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(Helps you sell homes faster!) 

Introducing: The Kid-Cushioned Floors. 
What do we mean by Kid-Cushioned? 
Beautiful floors that can take a beating 
and not show it. 
A new idea in vinyl floors that sells 
houses faster because it's a benefit 
buyers want. 
Kid-Cushioned Floors 
aren't just plain, ordinary vinvl. But 
proved Congoleum cushioned vinyl. 
Proved because its extra vinyl 
cushions its beauty 
against the beating floors take from kids, 
"lookers" and home-buyers 
... better than other floors. 
They have the cushion-in-the-middle. 
So when children jump-up-and-down, 
rassle & rough-house, the cushion "gives." 
Then bounces back to its original beauty. 
Scuffs? Scratches? Marks? 
Forget 'em! 
Our vinyl is tougher & thicker. 
Spills? Dirt? Accidents? 
Forget about them, too. 
Kid-Cushioned Floors come clean fast! 
"How about installation?" 
Fast & easy. 
Kid-Cushioned Floors 
won't crack or split in cold weather. 
They stay flexible. And many install on any grade. 
Thanks to our famous White Shield* backing. 
"How about choice?" 
Kid-Cushioned Floors come in 
the widest range of color-pattern combinations 
to ease your decorating problems. 
Yet Kid-Cushioned Floors never cost more 
and usually much less than their imitators. 
BUILDERS BEWARE: 
There's only one KID-CUSHIONED FLOOR. 
It was invented & perfected by us: Congoleum 
For complete details see your floor covering contractor. 

IVi .i.m Tile ™, Spring* Luxury Cushioned Vinyl: Terracotta. 
Like all our installed cushioned vinyl floors, it meets all F H A requirement" 
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T h e n e w l a n g u a g e of p e o p l e w h o t a l k to t h e m s e l v e s 6 9 
From "block grant" to " v i a b l e " — H O U S E & H O M E ' S very special definitions of 
the very special words so dear to the housing industry's talkative critics 

F E A T U R E S 

H o u s i n g f o r p e o p l e w h o h a v e e v e r y t h i n g — b u t d o n ' t w a n t i t 7 0 
In a new West Coast project, $38.750-$49,500 townhouses make their biggest 
appeal to couples who are tired of maintaining homes worth up to $115,000 

H o w to r u n a n a p a r t m e n t e m p i r e l i k e a m o t e l c h a i n 7 8 
That's the aim of a 34-year-old former real estate man who calls himself "the 
nation's No. 1 landlord" and is set up to manage 35.000 units in 14 states 

T h e b e s t of t r a d i t i o n a l a n d c o n t e m p o r a r y 8 3 
Yesterday's design need not be old-fashioned, just as today's need not be cold 
and emotionless. Here are three architect-designed houses that make the point 

S p r a y - o n p l a s t i c fo r t h e r m a l i n s u l a t i o n 9 0 
I f you want insulation that's at least twice as effective as any other—and if 
you don't mind spending more—chances are you'll soon be using urethane foam 

N i n e c u s t o m k i t c h e n s w i t h i d e a s fo r t h e m e r c h a n t - b u i l t h o u s e 9 4 
Items in this H&H Design File: cabinets of translucent glass, backsplashes that 
are actually strip windows, a snack bar that folds up to fo rm a backsplash 
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F a n n y M a y p l a n s a m o v e in to c o n v e n t i o n a l m o r t g a g e s 1 2 

Agency's Ray Lapin would extend new mortgage securities to conventional loans; 
he also wants legislation to guarantee such loans and set up a secondary market 

B u i l d e r , b e w a r e ! — N A H B c h i e f s o u n d s w a r n i n g o n e q u i t y d e a l s 8 

President Gene Gullcdge cautions the homebuilding industry it may be giving up 
more than it gains when it allows lenders a share of its ownership or profits 

M o b i l e h o m e i n d u s t r y m o v i n g in o n m u l t i f a m i l y h o u s i n g 2 4 
Redman Industries makes the first purchase of a big apartment building company, 
it pays builder Jack Bertoglio S6V2 million for Kansas Quality Construction Inc. 

D E P A R T M E N T S 
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N e w P r o d u c t s 
New L i t e r a t u r e 
R e a d e r S e r v i c e C a r d 
A d v e r t i s i n g I n d e x 
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1 2 1 
1 4 0 

C o v e r Townhouses built by Brown & Kauffmann. selling for $38,750 to 
$49,500. Architect: Donald Blair. Photo: Ernest Braun. For story see 

page 70. 

N E X T M O N T H 

Five apartment projects for tight sites . . . New ideas to add sales appeal to your 
house and apartment bathrooms . . . The Negro market: A first-of-its-kind sur
vey turns up surprising results . . . A n eight-house experimental project compares 
new approaches to low-income housing . . . New concrete forms that stay in place 
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Convention '69: Houston gives NAHB its biggest and best 

 

CONVENTION'S K E Y MEN are (I . to r.) Stanley Waranch , convention chairman; Judge Roy Hof-
heinz. Astrodome's creator; L loyd C l a r k e , NAHB'S ex-president, and Houston Mayor Louie Welch. 

The National Association of Homebuilders, 
47,000 strong, swarmed into Houston and 
overflowed it and every town or hamlet 
within 50 miles. And they staged an exuber
ant convention; f rom the moment NAHB'S 
outgoing President Lloyd Clarke rode a be
decked stallion into the fabulous Astro
dome to open the show, the convention was 
the biggest and brightest and best that either 
Houston or the builders had ever seen. 

The larger-than-life aspects of space-age 
Houston and its Astrodomaine lent a 
wonderland atmosphere to the gathering. 
And the newness of it all overshadowed the 
convention's more conventional concern 
about tight money and its alarm over rising 
lumber prices. 

T h e d r e a m r i d e . The convention was 
guided by Houston's incredible promoter, 
Roy Hofheinz. Judge Hofheinz not only 
lured NAHB'S silver anniversary meeting 
f rom Chicago, but also took command of 
it in Houston, cradling the conventioneers 
in opulence unlimited. He threw open his 
Astrodome for a bullfight, and his seven-
floor living quarters at the dome to a parade 
of builders and newsmen. And he helped 
rustle up the transportation the builders 
needed to enjoy his city, augumenting the 
meager taxi fleet of 600 with 1.100 private 
cars. 

The colorful judge and the NAHB found 
themselves fast friends. 

" I t wi l l be a long and happy marriage," 
said the judge. "We proved Houston can 
handle the convention, and we'll keep i t . " 

S t u d y in s u c c e s s . Total registrations 
ran to 47,000, an imposing 11,000 more 
than peak attendance in Chicago and 7,000 
beyond NAHB'S fondest pre-convention esti
mates. 

"The unscheduled arrivals astounded us," 
said President Clarke. "The hotels are f u l l . 
I don't know where they can be staying." 

They were staying everywhere f rom 
Clear Lake City (25 miles away) to Galves
ton (50 miles) and Beaumont (80 miles), 
for Houston has only 15,000 hotel rooms. 
Yet for all of the difficulties, there were sur

prisingly few complaints. And Judge Hof
heinz brushed off the housing woes: 

" I f Chicago had had to absorb the extra 
enrollees we had here, you would have been 
quartered in Gary and Cicero." 

"Some 8,000 women came here com
pared to only 1.100 in Chicago. Gar}' and 
Cicero are to the tastes of some conven
tioneers but usually not to wives and daugh
ters." 

P r o f i t fo r b o t h . A t Houston's estimate 
of $50 per day per visitor, the five-day 
meeting brought $10.5 million into the city. 
And exhibitors provided additional income 
via transportation and erection costs in pre
paring their displays. 

As for NAHB , it sold space to 470 exhibi
tors and overshot its own estimates of reve
nue f rom exhibitors by 50% . In all the Chi
cago years, the show never topped 370 dis
plays. 

The ingenuity and high style of some dis
plays nearly outshone the products. Booths 
were spread through the wide-open spaces 
of the Astrohall. and builders roamed isles 
that were 30% wider and saw exhibits that 
were often two stories higher than those in 

Chicago's McCormick Place. 
"We were coming into a new environ

ment, so we tried new ideas." one exhibitor 
said. 

The products emphasized homebuilding's 
growing sophistication—fewer earth-mov
ing machines and more management devices 
and computers. There was a new emphasis 
on slick merchandising. And glamorous 
products included new bathroom fixtures, 
synthetic wood paneling and a profusion of 
new carpeting. 

C o n t r o v e r s y . The NAHB'S board of di

rectors triggered the only controversy of 
consequence. The board voted down a re
solution urging the government to raise the 
6 3 4 % interest ceiling on FHA-VA mortgages 
to bring more money into the mortgage 
market. The vote brought immediate ex
pressions of near outrage f rom most of the 
meeting's economists and financial leaders. 

" I can't see the sense in that action," said 
Executive Director Oliver Jones of the 
Mortgage Bankers Assn. to a panel on mort
gage financing. " I t says to me that you 
really don't give a damn about FHA-VA mort
gages." 

The board warned homebuilders about 
two things—lenders' growing penchant for 
equity financing and the escalation of lum
ber prices. 

Philadelphia builder Joseph A . Singer 
said, "The most expensive house to build 
right now is a log cabin." 

Incoming NAHB President Eugene A . 
Gulledge announced the formation of a joint 
industry committee with Gene Brewer, 
president of U.S. Plywood-Champion Paper 
Co., to study the lumber problem. 

N e w l e a d e r s . In an election without sur
prises, the directors elected Gulledge, of 
Greensboro, N.C. , to succeed Clarke as 
president. Louis R. Barba of Chatham, N.J. , 
became vice president and John A . Stastny 
of Chicago became second vice president 
and treasurer. Stanley Waranch of Norfo lk , 
Va., was chosen to step aboard the leader
ship ladder as vice president and secretary. 

NEWS continued on p. 8 
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t h e a p p l i a n c e s 

k i t c h e n 

s a l e . . . at every price level 

Middle-of-the-road prices 
Extra convenience 
Select a 30" Wall Oven with Electri-clean, a 
Cooking Top and an Undercounter Custom 
DeLuxe Dishwasher. Other Middle-of-the-
road selections might well include a 16.6 cu. 
ft. Refrigerator, FROST-PROOF and ON 
R O L L E R S , plus a 2-speed Washer with 
Durable Press Care plus Matching Dryer. 

 

Just a little more 
for luxury living 
Here's the kind of lavish convenience 
she's really looking for in kitchen ap
pliances. They offer so much more. This 
Refrigerator has just about everything 
going for it. Side-by-Side styling, Auto
matic Ice Maker, and it's 21.9 cu. ft. 
Twin 30 T W O - O V E N Range with 
Electri-clean lower oven, too, plus a 
Custom Imperial Built-in Dishwasher. 
All with Designer Doors or optional 
door kits (she can decorate them with 
just about anything she dreams up). 

Prigidaire bothers to build in more help 

The Frigidaire 
Quantity Sales 
Representative 
in your area has 
the facts, figures 
and ideas for 
kitchens that 
SELL! Call him 
today. 
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Gulledge to builders: Beware of lenders' equity demands 
NAHB'S incoming president cautions build
ers that they may be giving up more than 
they realize. 

Stepping into office when major lenders 
are demanding ever wider participation in 
the builder's equity or profit ( N E W S , D e c ) , 
Gulledge is concerned lest the financial 
giants gobble up large segments of the hous
ing industry. 

"They may ask only 3% of a builder's 
equity today, but it might be 10% tomor-

 
 

 

NAHB'S G U L L E D G E 
He ponders problems . . . 

row, or 20%, or finally, the lender could 
be building and owning the property. 

"This trend could trigger legislative in
quiries to determine whether it is really 
good for the nation. I f lenders feel that 
traditional methods cannot bring the return 
on investment that is needed for healthy 
growth, then this represents a departure 
that should be weighed for its effect on 
housing and upon the entire economy." 

T h e c l o u d y s k i e s . Gulledge concedes 
that the equity movement is not yet a fu l l 
blown storm, but he warns that it is more 
than just a cloud on the horizon. 

" I understand that with many lenders, 
equity participation becomes a negotiating 
factor in every multifamily development 
that comes to them," he explains. 

Gulledge also doubts the wisdom of 
mergers and acquisitions of major builders, 
especially by building materials producers. 
He feels that the advantages to a manu
facturer of buying into successful housing 
producers might be offset by a reluctance 
among other builders to buy f rom com
panies they feel are competitors. 

Warns Gulledge: " I f a supplier of ma
terials is going to become a competitor as 
well, it seems to me that builders wil l have 
to make a business judgement about the 
advisability of buying materials or products 
from that competitor." 

M a r r y y o u r o w n . Gulledge thinks that 
mergers or joint ventures between builders 
might be a healthier way of growing than 
selling out to. or merging with, major manu
facturers or conglomerates. 

"These sell-outs are a perfectly logical 
effort by successful builders to get their 
equities out of their companies, to give them 
a reliable pool of capital to draw upon or 
even to retire," he concedes. "But, although 
we are faced with a tremendous demand for 
housing, there wil l be hills and valleys in 

that boom. I f a market grows slack, cor
porate boards might look to get rid of in
vestments that are not pulling their weight. 
I wonder about the staying power of some 
of these sudden new converts to housing." 

T h e r o s y f u t u r e . For all of these words 
of caution, Gulledges' views of the housing 
industry and his association's prospects are 
cheerful in the extreme. 

A t 49, the Carolina builder takes over 
the presidency when NAHB'S fortunes have 
never looked better. Membership is at an 
all-time high of 52,000, the Houston con
vention was the biggest ever held, and the 
demand for housing is now out-running 
the industry's ability to produce it , and in
ventories of unsold or unrented housing are 
virtually non-existent. 

Gulledge sees even wider growth for the 
apartment boom. He believes new types of 
multifamily developments wi l l evolve for 
family living and for the single persons and 
young couples that comprise today's pri
mary market. The construction of co-ops 
and condominiums represents another op
portunity for builders, he feels. 

"As our apartment dwellers get older and 
earn more money, builders may tackle the 
for-sale market here," Gulledge explains. 

. . . and speculates on some 
possible solutions . . . 

M a n p o w e r . Like so many NAHB presi
dents, Gulledge is concerned about hous
ing's labor supply. He now doubts that it 
is capable of producing all the housing that 
will be needed. 

"Training new men takes a long time 
and present training programs are just a 
piddling effort," he points out. "There is no 
real commitment on the part of govern
ment or unions to take the crisis steps." 

As one solution. Gulledge suggests that 
federal wage-hour laws be modified for bet
ter utilization of available workers. 

" I f we could work men 50 or more hours 
during a good-weather week without over
time penalties, we could compensate for the 
30-hour week that bad weather will enforce. 
The men would average 40 hours pay for 
both weeks. Maybe what we should work 
for are guaranteed annual hours rather 
than a guaranteed annual wage." 

G o v e r n m e n t . The new NAHB leader 
looks for excellent cooperation between 
housing and the Nixon administration. The 
appointment of George Romney as Secre
tary of Housing—"a production man who 

is also a sound administrator"—is encourag
ing to him. Says Gulledge: 

"Romney has the background and the 
track record. He wil l seek out those parts 
of the housing assembly line that have 
stopped producing, and he w i l l ask why." 

Daniel Moynihan's role in the new Coun
cil on Urban Affairs also looks promising 
to Gulledge: 

"We think Dan Moynihan's talents will 
be well used. The emphasis that his appoint
ment gives to housing in urban areas is en
couraging. He is enough of an iconoclast 
and a pin-pricker to keep bureaucrats f rom 
becoming settled. He can ask the difficult 
questions without having to suggest the 
answers." 

The NAHB leadership wil l concentrate on 
helping the new administration get the 
most out of the Housing Act of 1968, ac
cording to Gulledge. 

"The problems and tools are the same," 
he says. "Even much of the personnel wil l 
be unchanged." 

C i t y h a l l . Gulledge is convinced that 
another useful contribution he can make is 
to improve the communication and coop
eration between builders and the nation's 
mayors. He has already won a welcome 
f rom the League of U.S. Cities. 

"It's high time city halls stopped being 
critics of homebuilding and became part of 
the housing industry," he says. "We must 
educate each other in our differing prob
lems. We hope to give local associations the 
tools to help educate the community that 
the problems of municipal growth are not 
caused by the builder." 

A n d h o m e b a s e . Eugene Alexander 
Gulledge has been a builder in Greensboro, 
N.C. , since 1946, when he and a partner 
built a small commercial building to house 
a planned auto parts business. (He sold it at 
a 50% profit before it was finished. His 
company (Superior Construction Corp.) 
does $2 to $2'/2 mil l ion a year in houses. 

 

. . . and decides that the 
building outlook is bright 

apartments and light construction and plans 
more than $3 million for 1969. 

He is married to the former Ruth Stevens, 
whose family has been in Nor th Carolina 
since before the Revolutionary War, and 
they have two sons, Keith, 22, a student at 
Brigham Young U . , and Roger, 10. 

— J A M E S P . G A L L A G H E R 
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Why build just houses? 
With Total Electric Homes you 
build more house for the money, 
more profits, too! 

A Total Electric Home is full 
of features that turn browsers into 
buyers. Fast. 

Features like flameless electric 
heat. Electric self-cleaning ovens. 
Electric clothes dryers. Electric air 
conditioning. Features that'll help you 
sell faster and more profitably. 

Electric heat has arrived. Millions 
of families already enjoy it. And 
millions more say they want it. In fact, 
a recent Department of Commerce 
study shows twice as many home 
buyers want electric heat as builders 
are now providing. A big reason: 
nationwide ads like the one pictured 
are selling the benefits of carefree 
electric living in Life, Look, 
Better Homes & Gardens, and 
American Home. 

Why not take advantage of the 
growing preference for Total Electric 
Living? Your electric light and 
power company will welcome the 
opportunity to work with you. 

 

yVjLLHECAREFREE ELECTRIC WAY 

Electric heat is so clean 
lean use colors I never 
dared use before" 
Maybe you To no! ready to go 
quite astaras our whrte-onwhlte 
Hung room. No matter The point 
is, with carefree electric heating 
and cooling you can decorate 
with light colors to your heart's 
content conlidently pick the 
new pastels you've yearned lor 
Because electric heat is 
flameless. So you can't buy 
cleaner heat tor your lurniture, 
walls, window sills and draperies. 
In any home, old or new. Mobile 
home and apartment, too. Take 
a step toward the carefree life. 
Call your electric heating 
contractor or your electric light 
and power company. 

Live Better 
Electrically 

:. IlKluOlitK UN 

LIVE BETTER ELECTRICALLY • Edison Electric Institute • 750 Third Avenue, New York, N.Y. 10017 
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The 
fbot-in-the-door 

door. 
It helps you make the sale when other 
front doors would simply sit there 
—hanging on their hinges. 
It's called the Pease Ever-Strait. 
And it offers more sales p o i n t s -
more quality—than any other door 
on the market. Properly demon
strated it becomes the first, visible 
symbol of the kind of quality you 
have built into the entire home. 
First of al l , the Ever-Strait door 
never warps. (Guess why we named it "Ever-
Strait"?) In addition, it has an insulating core of 
rigid polystyrene . . . special draft-proof, refrig
erator-type, magnetic weather stripping . . . and 

r 
Ever-Strait opens the door 

to a taster close. 

a patented adjustable s i l l . A l l of which 
mean no storm door is ever needed. 

In short, here's a beautiful door 
that wi l l last a life t ime. 

Install the Ever-Strait door in your next 
home or project. (There are 28 designs 
to choose from.) Then say a few words 

to your prospect about each of the 
exclusive quality features the Ever-Strait 
door provides. You'll soon discover that 

*" the Ever-Strait door starts saying good 

things about the rest of your house . . . tell ing 
your prospect that here, at last, is the kind of 
quality-constructed home he has been looking 
for. (You couldn't ask for a better opening.) 

P e a s e i \ 

Ever Strait Doors 
Manufactured by Pease Company, and available Irom the following distributor 

^ D e p t . H - 2 , 9 0 0 L a u r e l A v e . , H a m i l t o n , Oh io 

U S Patents No. 3.153,817; 3,273.287 and 3,238.573. Patented in Canada 1965 Other patents pending. 

C O L O R A D O , Denver 
SealRlle Manulocturing Company 
CONNECTICUT. New Haven 
Batter Lumber Company, Inc. 
D E L A W A R E , Wilmington 
Brosius-Eliason Company, Inc. 
FLORIDA, Boca Raton 
Smith & Doshlelds, Inc. 
FLORIDA, Bradenton 
Manatee County Lumber Co., Inc. 
FLORIDA, Hlaleah 
Imperial International Industries 
FLORIDA, Hollywood 
Mack Industries. Inc. 
FLORIDA. Sarasota 
Shepard Lbr. Co. 
GEORGIA. Atlanta 
Peachtree Doors. Inc. 
ILLINOIS. Broadview 
Morgan Sash & Door Company 
ILLINOIS, Chicago 
Edward Hlnes Lumber Company 
ILLINOIS. Decatur 
Morgan Sash A Door Company 
ILLINOIS. Franklin Park 
Rock Island Millwork 
ILLINOIS, Moline 
Mueller-Bahnsen Lumber Company 
F E B R U A R Y 1 9 6 9 

ILLINOIS, Rock Island 
Rock Island Millwork 
ILLINOIS. St. Charles 
Imperial Components, Inc. 
ILLINOIS. Springnetd 
Springfield Builders Supply 
INDIANA. Bristol 
V.S.I . Home Products 
INDIANA. East Chicago 
Components, Inc. 
INDIANA. New Haven 
Home Lumbor Company 
IOWA. Davenport 
Mueller Lumber Company 
IOWA, Des Moines 
Rock Island Millwork 
IOWA, Sioux City 
Jordan Millwork Company 
K A N S A S , Wichita 
Rock Island Millwork 
KENTUCKY, Louisville 
Chase Barlow Lumber Company 
MARYLAND, Beltsville 
Ewing Lumber & Millwork Company 
MARYLAND, Easton 
Alco Structures, inc. 
M A S S A C H U S E T T S . Boston 
Gerrity Company, Inc. 

