gauge steel, plated 
after stamping with a special fin
ish to resi.st weathering and hold 
paint better. Two clips per post 
are recommended. Panel Clip. 
Farmington. Mich. 
Circle 252 on Reader Service card 

R o o f insulat ion—consist ing of 
rigid polyurethane foam and felt 
skins—is compatible with exist
ing roof systems. Manufacturer 
promises low thermal conductiv
ity. In 36"x48" boards from VA" 
to IVi" thick. Armstrong Cork, 
Lancaster. Pa. 
Circle 253 on Reader Service card 

N o n - s l i p a l u m i n u m s t e p s are coated with a mixture of silicone 
carbide and silica .sand, can be used in both residential and commercial 
construction. The abrasive surface is welded to the aluminum. Seidel-
huber. Redwood City, Calif . Circle 276 on Reader .Service card 

New coding system for hardboard industry 
malces it easy to select the right grade 

Two manufacturers—Georgia-Pacific and U.S. Plywood—have 
recently inaugurated coding systems that should enable builders 
to select hardboard at a glance. 

To explain their systems (not unlike those for the plywood 
industry) both manufacturers have designed colorful coding 
charts. U.S. Plywood's chart is shown at right. Georgia-Pacific's 
(not shown) works like this: 

One red stripe (at both side- and end-center of panels) identi
fies tempered exterior boards; a single green stripe identifies 
standard interior boards; and one blue stripe marks economical 
.service hardboard like underlayment. Georgia-Pacific, Portland. 
Ore., Circle 285 on Reader Service card. For information from 
U.S. Plywood. New York. Circle 286 on Reader Service card 

R u b b e r p i p e boot—molded of a blend of E P D M and butyl—has a 
tapered flange that ties in with other waterproofing systems. One style 
fits 2" to 5" pipes, and can be buried in dirt, concrete or asphalt. Uni-
royal. New York City. Circle 254 on Reader Service card 

H A R D B O A R D 
BUYER'S COLOR CODE GUIDE 

Select the right Hardboard for your Job 

TEMPeHED StRVICE 
TEMPERED STANOUIO 

C o t o t C o d * / // / 
S l w i g l h MMl ium Wcaiurn 

W « l w .l.'.i:: M w S u m 

PauiiatHlltv High M.- . M*( f lum • 

MncnioBbillty High ummm 
Ourab4llty MMlUim 

Ba>i IJiisd For 

am» TuM - »»•<*«« CtoM * r < t mi Do—» 
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Princely new f i t t ings.. . Bold G o l d ! 
For '68, Kohler presents a full line of 
fittings electroplated in 24 carat gold. 
Pictured: the Flair pattern, w i th 
handles of amber acrylic. C rown ing 
touch for lavatories, bathtubs and 
bidets, the new fittings are equally at 
home w i th all Kohler colors, from 
cool Avocado to new Harvest G o l d 
—to this vibrant new Tiger Li ly. 

KOHLER OF KOHLER 
Kohler Co. , Kohler, Wisconsin 
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NEW PRODUCTS 
start on p. 126 

Floors 

Imitation wood blocks with an embossed woodgrain pattern come 
in five colors: red. green, tan. brown and white. The l2"-sqiiare tiles 
are made of vinyl a.sbestos in standard 1/16" gauge. Ruberoid, New 
York City. Circle 200 on Reader Service card 

Parquet teak tiles, backed 
with felt, blend rectangles of teak 
in two traditional patterns: 
basketweave. right, and square-
and-check. The 9". 12" or 18"-
sq. tiles are installed with ad
hesive. Walker & Zanger. New 
York City. 
Circle 201 on Reader Service card 

Indoor-outdoor carpet con
sists of a polypropylene-tufted 
face backed with high-density 
foam, so it needs no padding. 
Fourteen colors are offered, in
cluding four multi-color combi
nations {photo). Lees Carpets. 
Bridgeport. Pa. 
Circle 202 on Reader Service card 

Embossed tile flooring features a classic medallion design in six 
colors: antique white, black, beige, red. brown and green. The 12"xl2" 
tiles are solid vinyl in Vs" gauge, and may be installed on any grade-
level floor. Amtico. Trenton. N.J. Circle 20J on Reader Serviie card 

FAMED SCHOLZ DESIGN 
^ SETS THE PACE I N GARDE^ 

 
 

• f r 

 

HOUSE & HOME 



Textured vinyl t i les , 12"xl2" in residential gauge, are designed 
with colored chips in a random pattern. Colors include pineapple gold, 
avocado, maple, fawn, cameo and turquoise. Goodyear. Akron. Ohio. 
Circle 204 on Reader Service card 

Cushioned-vinyl flooring for 
semipermanent installations comes 
in 6'. 9' and 12' widths, is in
stalled without adhesive. It fea
tures a geometric design in four 
bold colors—red. blue, avocado 
and gold—and two pales—cham
pagne and sand. Congoleum-
Nairn. Kearny, N.J. 
Circle 205 on Reader Service card 

Subtly colored t i les of vinyl-
asbestos (shown above with fea
ture strips in a contrasting color) 
feature a random-chip pattern in 
beige, gold, mahogany, sand, 
white and two shades of green. 
Tiles are I2"xl2", and 1/16" 
thick. Johns Manville. New York 
City. 

Circle 206 on Reader Service card 

New products continued on p. 136 

APARTMENTS 

^ 

Scholz Apartments have set phenomenal records every
where they have been built. Top rents. Top mortgages. 
Speedy rent-up. Unequalled return. 

Very frankly, they are doing this because they provide 
more appeal than anything offered in their competitive 
markets. There has never been an unsuccessful Scholz 
Apartment Project. 

To any builder, the complete engineering provided 
saves months in start-up time, insures closely controlled 
costs, speedy construction. 

To the first time apartment builder . . . the economic 
guidance . . . the design experience . . . accumulated in 
successful projects numbering in the thousands of units is 
beyond valuation. 

The unit shown is just one of the hundreds of archi
tecturally varied types available in buildings from four 
units to a hundred plus, in every rental range from $100 to 
$500 shown in the Scholz Homes Apartment Book. If you 
are planning an apartment program, it provides invaluable 
information on every phase of apartment design, construc
tion and financing. Send coupon today. A consultation 
with the Scholz Representative can save you countless 
weeks of lost time, insure a P O S I T I V E Economic Success 
of your program. 

Plfau half vour trpr/senlative call on me with comfilele details oj the SCHOLZ PHOGKAM HH-VI-B 

C I T Y S T A T K 

/ pnserjly have land toned /or apartments O D 

/ am interested in 

Mail to : SCHOLZ HOMES, Inc. • P. O. Box 3355, Toledo, Ohio J3607. 

Reader Service card 

Jrpe units. 
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Put the Number One Disposer 
into your new iiomes 

before she asl(s for it. 
IN-SINK-ERATOR' 

Styled in stainless steel 
and warranted against corrosion for life! 

Introducing In-Sink-Erator Model 77 for 1968: The smart 
look, long life and performance of shining stainless steel. 
And not just an ordinary but double warranty! A lifetime 
corrosion warranty plus 5-year parts protection. 

Now there's a quality model and price that's just right for 
your requirements. Also 800 Authorized Service Centers 
across America to eliminate call-back headaches and in
sure owner satisfaction. Women buy more In-Sink-Erators 
than any other brand. So go ahead. Put the Number One 
Disposer into your new homes before she asks for it. 

BACK WITH GODFREY AND AS BIG AS L IFE! 
A second smash year on CBS radio with per
suasive Arthur Godfrey. A great series of sales-
making ads in LIFE, your prospect's favorite 
magazine! 

Contact your Plumbing Contractor. Or write 
for full information and free sales aids. 

IN-SINK-ERATOR® 
Originator and perfacter of the garbage disposer 

Celebrating our 30th Birthday 
IN-SINK-ERATOR MANUFACTURING COMPANY 

RACINE, WISCONSIN 53406 

NEW PRODUCTS 
start on p. 126 

Interiors 

Two-tone mural showing a Flemish harbor outlined in gold and 
black, IS made of ' /H -thick plastic-finished hardboard, has gold-finished 
moldmgs to match. Suitable for tub-shower area, the mural is 5' wide 
Marlite, Dover. Ohio. Circle 225 on Reader Service card 

Prepasted flock wallcovering—the first designed especially for 
nursenes-doesn't object at all to soap and water. Reason: I f s made of 
acrylic flock fibers bonded to vinyl-coated paper. The material is also 
non-allergenic. Birge. Buflfalo. Circle 226 on Reader Service card 

Prefinished pecan paneling with wide grooves is designed to give 
the appearance of Colonial planking. The '4 "-thick plywood panels are 
4 wide and 7, 8' or 10' long. Moldings are available to match E 1 
Bruce. Memphis. Circle 227 on Reader Service card 
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A Class "A" Fire-Safe Shake-Type Roof? 

Right! 
W i t h P H I L I 

' 3 5 0 

RUSTIC 
4 

Bevelled Headlap for smoother, flatter shingle courses 

n / 
/ 

./-— 36' 
Wind-Tite Adhesive for light tab sealing/ 

At a glance, you recognize the distinctive 
difference of this new shingle! It's the newest 
form of the famous Fire-Chex" asbestos-
plastic shingle. Gives vibrant new jjersonality 
to roofs, as well as the highest available 
fire-safety rating. 

Wind-tight, too! Special Wind-Tite'" 
thermo-plastic adhesive seals tabs tight. 
New bevelled headlap gives you smoother, 
flatter shingle courses. And an exclusive new 
.self-aligning feature speeds up your shingle 
application. 

Select from three dramatic Rustic Shakes 
color blends . . . Desert Tan, Sage Gray, 
Bark Brown. All have been spicifi.'.illy styled 
to enhance the special Rustic Shakes look. 
One of the three colors can be the ideal 
choice for the roof you have in mind. 

You have to see Rustic Shakes to realize 
how much they wiD do for a building. Send 
for your full-color Rustic Shakes catalog. 
Write Dept. HH-368.The Phihp Carey Mfg. 
Company, Cincinnati, Ohio 45215. 

And for the classic straight-line shingle effect... 

Class " A " 
Asbestos-Plastic 
f r ^ o p - SEAL 
3 2 5 DOWN 

F I R E - C H E X 
SHINGLES 

Or long-life 
low-cost 
SEAL DOWN 

SOL-SEAL 
SHINGLES 
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New Andersen Perma-Shield 
value of wood plus a rigid vinyl 

No painting 
Vinyl sheath doesn't 
need it. Can't rust, 
pit or corrode like 
metal, either. 

Flexible Vinyl glazing bead 
eliminates all face 
putty problems. 

   
    
   
    

    
  
    
   
 

Vinyl weatherstripping 
seals out drafts, 
springs back to shape 
indefinitely. 

The dimensional stability 
of wood. Won't stick, 
twist, warp or bind. 

138 New Andersen 
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Windows offer the insulating 
shield that needs no painting • 
No wonder you're seeing more of them lately.) 

Inside a Perma-Shield sash there's a core of warm, 
stable wood. Outside, there's a thick sheath of 
rigid, weatherproof vinyl. And the glazing is 
welded insulating glass. 

Is it the perfect window? You'll have to decide 
about that for yourself. We're proud of it, 
and we're pleased that Perma-Shield windows 
are being specified for some of the best new 
commercial buildings and residences. 

Wide range of styles and sizes. 
Choose casements, awning style, fixed types, 
single or multiples right from stock. There are 
26 basic Perma-Shield sizes and 3 sizes of 
gUding doors—6, 8 and 12 feet. 

For more information check Sweets file. 
Or mail the coupon below for literature or a 
Perma-Shield Demonstration in your office. 

Andersen Corporation 
Bayport, Minnesota 55003 

• Please send complete Perma-Shield Literature. 

• I'd like a Perma-Shield Demonstration in my office. 
Please have an Andersen Distr ibutor call me for an 
appointment. 

Name. 

Firm 

Address. 

City State .Z ip. 

n̂dersenW/indowalls 
Window Beauty is Andersen 

 

Washington Club Inn, Virginia Beach, Virginia, features 40, 8-foot 
Andersen Perma-Shield Gliding Doors. Guests get a sweeping view of 
the ocean through snuggly weathert ight gl id ing doors. No problems 
. . . even under the most severe salt-air condit ions. 
Architect: Evan J. McCorkle. Virginia Beach. Va. 

Emma Norton Methodist Girls' Residence, St. Paul. Dif f icult elevation 
could make window maintenance a nightmare, but there's l i t t le or no 
maintenance with Perma-Shield. They've been performance proved on 
thousands of residential and commercial jobs like this one—exposed 
to every cl imate over the last 9 years. 
Architect: Progressive Design Associates, St. Paul. Minn. 

Low maintenance home. Long Lake, Minn. The Perma-Shield Windows 
in this home won't need paint ing, or storm windows, and they won't 
pit or corrode like metal . They combine the insulat ing value of wood 
and the maintenance savings of a r igid vinyl shield. 
Architect: George F. Panuska, Virgin Islands. 

Perma-Shield Windows 
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m2 
DEPENDABLE 

S E W A G E T R A N S F E R 
AND T R E A T M E N T 

EQUIPMENT 
• B i i n 
n i l 

COMMINUTORS 
Longer life, easier maintenance, 
competitively priced and baci(ed by 
the best single-source warranty in the 
wastewater Industry. This is the "anatomy 
of your best Investment in comminutors 
. . . Smith & Loveless. 
All cutting elements (combs, teeth, cap 
screws, set screws, dowels and nuts) 
are of stainless steel, a necessity for 
easy removal and replacement. 

The cutting teeth have durable tungsten 
carbide tips and our exclusive "Versapox 
coating protects S&L comminutors from 
rust and corrosion. 

S&L offers a complete 
range of comminutor 
sizes, proved over 20 
years with installations 
throughout the world. 

Simple, sure, quick, quiet 
—and backed by two great 
names: Jones & Attwood 
and Smith & Loveless. Cut 
your investment dollars 
. . . with the best quality 
at the right price. 

For free literature or 
information, write today. 

• m i k e m i c r o b e 

140 

Main Plant: Lenexa, Kansas 6621S (Near Kansas City, Mo.) Dept 70 
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N E I V PRODUCTS 
start on p. 126 

Exteriors 

Interlocking roof tiles—made of bituminous-coated galvanized 
steel that is covered with stone chips, then .sealed against weather and 
fungus—have been used for several years outside the Continental U.S., 
and are now being introduced here. Advantage for mansard roofs: 
Tile's light weight (180 lbs. per sq.) permits nailing directly to horizon
tal strips fastened to roof trusses. Has not yet been approved for low-
pitch roofs. Decramastic. Miami. Circle 208 on Reader Service card 

. - — - i 
Rough-textured plywood siding in two groove patterns (Stri-gruv. 
above, and reverse board-and-batten) and three panel sizes (4'x8'. 9' 
and 10') is factory-finished in white, grey, green, rustic, charcoal and 
sand. Vancouver Plywood, Portland. Circle 209 on Reader Service card 

  

Translucent fiberglass-reinforced-plastic panels with Vs" ribs 
4" apart are striped in choice of four natural-color combinations. 
Panels are 26" wide; 8'. 10' and 12' long. Price: less than 50tf a sq. f t . 
Filon. Hawthorne. Calif. Circle 210 on Reader Service card 

New products contintted on p. 146 
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Is there anything in the kikhen 
Tappan doesn^ mal(e? 

We don't make people eat cold meals. 
This new Tappan Gallery range has a 

built-in electric warming shelf. 
It keeps food hot for slowpokes 

and second helpings. Warms plates, 
too. (A little feature like this can 

.sell a whole house.) 

We don't make 
a lady clean the oven. 