M A S S A C H U S E T T S . Boston 
L. Grossman Sons, Inc. 
M A S S A C H U S E T T S . Westfield 
O'Connor Lumber Company 
MICHIGAN. Detroit 
Acorn Distributing Company 
MICHIGAN. Grand Rapids 
Burton Aluminum Products, Inc. 
MICHIGAN, Kalamazoo 
Miller Sash A Door Co., Inc. 
MINNESOTA, Minneapolis 
Kullberg Manufacturing Co., Inc. 
MINNESOTA SI. Paul Park 
Minnesota Wood Specialties. Inc 
MISSOURI. Kansas City 
Rust Sash & Door Company 
MISSOURI. SI. Louis 
St. Louis Builders Supply Co. 
MONTANA, Billings 
E. R. Young & Co., Inc. 
NEBRASKA. Lincoln 
SealRite Manulacturing Company 
NEBRASKA.Omaha 
Jordan Millwork Company 
NEW J E R S E Y , Bound Brook 
Sklar Door N.J. Corporation 
NEW J E R S E Y , Camden 
Valley Bow, Inc. 
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NEW JERSEY, Lakewood 
The Level Line, Inc. 
NEW J E R S E Y . Llnwood 
Dee Lumber Company 
NEW J E R S E Y , Pennsauken 
El Jo Products, Inc. 
NEW YORK. Albany 
Gerrity Company, Inc. 
NEW YORK. Albany 
Paulson Lumber & Millwork Co. 
NEW YORK, Buffalo 
Iron City—Whitmor Jackson 
NEW YORK. Hudson Falls 
Northern Homes ol N.Y., Inc. 
NEW YORK. Kingston 
Miron Building Products Co. 
NEW YORK, Rochester 
Iron City—Whitmer Jackson 
NEW YORK, Syracuse 
Gerrity Company. Inc. 
NORTH DAKOTA, Fargo 
Structural Products, Inc. 
OHIO. Cleveland 
Palevsky Industries, Inc. 
OHIO, Hamilton 
Pease Company 
OHIO. Masslllon 
Iron City—Whitmer Jackson 

OHIO, Toledo 
McKlmmy & Elliott Distributing 
OHIO, Youngslown 
Iron City—Whitmer Jackson 
OREGON, Portland 
Western Homes, Inc. 
PENNSYLVANIA. Allentown 
Regal Products Mfg. Co., Inc. 
PENNSYLVANIA, Harrisburg 
Regal Products Mfg. Co. , Inc. 
PENNSYLVANIA, Johnstown 
Iron Cily—Whitmer Jackson 
PENNSYLVANIA, Lancaster 
Keystone Aluminum Window Corp. 
PENNSYLVANIA. Philadelphia 
Charles Ahrens & Sons. Inc. 
PENNSYLVANIA. Pittsburgh 
Iron City—Whitmer Jackson 
PENNSYLVANIA. Wilkes Barre 
Reoal Products Mlg. Co., Inc. 
SOUTH DAKOTA, Sioux Falls 
Jordan Millwork Co. 
SOUTH DAKOTA. Wafertown 
Jordan Millwork Company 
TENNESSEE, Kingsporl 
Gibbons Lumber Co. 
TENNESSEE, Knoxvllle 
Schubert Lumber Company 

T E X A S , Amarlllo 
Crowe Guide Cement Company 
T E X A S , Arlington 
Mayfleld Building Supply Co., Inc. 
UTAH, Salt Lake City 
Oscar E. Chytraus Co.. Inc. 
VIRGINIA. Roanoke 
Timber Truss, Inc. 
WASHINGTON. Spokane 
Spokane Hardware & Supply. Inc. 
WISCONSIN, Janesville 
Marling Lumber Company 
WISCONSIN. Milwaukee 
Marathon Millwork Company 
WISCONSIN. Wausau 
Marathon Millwork Corporation 

In Canada sold by: 
Associated Windowalls, Ltd. 
Banvlllo Building Supplies. Ltd. 
J.W. Bird & Co., Ltd. 
Robert Hunt, Ltd. 
Whitjax. Ltd. 

In Puerto Rico sold by: 
PUERTO RICO. San Juan 
Aleco ol Puorto Rico 
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NEWS 
continued from p. 8 

Next for Fanny May—a move into conventional mortgages 
President Raymond H . Lapin of the Federal 
National Mortgage Assn. proposes to ex
pand the agency's new mortgage-backed 
security f rom FHA-VA loans to the conven
tional mortgage market. 

Lapin also favors legislation, which has 
already been proposed, to take Fanny May 
and its sister agency Ginny May into the 
business of guaranteeing and trading in con
ventional loans. They now have statutory 
authority to deal only in FHA-VA mortgages, 
which account for a mere 14% of new-
house starts. 

The effect of the new legislation would 
be to establish the first genuinely national 
secondary market in conventionals. 

A n extension of the mortgaged-backed 
security to the conventional area would 
require still further legislation, which might 
be proposed separately or wrapped into the 
bills extending the agencies' trading author
ity. The House Act of 1968 authorized Fan
ny May to guarantee bonds based on FHA-VA 
loans, and Lapin says merely: 

" I would like to see legislation enacted 
to permit the same Ginny May guaranty for 
securities backed by conventionals." 

A n e e d f o r m o r e m o n e y . The bond 
based on FHA-VA loans has not yet appeared. 
Regulatory details remain to be fretted out, 
and F N M A is busy trying to develop a relia
ble cash-flow history of government loans as 
a basis for interest rates. Reluctance among 
prospective issuers to bring out a new 
bond in the face of record interest rates is 
another cause for caution. 

Lapin is convinced that the mortgage 
bond wil l increase traffic in F H A loans, but 
he now warns: 

"The F H A is limited by budget considera
tions and loan ceilings, and bottlenecks are 
almost sure to develop. 

" I f we're going to do the housing job 
that's needed in this country, more money 
is going to have to be found. We'll either 
need a much bigger F H A program or we'll 
have to extend the bond device to include 
conventional loans. By using bonds based on 
conventionals and guaranteed by GNMA , we 
establish a broader base to secure funds." 

U n c e r t a i n r e a c t i o n . Lapin's proposals 
face varied reaction. 

The National Association of Home Build
ers and the National Association of Real 
Estate Boards have supported legislation for 
the secondary market, but the savings and 
loan profession is opposed. The USS&L 
League, representing 5,100 of the nation's 
6,160 associations, told a Senate housing 
subcommittee: 

"The League does not support extension 
of Fanny May in the conventional market. 
The league finds itself in opposition to those 
who seek a solution to a recurrence of the 
1966 crisis by the establishment of some 
new central mortgage bank or the broaden
ing of Fanny May into the buying and sell
ing of conventional mortgages. 

"One basic weakness of such an idea 
for tight money is that there are not enough 
funds for the existing facilities—Fanny May 
and the Federal Home Loan Bank System— 

to utilize their market support at anything 
approaching the desired level. Both agencies 
were restrained by the Treasury f rom issu
ing obligations during much of 1966. Add
ing a new dimension—a Fanny May dealing 
in conventional mortgages—would simply 
slice the same pie into smaller pieces." 

Congress has insisted on seeing a unified 
plan f r o m all interested parties, and a 
division in the ranks could spell doom. 

Another obstacle may be the Treasury. 
Fanny May wi l l be the initial issuing agent 
of F H A securities (so as to obtain the best 
rate and to avoid a proliferation of issues in 
the money market). With F N M A as the is

suing agent, the Treasury is almost certain 
to exercise some control. 

Treasury Department control wil l almost 
surely generate industry opposition. 

S t a n d a r d i z a t i o n . Another obstacle is 
likely to be loan standardization. 

Despite Lapin's insistence that " i t can 
be done," the hard and inescapable fact 
is that differences in state and federal laws 
now split the market by terms, types of in
vestor, geographic limits, investor lending 
areas and variations in codes and underwrit
ing. These differences pose an enormous 
stumbling block. — A N D Y M A N D A L A 

Washington 

Why those odd ups and downs of Fanny May stock? Well . . . 
It's like this: 

The stock seems to rise on falling earn
ings. 

The common shares were trading at 74V2 
on May 5, when Fanny May was still a 
mouse-quiet little government agency. 

One day later came the first Fanny May 
mortgage auction, held to a drumbeat of 
national publicity. The F H A mortgage rate 
was raised from 6% to 63A % the same 
afternoon. And weeks later the Housing Act 
of 1968 sailed through Congress, clearing 
the way for Fanny May to become a pri
vate institution. 

The financial public discovered the little 
mortgage agency. Investors began theoriz
ing about prospects and potential, and the 
share price climbed into the 80s. 

Fanny May's new president, Ray Lapin, 
told the Senate Banking Committee in Sep
tember that he knew of no reason for the 
rise. Share earnings for the June quarter 

had in fact fallen 10%, to $1.46 f rom 
$1.61. The stock price could move down 
as well as up, Lapin said pointedly. 

Nobody paid much attention. The stock 
doubled, to $160 bid, in November. 

Lapin's next warning came in the 
agency's report on the September quarter. 
Earnings had now slipped to $1.35, he 
pointed out, because higher interest rates 
were driving borrowing costs uncomforta
bly close to portfolio yields. Said Lapin al
most plaintively: 

"During Congressional testimony I in
dicated the sharp rise in the market price 
of the stock appears to have little relation
ship with the corporation's earnings." 

The stock price had eased slightly, to 
146, when Lapin's report appeared on Dec. 
5. And this second warning seemed to have 
greater effect. By year's end the stock had 
traded down to 133'/2 bid, only 2 points 
above the book value of $131.50. 

HOMEBUILDERS' MORTGAGE MARKET QUOTATIONS 
Reported to HOUSE 

FNMA 
Auction 
Prices 

Jan. 13 
SV,% 

90-day 
commitment 

Average 
93.0 

Accepted 
bid range 

92.80-93.20 

180-day 
commitment 

Average 
93.14 

Accepted 
bid range 

92.48-93.25 

12-18 month 
commitment 

Average 
94.63 

Accepted 
bid range 

94.50-94.84 

& HOME in week ending Jan. 17. 
F H A S e c . 2 0 3 b — 

Discount paid by builder 
Min.-Down* 30-year immed." 

Private mkt. 
C i t y 6y 4 % Trend 

Atlanta 
Boston 
Chicago 
Cleveland 
Dallas 
Denver 
Detroit 
Honolulu 
Houston 
Los Angeles 
Miami 
Minn.-St. Paul 
Newark 
New York 
Okla. City 
Philadelphia 
San Francisco 
St. Louis 
Seattle 
Wash., D. C. 

61*-8 

5-7 
6-7 

514-6 
5-6 

6-7 
614 

6 H - 7 
414-5 

3-5 

4-6 

6-8 
514-6 

6-7 

uPy. 
Up 1 

Steady 
Up 14 
Up 1 

Up 14 
Up 1 

U p * 
Up 1 

Up 114 

uPy* 
Up 14 

Steady 

U p K 
Steady 

Up 2 
Up 114 
U p ! * 
Up 14 

F H A 
207 

Apts.. 
Discount 

8-10 

6-7 

C o n v e n t i o n a l L o a n R a t e s 
Comm. 
banks, 
Ins. Cos. 
75% 

Savings Savings 
banks, banks, 
S&Ls S&Ls 
80% Over 80% 

7%-7Y* 7!4-7y 4 714-8 

71/4-714 7!4-7'/4 
ffi 7 + 1 1 4 - 3 
7-714 7-714 714-714+1-2 

714+1 75/4+2 
m+ 714 + 714 - 7 ' / 4 

7+1-2 
7y 4 - 8 7 y 4 - 8 8 + 3 - 5 

714+4 714+4 
7' / 2 -7y 4 7M-7Y, 

7V, 7y. 
7'V4 714-714 7 K + 3 
IV, m 
7-714 7-71/. 714 

6 y 4 + l 7 + 3 
7 + 

7!/4-73/4 7 ^ - 8 7y4 -8+ 

7' / 2 -7y, 7'/2-73/4 7 y ? - 7 y 4 + l - 3 
714-7'/. 714- 7 y 4 - 8 
7V,-Z 7V»-S 7V, -8 

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

Interest+fees 
All lenders 

714+2 
7-714 

7 y 4 + l - 2 
8+1 
7 W + 1 - 2 

714-7 3/4+l-2 
7y« -814+1-3 
7 1 4 + 1 1 4 - 2 
714-8+114-3 
m 
714-8+1 
7W-7W+-1-2 
714-7y4 + l-2 
7 ' / * - 7 y , + l - 2 
714+2-3 
8 + 2 - 3 
714-8+1-2 
714-8+114-2 
714+2 

• Immediate covers loans for delivery up to three months, future 
covers loans for 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 refer to houses of typical average local quality. 
• 3 % down on first $15,000; 10% of next 55,000; 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. 
Sources: Atlanta, Robert Tharpe, pres., Tharpe & Brooks Inc.; 
Boston, Robert Morgan, pres., Boston 5«j Savings Bank; Chicago, 
Robert H. Pease, pres., Draper & Kramer I n c , and Robert H. Wilson, 
pres., Percy Wilson Mortgage & 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, sr. vice 

pres., First National Bank; Detroit, Sherwin Vine, vice pres., 
Citizens Mortgage Co.; Honolulu, H. Howard Stephenson, vice pres. 
Bank of Hawaii; Houston, Everett Mattson, sr. vice pres., Lomas & 
Nettleton West; Los Angeles, Christian M. Gebhardt, vice pres., 
Colwell Co.; Miami, Lon Worth Crow Jr. , pres., Lon Worth Crow 
Co.; Minneapolis-SL Paul, Walter C. Nelson, pres., Eberhardt Co.; 
Newark, William W. Curran, vice pres.. Franklin Capital Corp.; 
New York, Sigfred L. Solem, sr. vice pres.. Dime Savings Bank; 
Oklahoma City, B. B. Bass, pres., American Mortgage & Invest
ment Co.; Philadelphia, Robert S . Irving, vice pres., First Pennsyl
vania Banking & Trust Co., and Robert Kardon, pres., Kardon In
vestment Co.; St. Louis, Charles A. Keller, vice pres., Mercantile 
Mortgage Co.; San Francisco, John Jensen Sr., vice pres., Bankers 
Mortgage Co. of California; Seattle, Kirby D. Walker, vice pres., 
Continental, Inc.; Washington, James C. Latta, sr. vice pres., As
sociated Mortgage Cos. Inc. NEWS continued on p. 16 
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When you want 
the beauty of wood, 

side with 
something better: 

NEW 
CONCORDE 

Siding 

Only Nature can match the grain and texture of 
CONCORDE. And dollar for dollar, nothing can 

match the selling power of CONCORDE. 

C O N C O R D E Siding won' t burn. It won't rot, warp, peel, or blis
ter. It won't rust, dent, or rattle. It's termite-proof. And really 
weather-tight! 

C O N C O R D E needs no painting. The 8 beautiful home colors 
(Colonial Beige, Valley Green, Autumn Gold, Salem Red, Birch 
White, Avocado, Antique Gray, Cedar Brown) are all pro
tected by an invisible, polymer-plastic shield. Assures lasting, 
carefree beauty. 

See your U.S.G. representative and see why you'l l want to 
side with something better: New C O N C O R D E Siding. Or write 
us for more information: 101 S. Wacker Dr., Dept. HH-92, 
Chicago, III. 60606. 

Shown: New CONCORDE in Colonial Beige. 

UNITED STATES GYPSUM 
C i r c l e 5 6 on Reade r Se rv i ce c a r d 15 



NEWS 
continued from p. 12 

Old players—and new—pour millions into the new-town game 
Some old players anted up to protect their 
prior investments in new towns. 

But to the new players the giant real 
estate projects look like money makers— 
or at worst, ideal hedges against future in
flation. 

The old players include two pioneers of 
equity participation, John Hancock Li fe of 
Boston and Prudential Insurance Co. of 
Newark, N.J. 

John Hancock has just taken control of 
El Dorado Hills, a 10,000-acre town east of 
Sacramento. The company had taken title 
to most of the land in 1966 in a $14.5 mil
lion lease-back deal with the original de : 

veloper, California's new-town pioneer A l 
lan H . Lindsey. Now Lindsey's development 
company, E l Dorado Hills West, becomes 
an outright Hancock subsidiary (H&H , June 
'66) . 

"We backed into the deal," says Han
cock's Senior Vice President Gordon Emer
son Jr., who becomes El Dorado's board 
chairman. "There were many creditors 
with overdue bills who could have conceiva
bly forced the project into bankruptcy pro
ceedings." 

Hancock wi l l reportedly invest $5 million 
to build model houses, apartments and a 
shopping area—El Dorado's first construc
tion since 1966. 

The Prudential has taken a 50% equity 
participation in southern California's West-
lake Village, a 12,500-acre new town being 
developed by American-Hawaiian Land De

velopment Co. The insurance company will 
assume its own two-year-old loan—about 
$25 million outstanding—and it will lend 
another $30 million. 

American-Hawaiian, headed by John 
Notter and Daniel Ludwig, w i l l retain man
agement control of the four-year-old proj
ect (pop. 5,000). 

New players include two diversified cor
porations and three other companies with 
extensive real estate holdings. 

Pitfway Corp. of Chicago, an industrial 
holding company, has taken its first plunge 
into building by acquiring 50% of Nuns' 
Island's first 3,000 units and a small per
centage of the island's development com
pany. Metropolitan Structures Inc. of Chi
cago. The price: $7 mill ion. Nuns' Island is 
an all-apartment project 10 minutes f rom 
downtown Montreal. Projected population: 
50.000. 

"Real estate could become a truly impor
tant part of our company and its opera
tions," says President Nelson Harris of 
Pittway. His company's shares trade on the 
American Stock Exchange. 

Avco Corp., a conglomerate listed on 
the New York Stock Exchange, has ac
quired 51 % of Rancho Bernardo, near San 
Diego, for an undisclosed price. Developers 
Harry Summers and W. R. Hawn of Dallas 
will continue to manage the 5,800-acre new 
town, which has attracted 4,500 residents in 
five years. 

Avco also owns two financial subsidiaries 

in Ventura, Calif .—Ventura Savings and 
Loan Assn. and Coastline Mortgage Corp. 

Metropolitan Li fe of New York , which 
now owns $98 million worth of California 
real estate, has bought an undisclosed per
centage of The City in Orange County. 
Other owners: subsidiaries of Kaiser A l u 
minum & Chemical, Great Lakes Carbon 
and Holiday Inns of America. 

The Met also took title to the 200-acre 
site in a lease-back arrangement. In return, 
the Met committed $33.7 million in mort
gage financing for the first phase of con
struction, which includes a million sq. f t . 
of retail and office buildings. 

World-Wide Realty & Investment Corp. 
of North Miami has agreed to buy Tierra 
Verde Island near St. Petersburg, Fla., f rom 
the Murchison brothers, the Texas devel
opers. World-Wide wi l l assume a $7.3 mil
lion first mortgage held by the Pru, and it 
wi l l issue $ 1.7 mill ion in convertible deben
tures to the Murchisons. 

There are 150 houses at the six-year-old 
development, which was begun by the late 
Louis Berlanti and his son Fred. The Ber-
lantis died in a 1963 plane crash. 

Town Heights Development of Montreal 
has bought 1,550 acres west of Fort Lauder
dale f rom Arvida Corp., one of Florida's 
largest real estate corporations, for a recrea
tion community called Bonaventure. 

Town Heights paid an average of $1,357 
per acre for the Arvida land. 

NEWS continued on p. 20 

Housing stocks turn downward 
fo r f i r s t time in 10 months 
H O U S E & HOME'S index of 25 issues fell 
5%, to 355.36 f rom 375.28, under the 
pressure of year-end tax sales and tight 
money talk. I t was the list's first loss since 
March 1968. Here's the composite: 

HOUSE { HOME 
V A L U E INDEX 
OF 25 BUILDING STOCKS 

C O M P O S I T E 
3 0 0 

55.36 

O D P A J A . O D P A J A O D 

T O T A L S H A R E V A L U E S O P JTO-TUA17Y 

How the top five did in each category: 
J a n . ' 6 8 D e c . ' 6 8 J a n . ' 6 9 

B u i l d e r s 224.35 520.20 461.72 
L a n d d e v e l o p . 288.03 595.96 568.53 
M o r t g a g e c o s . 229.99 480.36 483.00 
M o b i l e h o m e s 183.05 775.79 706.46 
S & L s 112.16 175.91 171.48 

H O U S I N G ' S S T O C K P R I C E S 

Jan. 6 Chng. 
C O M P A N Y B i d / Prev. 

Close Month 
B U I L D I N G 
Bramalea Cons. (Can.).. 10% - 1% Capital Bldg. (Can.) 6% - % 
Christiana Oil b  10% - 1 Cons. Bldg. (Can.), 4.85 + 2U 
Dev. Corp. Amer 9% + % 23% + 2% 
First Hartford Rlty 15 - 1% First Nat. Rlty.'' 12% - % 
Frouge 4 - % 
•General Bldrs. 1 ' 10% - 1 •Kaufman & B d . b  71% - 2% 
Key Co 20% - % 

(Kavanagh-Smith) 
National Environment.... 21% - 6% 

(Sproul Homes) 
Nationwide Homes 8 - 1% •Presidential Realty » 23'/* - 2% 
Revenue Prop. (Can.) \v/» - 2 
Ryan Homes • 3814 - % 
U.S. Home & Dev 24 -1- 2 
•Jim Walter« v 34% + 2% 
•Del E. Webb • 14% + % Western Orbis b  10!* - % 

(Lou Lesser Ent.) 