This Tappan Self-Cleaning oven 
removes all spills and spatter automatically 

—far better than she could by hand. 
No stooping, no .scouring. Just set a dial, close the 

latch and forget it. (Installation? Just slide it in.) 

    

Ti.ppHn • 250 W n y n . ' .SIr. 'W. Miinsl ipl .1. ( i h h . UMna 
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How Maxllte paneling gets Involved 
in everybody else's "business. 

  
  

4 

New Rosewood does wonders for a corporate 
image by capturing all the rich grain and color 
of hand-rubbed natural wood. Only differ
ence: Marli te stays like new, Annual Report 
after Annual Report. 

New American Tile is the answer where clean 
walls are the question. A l l the beauty of ce
ramic tile, but none of the problems of grout
ing. And like all Marlite paneling, this wall 
wipes clean with a damp cloth. 

New Antique White Tapestry has texture you 
can see and feel—down to the most delicate 
thread. But Marlite texture can't peel off. It's 
deep-embossed in the panel for a lifetime of 
wash-and-wear beauty. 

 

New Lombardy Travertine has been accused of 
looking like costly Italian limestone. That's 
the idea exactly. So if your customer wants 
magnificent walls without paying a heavy pen
alty, make a case for this Marli te paneling. 

New Marlite Mural, entitled "Flemish Har
bor," is crafted in deep brown and gold on a 
white background. Use this panel when you 
want pictorial effects in a hurry. (Marli te goes 
up fast without interrupting business.) 

See Marlite's new line of prefinished hardboard paneUng (including new Fire-Test Panels) 
in Sweet's File or write Marlite Division of Masonite Corporation, Dept. 322, Dover, Ohio. 4 4 6 2 2 . 

142 Circle 104 on Reader Service card 

New Textured Oak gives you everything the 
real wood has except acorns. Authentic tex
ture. Distinctive grain. Plus a rugged plastic 
finish that resists heat, moisture, stains and 
dents. A great background for any business. 

i n M a r l i t e 
plas t i c - f in i shed p a n e l i n g 

HOUSE & HOME 
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CORPORAIIDN 



" W h a t g o o d d o e s 
a d v e r t i s i n g d o ? " 

Advertising Sells Good Works 
( a s w e l l a s g o o d s a n d s e r v i c e s ) 

There's a place 
for mentally 

retarded people. 

^ ^ a n 9«ve her hope. 

Have you noticed how often, vi/hen an important public cause is at stake, people turn to a good salesman for 
leadership? Successful businessmen have given uncountable man-hours to America's schools, churches 
and charities, and have led in solving major national problems. For its part, advertising—good salesman 
that it is—has provided the means to communicate such causes to the American people. 

For 25 years ads like these have been prepared by advertising agencies who volunteer their services. 
Radio and television give time on the air; space is donated by newspapers and magazines. Last year alone, 
for example, business publications like this one gave more than a million dollars' worth of space in the 
public interest through The Advertising Council of which the American business press is a part. 

25 years of advertising contributed for the public good 
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NEW PRODUCTS 
Stan on p. 126 

Install in s e c o n d s . . . save money on the job j Tools and equipment 
T h e H a g e r P O L Y P L U G 

(patent pending) 

CLOSET ROD 

Seamless tubular zinc-plated steel rods slip 
over "end serts." Each "end sert" is a plastic 
anchor that attaches to wall with a single wood 
screw. A twist motion extends the telescoping 
rod flush with the wall surface. 

The low competitive price and the fast in
s ta l la t ion are money-sav ing advantages 
builders welcome. 

Available for all closets up to twelve feet. See 
your Hager dealer for range of sizes and prices. 

H A G E R H I N G E C O M P A N Y 
139 Victor Street • St. Louis, Mo. 63104 

Circle 106 on Reader Sei^rice card 

I N A W H I T E P R I N T E R . . . 
IF YOU WANT: 

• Fast production . . . up to 9 feet per minute 
• Smart styling and modern design 
• Real economy and simplicity of operation 
T*]?". ^^'^^ arid handsome Blu-Rav Model 
146 IS for you! 

IF YOU WANT: 

• Very fast production . . . over 12 feet per minute 
• Handsome styling, sturdy construction in a 

large machine 
• Super-Diazo L a m p s and ultra-fast papers for 

doubling printing speed 
Then the high production Blu-Ray Model 842 is 
for you! 

m 
Both machines carry a full one year warranty. Circle Reader 
Service Card Number , or contact Blu-Ray for more informa
tion and a F R E E copy of our 4 4 page Reproduction Guide. 

ULU-RRV 
BLU-RAY, Incorporated 
4242 Westbrook Road, Essex, Conn. 06426 • Phone (203) 767-0141 

fiLL/-/?>Ay READER 
SERVICE CARD NUt^BER 
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Hydraulic motor grader—with 12' blade. 83-hp engine and power-
siiift transmission—is sized to handle most jobs between rough and 
finish grading. Other features: forward speeds up lo 21.4 mph. 18' turn
ing radius. John Deere. Moline. III. Circle 229 on Reader Service card 

Variable-speed dri l l runs for
ward or in reverse, drills at high 
or low speeds and drives or re
moves screws, nuts and bolts. The 
drill is double-insulated through
out and incorporates DuPont ny
lon housing. Black & Decker. 
Tow.son. Md. 
Circle 2.^0 on Reader Service card 

Compact voltage booster— 
3'/i"x4"x6"—weighs only X lbs., 
has a capacity of 15 amps, to re
store the voltage drop common 
when electric tools arc used with 
long cords. Packaged with three-
wire AC cord and plug. Terado. 
St. Paul, Minn. 
Circle 295 on Reader Service card 

liisaaiiiiiii Zmmn 

Tilt-bed trai ler—wii i i a 4'x.S' platform of wddcd steel and hcav;, 
duty plywood—tilts at a 15° angle to load drive-on equipment weighing 
up to 1,000 lbs. Model's 8" clearance permits use in rutted areas. Inter
national Harvester. Chicago. Circle 232 on Reader Service card 

146 Circle 107 on Reader Service card 
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Customers insist on built'in security in 
a home* And that goes for the bathroom, too I 
Consider: Eljer's slip-resistant 

Perma-Mat textured tub. 

When it comes to building a new home, you want to 
give your customer all the security possible for the 
money. So, why stop at the tub? You don't have to, 
you know. 
Now, the bathroom can reflect an added measure 
of security when you install Eljer's Perma-Mat tex
tured tub with a slip- and slide-resistant surface. 
This feature in bathtub surfaces. Perma-Mat, comes 
in the elliptical pattern (shown), in cast iron tubs 
and in a rectangular-shaped area in formed steel tubs. 
Of course it 'savailableinsnowywhiteorEljerpastels. 

When it comes to stepping into the tub, your cus
tomer will thank you. 
For your nearest plumbing contractor, look for the 
Eljer trademark in the Yellow Pages, or write Eljer, 
Dept. HH8, P.O. Box 836, Pittsburgh, Pa. 15230. 

E L J E R 
S/(va 1904 Mf\Nl PI UMBINC FIXTURES 

Eljer Plumbingware Division / Wallace-Murray Corporation 

I MAS TER 
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Harris Homes' success 
story: Build in old 
neighborhoods ahead 
of urban renewal 
with U.S. Steel Homes 
components. 

George and Mike Harris are Erie, Pa., 
builders who plan to build 248 units in 
1968 in several cities in Western Pennsyl
vania, in areas that most builders would 
consider risky. They build compact lux
ury units on small sites in old neighbor
hoods, close to downtown. 

"We get in just ahead of urban re
newal." says George Harris, "and design 
our projects to environmentally exclude 
the surrounding neighborhood." The Com
mons, shown here, is located on less than 
an acre and a half of land in an old neigh
borhood near downtown Erie. It consists 
of two 8-unit apartment buildings and four 
4-unit townhou.se units that face inward 
on a small park. All of the units were 

rented before the project was completed. 
Harris Homes know what they're doing, 

and that's why they use U. S. Steel Homes 
pre-engineered components. They feature 
an exclusive, proven steel framing system 
that assures quality construction at com
petitive cost. "It's the most versatile sys
tem in use in the nation today, and be
cause of its very nature, it lends itself to 
both residential and commercial applica
tions," says George Harris. "On-site uses 
of labor are far more efficient and result 
in large savings. Construction scheduling 
is made easier, as the greater percentage 
of work is done in the plant, reducing 
costly delays due to weather, strikes and 
other variable conditions." Mike Hairi.< 
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adds, "The architectural staff of U. S. 
Steel Homes does an outstanding job of 
furnishing up-to-date designs with features 
not found in many conventionally built 
custom homes that are many thousands of 
dollars higher in price." 

U. S. Steel Homes offers a wide range of 
apartment, townhouse, and duplex plans 
in a variety of sizes and designs, priced to 
fit any market, as well as a complete line 
of single-family homes and plans for spe
cial markets such as dormitories, nursing 
homes, motels, and vacation homes. 

Send for our free book that shows eleva
tions and floor plans of a variety of USS 
Homes multi-family buildings, plus single-
family and special building plans. 

U. S. Steel Homes 
2549 Charlestown Road 
New Albany, Ind. 47150 

Please send me your free book of USS Homes multi-family dwelling elevations 
and floor plans. 

Name.. 

F i rm name_ 

Addi-fss 

S t . , l . . _ .Zip Code_ 

I have built_ .homes,_ apartment units in 1967. 

® U. S . s t e e l H o m e s 
Division of United States Stee l 

T R A D E M A R K 
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Ingenious 

Device 

f o r Filing 

Plans 

  

 
 

 

PLAN HOLD V E R T I C A L F IL ING S Y S T E M S 
keep plans, drawings, maps, charts wr ink le - f ree . . . easy 
to f ind . . . always orderly . . . in the minimum of space. 
Write for catalog of 3 1 f i l ing systems to Dept. E71, P.O. 
Box 3458, Torrance, California 90510. 

^ . P L A N 

l i 
H O L D C O R P O R A T I O N 

T O R R A N C E , C A L I F. • A U R 0 R A, I L L . 
Plan Hold Company of Canada, Toronto 18 

Circle 109 on Reader Service card 

IT T A K E S ONLY 2 MEN TO LIFT 
A WALL INTO PLACE WITH 

n R O C T O R 
W A L L J A C K S 

1 

Increases speed of construction and 
eliminates fear of injury 

L i g h t w e i g h t P R O C T O R 
Wall Jacks take the back-
breaking labor out of rais
ing walls. Workmen stand 
back from the job where 
accidents cannot happen. 
W a l l s are l i f ted q u i c k l y , 
easily, accurately. You can 
save time and money with 
PROCTOR wal l Jacks. 

Only $160 per pair 
plus freight. 

9k 

SATISFACTION 
GUARANTEED 
If your dealer 
can't supply 

order direct from 

I C T O R 
P R O D U C T S C O . . I N C . 

BOX F • KIRKLAND, WASHINGTON 98033 

N £ I V PRODUCTS 
Stan on p. I2i< 

Doors and windows 

s t e e l b i f o l d c l o s e t d o o r incorporates decorative panels of molded 
high-impact plastic. Levitt & Sons developed the door in cooperation 
with two building-industry suppliers. It will be marketed by U.S. Ply
wood, New York City. Circle 245 on Reader Service card 

P i e x i g l a s a c r y l i c p l a s t i c , in a series of transparent gray and bronze 
colors that control heat and glare, is designed for use in windows, 
skylights, transparent enclosures, and as sunscreens. Rohm & H;i;is. 
Philadelphia. Circle 248 nn Reader Service card 

M e d i t e r r a n e a n - s t y l e g r i l l e s 
of wood (with molded-plaslic 
head and sill) fit standard case
ment windows in three heights. 
Package includes bronze-finished 
hardware and restyled handle. 
Window frame need not be 
changed. Crestline. Wausau. Wis. 
Circle 298 on Reader Service card 

R e m o v a b l e v i n y l g r i l l e is 
available for all standard-size 
windows, can be sanded or cut to 
fit odd-size units. Grilles are 
shipped knocked down, can be as
sembled by hand {above) without 
special tools. Color choice: white 
or grey. Rimar. Mt. Joy. Pa. 
Circle 297 on Reader Service card 
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i 
M e d i t e r r a n e a n c a r v i n g s in 
three designs are appliqued on 
solid-core stock for interior or 
exterior use. Standard doors 
measure 3'0"x6'8", but manufac
turer will custom-design for any 
size opening. Maderas. Santa 
Barbara. Calif. 
Circle 247 on Reader Service card 

O n e - l i g h t s t o r m u n i t incor
porates tubular steel framing, an 
8" kick panel and a single panel 
of high-strength safety gla.ss. 
Four standard sizes up to 3'0"x 
7'0" are oflFered, in a choice of 22 
colors and finishes. Rusco. Pan
dora. Ohio. 
Circle 246 on Reader Service card 

 
H i g h - s t y l e d o o r k n o b with a fluted pattern is offered in a choice of 
brass, bronze or aluminum, each with several finishing options. Dimen
sions: knob diameter, 2"; projection: 2%". Weiser, South Gate, Calif. 
Circle 249 on Reader Service card 

S t e e l f o l d i n g d o o r is constructed of vinyl-laminated steel panels 
finished in a choice of four woodgrains: walnut, fruitwood. birch or 
oak. Widths range from 3'2" to 4'0"; heights from 6'8" to 8'0". Clopay. 
Cincinnati. Circle 296 on Reader Service card 

New products continued on p. 152 
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D E L T A 

Model 532 

D E L - D I A L S E R I E S 

Good Housekeeping'*) 
\ ^ OU»flANIt£S ^ 

Circle 111 on Reader Service card 

N E W . . . f o r C e m e n t , M a s o n r y , F l a g s t o n e s 

Lot's 
C E M E N T 

F L O O R 

S T A I N S 
, ''mam'mr 

Not a dye; not a paint 

For concrete, cemenf, all moionry lurfac 
insida or out . . . bofement floors, walkt, 
stapi, potiot, (un decki. 

Resist* moisture and abrasion, wilt not 
cracic, peel, or scale. Detergents ond bever
ages will not mar the flnlsh. It Is alcohol-
proof. 

Easy to apply with brush, roller, or spray 
. . . great covering power. Provides a 
uniform flat flnlih. 

Eight colors: Mint Green, Brownstonv, Brick 
Rod, Ouorry Groy, Evergreen, Cobbletfone 
Gray, Sandstone, Pipsfone Red . . . plus 
White and Black. 

r S A M U E L C A B O T INC. 
330 S. Terminal Trust BIdg., Boston, 

I Mass. 02210 
Please send color card and information on 

I Cabot's Cement Floor Stains. 

I 
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YOU'LL NEED 

ELECTRIC 
POWER 

T A K E 

M I T E - E - L I T E 
WITH Y O U 

2000 Watts 110 Volts 60 Cycle 
Light Weight — Trouble Free 

Generator carries 5 year Warranty. 

• No armature 
• No brushes 
• No arcing 
• No sparking 
• No radio interference 

Powered by Briggs & Stratton 

Also generators for 50 cycle, 400 cycle and direct 
current. Diesel engine available for standby or con
tinuous operation. See your Yellow Pages under 
Generators. Write for data on 5 models available. 

Name 

Address 

City 

M c c u l l o c h m i t e - e - l i t e 
I N C O R P O R A T E D 

210 S. Brooklyn Awe. Wellswille, N. Y. 14895 

Circle 113 on Reader Service card 

NEW PRODUCTS 
start on p. 126 

Kitchens 

Add e x t r a m a n p o w e r . . . 
without extra payroll! 
Reading Job-Planned Utility Bodies give your men more 
time to profitably service your customers by reducing 
time lost looking for parts and tools on your truck. 
Reading's job-planned compartments keep everything at 
your finger-tips — even the smallest parts are easy to 
see, easy to reach. Safer 
from weather damage and 
theft , too. And Reading 
quality gives you year after 
year of trouble-free service! 