S & L s 
American Fin 31% - 1% Calif. Fin.« 
Empire Fin.*> 11 

27% 
= J 

Equitable S A L 33% - % 
Far West F in . - 23 - 2 % 
•Fin. Fed . - 30% - 3% 
•First Char. F in . - 38% + 1% First Lincoln Fin 13% - 1 First Surety 10% - % 
First West Fin 6% - % 
Gibraltar Fin.» 28% - 2J4 
•Great West Fin." 24 - 2% 
Hawthorne Fin 15 - 1 Huntington Savings 18% - % 

(First Fin. of West) 
•Imperial Corp. 8  13% - 1% •Lytton Fin - 14 3% 
Midwestern F i n . b  8% - % 
Trans-CsL Inv 6 - % 
Trans World F in . - 16'/, - 2 % 

18% - % 
United Fin. Ca l -
Wesco F in . -

19% 
30% 

- 3% 
- 2% 

M O R T G A G E B A N K I N G 
•Advance 22% - % 
•Associated Mtg 17 - 4 
Charter Corp. of Fla. 63 + 6 

Jan. 6 Chng. 
C O M P A N Y B i d / Prev. 

Close Month 
•Colwell . 27 - 5 
•Cont. Mtg. Investors".. 34% + 4% 
Cont. Mtg. 1 nsurance 27 - 7 
FNMA 138 - 8 
First Mtg. 1 nv 24% - % 
Kissell Mtg> 12% - 3 
Lomas & Net. Fin 13% - 1% 
•MGIC Invest. Corp.- 45% - 3% 
Mortg. Assoc 22 - 1 

9% - VA 
Southeast Mtg. Inv 4% - % 
United Imp. & Inv.1' 14% - % 
L A N D D E V E L O P M E N T 
All-State Properties 2% + % 
American Land 1% - % •AMREP b 38% - 2% 
Arvida 17% - 1% 
Atlantic Imp 16% 

- 1% 

Canaveral l n t b 10% + 1% 
Crawford 6 + 2% 
Deltona Corp.' 1  50% - 2% 
Disc Inc 5'/4 - % 
Fla. Palm-Aire 18 - 1% 
Garden Land 10W + % 
•Gen. Devel.- 27% - 4 
•Gulf American 11 22'/t - h 
•Holly CorpA. 7% + i 
Horizon Land 31% - % 
Laguna Niguel 10% - i% 
Major Realty 13% + K 
•McCulloch Oil b  40 
Scientific Resources 32% + 6 

(Sunasco.) 
So. Rlty & mj». 14% + % 
D I V E R S I F I E D C O M P A N I E S 
City Inves t - 68 - 7% 
Cousins Props. 57 - 6 

Jan. 6 Chng. 
C O M P A N Y B id / Prev. 

Close Month 
Forest City Entr. b 27% - 1% 
Investors Funding 31% - 6 % 
Rouse Co 51% - 7 
Tishman Realty - 77 - 6% 
M O B I L E H O M E S & P R E F A B 
Con. Chem. C o . b 30% + V/% 
•Champion H o m e s b 44% - 3 
Commodore Corp.» 64 + 2 
•DMH (Detroiter) » 32% - IVt 
•Fleetwood b 40% - 2% 
•Guerdon b 407a - 6J4 
Mobile Home Industries* 42 4- % 
Monarch lnd.« 30% + 1 0 
Redman lndus . b 96% - 3% 
Rex-Noreco 20% - 4% 
•Skyline 84 - 5 

Town & Country Mobile b 45% + % 
Zimmer Homes'' 50% - 6% 

Natl. Homes A.« 27% - 5% 
Scholz Homes 40% + 2% 
Swift Industries 9 - 2 

a—stock newly added to table, b—closing 
price A S E . 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, y—adjusted for 3-for-l 
split. (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 a major part of 
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 L O A N R A T E S 
A v e r a g e % per year 7 other 8 North 7 South- 8 South 4 West 
L O A N S I Z E N.Y. Nor th  Central eastern western Coast 

(000) C i ty eastern ci t ies c i t ies c i t ies c i t ies 
$ 1 - 9 7 .30 7 .49 7 .35 7 . 0 9 7 .20 7 .73 
1 0 - 9 9 7 .14 7 .48 7 .34 6 .96 7 .08 7 .50 
1 0 0 - 4 9 9 . . . 6.87 7 .28 7.21 6 . 7 8 6.91 7 .11 
5 0 0 - 9 9 9 . . . 6 . 6 9 7.14 7 .08 6.61 6 .78 6 .78 
1,000 u p . . . 6 . 6 0 6.83 6 .78 6 .54 6 .72 6 .54 
A u g u s t ra tes in Federal Res. B u l l e t i n , O c t . ' 6 8 . 
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T h e power of attraction.. .with. 

Designed and Fabricated by: Mid-America Homes, Inc., Crown Point, Indiana 
Contractor: Miller Brothers, Griffith, Indiana 

CAR AD CO 
W o o d P a t i o D o o r s a n d 
C 2 o o ' C a s e m e n t s 
CARADCO Patio Doors and C 200 Casements are powerfully 
attractive to both buyers and builders. C 200 Casements, for example, 
are double weatherstripped and factory primed. Insulating glass with 
vinyl glazing and removable vinyl grilles are featured options. 
CARADCO Patio Doors offer Vs" insulating glass, complete 
weatherstripping and easy operation. For sales appeal and for 
satisfaction . . . install CARADCO: the best in windows and doors. 

Double-Hung Awning 
Windows Windows 

Casement Windows CARADCO S C O V I L L 
E A S T E R N ASSEMBLY PLANT, 

Pemberton, N e w Jersey 

DIVISION 

D u b u q u e , I o w a 5 2 0 0 1 

Slider Windows Polio Doors 

1Qc 8wrnw 
Caradco Windows and Patio Door products are further detailed in Sweets ^ and Canadian file 

F E B R U A R Y 1 9 6 9 C i r c l e 5 7 on Reader Serv ice c a r d 
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How to look rich 
oiji a light allbwanfce. 

Send today for the new 56-pjage, full-color Starlight 
j catalog from Thomas Industries. 

It's free. 
It has 358 low-cost lighting styles that will add a 
touch of luxury to any hojne you build. Whether 
it's a tow*nhouse, apartnhent, development or 
custom-designed home. 
For your free copy, circle tjhe reader service*num
ber, or write: Thomas Industries Inc., 207 East 
Broadway, Louisville, Ky. 40202. 

m THOMAS 
INDISTKIKS I 

\ 
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St. George Romney meets the Washington monster—HUD 
The many-headed monster sits in a fog-
shrouded area of Washington, oozing legis
lative laxity and defying capture. 

Over the horizon rides the man of the 
hour, George Romney, f u l l of the boundless 
self-confidence that only the jut-chinned 
Mormon could summon. 

The oddsmakers are laying 8 to 5 that 
the HUD monster wi l l bend Romney's lance, 
at least at the beginning. 

The monster is formidable. To get the 
upper hand, Romney wil l have to reor
ganize a department that was never or
ganized in the first place. 

P a s t p e r f o r m a n c e . The first housing 
secretary. Robert Weaver, had two years to 
meld the new department. He lost valuable 
time securing new urban legislation, and 
HUD'S primordial bureaucracy flourished. 

Weaver and supporters insist that the first 
HUD team achieved what i t set out to do. 
Nevertheless, President Richard Nixon has 
clearly instructed the former Michigan 
Governor to do better. 

And i f Romney does run true to past per
formance at American Motors and the 
Michigan statehouse, he wil l be capable of 
wizardry in grappling with HUD'S disjointed 
organization chart, its many employees and 
its often-conflicting programs. 

F o l l o w t h a t c h a r t . Romney may have 
trouble learning where all his players are, 
let alone what they do. 

The department's current organization 
chart—or charts, to be more precise—are 
part of HUD'S Handbook 1100.1. 

The handbook contains 16 separate or
ganization charts, and each is detailed down 
through myriad levels of box diagrams. 

Big payrolls are not new to the industry 
leader turned public servant. In fact HUD 
has only 14,534 employees compared to 
44,000 for the state of Michigan and 21.000 

  

at American Motors, the car maker Rom
ney rescued from the edge of extinction. 

But the HUD staff presents a special prob
lem. Unlike workers for American Motors 
or Michigan, the HUD staff is scattered all 
over the country in semi-autonomous field 
offices. 

For example, there are 100 persons in the 
HUD headquarters assigned to just one pro
gram—model cities, while Romney himself 
will direct a D.C. staff of 300. 

I t may well take every last one of the 
1,121 HUD employees assigned to "adminis
tration" to monitor the 7.873 persons at the 
Federal Housing Administration and the 
932 at FNMA-GNMA , one a H U D subsidiary 
and the other an affiliate. 

T h e b i g p i c t u r e . I n naming Romney, 
President Nixon made it clear that he 
wanted to bring business-minded adminis
tration to HUD ( N E W S . D e c ) . The quicker 
Romney weeds out overlapping agencies, 
housing programs and employees, the 
quicker he can concentrate on the big job 

of fostering more and better housing for 
America. 

The big job holds its own special chal
lenges: 

• The secretary must shape administra
tive machinery for the panoply of housing 
laws enacted by Congress at the end of 
Weaver's reign. 

• He must lead the fight for any new 
urban plans that President Nixon may pro
pose, such as condominium housing for the 
poor and tax incentives for builders. 

• He must put the productive HUD pro
grams into high gear. 

In addition, the President has assigned 
Romney to mobilize the nation's thousands 
of volunteer agencies in a broad fight 
against social ills. 

The pious but combative Romney may 
be riding into town on a white charger. 
That is his style. But he isn't fooling any
body. 

T o rule the HUD monster, the secretary 
wil l have to be a workhorse. — A . M . 

Here's a portrait of the average FHA house—color it plain vanilla 
I t is a one-story slab with wood-frame 
construction and an attached two-car gar
age. Wi th in its compact 1,175 sq. f t . of im
proved floor space, the six-room house has 
three bedrooms and two bathrooms. 

The new house, which sits on a 7,842 sq. 
f t . lot, cost $12.75 a sq. f t . to build. The 
market price of the improved lot is $3,690, 
up 10% f rom 1967. A n d the sale price of 
the house, with lot, is $18,808. 

The average downpayment is $ 1,120. and 
closing costs are $430. 

The average family buying such a house 
in mid-1968 earned $10,580, or $732 a 
month after taxes. Payments on the house's 
$17,694 mortgage eat up $141 a month. 

This portrait of the average government-
insured house was compiled wi th F H A statis
tics for the second quarter of 1968, the 
latest statistics available. The break-down: 

Style—Some 84.3% of the houses have 
one story; 10.4% have two stories or more 
and 5.3% are split levels. 

Basements—52.1% have slabs; 28% 
have crawl spaces; 15.3% have fu l l base

ments and 4.6% have partial basements. 
Garages—58.2% have garages, of which 

72.5% can accommodate two or more cars; 
28.9% have carports, of which 19.4% can 
accommodate two or more cars and 12.9% 
have neither a garage nor carport. 

Construction—77.4% are frame and 
22.4% are masonry. Only 6.5% of the FHA-
insured houses are prefabricated. 

Features—68% have ranges; 54.2% 
have ventilator fans; 40.5% have garbage 
disposals; 30.5% have dish washers; 24.3% 
have central air conditioning; 20.8% have 

The announcement by the two wood-
products companies came only three weeks 
after termination of merger talks between 
U.S. Plywood-Champion Papers and Johns-
Manville Corp. and between American 
Forest Products Corp. and Kimberly-Clark. 

U.S. Plywood wil l pay $93 million in 
stock fo r the California-based company. 

U.S. Plywood, which owns 1.6 million 

refrigerators; 5.3% have automatic clothes 
washers; 4.4% have automatic clothes 
dryers and 2.9% have window-mounted 
air conditioners. 

Bathrooms—65.5% have one and one-
half or two bathrooms; 26.2% have one and 
8.3% have three or more. 

Mortgages—65.9% are f r o m mortgage 
companies; 12.8% are f r o m state banks, 
8.6% f rom national banks; 6% f rom sav
ings and loan associations; 2.2% f rom in
surance companies and 1.5% from savings 
banks. 

acres of timberland, reported sales of $950 
million for the first nine months of 1968, 
up 12.7% f rom the like 1967 period, and 
profit of $39.7 million, up 3 6 . 1 % . 

American Forest, for the first nine 
months of 1968, reported sales of $102.6 
mill ion, up 24.6% f rom the like i967 
period, and profit of $4.4 million, up 157%. 

NEWS continued on p. 24 

U.S. Plywood ready to buy American Forest Products 
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THE MANY FACES OF PALCO REDWOOD PLYWOOD 
Combine the Beauty of Redwood with the Advantages of Plywood 

And help you build in the sales appeal of quality—out
side, inside, or both. 

Available wi th faces that are clear—knot free—and 
without conspicuous patches. 

Redwood has long been known for its superior ability 
to hold finishes. Now, we've added saw-texturing to 
further increase this ability. Result: PALCO redwood 
plywood holds finishes up to twice as long as other 
smooth surfaces. Or, may be used in its natural color; 
or leave it unfinished —it wi l l weather beautifully. 

Available in 3/8"&5/8"thicknesses-8' ,9 '& 10'lengths, 
and in a variety of patterns. 

Choose from the many faces of PALCO redwood ply
wood for the beauty and quality of redwood plus the 
economies of panel construction. 

Write us lor color brochure that describes application and various 
finishing recommendations. 

 P A L C O 
Architectural Quality Redwood 

T H E P A C I F I C L U M B E R C O M P A N Y 
1111 Columbus Avenue, San Francisco 94133 • 35 E. Wacker Drive. Chicago 60601 
2540 Huntington Drive, San Marino. Calllornia 91108 
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The " o v e r h e a d d o o r " electric makes a house a home. 

Solid state, portable transmitter 
opens and closes garage door automatically 

by radio control from your car! 

Houses don't sell. Homes do. 
Homes where families can live 
together comfortably and with 
pride. 

The " O V E R H E A D D O O R " electric 
— the radio-controlled automatic 
garage door—can help make the 
houses you build homes. And, 
because they're homes, you're a 
cinch to sell a lot more of them. 

It's not just because these doors 
are surpassingly beautiful. It's 
something that transcends sim-

22 

pie beauty. Pride of ownership, 
perhaps. A certain built-in 
warmth. Truthfully, we're not 
quite sure why our doors have 
such a strong appeal to potential 
home buyers. But we know they 
do. 

Put the tiny control transmitter 
of The " O V E R H E A D D O O R " electric 
in the hands of your next pros
pect. Watch his face light up 
when he discovers the incom
parable convenience of automa-

H0USE& HOME 



 

 

 

  
  

 

tic garage door operation. Keep 
an eye on the little lady, too. 
She's thinking about how the 
door actually improves the over
all appearance of the house. 

The " O V E R H E A D D O O R " electric 
is installed, serviced, and war
ranted by a factory-trained door 
specialist. The warranty is for 
one full year and covers both 
material and workmanship. We 
give such a generous warranty 
because we build the best doors 

FEBRUARY 1969 

in the world. Just as we have 
been since 1921, the year we 
invented garage doors. 

Put The " O V E R H E A D D O O R " elec
tric in every house you build. 
We make them in styles and 
materials to complement every 
architectural preference. Talk to 
your nearby Overhead Door dis
tributor. His number is listed in 
the white pages of your phone 
book. He can add that extra in
gredient that makes every house 
you build a home. 

Circle 60 on Reader Service card 

Nationwide 
Sales • Installation • Service 

 

 

     

O V E R H E A D DOOR C O R P O R A T I O N 
General Offices: Dallas, Texas 75202 

Manufacturers of The " O V E R H E A D D O O R " and 
electric operators for residential and commercial buildings 

23 



NEWS 
continued from p. 20 

First big mobile-home maker buys into multifamily housing 
Redman Industries has just agreed to pay 
$6.5 million in stock for Kansas Quality 
Construction, a garden-apartment and pub
lic-housing builder operating in 18 states. 

"Our interest is in the entry into the 
multifamily market," explained Chairman 
Jack Redman at the mobile home com
pany's headquarters in Dallas. "This is a 
perfect fit with our concept of becoming a 
total supplier to the housing industry." 

The combination produces one of the 
most unique and powerful marketing forces 
in homebuilding. 

Some experts now estimate that apart
ments wil l account for 800,000, or 47%, 
of an expected 1.7 million single-family 
starts this year, and that mobile home pro
duction will exceed 300,000. 

"Wi th so much of the market lying be
fore us, it just makes economic sense as to 
what our new team could do," says Kansas 
Quality's Chairman Jack Bertoglio. " I t wil l 
make us a dominant producer in the in
dustry." 

S o m e t h i n g f o r b o t h . Redman gets 
Bertoglio, 32, and the company he founded 
in 1959 to provide complete service, f r om 
drawing board to turnkey delivery, for 
apartment investors. I t has upped volume 
50% to 100% in each of the last five years. 
I t sold 1.825 units for $20 million in 1968, 
earning $415.000. and it has an order back
log of $55 million. 

Wilborn Cr Fitzgeralds 

R E D M A N B E R T O G L I O 

Bertoglio's company gets wide new buy
ing power through Redman's 19 scattered 
plants, and the factories ease the supply 
problems for his entry into new building 
areas. He also gets the chance to experi
ment with modular units and a whole range 
of experimental products turning up in 
Redman's labs. 

Government hous ing . Modules may 
permit Kansas Quality to move deeper into 
federal and public housing. It built $3 mil
lion worth in 1968 and intends to increase 
that by 25% this year. 

The consolidation wil l also help Berto
glio overcome some of the materials and 
labor shortages that wil l afflict virtually all 
on-site builders in the next five years. And 
the new power base may enable him to at
tract and hold more key executives. 

"We'll be able to compensate them for 
their productivity," he explains. 

Bertoglio started as a duplex builder in 
Kansas City. Kan., on an $8,000 stake. 
He switched into apartments in 1962 and 
began reaching into other states, and he has 
been reaching ever since. He is now one 
of the nation's top half dozen apartment 
builders. 

Kansas Quality is one of the few contrac
tors offering the entire range of building 
services, f rom feasibility studies through 
plans and specs to financing arrangements 
and bidding on a not-to-exceed figure. The 
company wil l even assume management and 
reporting functions i f investors request it. 

Kansas Quality operates on a wide joint-
venture basis, and Bertoglio and Redman 
got together during venture discussions. 

Redman's s tock s p l i t . Redman's di 
rectors voted a 2- for - l stock split on the 
day of the Kansas Quality acquisition. They 
also approved the purchase of Albritton En
gineering Corp., a manufacturer of alumi
num doors and windows in Bryan, Texas, 
for $12 mill ion in stock. 

Redman's shares traded between 26 and 
113 on the American Exchange in 1968 
and were selling around 100 the day of the 
announcement. The company earned $1.35 
million, or 98 cents a share, on $52.6 mi l 
lion sales in the year ending March 29, 
1968 and expects sales of $125 million in 
fiscal 1969. 

NEWS continued on p. 28 

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 

"Thai-TeaF Floors 
WITHOUT MOVING THEM OUT OF THEIR PRICE RANGE! 

Thai-Teak (Botanical name, 
Tectona Grandis; imported 
from Thailand) is lustrous and 
luxurious . . . 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 OUT insert in Sweet's Light Construc
tion Catalog. For complete details, attach 
coupon below to your firm's letterhead. 

SHOWN Baskettveave Pal 
tern in offices of Kenyon i 
E c K h a i d t Adv. Agency in 
stalled by Space Design Grp. 

219 
B A N G K O K I N D U S T R I E S , I N C . 
1 5 4 5 W . P a s s y u n k A v e . , P h l l a . , P a . 1 9 1 4 5 

• P l e a s e send deta i ls dn Thai -Teak Custom f loor ing . 
• P l e a s e have your representa t ive ca l l on me. 

Losing The Fight Against 
Rising Building Costs? 

T r y P u t t i n g T E C O 

i n Y o u r C o r n e r ! 

T H E 

BACK-UP CLIP 
will save you up to 
7 0 % in material 
and labor 
when 
backing up 
drywall or 
paneling. 

Send for F R E E catalog information on TECO's 
full line of labor saving fastening devices. 

T I M B E R E N G I N E E R I N G C O M P A N Y 
1619 Mass . Ave., N.W., Washington, D.C. 20036 
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K i n g s b e r r y 
k i c k s t h e b u g a b o o s 

o u t o f a p a r t m e n t 
u i l d i n g ! 

Kingsberry provides you with professional help to 
take full advantage of today's apartment demand. 
You'd expect Kingsberry to provide you with good apart
ment plans and soundly engineered construction packages. 
But Kingsberry does far more, to make apartments a sound 
and profitable investment for builders. 

Your Kingsberry representative is trained and experi
enced in every stage of apartment planning—qualified to 
help select land, secure financing, choose the most suitable 

designs, offer construction assistance. He can even advise 
you on management of the units, or help you sell them. 
Pre-engineering assures fast build-out, avoiding major 
weather delays, guarantees tight cost control, and cuts 
labor cqsts up to 50%. Kingsberry apartments rent fast at 
top figures, providing maximum appeal to investors. 

Learn for yourself the profit possibilities in Kingsberry 
apartment construction. Mail the coupon for full details. 