Don't Pile it... ^ | 
FILE it 

in a 

Reading Job-Planned Utility Body 
Made by master mechanics for master mechanics. See 
your local truck dealer . . . or for name of local distributor 
send this advertisement with your name and address. 

READING BODY WORKS, INC., Dept. H 38 420 Gregg Avenue, P. 0. Box 14, Reading, Penna. 

H i g h - r i s e l a u n d r y m a t e s have eye-level control panels about 2' 
above the washer and dryer. Directly below the contols: built-in storage 
compartments spacious enough for detergent boxes and other laundry 
aids. Frigidaire. Dayton. Ohio. Circle 235 on Reader Service card 

C h r o m e - f i n i s h e d b u i l t - i n t o a s t e r that fits between studs takes up 
no counter space: it tilts out to toast (ri^lit) and fits flush with wall 
when not in use (left). Wall opening: ISVi" wide. 9" high. Nautilus. 
Freeland. Pa. Circle 244 on Reader Service card 

R e f r i g e r a t o r / f r e e z e r rolls on 
wheels, allowing the homeowner 
to move the entire unit to clean 
behind it. The 22-cu.-ft. model 
above incorporates decorator-
door feature. lets owner coordi
nate unit with kitchen decor. 
Tappan. Man.sfield. Ohio. 
Circle 241 on Reader Service card 

E l e c t r i c e y e - l e v e l r a n g e fea
tures a self-cleaning lower oven 
that u.ses temperatures up to 900° 
in cycles of one to four hours. A 
.safety lock—activated when the 
temperature reaches 550°—pre
vents door from being opened. 
Roper. Kankakee. I I I . 
Circle 242 on Reader Service card 
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F o o d - w a s t e d i s p o s e r thai in 
corporates stainless steel parts 
and a motor partially imbedded 
in epoxy to combat corrosion 
carries a lifetime parts warranty. 
The unit installs with snap-on 
mountings. Six models. General 
Electric. Louisville. 
Circle 236 on Reader Service cad 

A u t o m a t i c w a s h e r a n d d r y e r 
are offered in white, copper and 
avocado with teakwood control 
panels. Four washer models ac
commodate 16- to 18-lb. loads. 
Matching three-cycle dryers are 
available in a choice of gas or 
electric. Kelvinator. Detroit. 
Circle 243 on Reader Service card 

P a p e r - t o w e l d i s p e n s e r , in
corporating a two-shelf section 
for wax paper and foi l , etc., is 
installed through a rectangular 
cutout in the bottom of a wall 
cabinet. The unit's top offers ad
ditional storage space on top for 
spices. Murray. York, Pa. 
Circle 234 on Reader Service card 

S l i d e - i n r a n g e has a lift-up 
cooktop that overlaps the coun-
tertop. giving a built-in look with
out extra trim kits or molding. 
Optional feature: black-glass 
doors on oven and broiler sec
tions, Magic Chef. Cleveland. 
Ohio. 
Circle 240 on Reader Service card 

P r e f i n i s h e d h a r d w o o d c a b i n e t s with deep graining come in three 
styles: Colonial, Hermitage and Contemporary {above). They have 
die-cast pulls and knobs plated to simulate pewter. H . J. Scheirich. 
Louisville. Ky. Circle 255 on Reader Service card 

New products continued on p. 154 
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These are 
TECO 
Perma-Fix 
closet 
accessories 

They save 
up to 50% 
in closet 
installation time 

Send for F R E E catalog information on TECO's 
full line of labor saving fastening devices. 

; / TIMBER ENGINEERING COMPANY 
1619 Mass. Ave., N.W., Washington, D.C. 20036 

Circle 115 on Reader Service card 

M o v e t h e m u p t o t h e e l e g a n c e o f 

" T h a i - T e a k " F l o o r s 
WITHOUT MOVING THEM OUT OF THEIR PRICE RANGE! 

Thai-Teak (Botanical name, 
Tectona Grandis; imported 
from Thailand) is lustrous and 
uxurious . . . easy to maintain 

with just an occasional waxing 
. . . withstands the hardest 
wear . . . resists termites, rot, 
decay . . . is available at a cost 
that compares with medium-
priced carpet and vinyl . . . and 
comes in 85 different patterns. 

See our imcrt in Succ/'s Light Comlruc-
fioii Ca/ulofi. l or conipleic details, attach 
coupon helow to your firm'!: letterhead. 

SHOWN B i s k e t x e a v e Pat
tern in offices of Henyon & 
E c k h i r d t Adv. A ( e n c y in-
stalled b» Space Design Grp. 

q v O F E X C f ^ ^ 

208 
B A N G K O K I N D U S T R I E S , I N C . 
1S4S W. Paaayunk Ave.. Phila., Pa. 19145 
• Please send details on Tnai-Teak Custom Flooring. 
• Please have your representative call on me. 
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''BEAUTY OF A WHITEPRINTER'' 
4 2 ' . . . D I A Z O J E T M A R K I I 

F R E S H n e w d e s i g n a n d s t y l i n g S P E E D S 
your prints for only l - l / 2 c per sq . foot! 

Just look at these features, don't they 
make you want to take one home? 

1. World's most dependable dry whiteprinter. 
2. Prints and develops In one unit. 3. Makes 
prints up to 42" wide by any length at dramatic 
speeds. 4. MaKes sepias without turning them 
over, black line and foils. 5. Newest circuitry 
and design. 6. AufoStart Lamp and reverse 
switch. 7. VACU-FLO ammonia system (optional) 
never lets liquid ammonia enter the machme, 
elimmates daily handling. SEND FOR INFORMA
TION TODAY. 

7 DIFFERENT MODELS FROM $129.50 

T ^ o t o l i t e 

Send for free 
catalog. At
tach this ad to 
your letter
head and send 
directly to us 
for FAST re
sponse. 

81 
S A L E S C O R P . 

STIRLING. N.J. 07980 TEL.: (201) 647-1040 AJ-3 

Circle 117 on Reader Service card 

K I T C H E N 
CLAMOUR 

INSTALLS IN THE WALL! 

F R E E . . . SEND TODAY! Complete cata log of 
" g l a m o u r " p roduc ts to help c reate bet ter , more 
beaut i fu l k i tchens and baths . Inc ludes " w h e r e to b u y " l ist for your local i ty . 

SWANSON MANUFACTURING CO., 607 S. Washington St., Owosso, Mich. 48867 

DESKS VENT FANS KITCHEN "KADDYS" RANGE HOODS 

BATH HEATERS • TOASTERS • CLOCKS • BATH SCALES 

CAN OPENERS 

HESN PRODUCTS 
start on p. 126 

Tools and equipment 

R u b b e r - t i r e d t r e n c h e r is designed to provide traction close to 
that of a track-mounted machine. It digs up to 1,200' per hour, as 
deep as 64", as wide as 12", and comes with an angle dozer and a 
borer. Davis. Wichita. Kan. Circle 237 on Reader Service card 

P o r t a b l e a l t e r n a t o r for stand
by electric power has an air-
cooled engine ( rated at I 1.7 hp at 
1800 rpm), and can power a 2.5-
hp motor, plus 500 watts of 
lighting. Manual, electric or re
mote-starting models. Wincharger. 
Sioux City. Iowa. 
Circle 215 on Reader Service card 

P i c k u p - t r u c k c o v e r of gal
vanized steel features side and 
rear windows of impact-resistant 
acrylic piexiglas. It is finish 
painted inside and out with alu
minum lacquer, white enamel or 
a choice of colors. Collins. Cin
cinnati. 
Circle 238 on Reader Service card 

S t e e l c a u l k i n g g u n s provide 
maximum force at the nozzle 
with minimal trigger squeeze, 
plus 50% extra capacity. Top: 
drop-in cartridge gun; center: 
high-capacity air-pressure gun; 
hotlorn: hand-operated pressure 
gun. Kenmar, Philadelphia. 
Circle 231 on Reader Service card 

154 Circle 118 on Reader Service card 

L a d d e r - p l a t f o r m h o i s t fits 
any wooden or aluminum ladder 
with 12" rung spacing, but is 
recommended for use with a 
special 28' sectional ladder com
plete with platform of 200- or 
400-lb. capacity. With 100' cable. 
Reimann & Georger. Buffalo. 
Circle 239 on Reader Service card 
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P e a c h t r e e D o o r D i d 
What a steel! What a difference a gauge makes. 
Now Strato-Fold doors have 121/2% more s t e e l -
by thickness and weight. So sturdy. So quiet. 