C0XW8HT C BOISl CASCADE COBPOH 

K I N G S B E R R Y 

H O M E S 

D I V I S I O N O F B O I S E C A S C A D E 

Kingsberry Homes / 5 0 9 6 Peachtree Road 
Chamblee. Georgia 3 0 3 4 1 / ( 4 0 4 ) 457-4301 

FEBRUARY 1969 

Director/Marketing, Kingsberry Homes, Department HH-2 
5096 Peachtree Road. Chamblee, Georgia 30341. 404/457-4301. 
• Please send full details on the Kingsberry Apartment Program, without obligation. 
• Please have a Kingsberry representative call. 
My interest in Kingsberry Homes is Q immediate; • for future planning 

Name 

Firm 

Mail Address 

City 

Phone 

State Zip 
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value homes foi 
HAYES. HOWELL & A S S O C I A T E S . SOUTHERN PINES. N 

When business is good for 
you, it's good for us, too. 
That's the reason for the 
Southern Pine Associa
tion's new concept of Val
ue Homes . . . a new mer
chandising idea for home 
builders. 

Value Homes offer the pro
spective buyer the "some
thing better" he should 
have. Homes with year 
round temperature con
trol, a kitchen/laundry 
built to standards that al
low accommodations of 
modern range and dryer 
equipment, a standard 
bathroom with guaranteed 
products and grademarked 
Southern Pine structural 
lumber. 

If your homes have all 
these features, the South
ern Pine Association will 
help you with the merchan
dising tools to sell them. 
For more in format ion 
about how you can partici
pate in this program for 
home builders, read on. 

In spacious decks 
and s e c l u d e d p a t i o s , 
S o u t h e r n Pine creates 
new dimensions of design 
and livability. 

 

Airy spaciousness 
keynotes this kitchen, yet every foot has 
been utilized for the utmost convenience. 

Year round heating and cooling 
systems for easily adjustable heat in winter 
and coolness in summer. 
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tot;11 living a n e w i d e a i n 
h o m e m e r c h a n d i s i n g 

f o r H o m e B u i l d e r s 

GLANKLER AND BROADWELL, AIA, ALEXANDRIA, LA. 

Rough sawn Southern Pine 
siding lends individual 
charm and a feeling of 
harmony with surround
ings. 

Grademarked pre-shrunk 
Southern Pine 
framing is now coming out 
in the open with beams, 
roof decking and posts 
often exposed to decorate 
the interior. 

With Total Living, 
the bath is a living area, too. Newest ideas 
include dressing rooms, storage space, and 
a fresh, modern design. 

FREE BROCHURE TELLING HOW YOU CAN 
PARTICIPATE IN THIS PROGRAM THROUGH 

SELLING AIDS SUCH AS: 

for total 
liviiif) 

• Your own newspaper adver
tisements designed to appeal 
to the buyers in your area. 

• Customized radio commercial 
created especially for your 
market. 

Full-color model home dis
plays and signs. 

Dramatic full-color spreads 
supporting this program in 
national home building con
sumer publications. 

I would like to have a copy of the illustrated brochure, "Value Homes for Total Living." 
NAME I 

POSITION-

COMPANY NAME-

ADDRESS 

CITY -STATE. .ZIP. 

S p e c i f y S o u t h e r n P i n e 
AS PRODUCED BY THE MEMBER MILLS OF THE SOUTHERN PINE ASSOCIATION 

Southern Pine Association, P.O. Box 52468, New Orleans. La. 70150 
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F R E Q U E N C Y D I S C O U N T S IN C O M B I N A T I O N W I T H A M E R I C A N W O O D C O U N C I L 
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Congressman asks probe of Home Loan Bank Board policy 
Rep. Richard T . Hanna has asked Chair
man Wright Patman of the House Banking 
Committee to hold an inquiry into the oper
ations of the Home Loan Bank Board. 

The California Democrat says the agency 
that regulates the nation's savings and loan 
associations does not know its job. 

Hanna contends the board has failed to 
maintain the growth rate of the s&l system 
that was prevalent in the 1950s. He blames 
"an absence of an adequate legislative char
ter, the lack of aggressive leadership, an in 
ability to influence monetary policy deci
sions by the Federal Reserve, inadequate 
staff, preoccupation with regulations and 
poor management within the industry." 

Hanna details his charges in an 80-page 
preliminary paper. He urges the Patman 
panel to examine the problems raised by the 
credit crisis of 1966 and to write legisla
tion creating a bank board more responsive 
to the nation's housing needs. 

Pol icy questions. The Hanna paper 
suggests several questions as the basis for 
an inquiry, and several deal with funda
mental board policy. A sampling: 

Wi l l other institutions be able to assume 
such a large share of housing finance that 
the government need not stabilize the sav
ings and loan industry beyond a certain 
minimal level? 

What are the consequences of instability 
in the savings and loan industry? 

What is the cost to the government of in
suring stability at a higher level of activity? 

To what extent should the board con
tinue to concern itself with general business 
conditions, such as the level of borrowing 
rates, to the general detriment of the hous
ing industry? 

Breakdown in ' 66 . Hanna concedes 
that the board has served reasonably well 
in the past, but he says the squeeze of 1966 
showed it is no longer adequate. 

"While the system was able to provide 
its members with sufficient credit to meet 
the withdrawal demands, it was helpless to 
provide them with credit for loans that 
were needed to keep the housing industry 
stable." 

Hanna's theme is that the bank board 
has been unable to keep pace with chang
ing economic patterns—and that the impact 
on S & L S has been severe. 

"The need for tight controls to assume 
the soundness of savings and loans may well 
have given way to the need to encourage 
increased competitiveness and inventive
ness," he says. 

Changes. Hanna argues for these struc
tural reforms of the bank system: 

• A less restrictive policy, permitting in
dividual S & L S to take maximum advantage 
of local conditions and of management re
sources in attracting and investing funds. 

• Increased authority for the 12 district 
banks. — A . M . 

Yeonas Brothers sell out to Olin Mathieson Chemical 
The Yeonas Brothers group of family-
owned companies was one of the nation's 
biggest homebuilding operations last year 
on sales of $15 million. 

Olin Mathieson Chemical Corp. of New 
York ('67 profit of $54 million on sales of 
$901.1 mill ion) did not disclose how much 
it paid for the Washington, D.C., home-
builder. 

Olin's President Gordon Grand said the 
huilding companies would continue under 
their present management team, headed by 

Stephen Yeonas. The companies have built 
5,000 homes and 26 communities in Wash
ington's Virginia and Maryland suburbs 
since 1946. 

The chemical company also announced 
an $80-million expansion of its homebuild
ing materials, forest products, metals and 
chemicals production. 

The Yeonas deal is the latest in a string 
of homebuilding acquisitions by large, pub
licly held companies ( N E W S , Jan.). 

NEWS continued on p. 32 

C o v e r s l i k e p a i n t , 

p e r f o r m s l i k e s t a i n , 

w i l l n o t c r a c k , p e e l 

o r b l i s t e r 

C a L o t ' s 
O L D 

V I R G I N I A 
T I N T S 0 

CaboVs tS 

OLD VIRGINIA W 
OM-33 RED CEOAB 

A proven product combining the best features of a paint 
a stain, Cabot's Old Virginia Tints offer unique advantages to 
the builder and architect. 

• An oil-base fiat finish of great beauty and durability. 

* Suitable for wood, metal, masonry; applicable to all surfaces . . . 
striated, rough-sawn, smooth, previously painted. 

— • 20 distinctive colors . . . r 

matching colors available j S a m u e l C a b o t I n c . 
in Cabot's Ranch House | 2 3 0 S - T e r m i n a l T r u s t B l d g . B o s t o n . M a s s . 0 2 2 1 0 

Hues, an oil-base Stain. I P l e a s e s e n d c o l o r c a r d s o n C a b o t ' s 

• Easy to apply and main
t a i n ; w a t e r p r o o f a n d 
weather-resistant. 

O l d V i r g i n i a T i n t s 

Save time and money by eliminating 
the need to locate and drill holes 

lor anchor bolts with ANCHOR CUPS! 
With building costs continuing to r ise, time, where the 

completion of a job is concerned, is a major factor. 

You can cut into the time spent anchoring wood framing to 
masonry, with old fashioned anchor bolts, 

with new " V Strength" Anchor Clips. 
Competitively priced, Anchor 

C l i p s , e l i m i n a t e the 

^ 1 0 o 

a I K 

p 

mm 
0' 

. a . 

need to locate and drill 
holes for anchor bolts. 
The r e s u l t . . . consider
able time saved! 
Available in two s izes , 
14%" for one block and 
2 2 % " fo r t w o b lock 
embedment, they can be 
used on concrete, brick 
or b l o c k . T h e upper 
arms can be wrapped 
around plates up to 2" 
x 8" in size. For litera
ture and sample, write: 

P a n e l C l i p C o . 
P. 0. Box 423 

Farmington, Mich. 48024 
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A GENUINE HYDROGUARD 
AUTOMATIC SHOWER I BATH 

CONTROL FROM POWERS 
FOR UNDER TWENTY BUCKS! 

Big deal? You bet! This new Hydro-
guard "400" is not just another single 
handle valve. Powers unique pressure-
equalizing chamber keeps shower 
comfort constant, automatically. And 
Powers unique design prevents lime 
build-up. Complete set includes 
adjustable, selt-cleanlng shower head 
and tub spout with built-in diverter 
latch. A clean package! 

o k a y . t u r n m 
Yes, I'm interested in the new Hydroguard "400" Automatic Shower/Bath control. Q Please send 
additional literature and price information. Please have my local Powers Sales Engineer call for 
an appointment. 

Name 

Title_ 

C o m p a n y , 

A d d r e s s — 

City .State Z ip C o d e 

3 ! P O W E R S 
POWERS REGULATOR COMPANY, 3400 Oakton Street. Skokie, Illinois 60076 
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When they said, 
"Give us a home that 

takes care of itself"... the men at Reynolds 
gave them one with 

aluminum in 49 places. 
There's a house out in Wilmette, Illinois 
that's a lazy man's dream. It uses 49 differ
ent aluminum building products. Over four 
tons of a l um inum, and jus t about every 
pound will save the owner work. It was built 
by the men at Reynolds to show just how 
many ways this metal can be used to make 
a homeowner's life easier. 

The four handsome, classic columns in 
f r o n t , fo r examp le—ex t ruded Reynolds 
Aluminum with a tough, baked-on enamel 
finish that will look new for years without 
repainting. Same goes for the siding and 
shutters made of Reynolds Aluminum; they 
will never rust, rot, chip, or peel. 

The men at Reynolds deve loped pre-
painted aluminum Colorweld* back in 1955. 
And builders, as well as homeowners, have 
had good reason to be grateful ever since. 

Those good-looking charcoal gray alumi
num roof shingles and the easy-to-install roll 
soffit under the eaves are also products of 
the design engineering group at Reynolds. 

Other aluminum work-savers in the house 
include the acoustical ceilings, windows and 
sliding doors, self-storing and combination 
doors, duc twork , co lumn and ra i l ing k i ts , 
electrical conduit, flashing, gutters and down
spouts, garage door, louvers and vents, even 
closet rods, screws and nails. 

The men at Reynolds are old hands at de
veloping new ways to save work and trouble 
for you and your customers. They can show 
you a houseful of ideas to help you build a 
better house or commercial building with 
aluminum. Call your local Reynolds office or 
use the coupon below. 

R E Y N O L D S 
A L U M I N U M 
Building Products 

4s± 

r * 
REYNOLDS METALS COMPANY 
Building Products and Supply Division 
325 W. Touhy Ave., Dept. HH- 29 
Park Ridge, Illinois 60068 
• Please have a salesman call on me. 
• Send me a complete Reynolds Product File. 

Name Title 

Company 

Add ress 

City State Zip_ 
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What every 
over-confident 

builder 
should know about 

A m - F i n n 

fau/ia 

I f you ' re a l ready o f f e r i n g f ree re f r i ge ra to r - f r eeze r , 
dishwasher, washer, dryer , self-clean oven and free 
home owners' policy in your new houses . . . or all th is 
plus pool and 9-hole golf course in your latest apart 
ment bu i ld ing . . . you may th ink you're a b ig j u m p 
ahead of the compet i t ion. 

Don' t believe i t ! 

You ' re probably jus t neck-and-neck w i th the guy down 
the street. 

So how do you unload yours — first, fastest, w i t h the 
best prof i t — to your highly pampered, demanding 
buyers and tenants? 

Simple. Pamper them a lot more — at l i t t le extra cost 
— w i t h A m - F i n n Sauna. 

Why Am-F inn Sauna? 

Why not find out? Give us a r i n g today — overconfi-
dence can be costly. 

A m - F i n n /OU/IU 
Haddon Ave. & Line St., Camden, N. J. 08103 

Plcam' xetid me complete information on Am-Finn Sauna. 

Name . 

703 
H 

Company 

Address 

City .State 

NEWS 
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Photos: Francis Gardner 

W O O D H U T was home to Seminole. N E W H O M E has appliances, rug. 

Boatmaker builds a hull of a house 
for only $2,500-to satisfy LBJ 
The low, low-cost house must 
have delighted former President 
Johnson as much as it pleased the 
Seminole basket weaver who 
bought it. 

After viewing low-cost houses 
in Central America last summer. 
President Johnson pleaded with 
the F H A to encourage such hous
ing in the United States. 

"I can buy an automobile for 
$2,000. but I can't buy a home 
for less than $7,700," he com
plained. "I want you to get me a 
house for $2,500." 

So the F H A stepped up a na
tionwide house hunt. Several mo
bile home makers built promising 
models, but none costed in below 
$5,000 until inventor Larry Vita 
turned a boat hull upside down 
and added a front door. 

Vita builds boats and homes in 
Fort Lauderdale. Fla. He had 
been experimenting with a porce
lain-finish fiberboard for eight 
years. He reasoned that his low-
cost panels could be used to 
sheathe houses as well as boats. 

Vita heard one of the Presi
dent's speeches about low-cost 
housing and telephoned the White 
House. A week later he was 
working with F H A ' S Charles Die-
man, who has a reputation as a 
can-do bureaucrat,* and with 
F H A architect Louis Cimijotti. 

Says Cimijotti: "The most ex
citing aspect of Vita's plans was 
Vita himself. He's a real inven
tor. He already holds eight pat
ents, and he has another 15 
pending." 

Within two months the team 
had drawn plans for a house cost
ing $2,500 without land. Enough 
lightweight panels for four 16' x 
32' houses could be hauled by one 
low-boy truck, and four men 
could erect a prefab house in 
four hours (photos, right). 

To escape building code re
strictions. Vita sited the house on 
federal land—a Seminole reser
vation near West Hollywood, 
Fla. And he built it on December 
24 as a symbolic Christmas gift 
to the outgoing President. 

The house gets a 25-year mort
gage, insured under F H A ' S Sec. 
233 for experimental projects. 

* Dieman was one of H O U S E & 
H O M E ' S Top Performers in 1968 
( H A H , Jan.). 

Monthly payments arc $26, which 
is within the budget of home-
buyer Ann Doctor. Mrs. Doctor, 
a basket weaver, earns $33 a 
week. 

Says Cimijotti: "The house 
should prove that builders don't 
need $1 million for the govern
ment to build a low-cost home." 

And. adds Vita: "I can make a 
decent profit." 

F R A M E and Hoor up at 9 a.m. 

W W i am*— 

S H E L L nearly ready by 10 a.m. 

H O U S E awaits buyer at noon. 

I J ] r 
DXK I BE S 

F L O O R P L A M of 2-bedroom model. 
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News from the Pot latch Tim berime 

A R C H I T E C T B A N K S O N L O C K - D E C K ® 
D E C K I N G T O S O L V E D E S I G N P R O B L E M 

Architects: Charles L. Monnot, Jr . & Associates, A.I.A. 

Potlatch Lock-Deck* decking and laminated beams were specified as 
the complete roof system for this unusual drive-in bank building in 
Duncan, Oklahoma. They also form the integral basis for the structural 
design. The major criteria were permanent, durable appearance com
bined with capability for dismantling and moving. For more information 
on this unusual commercial structure write for a special Architectural 
Report on Drive-through Bank. 

e r r — J 

Potlata m 
FORESTS, inc. 

WOOD PRODUCTS DIVISION 
PO Box 3591 • San Funcisco. Calitornit 94119 

Lock-Deck is available in 4 thicknesses and factory finished in 14 colors, Electro-Lam beams in all sections up to 162 sq. in., lengths to 60'. 

For details see SWEET'S Architectural File 1c/Po 
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Keeping pace with the current housing revolution 
and the new market which is beginning 
to take shape, the H. B. Ives Company 
is constantly adding new products and finishes 
to its already famous line of superior 
quality hardware. Today, Ives makes available 
to you 26 different lines in its pace-setting, 
budget-priced, self-service Bin-Pak. 
Ives complete line of commercial and residential 
builder's hardware consists of more than 350 
different hardware products in a wide range 
of finishes. 
Send for full line brochure. 

T H I H . B . I V E S C O M P A N Y 

New Haven, Connecticut 

L E V I T T ' S P R A Y E R 
New manager for the North 

L E V I T T ' S K A M U F 
New manager for the South 

Major reorganization at Levitt 
The nation's largest homebuilder, 
known for its autocratic central 
control of branch managers, has 
just created fully autonomous 
northern, southern, and midwest-
ern divisions. 

This change signals a drastic 
shift in management philosophy 
for Levitt & Sons, once run as the 
fiefdom of homebuilding king 
William Jaird Levitt. 

The company, the first to build 
houses simultaneously in a dozen 
markets, used to appoint local 
managers who answered directly 
to a team of top executives at the 
Lake Success headquarters on 
Long Island. 

But as the company grew, top 
executives found it difficult to 
monitor day-to-day operations. 
Says Levitt's new publicist, Jane 
Sharkey: "The top marketing 
man, for example, had difficulty 
just traveling around to all the sub
divisions." 

In an inter-office memo, Presi
dent Richard Wasserman pointed 
out that the management shift also 
reflects a change in the kind of 
houses the company plans to 
build: 

"Until now we have built es
sentially the same product in all 
markets. But we will be building 
new products, and we will be en
tering new markets that stretch 
over greater areas." 

He added: "The home staff 
must no longer be directly in
volved in the day-to-day routine 
of local markets if it is to plan for 
expansion." 

The new regional managers will 
have fu l l staffs to handle land pur
chases, merchandising and legal 
problems. The Lake Success staff 
will be available for questions. 

Herbert Praver, the former 
senior vice president of all Levitt 
operations, becomes senior vice 
president for the northern division 
of New York, New Jersey and 
Pennsylvania. Nelson Kamuf, the 
former senior vice president for 
technical services, gets the South, 
which stretches from Washington. 
D.C. to Florida. 

Richard Weiss, hired away last 
month by brother-in-law Law
rence Weinberg of California's 
Larwin Group, was in line for the 
mid-western command of Chicago 
and Detroit. Executive Vice Presi
dent Richard L Bernhard, who is 
responsible for all Levitt produc
tion, will manage the Midwest 
until a regional manager is named. 

Vice President Donald B. Ed
wards in Puerto Rico will con
tinue to report directly to Bern-
hard, who managed Island produc
tion until his promotion last year. 
And Regional Manager Andrew 
Lorant of France continues to re
port to Wasserman. 

Douglas forms housing consultant group 
Former Senator Paul Douglas has 
founded a nonprofit consultant 
group to aid private business in 
efforts to produce low-income 
housing. 

Douglas said the National 
Housing Foundation, which will 
have headquarters in Washing
ton, will encourage local coali
tions of businessmen to promote 
better housing. 

The foundation's trustees in

clude Milton P. Semer, former 
H U D general counsel; Charles A. 
Wellman, California savings and 
loan leader; James Price, chair
man of National Homes Corp. 
and Richard O'Neill, editor of 
H O U S E & H O M E . 

O'Neill was a member of 
Douglas's Commission on Urban 
Problems, which issued its assess
ment of the state of American 
housing in December. 

Marincello's dreamer, Tom Frouge, is dead 
Thomas Frouge, 54. who tried to 
build a new town across the bay 
from San Francisco, died of a 
cerebral hemorrhage Jan. 5 in 
New York City. His heart was 
later transplanted. 

Frouge. an eastern builder, 
fought conservationists and credi

tors during the last four years in 
an effort to start his 2.138-acre 
new town. Marincello. Construc
tion has not begun, but a Frouge 
Corporation spokesman says the 
death will not alter development 
plans. The company is now 
headed by Tom's brother John. 
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Play Leap Frog 
with our brand new 
Primed Insulite Siding 
Send today for your very own Leap Frog game. It cleverly combines a challenge 
or two, and a little fun, with some serious business. And, it's free. 

Although Leap Frog is a simple game, it's likely to try your patience. The 
rules state that you may only take a nail from the board after having 
"jumped" it with another. The object is to remove all but one lonely nail. 

Naturally, the Leap Frog board itself is a rectangle of new Boise Cascade 
Primed Insulite Siding. Since you'll be staring at it for a while, there are 
a few things you should remember. For instance, new Primed Insulite Siding 
is "curtain coated" for a smooth and uniform surface. This special 
prime-coated surface makes painting a snap, which is a pretty big deal 
when you're talking about painting a whole house. Furthermore, Primed Insulite 
Siding has great dimensional stability. Once you've put it up, it won't "move" 
on the wall. It's also easy to nail, without the necessity to pre-drill, and 
has printed Guide Lines — top and bottom — for fast and accurate installation. 