What a steal! PEACHTREE DOOR refuses to sell 
23-gauge Strato-Fold doors at a premium price. 
Every Strato-Fold door is built with the same high 
quality materials and we don't charge a penny 
more. Furthermore, we refuse to manufacture a 
budget-basement door made from a lower-grade 
steel. 

What a deal! We use only 23-gauge. We sell at no 
extra cost. This means that you and your cus
tomers get more for the door and more for the 
dollar when you choose PEACHTREE DOOR's 
Strato-Fold. 

Introducing the Regency. Shown here is ttie 
Regency, the newest design in bi-folding closet 
doors. New narrow-line 3-inch louvers are uni
form width on every door size, and have matching 
panel design with beautiful die-cast knobs. The 
heavy gauge steel makes it so quiet and so sturdy. 
Available in six very vogue colors. Choose 6'8" 
or 8'0 heights for economical installations. The 
price? Unbelievably low. The Regency is only 
one of the Strato-Fold designs. You should see 
the other five! 

Who put 
23-gauge in 
closet doors 

changing 
the price? 

STRATO-FOLD 
Box 19682, Atlanta 30325 • Manufactured in Elkhart, Indiana 

PEACHTREE DOOR is the manufacturer of the original reversible sliding glass door in both wood and aluminum. 
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NEW PRODUCTS 
start on p. 12fi 

Tools and equipment 

 

W o r m - d r i v e s a w can perform continuously without overheating be
cause a new waterfeed attachment keeps the blade cool. The saw is 
powered by 13-amp motor, has removable diecast-aluminum handle. 
Black & Decker. Towson. Md. Circle 212 on Reader Service card 

S e l f - p r i m i n g p o r t a b l e p u m p for excavation, ditch and cais.son 
work pumps 13.800 gph at a total head of 50'. yet weighs only 106 lbs. 
Three other models with head capacities of f rom 20' to 100' are avail
able. Skil. Chicago. Circle 211 on Reader Service card 

E l e c t r i c h a n d s h e a r cuts 20-
gaugc steel at a rate of more 
than 25' per minute. The shear 
permits left-hand cuts with '/t" 
radius, right-hand cuts with 1" 
radius. Lumaside, Milwaukee. 
Circle 213 on Reader Service card 

T r a v e l i n g - a r b o r t a b l e s a w 
weighs about 600 lbs. Perform
ance rating per minute: two cuts 
up to 9'6" long in I " plywood. A 
2-hp motor is standard. Price & 
Rutzebeck, Hayward. Calif. 
Circle 214 on Reader Service card 

New literature starts on p. 15S 

KELLY SCREEDMATK 
L E V E L S ! C O M P A C T S ! V I B R A T E S ! 
SUPER SCREEDMATIC Is designed for use where 
heavier rigs are impractical. It can be used on 
bridge decks, highway approaches, turn-offs, 
drivewoys, parking lots, and general street or 
highwoy applications. 

Road grovel Is laid to grade accurately and effi
ciently wilh SUPER SCREEDMATIC, by use of 5/8" 
plywood sheathing noiled to the lead strike-off. 
Besides loying sand or gravel to fine grade 
elevation, accurate landscaping can also be 
accomplished. 

This driveway ond approoch was screeded at the 
rote of 220 square feet per minute wilh the Kelly 
SUPER SCREEDMATIC! Note the toper of the 
strike-offs to assure full vibration to the ends. 
SUPER SCREEDMATIC is operated by one, two or 
three men, depending on the span and slump. 

changing 
your 

a d d r e s s ? 

——w 
ATTACH LABEL HERE 

Please give five weeks notice before change ol address 
becomes effective. At tac l i mailing label here and print your 
new address below. If you have any qupstion about your 
subscrlpiion, Include address label with your letter. 

MAIL TO 
House& Hotne, P.O. Box 430, Hightstown, N.J. 08520 

I your mailing address 

I city zip code 

I your firm name 

I firm address 

I city zip code 

I type of business 

I your title or position 

Bridge decks con be screeded efficiently with a 
low-cost SUPER SCREEDMATIC! This 292 foot 
Interstate overpass bridge deck was poured and 
finished in b'fy hours! Also available, the SCREED
MATIC, gas or electrically powered. See your 
distributor or contoct: 

I N D U S T R I A L C O M P A N Y , B o x 4 6 7 , B e r e s f o r d , S . D a k . 57004 

T O E N T E R OR E X T E N D Y O U R SUBSCRIPTION. 
C H E C K H E R E : 
• N E W 

• R E N E W A L 
• ONE Y E A R S6.00 

• T H R E E Y E A R S SI2.00 

M A I L R E M I T T A N C E T O 
House & Home, P.O. Box 430, Hightstown, N.J. 
08520—Rates Apply to U.S. & Canada Only— 

want 
your 
own 
subscr ip t ion? 
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" I don't know who you are. 

I don't know your company. 

I don't know your company's product. 

I don't know what your company stands for. 

I don't know your company's customers. 

I don't know your company's record. 

I don't know your company's reputation. 

Now—what was it you wanted to sell me?'* 

MORAL: Sales start before your salesman calls —with business publication advertising. 

H o u s e & H o m e McGRAW-HILL 
Market-Directed 

P U B L I C A T I O N 
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NEIV LITERATURE 

BUTT 
JOmT?> JOIKT0 

FOOTnTG 
L A P CTOJSNEK. AND FEAMES TO 

JOINTS JDIKT5 F-LOOK. JOINTS $rDE WALL0 
QL/\2INQ EXTEEIOR 

POIMTINa JOINTS 
C T K A C K E D 

W A L L S 

Two guides tell what to expect from elastomeric sealants 
PiEECrroH or 
N O r S L E APVANCm-

S e a l a m t 

P R O P E R I N S T A L L A T I O N requires that a portion 
of the sealant precede the advancing nozzle. 

They should be easy to apply, have good 
wetting properties, be able to stretch with
out loss of adhesion, show good recovery 
as the joint clo.ses and .show little or no 
shrinkage. 

There are wide distinctions, however, 
between the many sealants classified as 
elastomeric. So the Carlisle Corp. has come 
up with a comprehensive bulletin that will 
help you decide which sealant to use. High
lighting the bulletin: a chart that illustrates 
typical applications (above) for three prod
ucts: 1) hypalon one-component sealant. 
2 ) butyl calk and 3 ) latex calk. The seal-
ant's position is shown in dark grey. 

A second bulletin, part of the Canadian 
Building Digest series, comes up with these 
conclusions: 1 ) design the joint so the 
seal is located where it will have the least 
critical function to perform, 2 ) design it 
to protect the sealant from factors that 
may cause deterioration. 3) select the seal
ant in accordance with its properties and 
the conditions to which it will be subjected. 
4 ) see that it is properly installed (dia
gram, l e f t ) . 

For more information from Carlisle 
Corp.. Carlisle. Pa. Circle 375 on Reader 
Service card. For the Canadian Building 
Digest. Circle 376 on Reader Service card 

For copies of free literature, circle the indicated 
number on the Reader Service card, p. 143 

C O N C R E T E T E R M I N O L O G Y . The first edition of 
a pocket-sized glo.ssary contains the terms most 
used in the cement and concrete industry. For a 
copy send $3 to: Publications Dept., American 
Concrete Institute, P.O. Box 4754, Detroit. Mich. 
48219. 