It's easy to be the first builder on your block to have a Leap Frog Game 
made out of our new Primed Insulite Siding. Just mail us the coupon. 
Or, if you can't stand games of any kind, simply call your local Boise Cascade 
dealer and order long, 16' rectangles of new Primed Insulite Siding. 
You can choose from three types: Horizontal Lap, Vertical Grooved Panels, 
and Plain Panels. Unlike Leap Frog, you just can't lose. 

BOISE CASCADE 
BUILDING PRODUCTS 
Boise, Idaho 83701 

Please send me my very own 
Leap Frog game made out of 
your new Primed Insulite Siding 
— including 14 nails and 
easy to follow instructions on 
how to play. B2 

NAME 

COMPANY 

STREET 

CITY STATE ZIP 
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How new golf courses 
can save $17,141 with AstroTurf 

tees and greens 
Here 's what you w o n 't need: 

7 Power Green Mowers $ 3,640.00 
1 Power Vertical Mower 620.00 
2 Triplex Mowers 4,150.00 
1 Power Sprayer—150 gal. 1,230.00 
2 Power Aerators 1,410.00 
1 Power Spiker 440.00 
1 Rotovator 835.00 
1 Power Top Dresser 965.00 
1 Power Drag Mat 440.00 
2 Fertilizer Spreaders 146.00 
2 Hole Cutters 60.00 
18 Cups 85.00 
95 Green & Tee Valves 1,900.00 
36 Tee & Green Sprinklers 720.00 
Water Pipe 500.00 

Total $17,141.00 

Based on equipment recommended for 18 tees 
and greens by United States Golf Association 

Establishment and maintenance of tees 
and greens used to be the expensive 
part of operating a golf course. Our list 
gives you some idea. AstroTurf tees 
and greens eliminate the need for a lot 
of costly equipment and supplies. They 
free your maintenance crew for other 
work. How? 

AstroTurf is a grass-like, grass-green, 
nylon surface for tees and greens. It 
replaces grass in these critical areas. 
No seeding, feeding, weeding, water

ing, or de-bugging. And AstroTurf is 
instant. Install it and play on it right 
away. 

For tees, AstroTurf is incredibly long-
wearing. Tee installations sti l l look 
brand new in their second year at clubs 
across the nation. Club head slashes 
that ruined a turf tee never hurt Astro
Turf tees. (One AstroTurf tee, 15 ft. x 
20 ft., costs $750 plus installation.) 

For greens, AstroTurf matches the 
payability of the nation's finest grass 
greens. Even the "bite," bounce and 
roll are the same. We tested 120 fine 
grass greens around the nation. Then 
we carefully engineered AstroTurf to 
play as well or better. Its allover uni
formity eliminates putting hazards like 
mold spots, spike holes and worn areas. 
(One AstroTurf green, 4,000 sq. ft., costs 
$8,450 plus installation.) 

AstroTurf tees and greens are an invest
ment in rapid readiness, minimum 
maintenance, and good play for a longer 
season. For complete information and 
a list of installations near you, write: 
Monsanto Company, Dept. 157, 800 N. 
Lindbergh Blvd., St. Louis, Mo. 63166. 

AstroTurf tee at Bermuda Dunes Country Club, Palm Springs, Cal i fornia 

A s t r o T u r f 
Monsanto RECREMIONAl SUHIACES Bt 
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LETTERS 

H o u s t o n g u i d e 
H & H : Your Houston section in the December 
issue is really first rate. A l l of us appreciate the 
fine job. I t created only one problem: A l l of 
a sudden our registrations have increased even 
more. I don't know how much of this popular
ity we can stand. 

M. RA Y N I B L A C K , assistant executive 
vice president 

National Association o f Home Builders 
Washington, D . C . 

HIM: 1 would like to compliment you and 
thank you f o r the worthwhile service H O U S E & 
H I I M I gives to the builder and developer. 

I have particularly enjoyed your Houston 
guide, as I had writ ten f o r informat ion on 
things to see and do, and your magazine pro
vided much better informat ion than I was able 
to obtain. 

E U G E N E R A C K L E V 
Greenville. S.C. 

B o b S c h m i t t i n S t r o n g s v i l l e 
H A H : A belated letter of congratulations on 
your December article about Strongsville and 
[builder] Bob Schmitt. 

Your reporter told it like it was, but the 
recall group didn't w i n that easily. Al though 
[Mayor W i l l i a m ] Behr was defeated by 433 
votes, he and his lawyers brought another suit 
saying the wording on the ballot was confus
ing. This dragged on unti l December 20 when 
the court ruled the recall was legal. 

[Dale] Finley is now mayor. Behr can take 
the case to a higher court. But he is out o f 
office and docs not have the backing he had. 

While all the post-election court hearings 
were going on. an almost-completed home here 
in Ledgewood was bombed. A nice profes
sional job—extensive damage, no clues. 

I f the bombing was supposed to scare us out, 
it had the opposite effect. The residents are 
just plain mad. N o one has sold out. and I don't 
think any new buyers have been discouraged. 
We know we have something lovely here and 
are determined to protect our dream. 

Just like a serial in Ladies Home Journal, 
the events keep pil ing up. M r . Ramsey, a Behr 
man defeated in his council bid and law suit 
to retain his seat, is f i l ing another court case. 
[Robert] l.avery. union leader, has just been 
named the head of the Democratic party here 
in Strongsville. The beat goes on! 

Keep tuned to our wave length. I don't feel 
we arc out of the woods yet. 

[MRS.] D O R O T H Y S I V E W R I G I I T 
Strongsville, Ohio 

Mrs. Sivewright and her husband own a house 
in builder Schmitt's new project.—ED. 

H A H : That's a damn fine roundup on Strongs
ville. Hope you stick wi th the story. 

G R A D Y C L A Y , editor 
Landscape Architecture Quarterly 
Louisville, K y . 

N o - m a i n t e n a n c e w i n d o w s 
H A H : In your December article on vinyl-clad 
wood windows and sliding doors f o r low-
income federal housing, you report: 

"The other two [types o f no-maintenance 
window units], comparably priced, were plas
tic-coated steel and coated aluminum. V i n y l -
clad wood won out because it promised a 
higher 'R' value (thermal resistance) and be
cause the architect had already had success 
with it in his own home." 

We dispute that statement. 
Our company has more than 56 installers. 
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servicemen and salesmen who are in daily con
tact wi th homeowners, apartment dwellers and 
builders. We have not found any convincing 
relationship between the type o f window used 
and heating costs. As a matter of fact, we have 
found in a certain type and size o f construc
tion that the use o f a luminum windows without 
storm windows h a d a lower heating cost than 
a similar construction using wood windows with 
storm windows, although at times we found the 
reverse to be true. 

I think it can be concluded that heating costs 
are predominantly determined by the fo l low
ing: the living habits o f individual families, the 
construction of the home or aDartment, properly 
zoned heating, carefully supervised construc
tion, proper insulation. 

Certainly, any slight savings in fuel costs, 
even i f true, would not just i fy , particularly in 
low-income housing, the tremendous difference 
in basic costs between the vinyl-clad windows 
and coated a luminum. 

J. L E O N F R I E D M A N , president 
Porta A l u m i n u m Inc. 
O ld Bethpage. N . Y . 

// any reader has documented figures showing 
the relative effects on apartment construction, 
heating and maintenance costs of coated alu
minum windows and vinyl-clad wood windows, 
H A H will gladly publish them whether they 
hear out or dispute reader Friedman's claims. 

— E D . 

M o r e o n m o b i l e h o m e s 
H A H : A f t e r reading your October editorial 
several times. I feel that you are not as in
formed about developments in mobile homes 
as you could be. I also think you arc confused 
about the real cost of l iving in a conventional 
single-family dwelling, which certainly includes 
more than just the monthly payment. 

Y o u note that the mobile-home price does 
not include many of the things that a single-
fami ly dwelling includes. This is not entirely 
so. In some projects a mobile home and prop
erty are sold as a package. I n addition, the F H A 
is guaranteeing 25- and 30-year mortgages on 
an experimental basis in several areas, including 
one major city in Michigan. I n fact, the U.S. 
Standards Institute Code 119.1 has been ac
cepted in one o f our cities, and F H A w i l l guar
antee the mortgage o f the unit and the prop
erty plus improvements f o r a period of 30 
years. I admit that this is only a beginning, 
but I think in five years you arc going to see 
thousands of areas with conventionally-mort
gaged mobile homes. 

I disagree with your contention that ade
quately maintained houses appreciate. Gener
ally, it's not the house that appreciates: it's the 
land, the location, interest rates, service fees 
and inflation. In fact, there are many times 
when an older home actually depreciates the 
property on which it sets because the home 
must be removed before the property can be 
used f o r its best purpose. 

Y o u could be quite right regarding the cost 
o f a mobile home and all the extras totaling 
what the permanent cost of a mortgage would 
be f o r a $25,000 house. However, the mort
gage on that $25,000 house would commit the 
owner f o r 20 to 30 years, whereas, the cost of 
mobile l iving would be drastically reduced at 
the five- to seven-year point. I t seems to me 
that people, whether they move or not. are 
interested in the total cost of l iving f o r a long 
period rather than in the superficial criteria 
of the monthly payment. 

D A N I E L A . D O W S E T T , executive director 
Michigan Mobi le Home Assn. 
Detroit 

See 
AstroTurf9 

( o n c o u r s e s f r o m 
M a i n e t o H a w a i i ) 

Why not look at and play on AstroTurf 
tees or greens. See them at the follow
ing locations: 

Bath C . C . , Bath, Maine 
Happy Valley G . C . , Lynn, Mass. 

Winged Foot G . C . , Mamaroneck, N.Y. 
S c a r s d a l e C . C . , Hartsdale, N.Y. 

Wingfield Pines G . & S . C , Bridgevil le, Pa . 
Dunwoodie G . C . , Yonkers, N.Y. 

Orange Hil ls C . C . , Orange, Conn. 
The City of Meridan, Meridan, Conn. 
Washingtonian C . C . , Rockvil le, Md. 

Sligo Park G . C . , Si lver Spring, Md. 
North West Park G . C . , Wheaton, Md. 

South Sherwood Forest G . C . , 
Sherwood Forest, Md. 

Chestnut Ridge C . C . , Luthervil le, Md. 
Pine Ridge C . C . , West Upton, Mass. 

Longmeadow C . C . , Longmeadow, Mass. 
Putterham Meadows G . C . , Brookl ine, Mass. 

Springfield Municipal G . C . , Springfield, Mass. 
Trull Brook G . C . , Tewksbury, Mass. 

Melrose Municipal G . C . , Melrose, Mass. 
Pelham C . C . , Pelham, N.Y. 

Woodmere C . C . , Woodmere, N.Y. 
Val ley View G . C . , Hanover. N.Y. 

Union County Park G . C . , Kenilworth, N.J. 
Saddle River G . & C . C , Paramus, N.J. 

Cliff Park Inn & G . C . , Mllford, P a . 
Twin L a k e s G . C . , Allentown, Pa . 

Fort Lee G . C . , Fort Lee , Va. 
Lee-Hy G . C . , Sa lem, V a . 

The Country Club of Virginia, Richmond, Va. 

Riviera C . C . , Lesage , W. Va. 
Kanawha County Parks, Char leston, W. Va. 

Greenbr iar G . C . , White Sulphur Spr ings, W. Va. 
Par 3 of Lake land, Lake land, F la . 
Pract ice Unlimited, Tampa, F la . 

Piedmont G . C . , Atlanta, G a . 
Johnny White G . C . , Atlanta, G a . 

Wal lace Hil ls G . C . , Maryville, Tenn . 
M c C a b e G . C . , Nashvil le, Tenn . 
Shelby G . C . , Nashvil le, Tenn . 

Royal Oaks G . C . , Cincinnat i , Ohio 
Western Hil ls C . C . , Cincinnat i , Ohio 

Redford G . C . , Detroit, Mich. 
Kensington Park, Milford, Mich. 

Country Club of Lansing, Lans ing , Mich. 

Birmingham C . C . , Birmingham, Mich. 
Lans ing Municipal G . C . , Lans ing , Mich. 
Scott lake G . C . , Comstock Park, Mich. 

Pine Shores G . C . , St. Clair , Mich. 
Warren Val ley G . C . , Dearborn Heights, Mich. 

Arrowhead G . C . , Hamilton, Ohio 
Estate C lub, Lancaster , Ohio 

Kenwood C . C . , Cincinnat i , Ohio 
Sweet Briar G . C . , Avon Lake , Ohio 
Brown's Run C . C . , Middleton, Ohio 

Tri City G . C . , Wisconsin Rapids , Wis. 
Milwaukee County, South Milwaukee, Wis. 

Bushnel l G . C . , Bushnel l , III. 
Lombard Park District, Lombard, III. 

Northwestern G . C . , Morton Grove, III. 
Medinah C . C . , Medinah, III. 

Kaufman Park G . C . , Eureka , III. 
Decatur Municipal G . C . , Decatur, III. 
Twin Orchard C . C . , Long Grove, III. 

Riverside G . C . , Riverside, III. 
Indian Hil ls C . C . , Prairie Vi l lage, Kan . 

Centra l ia G . C . , Centra l ia , Mo. 
St. C h a r l e s G . C . , St. Char les , Mo. 

Oaks C . C . , T u l s a , Okla. 
Indian Shores C . C . , Crosby, Tex. 

Hancock G . C . , Austin, Tex. 
Bermuda Dunes C . C . , Palm Springs, Calif . 

L a Cos ta Resort & C . C . , L a Costa , Calif . 
Coeur D'Alene G . C . , Coeur D'Alene, Idaho 

River G r e e n s G . C . , Gladstone, Ore. 
Glendoveer G . C . , Portland, Ore. 

Bel levue Municipal G . C . , Bel levue, Wash. 
Redmond Golf L inks , Redmond, Wash. 

Waialay C . C . , Honolulu, Hawaii 

A s t r o T u r f 
H[C»CATION»l SURFACES BY 

Monsanto 
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Whirlpool gas air conditioning 

is the choice. 

Compact three-ton Whirlpool gas air conditioners provide individually-
controlled comfort at Flagler Garden apartments. 

Flagler Gardens, situated in a tree-shaded park facing Lake 
Worth in West Palm Beach, is a complex of one and two-
bedroom apartments designed for pleasant adult living. 

The "easy living" includes the comfort and convenience 
of Whirlpool gas air conditioning . . . and heating, too. 

Whirlpool central gas air conditioners are the choice in 
thousands of installations throughout the country because 
of their proven efficiency. Advanced design, including forced 
circulation of the ammonia-water solution by a diaphragm 
pump, together with the economies of gas, often provides 
savings in operating costs of 25% to 50% over other 
central air conditioners. 

High efficiency permits reduced size and weight, too. The 
three-ton unit used at Flagler Gardens can easily be handled 
by two men with an appliance dolly. And the only electrical 
requirement is regular household current. Find out more 
about it . . . 
and abou t the ^>^m^X^ 
wide selection of 
Whirlpool central 
gas furnaces.  
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Abraded Cedar 
Early American® 

Duraply® Lap Siding 

PF-L® Board and Batten 

How to build 21 different houses 
the same way. 

Designing 21 different housesfrom the same 
floor plan isn't as difficult as you might think. Or 
as expensive. 

We've got siding to please every taste. Paint 
or stain-finish sidings. Smooth or textured surfaces. 
Lap or Panel styles. Plus colors, colors, colors. 

We've got a kind of siding that has a fiIm pre-
finish for minimum maintenance: PF-L.® 

And other kinds that are available factory 
pr imed, for one-coat paint ing on the job site: 
Duraply® and Hardboard. You choose. We deliver. 

U . S . P l y w o o d 
ADi.iBionol U S Plywood-Champion Papeulnc 
777 Third Avenue. New Yo'k. N Y 10017 

   

Fir Roughtex 
Board and Batten 

Hardboard 
Board and Batten 

Fir Planktex® 
Lap Siding 

Hardboard V-8 
and Duraply® V-8 

I I 
D 1 

a i r II • i 

Abraded Cedar Texture 1-11 Hardboard Ivy League® 
and Duraply® Ivy League® 

Roughtex® Lap Siding 

Fir and Cedar Roughtex® 
Texture 1-11 

Fir and Cedar Ivy League® Duratex® Fir Planktex® 

m 

Hardboard Lap Siding 

Fir and Cedar Roughtex® 
Ivy League® 

Duraply® Texture 1-11 Fir and Cedar Texture 1-11 Abraded Cedar Ivy League® Fir Roughtex® 
Early American 
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Tiara center-opening double 
door tub/shower enclosure 
with wood grain accent—for 
luxurious homes. 

Patrician tub/shower 
enclosure—moderately priced 
value leader. 

Why do builders choose 
S h o w e r f o l d ® enclosures? 

 

 

Corinthian corner enclosure — 
wall covering, floor and door 
for second bathrooms. 

Homes and apartments move faster 
when women approve your bathrooms. 
And women love patented Showerfold tub 
and shower enclosures because they're 
beautiful, safe, and real work-savers. 

They fold to less than 10 inches, allow
ing complete accessforeasy entry, bathing 
children or cleaning the tub. Closed, they 
keep water inside where it belongs. The 
flexible panels wipe clean with a damp 
cloth. They will not mold or mildew. Safe! 
Can't crack, chip, shatter or break. Life

time replacementguarantee on panels, too. 
Showerfold gives bathrooms a beauti

ful and spacious appearance. Choose from 
decorator panel colors. Trimmed in gold 
or silver anodized aluminum with bright 
or satin finish. 

Budget-matched tub and shower en
closures from the price-leader Patrician® 
series t h r o u g h the m e d i u m - p r i c e d 
Empress® and top-of-line Tiara™ series. 
Also available: a unique all-in-one shower 
package the Corinthian™, includes wall 
covering, Marblemold® floor and Shower
fold enclosure. 82 models in al l ! Write for 
free literature. 

rust free 

aluminum 
\ S 

U S H O W E R F O L D D I V I S I O N 

K I N K E A D 
I N D U S T R I E S 
I N C O R P O R A T E D 

5860 N Pulaski Road. Chicago. Illinois 60646 
l?60l Western Ave. Garden Grove. Cal. 92641 
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B e a w i n n e r 

n o t a l o s e r 

If you're building apartments, were both 
losers if you don't check the advantages of 
using Float-Away metal bi-fold closet doors. 

We know you expect us to have the best and 
most beautiful ly styled metal bi-fold steel door 
line on the market. We're not immodest, but 
we do. Where you really gain is in our 
apartment house system. Check w i th us if you 
have ever been bothered by 

• Irregular openings (in height or width) 
• Excessive handling at the job site 
• High installation costs 

Since we at Float-Away are the apartment 
specialists, there are many other advantages 
to offer. 

Talk to us or we're both losers. 

Write us on your letterhead: 

SHELVES 
Add sales: Only Floor-A-Just 
shelves offer your customers 
splinter-free beauty PLUS 
the strength of heavy gauge steel. 
Sav* installation time: Shelves 
are factory finished and installable in 
minutes . . . with or without rods. 
Sav«s shipping costs. Order shelves with 
Float-Away Doors for minimal freight charges. 

 

FLOAT-AWAY 
COMPLETE CLOSET SYSTEMS 

® 

D e p a r t m e n t H H - 1 3 . 1 1 2 3 Z o n o l l t e R o a d , N .E . , A t lanta , G e o r g i a 3 0 3 0 6 • P h o n e ( 4 0 4 ) 8 7 5 - 7 9 8 6 
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"See, Mrs.Smedley, 
I told you there's an 
Oak Floor underneath." 

Most home buyers insist on Oak floors, even with wall-to-wall 
carpeting. This enables them to change their room decoration 
to accent rugs when the carpeting gets worn and shabby, or 
needs replacement as a result of damage. Oak floors also in
sure higher resale values . . . make homes more salable than 
ones with carpeting laid directly over concrete or plywood. 

Rather than furnish carpeting with your homes, doesn't it 
make more sense to provide a permanent floor of solid Oak 
and let the owners choose their own floor covering . . . in col
ors to match their furnishings and personal tastes? 

Both you and the buyer come out ahead when you use Oak 
floors in your homes and apartments. Think it over. 

You don ' t take a chance wi th OAK FLOORS 
NATIONAL OAK FLOORING MANUFACTURERS' ASSOCIATION 814 Sterick Building, Memphis. Tennessee 38103 
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What's new in 
residential 

environmental 
control? 

r 

Williamson's'TiveinOne!! 
PAT. NO. 3,365,351 

ALTERNATE 
" S I D E " ASSEMBLIES 

  

"IN-LINE" ASSEMBLY 

O Heating O Dehumidification 
0 Humidification 0 Electronic Air Cleaning 
O Air Conditioning 

Imagine creating a sparkling fresh residential environment where 
the home owner never worries about heat, cold, humidity, bacteria, 
pollen count, noise, etc. Impossible? You're wrong. The Williamson 
"Five-In-One" heats and humidifies in the winter, cools and de-
humidifies in the summer; and electronically cleans the air all 
year long. Best of all it performs all these functions with just one 
self-contained unit — not a furnace with a number of added 
appendages. 

Williamson's "Five-ln-One" offers heating capacities from 100,000 
to 180,000 B.T.U., and cooling capacities from 25,000 to 56,000 
B.T.U.; humidification up to one gallon output per hour and re
moval of over 90% of all airborne contaminents. It is available 
for use with natural gas, LP. gas and fuel oil. 

The gas fired units have a solid state modulating control system 
which proportions the flow of gas to the burner according to heat 
demand. A highly responsive thermistor sensing element allows 
temperature selection in increments of one degree. 

Write for descriptive literature today. 