S O U N D - C O N T R O L S Y S T E M S . The advantages 
of wood-framed partitions for sound control are 
cited in an 18-page booklet that contains detailed 
cross-section drawings and specs. With stc and 
fire-resistance ratings. Western Wood Products 
Assn., Portland, Ore. Circle 300 on Reader Service 
card 

C O N S T R U C T I O N M A T E R I A L S . Thirteen design 
ideas that utilize manufacturer's line of building 
products highlight a well-iiiuslrated 32-page book
let. Subjects include waterproofing, fire-protection 
and termite and decay protection—in areas from 
roofing to flooring. Koppers, Pittsburgh. Circle 301 
on Reader Service card 

S E A M L E S S F L O O R I N G . A four-color brochure 
displays and describes a complete line of re
silient flooring and wall coverings. The product's 
advantages for both residential and commercial 
use are cited. Twelve pages, with specs. Torginol 
of America, Montebello, Calif. Circle 302 on 
Reader Service card 

P L A S T I C - r i N I S H E D P A N E L I N G . Four new 
woodgrain patterns and colors are included in a 
four-color brochure describing the full line. The 
paneling is available in a wide choice of substrate 
types and sizes as well as patterns and colors. 
Photos and diagrams detail installation methods. 
Videne, Akron, Ohio. Circle 303 on Reader 
Service card 

C E I L I N G S Y S T E M S . A comprehensive 40-page 
booklet is a reference file for acoustical ceiling 
systems, lay-in panels, perforated and fissured 
tiles, companion lighting fixtures. Includes time-
rated floor/ceiling assemblies. Design characteris
tics, dimen.sions and specs. Celotex, Tampa, Fla. 
Circle 304 on Reader Service card 

R E S I D E N T I A L C H I M E S . A new line of door 

chimes gets the spotlight in an eight-page catalog 
in full color. Also included: lighted pushbuttons 
and accessories. Emerson Electric. St. Louis. 
Circle 305 on Reader Service card 

R E S I L I E N T F L O O R T I L E S . Color-comparison 
charts that include vinyl-asbestos and asphaii-tile 
lines of eight manufacturers simplify selection of 
floor tile by style and color. Asphalt & Vinyl-
Asbestos Tile Institute, New York City. Circle 
306 on Reader Service card 

S H E L V I N G S Y S T E M S . More than 25 wall and 
floor-to-ceiling arrangements are displayed in a 
four-color brochure thai includes suggestions on 
the best place to put them. Grant Pulley & Hard
ware, West Nyack, N.Y. Circle 307 on Reader 
Service card 

P L A S T I C - F I N I S H E D P A N E L I N G . Four-color 
photos illustrate manufacturer's complete line of 
wall panels, including woodgrains, solid colors 
and textures like travertine and leather. Accessory 
moldings are also shown. Marlite, Dover, Ohio. 
Circle 308 on Reader Service card 

E X T R U D E D B R A S S . Twenty-six-page booklet 
contains sections on extruded angles, channels, T 
sections, rectangular rods and tubes. Includes 
dimensions and weight per ft. Anaconda Ameri
can Brass, Waterbury. Conn. Circle 309 on 
Reader Service card 

B A C K H O E / L O A D E R S . An eight-page brochure 
enumerates—with photos and specification tables 
—the advantages of owning loader units in the 
90 hp class, and their attachments. International 
Harvester, Chicago. Circle 310 on Reader Service 
card 

T R O W E L - T R A D E T O O L S . A 64-page catalog de
scribes and illustrates more than 1,200 tools for 
six trades, including block and stone masonry, 
cement finishing, plastering, drywall hanging and 
finishing. New tools include a gasoline-powered 
hand saw for cutting concrete expansion joints 
and masonry units. Goldblatt Tool, Kansas City, 
Kan. Circle 311 on Reader Service card 

W H O L E S A L E B U I L D I N G M A T E R I A L S . The 1968 
catalog of a building-materials wholesaler an
nounces this bonus: It will pay full freight on all 
orders totaling more than $250 east of the con

tinental divide; and on orders above $350 in 
the rest of the U.S. Morgan-Wightman Supply. 
St. Louis. Circle 314 on Reader Service card 

A L U M I N U M P R O D U C T S . Full-line catalog in
cludes manufacturer's aluminum swimming pools, 
siding, doors and windows. Six pages. Interna
tional Aluminum, Moonachie, N.J. Circle 312 
on Reader Service card 

S I N G L E - C O N T R O L F A U C E T S . Kitchen, lavatory 
and tub-and-shower styles are displayed in a ten-
page catalog that also explains characteristics 
and line's unconditional guarantee. Vance, Chi
cago. Circle 313 on Reader Service card 

I N T E R I O R P A N E L I N G . Information on wood-
grained-plywood, vinyl-overlay and natural-hard
wood panels makes up a 24-page catalog in full-
color. Includes installation instructions. Evans 
Products. Riverside, Calif. Circle 350 on Reader 
Service card 

R O O F C O A T I N G S . A 32-page catalog of paints, 
coatings and maintenance products includes data 
on how to apply each product, its drying time 
and coverage data. Amspro Products, Cleveland. 
Circle 351 on Reader Service card 

V I N Y L - S I D I N G S Y S T E M . Brochure (of interest 
to lumber dealers and prefabbcrs) tells how to 
custom laminate vinyl siding in your own shop. 
Company leases laminating equipment on a 
franchise basis. Morgan Adhesives, Stow, Ohio. 
Circle 352 on Reader Service card 

F A N S . Full-line catalog presents manufacturer's 
residential, commercial, institutional and attic 
models. It details operating features, contains 
performance charts, and explains how to install. 
Emerson Electric. St. Louis. Circle 354 on Reader 
Service card 

A L U M I N U M - S I D I N G A P P L I C A T I O N . In light of 
a shortage of applicators, the Aluminum Assn. 
has tried to simplify installation steps to the point 
where unskilled labor can master them. Result: a 
manual that shows in detail—with photos and 
diagrams—how to apply the .siding. Aluminum 
A.ssn., New York City. Circle 355 on Reader 
Service card 
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, The next step 
in your career 
could dq wonders 
for your income 

It could also do wonders for your family. 
If you're an experienced executive who knows 

how to build and sell homes, we've got a position for you that 
w i l l equal or better the income you're enjoying now, and 
put you close at hand to even greater opportunities in one of 
the finest, fastest growing companies of its kind in the country. 

Briefly, we've just started our fifteenth year 
as an on-your-lot builder. During the past year we completed 
over six hundred homes in the medium and higher priced 
ranges, and grossed over $15 million. Our company is 
expanding heavily in 1968, and we need capable executives. 

We now have eleven divisions operating 
in South and Central Florida, and we're ready to set up 
two more. We're seeking, therefore, two exceptional 
executives to manage these branches on a partnership-type 
profit participation plan that is now earning an average of 
$35,000 a year for our managers, wi th a few over $40,000. 

For the man who can qualify, 
the rewards can be great. 

After a period of orientation, the successful 
applicant w i l l assume complete charge of a new division. 
There w i l l be no ceiling on his earnings. The more the 
division earns, the more the manager earns. And since all 
divisions are owned by the parent company, there w i l l be no 
financial investment of any type, either required or solicited. 

The man who qualifies must have a history 
of experience in home construction as either owner 
or management executive. Such a man must be able to 
withstand a penetrating examination of background, 
character and work history. 

In 1967 some of our managers earned in the 
forties. In 1968 we expect some w i l l be earning in the fifties. 
Perhaps you'l l be one of them. There's one way to find out. 

Send your resume in confidence to: 
Kenneth J . Schwartz, Executive Vice President 

HOMES, INC. 

1440 Gulf to Hay Boulevard Clearwater. Florida 33515 Telephone; (813) 442-7151 
Circle 105 on Reader Service card 

America's best builders 
m\\ wonders this easy way. 

C o i o f t e l J ^ t m 

STANDARD SIZE 

ORNAMENTAL IRON 
. . . adds eye-appeal and individuality 

to your homes and apartments. 
America's best builders use Colonel Logan Ornamental 
Iron to add distinction to apartments and homes in every 
price range. Standard sizes keep costs low. 
FREE 16-page catalog. 
Jam-packed wi th i l lust rat ions of al l the 
wanted designs in co lumns , ra i l 
ings and decora tor accessor
ies. Al l s tandard-s ize to 
save money over cus tom 
i ronwork and insure 
fast del ivery. 
FREE "Decorative 
Ideas in I ron" book. 
Profusely i l lust rated, 
new book shows 
how l i t t le touches of 
i ron create sales-
spark ing magic 
indoors and out. 

Both books FREE! Mail this coupon today! 

101 Cabel St. Louisville, Ky. 40206 
Please rush me your new "Decorative Ideas in Iron" 
book and new catalog. 

Name. 

Address. 
City State ZIP 

Western District: 1426 S. Santa Fe Ave., Los Angeles, Calif. 90021 
Circle 121 on Reader Service card 159 
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Admiral Corporation 
Ador Corp. (Sub. of Rusco 

Industries, Inc.) 
Aluminum Company of America 
,^mcrica^ Olean Tile 
American Plywood Association 
Andersen Corporation 
Azrock Floor Products 

B. F. Goodrich Chemical Go. 
Bangkok Indu.siries 
Berger & Sons, Inc.. C. L . 
Bethlehem Steel Corp. 
Bilco Company 
Bird & Son. Inc. 
Blu-Ray. Inc. 
Boise Cascade Corp. (Bldg. 

Products Div.) 
Broan Manufacturing Co. 
Bruce Co.. Inc.. E. L . 
Bruner Corp. 
Bryant Manufacturing Company 

Cabot. Inc.. Samuel 
California Redwood As.sociation 
Cameron Brown Company 

Carrier Air Conditioning Co. 
Casings, Incorporated 
Certain-Teed Products Corp. 
G F & I Steel Corp. 
Chevrolet Motor Div. 

(General Motors Corp.) 

Day & Night Mfg. Co. 
Delta Faucet Company 
Duo Fast Fastener Corp. 
DuPont de Nemours & Co.. 

Inc., E. I . (Building Products) 

Edison Electric Institute 
Eljer Plumbingware Division 

(Wallace-Murray Corp.) 
Emerson Electric Co. (Builder 

Products Div.) 
Float-Away Door Company 
Florida Gas Transmission Co. 
Frantz Manufacturing Co. 
Frigidaire Division (General 

Motors Corp.) 

Georgia-Pacific Corp. 
Gerber Plumbing Fixtures Corp. 

Hager Hinge Company 
Hercules. Inc. 
Holub Industries, Inc. 
Homasote Company 
Honeywell. Inc. 
H-P Products. Inc. 

Inland Homes Corporation 
In-Sink-Erator Mfg. Go. 
International Paper Company 

(Long-Bell Div.) 

Kaiser Aluminum & Chemical 
Corp. 

Kardon Investment Co. 
Kelly Industrial Go. 

134. 135 Kemper Brothers, Inc. 
21 Kentile Floors. Inc. 

129 Kingsberry Homes 
70 KitchenAid Home Dishwasher 

Div. (Hobart Mfg . Co.) 
131 Kohler Company 
39 Koppers Co., Inc. 

42. 43 Leigh Products. Inc. 
120 Lennox Industries. Inc. 
45 Lite-Beam Div. (Am-Finn 

Sauna. Inc.) 
159 Logan Company 

152 McCulloch Miie-E-Lite 
34 Magivac Div. (John E. Mite) 

142 Marlite Division (Masonitc 
Corporation) 

8. 9 .Moe Light Division (Thomas 
Industries. Inc.) 

28 Morgan Company 

59 National Association of Coin 
Laundry Equipment Operators 

144W3 Norris Industries 
1. 2 NuTonc 

127 Olympic Stain Company 
40, 41 Owens-Coming Fiberglass Corp. 

(Home Building Products 
Div.) 

33 Ozite Corporation 

61 Paslode Company 
155 Peachtree Doors. Inc. 
20 Pease Woodwork Company 

137 Philip Carey Mfg. Co., The 
150 Plan Hold Corp. 

38 Pomona Tile (Div. of American 
Olean) 

55 Potlatch Forests. Inc. 
14. 15 Price Pfister Brass Mfg. Go. 

150 Proctor Products Co., Inc. 

152 Reading Body Works. Inc. 
78 Red Cedar Shingle & Handsplil 

Shake Bureau 
32 Reinforced Plastics Division 

(Reichold Chemicals. Inc.) 
154 Rotolite Sales Corp. 

I44N8 Rowe Mfg. Co. 
159 Rutenbcrg Homes. Inc. 
48 Scheirich Co.. H. J. 

132. 133 Scholz Homes. Inc. 
108 Sloane Mfg. Division. R. & G. 
140 Smith & Loveless 
35 Speakman Company 
49 Standard Dry Wall Products. 

Inc. 
154 Swanson Manufacturing Co. 

141 Tappan Company 
4 Tile Council of America. Inc. 

153 Timber Engineering Company 

I44EI. M6 United Cabinet Corp. 
N4, SI 

3rd Gov. United Slates Gypsum Go. 
36 United States Plywood Corp. 

57. 58 United States Steel Corporation 
148. 149 United States Steel Homes 

(Div. of U.S. Steel Corp.) 

23 Weiser Lock 
37 Weslock Company 
71 Western Wood Products 

Association 
144M2. N2 Weyerhaeuser Company 

60 Whirlpool Corporation 
62 Wiegand Company. Edwin 
56 Wood-Mosaic Corp. 

ADVERTISING SALES STAFF 
A T L A N T A 30309 
Glenn P. MacNerland. 
1375 Peachtree St. N.E. 
(404) 892-2868 
B O S T O N (12116 
David Persson 
McGraw Hill Bldg.. 
607 Boylston St. 
(617) 262-1160 
C H I C A G O 60611 
John L. Filson: 
James R. Schaffer; 
Ray W. Stoddard, 
645 N. Michigan Ave.. 
(312) 664-5800 
C L E V E L A N D 44113 
Milton H. Hall. Jr. 
55 Public Square 
(216) 781-7000 
D A L L A S 75201 
Richaril Poole, 
1800 Republic Nail. Bank Tower 
<2\4) 747-9721 
D E N V E R 80202 
Edward C. Weil 111, 
1700 Broadway. 
(303) 255-5483 
D E T R O I T 4822'. 
Stuart G. McKcnzie 
2600 Penobscot Bldp. 
(313) 962-1793 
H O U S T O N 77002 
Kenneth G. George, 
2270 Humble Bldg. 
(713) 224-8381 
L O S A N G E L E S 90017 
Donald Hanson. 
1125 W. Sixth St.. 
(213) 482-5450 
N E W Y O R K 10036 
Donald Thompson 
500 Fifth Ave.. 
(212) 971-3686 
P H I L A D E L P H I A 19103 
Robert E. Heisserman 
Six Penn Center Plaza 
(215) 568-6161 
P O R T L A N D 97204 
Harry Abney, 
VIohawk Blcli:.. 
222 S.W. Morrison St.. 
Suite 218 
(503) 223-5118 

S A N F R A N C I S C O 94111 
Dwijiht Lowell. 
225 California St., 
(415) 362-4600 

A D V E R T I S I N G 
P R O D U C T I O N M A N A G E R 
Vito De Stefano 
McGraw Hill, Inc. 
330 West 42nd St. 
New York, N . Y. 10036 
(212) 971-3204 

i 

The advertising index and reader service numbers published by 
HOUSE & HOME is a service to its readers. HOUSE & HOME does 
not assume responsibility to advertisers for errors or omissions. 
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W denotes Western edition 
M denotes Mid-Western edition 
N denotes North Central edition 
E denotes Eastern edition 
S denotes Southern edition 

SW denotes Southwest (SwingI 
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