The Williamson Company, Dept. A-111 
3334 Madison Road, Cincinnati, Ohio 45209 

Phone: (513) 731-1343 
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Fireplacing simplified 
Heatilator Mark 123 Fireplace 

    
. . . costs up to 50% /ess 
installed than conventional 
masonry*. 
. . . is the most flexible 
wood-burning fireplace for 
home, apartment, vacation 
or weekend retreat use. 
. . . can be offset 15° or 
30° with starter section 
for easier installation. 
. . . comes as a complete 
package from hearth to 
chimney top. 
. . . can be installed by 
anyone (average time less 
than 3 hours). 
... can be placed anywhere 
in any room with no 
special support foundation 
required. U.L. listed for 
zero clearance to 
combustible material. 
. . . trims to look the way 
you want the fireplace to 
look with brick, stone, 
marble, glass, simple 
wood molding, etc. 

. . . saves 6 sq. ft. on 
corner installations with 
exclusive slanted 
rear corners. 

... two fireplace models 
available. Select 36" 
screened area (#3036). 
Or, 46" screened area 
(#3046) with flatte black 
decorative hood. 
. . . is guaranteed 
smokefree. 'Based on national averages. 

If you build apartments, here's how 
the Mark 123 system can increase your rental income 
... improve your sales value.' 
Average rental without a fireplace $150.00 per month 
Average rental with a fireplace , $160.00 per month 
Rental Increase $120.00 per year 
Mark 123 Fireplace Installed $325.00 
Increased rental pays for the fireplace in less than 33 months—at that 
point you earn $120.00 per year extra profit per apartment. If you sell 
the building at a rate of 7.5 times annual income, you increase your 

jrn on investment by over $8,000.00 for a 10 apartment building. 

There's a model and style for every home or apartment. 
See the complete line at the Authorized Heatilator Fireplace 

j. I Dealer in your area, or write ... 

fih heatlldtOr fireplaces 
rWW VEGA INDUSTRIES, INC. 182S E. Brighton Ave. Syracuse, N.Y. 13EOS 
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Builders say these nailers are the greatest! 

 

 

 

 Gun-Nailer 

V Make more profit per job 
T h e S T A L L I O N 

Drives 16d 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-105a, 
Interim Amendment-2, 
April 7,1964. 

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

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. 

take less time per job 
• Say your total labor cost is $5.50 an hour. You can 
save up to $57.27 per hundred pounds of 16d nails by 
using the Paslode Stallion power nailer instead of hand 
nailing. Save even more per hundred pounds of 8d 
nails with the Paslode Gun-Nailer power nailer. And 
the speed of nailing gets the job completed days sooner. 

In other words, you can't afford not to have these mod
ern tools today. They have been proved to be rugged 
and dependable the year-around. Let us send you a free 
nailing cost calculator. More important, let the Paslode 
man near you demonstrate the tools. 

Call him (see "Nailers" in the Yellow Pages) or write us. 

CD PAS 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 
8 0 8 0 McCormick Blvd.. Dept. HH. Skokie, III. 60076 
In Canada: Paslode Canada Reg'd, Scarborough, Ont. 
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House & Home 
F E B R U A R Y 1 9 6 9 

EDITORIAL 

The new language 

We've all heard so much from the really big minds 
that we thought some definitions would be in order 
Well, neighbors, there are a lot of folks outside our 
industry who think we have our bib overalls on back
wards. They want to play a whole new ball game in 
housing and just leave us sandlotters out. But we still 

think you might be interested in the new language 
these folks use in talking to themselves. So here are 
the definitions of some of the more important words in 
their lexicon: 

block grant: a piece of cake big enough lo sat
isfy almost everybody in the state capital 

bureaucracy: a voluntary association of fun-lov
ing kids, dedicated to helping each other out 
. . . and in 

catalytic effect: term used to describe a punch 
in the nose, being caught in flagrante delicto 
(Have you ever been seated in an outhouse 
when it was turned over?) 

central city: a rock-and-roll joint featuring 
"Government-By-Crisis" and the Deeply Con
cerned Five and their following, too 

cleanliness of line: phrase used by architects 
to describe work of other architects they wish 
would drop dead 

clout: what the head honcho has (and won't 
say how he got i t ) 

coherence: metaphysical term meaning "let it 
all hang out" 

commitment: what you must have continuity 
of . . . especially if you're running for office 

community participation: group therapy 
compensatory: a municipal ordinance the en

forcement of which insures that everybody gets 
theirs 

consensus: an agreement between two community 
groups on how lo divvy up the boodle 

coordinate: to referee meetings between planners 
and communities 

creative play: password for getting into PTA 
meetings 

crunch: fourth and goal, and their red dog 
works 

delivery system: bringing home the pork barrel 
dialogue: maybe I ' l l listen to you, if you listen 

to me first 
economic utilization: phrase used by speculators 

to justify turning the only natural asset left 
in town into a parking lot 

enrichment: making it go over the budget 
environmental control: telling all your employees 

to shut up and listen 
expedite: preferential treatment given to the 

head honcho with the clout 
extrapolate: faking it 
feedback: an East Indian knockwurst consumed 

at ritual meetings of the planning commission 

flexibility: a discotheque just two blocks away 
that accommodates everybody, including wed
ding parties, graduations, bar mitzvahs, com
munion breakfasts, even your Aunt Lillian 

glacial pace: the Building Department working 
at top speed 

housing mix: just add planners, heat to 325° for 
a nice crisp brouhaha 

housing phase: something everyone has to go 
through 

human scale: what buildings that come in way 
over budget have 

indigenous: a local pastry consumed in large 
quantities at block parties 

individual value: a hand-painted luminous neck
tie 

input: none of your business (see output) 
interface: a condition describing one whose nose 

has been rubbed in it 
involved: getting caught with your hand in the 

till 
limited dividend: an incantation 
long-term investment: a short-term investment 

that doesn't pay off 
maximum feasibility: served frequently at plan

ning sessions, a Cambridge delicacy made of 
hot air, grand plans, passionate credulity and 
deep dedication . . . pinch of involvement 
couldn't hurt 

methodology: litany recited frequently by the 
engineering faculty to assure themselves that 
they still have a job 

mission-oriented: an engineer who holds a degree 
in being smarter than everybody else, unusually 
useful in applying stucco to fake Spanish design 

money: an authorization that turns into an ap
propriation, especially when no one thought it 
had a chance 

national dividend: the last piece of cake feft 
over f rom the fun party 

national priorities: military domains held closely 
by certain Congressional committees 

new technologies: buzz word at the B-school, 
replacing touch football in Chevy Chase 

new town: a technique used by wishful thinkers 
to keep cash flow on big investments down to 
a mere trickle 

non-profit: ritual mythology used to invoke 
low-cost miracles 

output: you couldn't understand it anyhow (see 
inputs 

overview: blind-man's bluff, a game that starts 
when the faculty cocktail party starts falling 
apart 

parameters: an enveloping garment, sort of like 
long-handles, but with directions as to which 
part goes where 

peripheral sprawl: a posture assumed by archi
tects when infuriated by the free movement of 
the private sector 

pilot project: a job that takes up all the money 
you could raise 

private enterprise: anybody who can make it 
work 

programmed: up light and promised a commit
ment 

quality-of-the-environment: new perfume popu
lar among planners 

readout: nagging, almost programmed in its 
predictability 

rehabilitation: sobering up period 
scale: what architects weigh their drawings 

on, to determine how much 
strategy: an excuse used by city planners to 

explain why nothing ever happens 
synergistic effect: how the whole damned 

program got out of hand 
systems analysis: examining the entrails of a 

frog for augurs of good times ahead 
tax shelter: something for rainy clays and favorite 

grandchildren 
The People: your own private cheering section 
upward mobility: the ability to goof off in grad

uate school while your wife works to support 
both of you 

urbanologist: a guy who can tell by looking at 
you how much you can afford in consulting fees 

urban overhead: when you're living over your 
income in downtown Pottstown 

vest-pocket park: a concealed instrument used by 
planners to get their way 

viable: an enterprise that architects, bureau
crats, deep thinkers, sweet people, even journal
ists can't kill —RICHARD W. O'NEILL 
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encd by sloping tile roofs and deep
ly recessed second-floor decks. 

SITE P L A N puts townhouses at cen
ter, large (to '/2-acre) single-family 
house lots on high ground at sides 
and rear. Apartments and shopping 
will be started later. 

REAR V I E W shows walled courts 
that give privacy from adjoining 

Photos: Ernest Broun houses and bordering greenbelt. 

 

 

 

 
  

    



 

  

 

 
 

    

 

   

 

Builders Wayne Brown and Sam Kauffmann 
sell already well-housed families with 

Townhouses for the 
homeowner who has 
everything— 
but doesn't want it 

Well, maybe not quite everything. But the first 
buyers of these townhouses are mainly residents 
of nearby San Francisco suburbs who used to own 
detached houses valued as high as $115,000. Most 
of these expensive houses required a good deal of 
upkeep, much of it by hard-to-get house and 
grounds employees; most contained valuable furn
ishings and possessions that made the house vul
nerable when unoccupied; most were too big for a 
family whose children were grown and married, or 
off to college. In moving to Rinconada Hills, these 
buyers are grading down in price ($38,750 to 
$49,500), but up in the kind of living that they 
really want. And even before the January 15th 
opening of the project, almost two dozen of them 
had put down deposits. 

What is the way of life these buyers want? 
Mobility. These families travel a lot, both for 

business and pleasure, and they want to be able to 
turn the key in the door without having to worry 
about maintenance and protection of their property. 
Often they own vacation homes in distant areas, 
and they may stay there for weeks, or even months. 
For example: one buyer sold his $115,-
000 house, bought both a Rinconada 
Hills townhouse and a small home in 
Palm Springs, and plans to divide his 
time between the two. 

Convenience. Although the B&K 
townhouses are not small (up to 2,212 
sq.ft.), they aren't anywhere near as big as the 
houses that most buyers left behind. And all ex
terior maintenance is taken care of by a home
owners' association. 

Privacy. Walled yards and interior courts pro
tect residents from passersby, and sightlincs from 
one unit to another are carefully blocked by walls 
and setbacks. Party walls soundproof each town-

K A U F F M A N N B R O W N 
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TOWNHOUSE M A R K E T continued 

B L A I R 

house from its neighbors; this is one of the strong
est appeals Rinconada Hills has in competition 
with luxury apartments. 

Environment. Rinconada Hills buyers have left 
fine suburbs and exurbs. and they demand the same 
atmosphere in any new housing. The design of the 
units (a contemporary derivative of early Cali
fornia style), the landscaping, the groves of old 
eucalyptus trees, the security guard at the main 
gate, the expensive single-family house sites around 
the perimeter of the property, all assure buyers 
that they are moving to a community as good as 
the one they left. 

The 220 townhouses are the first stage in a 
planned unit development that is a joint venture 
between B & K and Weyerhaeuser Co., the 
giant lumber producer. The P U D will 
eventually include 150 single-family 
house sites up to a half acre in size, 
159 luxury apartments, a private swim 
club, a 10-acre shopping center and 
seven acres of professional and office space. Among 
its other advantages, the planned unit concept per
mitted building the townhouses and roads on the 
treeless hills, thus saving groves of mature euca
lyptus trees in the valleys. 

About half the single-family sites will be sold 
off for custom houses, and half wil l be developed 
with semi-custom versions of B & K models now 
being built in nearby subdivisions. 

Says Wayne Brown: "We feel that the custom 
houses will bring to Rinconada a measure of di
versity that would be impossible under a single 
designer and builder. But we will retain design con
trol because we wouldn't want the community hurt 
by an ill-conceived design." 

Townhouse sales at Rinconada will be all plus 
business for B & K , which has built over 3,000 single-
family detached houses in the suburban San Fran
cisco area since 1954, and which expects to con
tinue selling them at the rate of 250 a year in con
ventional subdivisions. (Price range: 
$30,000-550,000.) 

Rinconada Hills and its new town-
houses are the first complete develop
ment done by the company's new de
sign department, organized under the 
direction of architect Donald Blair in 
1967. Blair, who had been in private 
practice in Portland, Ore., since 1955, 
, , , - , _ , . Mr. & Mrs. Harry Later arc 

had won dozens of awards for his cus- s e m i . r e t i r e d , o f t c n t r a v e I 

tom houses and apartments, but had months at a time. They owned 

never worked with a merchant builder. a l a r g e h o m e w h e n t h c i r c n i u 

„ , . - . . . dren were young, then bought 

Blair says of his new assignment: a s m a l l c r n o u s C i finaIjy b o u g h t 

"The greatest asset is in having ex- a B * K townhouse. 

perts in every phase of housing immediately avail
able. Answers are quick and accurate, and you 
don't have to wait until a project is half finished 
to find out if it's feasible. I f something won't work, 
you'll be told mighty fast." 
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I^OWER LEVEL 

UPPER. LEVEX, 

O 5 iO FT 

$45,000. TWO-STORY plan has 
two bedrooms and 2Vz baths. Bed
room/den opens to the two-story 
living room or can be curtained off. 
making model ideal for a couple with 
occasional guests, a common market 
demand. This is B&K'S only model 
without an interior patio. 

TWO-STORY L I V I N G ROOM with 
free-standing fireplace chimney adds 
feeling of spaciousness to both first 
and second floors. 

Photos: Ernest Braun 



MASTER BEDROOM is really a suite 
(plan, opposite) with its own dressing 
room and bath, a large walk-in closet, 
and a private balcony (photo, left), 
partially sheltered by an overhanging 
roof. 

BALCONY B E D R O O M / D E N (right) 
can be closed off from living area 
below by folding doors. Living room 
windows (right in photo) extend 
well above the second-floor level. 

D I N I N G AREA (below) is off living 
room, and directly below balcony 
bedroom (photo right). A pass-
through opens area to the kitchen, 
still retains adequate feeling of sep
aration. 

 

continued 
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TOWNHOUSE M A R K E T continued 

Photos: Ernest Braun 

 



D E C K 

$ 4 9 , 5 0 0 / T W O - B E D R O O M P L A N 

(right), project's largest, has three 
bedrooms and 2'/z baths. Four sep
arate outdoor areas give every room 
access to outdoors by either a deck 
or a patio. 

G A R D E N R O O M (left) gives all-im-
portant first impression to visitors. 
Floor is Mexican clay tile, and high 
side wall allows complete privacy. 
Jalousie windows flank wood panel
ing above outdoor snack bar. 

U P P E R L E V E L 
O 5 tOB-T 

I . O W E R X E V - E L , 

L I V I N G , D I N I N G A R E A S share fire
place, but can be completely separ
ated by ceiling-track-mounted drapes. 
Paneled dining-room wall adds a 
touch of luxury. 

K I T C H E N W I N D O W (right) is count
er high. It can be used as a service 
pass-through for dining on the patio, 
also gives a supervisory view of front 
entry. This is a townhouse version of 
California's famous indoor-outdoor 
kitchen. 

B E D R O O M F I R E P L A C E (above) 
adds opulence to master suite. Two-
story living room is at left. 

R E A R P A T I O (left) is hidden behind 
stucco wall for privacy. Deck opens 
off master bedroom above. continued 
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T O W N H O U S E M A R K E T continued 

L I V I N G 

   

U GXEDITH" 

3 5 * 

G A E A G E 

Photos: Ernest Braun 

LOWTC LEVEL UPPER I.KVEI, 

$ 4 7 , 5 0 0 . T W O - S T O R Y P L A N 
(above) brings visitors down a long 
covered entry into an intimate court
yard (photo, below). The three bed
rooms are all on the upper floor, but 
the master suite is on a different 
level, hence separate from the family 
and guest bedrooms. 

E N T R Y C O U R T (below) has trcllised 
dining area, is planned for minimum 
maintenance by families who don't 
want grounds work. 

L I V I N G / D I N I N G A R E A (above) has 
brick and board-paneled fireplace 
flanked by glass walls that look out 
onto rear patio. 

M O D E R N K I T C H E N (below) has 
cabinets without protruding pulls, 
and luminous ceiling. Architect Don
ald Blair uses simple detailing for all 
finish trim to help keep costs down 
without sacrificing the look of cus
tom construction that this market 
demands. 

 

HOUSE & HOME 



$ 3 8 , 7 5 0 . O N E - S T O R Y P L A N (right) 
is only single-level plan, lowest in 
price. Its side entry requires that it 
be located at one end of the town-
house blocks. 

L A R G E P A T I O (below) extends the 
full width of the living/dining area. 
Pitch of red tile roof brings soffit 
height down to the 6 '8 " door-header 
level. Units at right show how stag
gered siting helps create outdoor 
privacy. 

BE. 
V A U L T E D C E I L I N G labove) in liv
ing/dining area gives an open feeling 
to match the two-story living rooms 
in the other three models. Job in rear 
patio walls blocks view of passersby 
through entry. 

S M A L L P A T I O (right) is shared by 
bedrooms, each of which has sliding 
glass doors opening into it. Garage 
entrance is out of picture at right 
(plan, left). 



He calls himself "the nation's 
No. 1 landlord." 
Does he deserve the title? 
Judge for yourself 
as you read ... 

How this 34-year-old ^ 
runs a nationwide | 
apartment empire I 

His name is Walter Judd Kassuba. His empire is 
35,000 garden apartments—17,000 rented, 
5,000 under construction and 13,000 in 
final planning—in 14 states from Florida to 
Washington. And he's got a new twist. 
He not only retains all the apartments he 
builds (instead of selling them to investors) 
but operates them like a national motel 
chain. His national-brand advertising 
and his national quality and performance 
standards-old hat to Holiday Inn and Statler— 
are making him unique in the apartment 
industry. Says Kassuba: "I'm after a market 
that no one else has ever tried to claim." 
If the market is unique, so is the immensity 
of some of its problems. But this young 
man who worked his way up from fourplexes and 
eightplexes in Milwaukee has been keeping 
on top of the problems with a sensitive 
cost-control system that he never stops refining. 
For a closer look at Kassuba's ambitious 
empire and the system that makes it run, 
start reading the next page. 
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W A L T E R J U D D K A S S U B A got U 

early start on the road to building his 
apartment empire. He spent summer 
vacations during college—Marquette 
University, business administration-
working for his father's Milwaukee 
real estate firm. At 19 he acquired a 
Wisconsin real estate license. At 22, 
two months after he finished college, 
his father died and he took over the 
firm. Within two years—including six 
months of active Army duty—he 
pushed annual sales from $2.5 mil
lion to $12 million and turned the 
firm into the largest commercial real 
estate company in the state. Next he 
tried his hand at building small apart
ment houses for sale to local inves
tors, then built some for himself and 
tackled apartment management. This 
proved so rewarding that in 1960 he 
set up the Kassuba Development 
Corp. and sold the real estate com
pany. Four years later he shifted his 
headquarters to Palm Beach, Fla., 
where he will soon move into a new 
five-story building tailored to his 
mushrooming organization. He now 
devotes most of his time to land 
acquisition, financing and transfer
ring the problems of apartment man
agement to regional offices which are 
rapidly becoming autonomous. 

Kassuba bases his empire on a broad 
rental market: middle-income families 

A t least 90% of his apartments are within 
middle-income rental ranges: $125 to $175 
for one bed room, $ 160 to $210 for two bed
rooms, $180 to $240 for three. The balance 
of his units cater to students near large uni
versity campuses in Texas. Florida and 
Michigan. Kassuba mixes students and fam
ilies in a few projects but never in the same 
buildings. 

Unt i l recently he has built in cities of all 
sizes. But f r o m now on he wi l l leave the 
smaller cities alone and concentrate on large 
metropolitan areas. His reason: "We've 
found it's not very profitable to build in 
scattered cities that can't support more than 
one or two of our projects. The economics 
of managing those scattered jobs is against 
us. Our future is in developing large num
bers of units in fair ly consolidated areas." 

Kassuba has already taken this approach 
in the Chicago market where he now has 
more than 10,000 units. Though his Kas
suba Development Corp. is headquartered 
in Palm Beach, he keeps an area office in 
Chicago and also in Milwaukee. His 14-
state territory is officially divided into three 
regions — Chicago. Nor th and South — su
pervised f r o m the three offices. 

Kassuba plans to consolidate his empire 
not only in big cities but also in big projects. 
More than half of his existing projects are 
well under 500 units. But f rom now on he 
w i l l not consider sites unless they can ac
commodate 600 to 2,000 units, and he has 
already acquired some that wi l l hold 4,000 
units. 

Kassuba wants renters to consider 
him "the nation's No. 1 landlord" 

As his advertising explains, "No . 1" is 
intended to mean the best, not necessarily 
the biggest. 

He is trying to develop and sustain this 
idea through a centralized advertising pro
gram run by a Palm Beach agency, Camp
bell-Dickey Advertising. Every ad, sign and 
brochure repeats the same symbols and pro
motion themes. Besides "No. 1 landlord," 
the term "Kassuba Trace" is used promi
nently/Trace," meaning well-traveled path, 
is incorporated in every project name—e.g., 
Berkshire Trace. Meadow Trace, Walnut 
Trace—and its origin and meaning are al
ways explained in detail in ads and bro
chures. 

So far all of Kassuba's advertising has 
been local. The agency keeps a bank of as
sorted newspaper ads, and resident manag
ers simply order them by number. They 
spend about 60^ to 70c1 per apartment unit 
on sustaining ads each month, and $75 per 
unit when renting up a new project. 

But a few months ago Kassuba expanded 
into regional advertising. He took full-page 
ads in Life magazine's Florida and State of 
Washington editions, aiming them not just 
at prospective tenants but at lenders and de
velopers as well. For example, one ad asks 
the reader to write in " i f you know a perfect 
place for a Trace." 

While stock symbols and themes may be 
giving Kassuba a national brand image, they 
are not always effective in local markets. 
Says ad agency President Gilbert Dickey: 
"Sometimes it takes us a while to find the 
right posture for a local market. Ads that 
work well for one successful project can 
turn out to be useless for a new project just 
a mile away. Both sets of tenants may be in 
the same age and income group, but one 
may be professionals and the other work
men. So we keep trying different approaches 
until we learn how to communicate with 
them." Company policy is to keep vacancy 
and turnover within 3%, but in some new 
projects they range up to 10%. 

Kassuba's advertising claims that the 
quality of his apartments doesn't vary f rom 
project to project. And his approach to 
building them backs up that claim. 

Kassuba's production men use his 
apartments as experimental labs 

They run performance tests on virtually 
every material, product and construction 
system Kassuba uses. These are usually in-
use tests, wi th the performance data coming 
f rom maintenance records, resident manag
ers and construction supervisors. Four ex
amples: 

1. One brand of passage lockset is speci
fied for all Kassuba apartments because 
maintenance and repair records established 
that it stands up over others. 

2. Only light fixtures that dissipate heat— 
e.g., wall-hung fixtures—are specified be
cause they minimize lightbulb changing. 

3. None of the projects has built-in lawn 
sprinkler systems because resident managers 
say they're too hard to maintain. 

4. Exterior entry doors are heavy alumi
num storefront units recessed into building 
facades to eliminate wind damage. "Experi
ence proved there's not a door built that's 
strong enough to withstand wind damage," 
says Vice President Edward Van Leuven, 
who's in charge of contract negotiation and 
insurance. 

Some of Kassuba's testing is done in 
manufacturers' laboratories. For example, 
a company that specializes in sound-deaden
ing materials is helping to determine wheth
er a new subfioor design is good enough to 
be substituted for Kassuba's standard sys
tem of lightweight concrete over wood. The 
experimental system—two layers of V2" 

continued 
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D E S I G N V A R I E T Y in Kassuba 
Traces comes largely from use of 
local architects who add some orig
inality to construction formulas dic
tated by nationalized purchasing de
cisions and performance testing. 
Basic variations are brick veneer in 
Midwest projects, vertical wood sid
ing on the West Coast. Exterior de
sign is limited by 1) standard win
dows (currently anodized-aluminum 
horizontal sliders), 2) standard min
imum distance between mud sills and 
grade and 3) standard siding panels 
(currently textured plywood and 
coated hardboard). Kassuba's square-
foot construction costs, as of 12 
months ago, ranged from $9.50 in 
the South to $12.50 in the North. 
His policy on exteriors: "Just make 
them attractive. The real sales fea
tures in our apartments are environ
ment and living space." 

   

   
 

   
 

3 B R - Z BATH UNIT 

S T O C K F L O O R P L A N S establish 
square-footage ranges and layout 
patterns for local architects. As Kas-
suba considers room size one of his 
two biggest drawing cards, he tries 
to squeeze as much living space into 
floor plans as economics permits. 
Appliances, cabinets, carpeting and 
hardware are standardized by central 
purchasing, and plans arc being con
sidered for buying stock interior-
decoration packages from one source 
as mobile-home companies do. 

mineral-fiber sheathing board under 1 % " of 
hardrock concrete—is typical of the cost-
saving ideas that Construction Manager 
Bickley Stevens searches for in a sustained 
program to find the most practical compro
mises between highest performance and 
lowest cost. Says Kassuba: "Obviously, i f 
you plan to keep your apartments, you build 
differently than if you're planning to sell. 
But you still can't build a Cadillac for Ford 
customers." 

Feedback f rom resident managers is vital 
to this perpetual testing process. For exam
ple, the suggestion that all projects might 
have laminated-plastic kitchen cabinets was 
resisted by the managers when they learned 
that a low-cost laminate would have to be 
used to keep costs in line. The managers ob
jected to the risk of damage—and thus costly 
repairs—inherent in a cheap laminate. So the 
only Kassuba projects that have plastic-clad 
cabinets are in Florida, the only state where 
builders don't have to pay a premium for 
cabinets with high-grade laminates. 

But Kassuba is wil l ing to pay a premium 
if maintenance savings compensate for it. 
He recently installed fiberglass bathtubs 
with integral sidewalls in one building to see 
if the extra $25 per unit would pay for itself 
by eliminating leaks and grout repairs. 

While production, purchasing and main
tenance specialists dictate every component 
in the Kassuba Traces, they do leave room 
for originality in architecture. 

Kassuba's project design is a blend 
of national formulas and local ideas 

Whenever Kassuba moves into new areas, 
he hires local architects and local land engi
neers in an attempt to add fresh interpreta
tions to his basic design and land-use guide
lines. In planning, his two main objectives 
are big floor plans and maximum green 
space. 

A basic Kassuba building has a central 
corridor, patio doors in every unit and cov
ered outdoor parking. Interiors are finished 
with drywall, stock cabinets without pulls 
(a maintenance saving), stock hardware 
and stock sculptured carpeting (17-oz.) 
bought nationally. Eventually, the interiors, 
like those in mobile homes, may be finished 
with interior-decoration packages f rom a 
national supplier. Exteriors are suited to re
gional preferences — e.g.. Midwest facades 
are brick veneer with wood panels under 
windows, West Coast exteriors are vertical 
wood siding, usually textured plywood. 
Buildings are clustered around open court
yards. 

Besides these general formulas, Kassuba 
has guidelines for elevations and use of in
terior space. Examples: Buildings have to be 
set higher than many architects like in order 

to offset all risk of water draining into base
ments; basement areas must be only large 
enough to accommodate storage lockers and 
heating plants ( i t costs money to clean a 
basement); floor plans must fa l l within 
specified square-footage ranges and layout 
patterns. 

Despite these limitations. Kassuba feels 
local architects are essential: "They help 
us avoid cookie-cutter design." He is now in 
the process of setting up his own architec
tural staff, but its purpose wil l be to speed 
up plan reviews rather than to displace local 
designers. 

Kassuba banks heavily on the appeal of 
environment. He picks land with interesting 
features like trees and irregular terrain, also 
uses aerial surveys to help tailor the build
ings to the site. Density averages 16 units 
per acre. Asphalt is kept to a minimum. But 
not all of the planning is concerned with 
esthetics. For the sake of long-term main
tenance, much of the land engineering is 
devoted to site drainage to avoid erosion. 

Projects are generally located on or near 
expressways — making them accessible and 
easy to see — and within reasonable driving 
time f rom shopping centers. 

Kassuba develops his projects fast. He 
starts studying a city only three to six 
months ahead of site acquisition and begins 
construction the same year he buys the land. 
Four months after ground-breaking the first 
building is opened, and each additional 
building is finished every two weeks thereaf
ter. From then on the project's success de
pends largely on headquarters' exhaustive 
profit-and-loss controls. 

Kassuba keeps his projects in line 
with predetermined cost standards 

"Most real estate people aren't oriented 
to profit and loss," he says. "They don't set 
up goals and worry about budgets. That's 
where we're different. I can look at gross in 
come and expenses and see in a hurry where 
we're headed." 

His goals and budgets are dictated by de
tailed cost standards and controlled by in
terrelated record forms that make it easy to 
size up a project's performance. The stand
ards and forms are constantly being refined. 
"As we get bigger," says Rental-Division 
Comptroller Larry Baker, "we have to keep 
making our controls more detailed." A key 
control, for example, is the monthly Stand
ard & Variance fo rm, which compares 
standards for project income and expenses 
with actual figures and notes the variance. 
This f o r m breaks expenses into 13 catego
ries, but Baker says the breakdown must be 
still finer. 

Standards for each project are reviewed 
quarterly, and every six months a project's 

continued 
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A P A R T M E N T E M P I R E continued 

H I L L Y K A S S U B A S I T E for 1,048 apartments in 
suburban Chicago is a former golf 
course. Planners used maximum den
sity, 14 units per acre, but carefully 
preserved land's character. 

performance is analyzed in relation to its 
market. 

I f income for an established project falls 
below standard, Kassuba takes three steps: 
1) uses professional shoppers to test the 
sales ability of the resident manager, 2) 
reviews the advertising program to see i f it 
should be stepped up and 3) scrutinizes ex
penses for some previously overlooked 
problem like a resident manager who isn't 
supervising his labor force properly. 

Kassuba turns his resident managers 
into businessmen and administrators 

Full-time janitors and local contractors 
handle the maintenance work. The manager, 
working within an annual budget, is ac
countable for his project's cash flow and 
deals directly with all repair men and sup
pliers. Income is collected at the project and 
bills are paid f rom Palm Beach but through 
the manager. He is the only direct contact 
between headquarters and his project. 

The resident managers are paid bonuses 
based on profit. So they have a vested inter
est in keeping expenses down. 

Kassuba prefers managers with some 
business knowledge—generally couples be
tween 40 and 55 — and pays them f rom 
$10,000 to $16,000 depending on project 
size. They are first trained in an established 
project for about a month, then assigned to 
one of the smaller projects — but never to a 
new one. New projects are always run by 
veteran managers until they are rented up. 

Kassuba envisions setting up a central 
training school for new managers which 
might be combined with a testing center for 
new products and materials. 

The resident manager's independence is 
not without limits. A divisional vice presi
dent checks with him at least three times a 
week. He can't spend more than $200 for 
any single expense without an okay. And 
when he sends his monthly record o f dis
bursements to Palm Beach at the end of 
each month, the divisional vice president 
gets a duplicate copy for checking. I f he 
questions a bi l l , he can order headquarters 
to hold payment. A new system wi l l soon be 
set up to let divisional managers see bills 
weekly instead of monthly. 

Resident managers submit weekly rental 
reports that itemize new rentals, vacated 
apartments and notices received. These are 
summarized on a master report at head
quarters and reviewed monthly. Headquar
ters also reviews a resident manager's effec
tiveness every three months with his divi
sional manager and brings together all 
resident managers for annual meetings. 

Kassuba's three divisional managers, 
handling f rom 4,000 to 10,000 apartments 
apiece, are much overworked. One of them 

supervises projects in 16 cities, which is 
feasible only because he flies his own plane. 
But they wil l soon get assistants, and as the 
Kassuba empire expands, two more divi
sional men w i l l be added. 

One problem that can't be solved so easily 
is how to get tighter control of construc
tion. 

Kassuba is turning to big contractors 
to solve his construction problems 

His problems, like every other builder's, 
involve labor. He gives subcontractors in
centive bonuses for days saved in construc
tion schedules. And his big projects offer 
them the advantages of job longevity and 
high unit volume. Still, dependable labor is 
scarce, and sometimes Kassuba has had to 
move into areas with his own crews because 
bids weren't low enough. 

He uses three approaches to building. 
In Chicago he maintains a full-scale con
struction company with tradesmen on the 
payroll. Outside Chicago he has been sub
contracting jobs, using regional supervisors 
— often former builders — and locally hired 
managers. But he is gradually giving up 
subcontracting and. when the price is right, 
turning entire projects over to general con
tractors with commercial divisions that 
carry tradesmen on their payrolls. 

Ed Van Leuven expects large commercial 
contractors wil l soon be competitive in resi
dential work and, with their advantage of 
not having to go to hiring halls for trades
men, wil l offer a more practical way for 
Kassuba to build. 

Kassuba doesn't use prefabricators except 
when they provide their own assembly 
crews. "We always price a job both ways — 
sticks versus panels," says Van Leuven, 
"and sticks usually come out cheaper." Rea
son: He buys lumber through big brokers 
for prices close to what the prefabbers pay. 

But Kassuba doesn't belittle prefabrica-
tion. In fact, he predicts that labor prob
lems wil l eventually force him into it on a 
large scale. He envisions six or eight stag
ing areas set up to supply components and 
materials to his own projects in a 50- to 
100-mile radius. 

Some other plans Kassuba has in mind 
are regional shopping centers—he is already 
building local centers in some of his larger 
projects—and broad appliance-leasing pro
grams to streamline maintenance and solve 
the problem of hard-to-get repair men. Says 
Van Leuven: "We'd like to give the job of 
equipment maintenance to the manufactur
ers." Whether Kassuba wil l add high-rises to 
his empire is questionable: "It's hard to get 
good cash flow f rom high rises. Garden 
apartments make more money." 

- H . C L A R K E WELLS 

B2 HOUSE & HOME 



Yesterday's design 
need not be 
old-fashioned, 
any more than 
today's design need 
be cold and 
unemotional. 
That's the key lesson 
to be learned from 
these three 
architect-designed 
custom houses 
that combine . . . 

The best 
of 
traditional 
and 
contemporary 

The pictures at left show a major virtue 
of traditional materials and basic forms— 
fitting the houses into their surroundings. 
And the next six pages show what con
temporary design and planning can do for 
living space. 

continued 
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1 In Arizona: a washed-mortar, tile-roofed house for a desert setting 

 

  
 

    
 

 

  

 

   

A l l things considered, this house has re
mained remarkably fai thful to its ancestry, 
the adobe ranch of the early Southwest. 
The reasons are more than just esthetic: 
The tile roof and mortar walls don't suffer 
in the blazing heat and extreme dryness, 
and the small windows make the indoors 
cooler psychologically as well as in fact. 

Such departures as there arc f rom 
authenticity are also made in the name 
of practicality. The simple line of the front 
elevation (above) is broken drastically in 
the rear (below) to accommodate the plan. 
And an offset at the peak of the roof— 
visible behind the chimney in the photo 
above—allows clerestories in the living 
room's inside wall. 

Photos: Neil Koppes 



A R C H I T E C T : Bennir M. Gonzales As
sociates 

B U I L D E R : Inland Constructors 
L O C A T I O N : Carefree 
LrviNG A R E A : 2,765 sq. ft. 

L I V I N G R O O M gets extra light from 
a strip of clerestory windows. Front 
entry is just out of the picture at the 
extreme right. Keeping, or family, 
room can be seen beyond the low 
partition walls. 

  

R E A R T E R R A C E is partly covered 
by a massive porch, has a floor of 
oversized tcrra-cottu brick. Steps in 
foreground lead from carport (see 
plan on facing page). Pool is visible 
beyond the terrace wall. 

K E E P I N G R O O M is shown here k 
from the kitchen doorway. Living 
room is at right. A short flight of 
steps next to the fireplace leads 
down to entry level, and the cor
ridor beyond goes to the bedroom 
wing. 

A R E A R E L E V A T I O N , seen from the 
swimming pool terrace, is broken by 
three jutting masses: master bed
room at right, living room in center 
and carport at far left. 

FEBRUARY 1969 



Leu is Reens 

In Massachusetts: a farm-style house for a colonial neighborhood 

Louis Reens 

  

Although this is the most contemporary 
of the three houses, it is at heart a barn. 
This lets it fit in comfortably with sur
rounding houses (including Henry Wads-
worth Longfellow's) and also supplies its 
chief assets: simplicity of design and 
structure and great vertical spaciousness. 
The architect (who is also the owner) has 
taken advantage of the latter with a liv
ing room that rises 26' to the ridge. 

The site plan is well worth noting. A 
high brick wall encloses about three quar
ters of the lot (photos above and left), 
allowing the f ront and side yards as well 
as the rear to be used for outdoor living. 
The wall also permits large areas of glass 
on the first floor—unusual for a house in a 
heavily built-up area. 

S W I M M I N G P O O L is between the 
house and the street, but a high 
brick wall, visible at right, keeps the 
area completely private. The small 
dormer at right is for the second-
floor master bedroom. 

 
U P P E R L E V E L ? ? < P 1 " T 
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A R C H I T E C T : Hugh Stebbins 
B U I L D E R : H. Tobiason 
L O C A T I O N : Cambridge 
L I V I N G A R E A : 2,690 sq. ft. 

L I V I N G R O O M is 26' high at thc^ 
ridge. Both the balcony at right and 
the opening in the upper wall lead 
to a guest-bedroom suite. The first-
floor room at the far end is a study. 

R E A R E L E V A T I O N has few win
dows. The gable propection at left 
provides a strip window for the 
master bath, and the sliding doors 
opening to the small patio lead to 
the dining room. Siding is rough-
sawn redwood. 

D I N I N G R O O M occupies area be- k 
tween the kichen, beyond wall at 
right, and living room, beyond the 
brick wall at extreme left. Stairway 
leads up to the balcony and upstairs 
bedrooms. 

FEBRUARY 1969 

Ezra Stoller 
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In Maryland: a formal, white-brick house for an old, established area 

U T T E R T.P'VTT, 

H I G H S L I T W I N D O W admits light 
to living room downstairs and bed
room upstairs with a minimum loss 
of privacy. Sliding glass doors at left 
lead out from the dining room. 

O 5 to "FT 

 
L O W E R L E V E L 

Two main problems faced the architect in 
designing this (his own) home: He wanted 
a distinctly contemporary house which 
wouldn't clash with adjacent houses. And 
he had to work a very small (S'O'xlOO') 
lot that not only brought those adjacent 
houses very close but also limited the area 
available for outdoor living. 

As the picture above shows, while the 
final shed-roof design is decidedly con
temporary in form, the texture of the brick 
and the formal handling of the facade give 
a long-established look. The house is set 
back far enough to conform with the 
neighborhood, but there's still room for a 
well-shielded rear court. The garage—far 
right in the above photo—is sited to be 
almost invisible behind the house. 
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A R C H I T E C T : David H. Condon 
B U I L D E R : Hayes Brothers 
L O C A T I O N : Chevy Chase 
L I V I N G A R E A : 2,660 sq. ft. 

OPEN STAIRWAY helps to make an ^ 
impressive, two-story entry. Dining 
room is to the right, living room to 
the left. The balcony above con
nects two sections of the sleeping 
area (plan, facing pane). 

REAR COURT was created by add
ing a fence to the corner between 
the house and the garage, at left. 
The two balconies are off the up
stairs bedrooms, while the sliding 
glass door below the balcony at 
right leads to the master bedroom. Photos: J. Alexander 
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Spray-on urethane foam. . . // you want thermal insulation that's at least twice as effective as any other— 
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and if you don't mind spending more—chances are you'll soon be dealing with. 

w 
> • 
£8 

The urethane man 

—another trade 

moves into the 

housing market 
The trade has been in existence about eight 
years. But only within the last two has its 
product become feasible for housing. The 
product is spraycd-on rigid urethane foam, 
a superior thermal insulator because it 
forms a monolithic weather-seal over any 
surface, expands to fill any space and is 
95% gas cells. A 1 "-thick layer gives as 
much insulation as 2" of fiberglass (see 
table, p. 92). 

Spray-on urethane—whose more limited 
counterparts are poured urethane and pre
formed urethane slabs—found its first cus
tomers, around 1961, among manufacturers 
of thinwall refrigerators and freezers, re
frigerated boxcars and trailers, and prefab
ricated metal industrial buildings. Then il 
branched out to industrial building sites as 
insulation for Hat roofs and corrugated 
metal walls on remodeled factories and 
warehouses. 

When spray-on urethane was first ap
plied to housing, its performance was ex
cellent, hut its economics didn't make 
sense. The product had three problems that 
priced its applicators out of the housing 
market: 1) hard-to-use chemicals, 2) hard-
to-use equipment and 3) costly raw mate
rials. But in the past two years at least two 

continued 
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T H E U R E T H A N E M A N continued 

U R E T H A N E S P R A Y I N S U L A T I O N 
has unique advantages over conven
tional insulating materials because 
it conforms to surfaces and spaces 
of virtually any configuration, ad
heres like glue and is monolithic. 
Spray-on applications that can't be 
duplicated by preformed materials 
are 1 seamless plumbing insulation 
adaptable to any pipe diameter, * 
airtight weather seal between wall 
top plate and roof sheathing, 3 
monolithic thermal backing for stair 
treads and risers over unheated 
space, * airtight bond between wall 
insulation and wiring receptacle, 5 
integral thermal jacket for prefab
ricated swimming pool and « seam
less frost protection for buried 
water pipe. 

 

of these problems have been reduced to the 
point where spray-on urethane is becoming 
profitable for insulating contractors who 
specialize in house remodeling and apart
ment construction. Here's why: 

First, the chemicals now last longer in the 
contractor's store room. Urethane foam is 
produced at the job site by combining two 
basic chemicals—isocyanates and polyols— 
in the presence of catalysts and other addi
tives. Chemicals offered to spray contrac
tors in the early '60s had a shelf life of no 
more than six months, and some lasted 
only three weeks. So to avoid risking spoil
age losses, applicators had to order exact 
quantities on virtually a job-to-job basis. 
Today's chemicals are commonly guaran
teed for at least six months' shelf life and 
are actually good for much longer. Says 
urethane consultant James Orefice of Mo-
bay Chemical Co.: "In practice, 18-month-
old chemicals are widely used without any 
problems." 

Second, sprayed-on foam now has a re
spectable flame-spread rating. It used to be 
extremely combustible, with a maximum 
rating of 100. But by adding flame retard-
ants, the chemical manufacturers now pro
vide foam with a Class I I rating of 30. 
And for a premium, there are foams with 

a Class I flame-spread rating of 25. 
Third, new additives give sprayed-on ure

thane more reliable bonding ability. The 
foam is supposed to stick like glue to any 
dry surface. But there used to be a catch: 
If the surface wasn't close to 70°F. the 
bond might be less than perfect. This prob
lem was solved by the addition of freon. 
dramatically demonstrated by a recent job 
in Alaska where urethane was sprayed suc
cessfully in —40°F weather. 

Fourth, urethane spray equipment is be
coming fairly dependable. The two classic 
headaches used to be chemical-mixing er
rors and clogged spray heads. 

"You'd often hear of machines having 
30% and 40% downtime," says Fred Wer
ner of Gusmer Coatings Inc., spray-equip
ment manufacturer. "Sprayed urethane sets 
up in 15 seconds, so it was pretty tough to 
keep the spray head and other parts from 
clogging. And operators had a lot of trouble 

T h e r m a l - i n s u l a t i o n s c o r e c a r d : U r e t h a n e w i n s in m o s t c a t e g o r i e s 

• 
Density Strength (Ib./sq. in.) Permeability Cost sa. ft. 

Material k factor (Ib./cu. ft.) Compressive Flexural Shear (perms 1 1" thick 

Urethane Foam ' 0.11 15-2 35 45 25 1-4 $0 15 

Class Fiber 2 
0.35 
0.45 0.7 — $0,013 

Rock Wool 3 0.30 1.5-2.5 — — — — $0,012 

Vermiculire 4 0.26 5 — — 
No number— 

will pass 
vapor, won't 

absorb it 

$0.03 

Polystyrene 
Foam 5 

0.18 
0.24 1.8-2.5 30 — — 0.6-1.0 $0.10 

Cellular Class 6 0.38 9 100 75 40 0 $0 15 

Data sources: 1. Mobay Chemical Co., Pittsburgh, Pa. 2. Johns-Manville, New York, N.Y. 3. Johns-
Manville, New York, N.Y. 4. Vermiculite Industrial Corp., Port Newark, N.J. 5. Styro 
Sales Co., Long Island City, N.Y. 6. Pittsburgh Corning Corp., Pittsburgh, Pa. 
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S E A M L E S S U R E T H A N E R O O F for 
vacation houses is an experimental 
application by builder/urethane con
tractor Ray L a Vigne (below) of 
Greentown, P a . Sprayed onto 
sheathing in uneven strips to simu
late shingles, the urethane serves as 
both insulation and finished roof. 
But manufacturers recommend add
ing a top coat of a luminum paint, 
neoprene or asphaltic emulsion to 
prevent erosion by sunlight, which 
can be as much as K g * a year. 

 

keeping the two ingredients proportioned 
right. I've seen cases where the insulation 
never hardened or where it didn't hond to 
the substrate because the mixture was 
wrong." 

These problems still aren't completely 
solved, but equipment makers have mini
mized them with cleanout devices and 
simplified calibration for chemical-propor
tioning gauges. 

Another problem—price—is still a bin 
obstacle for sprayed urethane. In-place cost 
per square foot is so much higher than for 
competitive materials that one applicator 
figures he loses at least three jobs out of 
five because of high bids. 

Chemical manufacturers blame high 
prices on inefficient applicators and the 
excessive profit margins they use to protect 
themselves. Applicators put the blame on 
manufacturers' high chemical prices. 

Chemical prices are probably as low as 
they'll ever become. For example, the price 
of isocyanate dropped from $5 a pound in 
1954 to 3$jf and has currently leveled off 
at 23$ 

Applicators say they see no way to 
cut their own prices. "There are so many 
uncertainties in this business," says one. 
"that I have to plan on the basis of at 
least 25% profit." 

Because applicators are still so scarce, 
prices often depend on what the market 
will bear. They range from 25^ to as high 
as $1 a sq. ft. for a standard 1" thickness 
of urethane. Applicators generally estimate 
their chemical costs at 13«f to 15^ a sq. ft., 
but their estimates of operating cost run 
from l<t to 15?1, depending on how long 
they've been in the business. 

After his initial cash outlay—$3,000 for 
a spray machine and possibly another 
$9,000 for a truck, materials and mer
chandising—a new applicator faces four 
knotty operating problems: 

1. Training. Urethane sprayers need a 
high degree of skill to minimize equipment 
downtime and spray plastic layers uni
formly. This skill is hard to find, and not 
every workman can learn it. 

2. Wind. Urethane spray will float for 
miles in breezy weather—and stick firmly 
to whatever it lands on. Masking prepara
tions have to be more elaborate than for 
spray-painting, and outside jobs close to 
neighboring houses and cars can only be 
done on virtually windless days. 

3. Dampness. Urethane won't bond to a 
wet surface, so outdoor work can only be 
done in dry weather. Also, the foam com
ponents must be carefully guarded against 
moisture and temperature extremes. 

4. Transportation. Urethane spray equip
ment takes time to unload, set up and re
load for traveling. This is one reason 
applicators have always preferred to take 
on one 100,000-sq.-ft. factory roof a week 
rather than three or four house basements 
a day. 

Another reason applicators still lean 
toward industrial jobs is easier price ac
ceptance. Says Ray L a Vigne, a Pennsyl
vania vacation-house builder who diversi
fied to spray-on urethane {above}: "It's a 
lot easier to persuade the owner of a com
pany to pay a premium for superior in
sulation than it is to convince a home
owner." 

Despite the problems in residential work, 
applicators are beginning to fight for it. 
A $l-million-a-ycar foam-insulation con
tractor in Erie, Pa.—Robert Hushon—is 
going so far as to outfit an equipment van 
with bunkbeds and 500 gallons of chemi
cal storage to make residential work fea
sible. His goal: four basements a day, for 
an average price of $340, using a four-
man crew—sprayer, helper and two labor
ers. A random sampling of applicators 
made recently by Mobay Chemical Co. 
showed that a substantial percentage are 
not only involved in house and apartment 
work but are doing it exclusively. 
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DESIGN FILE 

Kitchens . . . have always been among the most merchandisable parts of the 
house. The custom kitchens on the next six pages are full of 
ideas on combining utility, livability and exciting design. 

Thomas Walters 

A long picture window replaces the usual over-the-sink cabinets in this kitchen. 

Together with the sliding glass door at right, which leads to a balcony. 
the picture window lets the room take advantage of the house's site—a steep 
hillside that affords a spectacular view over miles of valley. 
Architect: Mackinlay/Winnacker & Associates. 
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jhn Oldenkamp 
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Counter backsplashcs arc actually low strip 
windows in this kitchen. They bring daylight to 
main working surfaces and also permit 
plenty of overhead cabinets. A full-height 
window is set in directly over the sink. 
Architect: Ostwalk & Kelly. 

V T|o|[lew:_-
KITCMEN: 

B 

L ZBF 

T 
3 

Storage space and natural lighting are combined 
here by making the backs and doors of the 
over-the-sink cabinets of translucent glass. 
Light from the windows behind the cabinets 
can then flood through into the kitchen. 
Architect: L . Ruocco. 

Karl H. Riek 
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DESIGN FILE 
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A fold-down snack counter offers the option of 
making this kitchen an integral part of the 
living/dining area, as shown at left, or closing 
it off entirely when food is being prepared 
for a more formal occasion. The counter becomes 
a backsplash when it is in the closed position. 
Architect: Wittenberg, Delony & Davidson Inc. 

n 

Ernest Braun 

A free-standing counter 
makes this kitchen 
an integral part of the 
adjacent family room 
(photo below), yet masks 
it sufficiently so 
that pots and dirty 
dishes don't become part 
of the living area 
(photo right). Architect: 
Mackinlay/Winnacker & 
Associates. 
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Extra storage space is gained here by 
running the overhead cabinets from 
the kitchen proper (photo below) on out 
into the adjacent breakfast room (photo 
right). The usual arrangement, cabinets 
hung over the peninsular counter, would block 
the kitchen from light and from the view 
through the breakfast room's glass wall. 
Architect: John K. Grist. 

Duane C. Alan 
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Neil Koppes 

Rustic-style open kitchen has cabinets 

faced with random-width, V-joint boards, rough 

brick pillars on either side of the center 
island. The snack counter in the foreground 
has a wood-grained top. Behind the 
island and visible at left is an all-purpose 
counter which the housewife can use as 

a desk or general work area. The glass 
wall shown at the extreme right side 
of the picture looks out on a patio. Architect: 
Calvin C. Straub & Denis P. Kutch. 
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Contemporary-style open kitchen, 
designed as part of a steel 
demonstration house, makes 
heavy use of ceramic tile 
on counter tops and sides. 
The wide island has a sink on 
the kitchen side and a 
buffet area with drawers 
below it on the other. 
Architect: Wexler & Perlin-Boggio. 

Tri-Ads Co. 

 
 

  
  

  

FEBRUARY 1969 99 



Gerber. The fixture line that answers the 
question "Can you satisfy a 

woman's craving for luxury and 
still stay practical?" 

Gerber No. 21-212 Mount Vernon siphon let elonqalod unit closet combination. 
No. 27-510 Hampton Bidet with rim-mounted 3-valve diverter lifting and pop-up drain. 

Unabashedly 
dedicated to 
giving the 
practical woman 
the luxury 
she deserves. 

Gerber fixtures are designed for luxury-lov
ing women. They offer the most-wanted 
luxury features, yet are sensibly designed 
with the contractor in mind. 

Example: The popular, elongated Gerber 
Mount Vernon closet. Beautifully sculptured 
lines. Quiet, jet-accelerated f lushing, with 
silent mechanism. And practical for you, 
with extended horn and 2-bolt anchoring 
feature for fast, sure installation. 

Example: The Gerber Hampton Bidet. A 
truly modern luxury, for convenient, com
plete persona l hyg iene. Ava i l ab le w i th 
sparkling Crystalite handles and pop-up. 
Easy for you to install with rim-mounted 
diverter f i t t ing. 

We've lavished an abundance of luxury fea
tures—and practical ones— 
on all our fixtures, to satisfy * r ' \ 
every desire. Why not learn g 8 8 S P % 
all the details? Call or write. .!«..»!«* 

GERBER 

plumbing fixtures 
Gerber Plumbing Fixtures Corp. 

4656 W. Touhy Ave. 
Chicago, Illinois 60646 
Phone (312) 675-6570 
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There's a better way to build...with Westinghouse 

Fact: West inghouse makes 
more products and systems for 
construct ion, offers more 
services, than any other company 
in the wor ld . 

Everything electr ical , of course. 
Also everything to heat, cool , clean 
and move air. 

Al l major appl iances. Cabinets, 

Micarta counter tops and wall 
surfaces for work-free interiors. 

Plus vert ical and horizontal 
t ransportat ion. And electr ical 
distr ibut ion equipment 
and l ight ing. 

West inghouse also provides 
computer ized electr ical and 
mechanical systems studies. 

If you want this kind of help, 
call your local West inghouse 
construct ion representative. 
His phone number 's on the 
opposi te page. J-94305 

You can be sure . . . 
if it's Westinghouse   
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TECHNOLOGY 

 

E X P A N D A B L E J I G for clinch-nailed trusses consists of roller-mounted tables on T-bar tracks. T A B L E - T O P H A R D W A R E includes toggle clamps. 

H E E L T A B L E \ 
W E B \ 
T A B L E \ 

^ - E E B t 

PEAK-
TABLE 

    

H E E L T A B L E 

T A B L E L A Y O U T for clinch-nailing truss plates adjusts in two directions to permit positioning of cl inch anvils under heel, web, peak and splice joints. 

Clinch-nailed trusses save time and space in a small shop 

   

C L U T d H WALL, 
T E U 5 3 P L A T E 

P O W E R - D R I V E N C L I N C H N A I L S , in coils of 250. 
have specially beveled tips to facilitate bending. 
Truss plate designed for clinch-nailing is 20-ga. 
steel laminated to composition board. 

Clinch-nailing is faster than regular nailing 
because it fastens metal connector plates to 
both sides of a truss joint with only one 
stroke of a power nailer {photo and draw
ing, left). This means all the nailing is done 
from one side, so clinch-nailed roof trusses 
don't have to be flipped over and thus don't 
need as much assembly-line space as con
ventionally nailed trusses. 

Clinch-nailing used to be unfeasible for 
small assembly shops because it involved 
heavy hydraulic nailing machines. Bui now 
it has been adapted to a low-cost truss-
making system developed jointly by Ohio 
builder Bob Schmitt and nail-gun manufac
turer Bostitch of Textron Inc. In place of 
heavy nailing machines. Bostitch has intro
duced a hand-held pneumatic gun that 
drives a V/%" nail against a steel-alloy anvil. 
A truss joint, with steel plates positioned on 
both sides, is laid on the anvil, and the 
nail is fired through it. The impact bends 
the nail tip back onto the lower truss plate 
and clinches it as securely as the nail head 
clinches the upper plate. 

Schmitt, a long-time proponent of in-the-
field prefabrication, says the clinch-nailing 
set-up beats any previous system he has 
used for truss assembly. I t reduces assembly 
time to three minutes or less for a two-man 
team—including the cutting of peak, heel 
and rafter joints—and requires about 50% 
less work area. 

And the system is flexible because the 
anvils, one for each truss joint, are mounted 
on individual tables that roll on steel tracks. 
Af ter the tables are positioned so that the 
anvils coincide with the joints, they are 
locked onto the tracks and truss members 
are clamped down. 

For trusses of up to 40' span and 8-in-12 
pitch, Bostitch sells a basic package that 
includes all the table-top hardware—toggle 
clamps, camber stops, clinch anvils, saw 
guides—plus nailing guns. The connector 
plates are standard 20-gauge steel, but those 
that receive the clinched-nail points are 
laminated to composition board. The nail 
points pierce the plate, are turned back by 
the anvil and securely enclosed in the board. 
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One rather cheap thing 
about this new 

Westinghouse dishwasher. Installation 
• M M 1 

o o 

 

But don't take our word for it: Compare. 
Make a careful comparison with other brands and you'll see that this 
Westinghouse dishwasher is the simplest one to install. Saving you time, 
labor and money. 

But the real story of this dishwasher lies in its Filter-Clean system that 
keeps wash and rinse water free of food particles. Dishes get washed in 
clean, hot water at all times. 

Another selling feature is Westinghouse multi-level power-washing that 
gets dishes cleaner—without pre-rinsing. 

Plus a porcelain-on-steel interior that won't rust, the 145° Sanitizer, and 
a wetting agent dispenser that ensures spotless results. 

Beautifully styled in a variety of decorator colors, too. 
You can be sure. . . if it's Westinghouse. 

To help you build it better...sales-clinching appliances 
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NEW PRODUCTS 
For more information, circle indicated 
number cm Reader Service card p. 121 

Flooring 

L o w - c o s t c a r p e t is a new version of the original indoor-outdoor 
carpeting that w i l l sell f o r $3.95 per sq. yd. In 15 colors, and foam-
backed, the carpeting comes 6' and 12' wide, and can be installed on, 
or below, grade. Ozite, Chicago. Circle 203 on Reader Service card 

S h e e t v i n y l can be installed without adhesive, or conveniently glued 
down. Oranges, reds and golds, in an interlocking pattern, give the design 
a stained glass effect. Intended to complement Spanish styling. Con-
goleum. Kearny. N.J . Circle 200 on Reader Service card 

B a s e m o l d i n g s are made of 
nylon carpeting to match over 75 
colors and patterns in the manu
facturer's line. Mold ing is 4" high 
in 54" lengths, backed with foam 
rubber, and capped with a v iny l -
covered metal t r im . Commercial 
Carpet. New Y o r k . 
Circle 204 on Reader Service card 

S h e e t v i n y l simulates split 
sandstone or shale in varying 
shapes, sizes, and shades, wi th a 
mortar-like grouting that has the 
look and feel o f real stone. Mois
ture-resistant backing permits in
stallation on all grade levels. A r m 
strong. Lancaster. Pa. 
Circle 205 on Reader Service card 

 

             
            

            
        

 

 

 

 
P a r q u e t r y t i l e simulates expensive wood flooring, is made in walnut. V i n y l - a s b e s t o s t i l e is designed to permit a wide variety of patterns 
cypress, teak and pecan colors. For special effects, the 12"x 12" tiles can with repetitive tile and no feature stripping. Tiles have two diagonal 
be interlaced wi th 4"x36" planks wi th a straight-grain look. Kentile, bands that can be positioned to many different squares and rectangles. 
Brooklyn. N . Y . Circle 202 on Reader Service card Johns-Manville. New Y o r k . Circle 206 on Reader Service card 

New products continued on p. 108 
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One thing about this 
Westinghouse Frost Free refrigerator 

is less than you'd expect. Cost. 

   

  

But don't take our word for it: Compare. 

Considering what it offers and what you pay for it, this is the top refrig
erator value around. 

From top to bottom, the 14 cu. ft. Westinghouse "Frost-Free" contains 
features women find irresistible. 

For a start, take frost. Never in sight in the freezer or refrigerator sections. 
What else? Plenty. Two-position adjustable shelf, full-width, full-depth 

shelves, frost-free freezer that can hold 121 pounds, Porcelain-on-Steel 
Crisper to keep vegetables fresh and crisp, Whisper-Quiet mechanism, 
and a great deal more. 

We didn't stint on the outside either. Model RJK42 comes in avocado, 
goldtone, coppertone, and white with attractive blue and gold interior 
accents. 

In kitchen appliances as in everything we make, you can be sure.. . i f 
it's Westinahouse. 

FEBRUARY 1969 
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NEW PRODUCTS 
start on p. 106 

Doors and Windows 

G r i l l w o r k , of iron and steel, is ready-made for windows (left), en
trance gates (right), or wall openings (not shown). Gates are 26" wide 
x 45" high, wi th a 12" decorative panel on top. Each pair fits a 4 '5" 
opening. Pease, Hamil ton , O. Circle 207 on Reader Service card 

 

I n s u l a t e d door eliminates need 
f o r storm door, because o f high-
density foam core, and magnetic 
sealing edges. Sill is po lyvinyl -
covered oak, and the f rame is pre
servative-treated. Several options 
in glass panes. Crestline. Wausau. 
Wis. 
Circle 208 on Reader Service card 

D o o r j a m b u n i t includes jamb, 
casing and stop, in one assem
bly that fits all openings. The 
vinyl-clad units can be ordered to 
match any vinyl-faced paneling, 
and are sold with or without 
matching doors. N i k k e i Lumber. 
Sacramento, Cal i f . 
Circle 209 on Reader Service card 

P o c k e t d o o r u n i t can be in 
stalled by one man, and fits any 
wall construction. One f rame fits 
any door size, f r o m 2 ' to 4 ' wide. 
3A" to \3A" thick, and up to 6'8" 
high. Large hanger wheels won't 
jump track. National M f g . . Sterl
ing, 111. 
Circle 210 on Reader Service card 

L e v e r l a t c h is hammered steel 
in an old iron finish, as part 
o f a line o f door hardware in 
tradit ional styling. Can be used 
on interior or exterior doors, 
where the house is Mediterranean 
or Spanish in style. Broadway 
Supply, Kansas Ci ty , M o . 
Circle 211 on Reader Service card 

S l i d i n g w o o d w i n d o w claims a weather seal f o u r times as effective 
as normal standards. Double glazing is included, and double pile weather-
stripping seals the entire perimeter. R.O.W. Windows, Ferndale, M i c h . 
Circle 212 on Reader Service card 
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C a r v e d w o o d d o o r s are made f r o m kiln-dried mahogany, walnut or 
pine, and the pattern can be on one side or both. Made to order in any 
height, width or thickness, in a wide variety of patterns. Acme Hardware 
Co., Los Angeles. Circle 213 on Reader Service card 

New products continued on p. 110 
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New electric baseboard heat from Bryant. 
NEAT PACKAGING: Start with the car
ton. A tear tape zips it open fast. And 
it can slip over the installed unit to 
protect against paint and plaster dur
ing final construction. 
NEAT INSTALLATION: The heater cov
er snaps off by hand. The large wiring 
boxes at both ends have Yz" knockouts 
at bottom, end and side, with lots of 
room to connect leads. Pre-punched 
mounting holes line up with studs. 

V /To help you build it better. 

NEAT APPEARANCE:The installed unit 
has no exposed screws, wiring or sharp 
edges. The die-cast end pieces are 
rigid and dent proof, while the specially 
formulated paint resists scuffs and 
scratches. A 50-pound youngster can 
stand on the center of tine unit. 
NEAT DESIGN: The three-inch top 
helps keep walls clean by diffusing 
heated air. It also keeps objects from 
dropping into the heater. A full-length 
thermal cutout automatically shuts off 
the unit in case of air blockage. And 

the Corox" heating element is guaran
teed for five years. 
Bryant "Neat Heat" units come in 2, 3, 
4, 5, 6, 8 & 10-foot lengths, in both low 
and optimum density. An exclusive, 
neon night-light can fit into the wiring 
box cover at either end. Thermostat 
kits, decorative grills and other acces
sories are available. J99018 

I r y a n t 
Bridgeport, Connecticut 06602 

the clean warmth of electric baseboard heat. 

Circle 103 on Reader Service card 



NEW PRODUCTS 
.nart on p. 106 

Install in seconds... save money on the job 

The Hager P O L Y P L U G 
(patent pending) 

C L O S E T ROD 

Seamless tubular zinc-plated steel rods slip 
over " e n d ser ts . " Each " e n d se r t " is a plastic 
anchor that at taches to wall with a single wood 
screw. A twist mot ion extends the te lescoping 
rod f lush with the wall surface. 

The low compet i t ive price and the fast in
s t a l l a t i o n are m o n e y - s a v i n g a d v a n t a g e s 
bui lders welcome. 

Available for all closets up to twelve feet. See 
your Hager dealer for range of sizes and prices. 

H A G E R HINGE C O M P A N Y 
139 Victor Street • St. Louis, Mo. 6 3 1 0 4 

Circle 104 on Reader Service card 

Stacor packs more 
muscle into 
less space 

Stacor bu i lds m a x i m u m ou tpu t into t he least 
a m o u n t of d ra f t i ng tab le space. We do it w i th 
excel lent design, qual i ty mater ia ls , so l id con
s t ruc t ion , and at t ract ive appearance. 

It wi l l pay you to know more abou t our f ine 
products . Wr i te fo r our 32-page Dra f t ing Fur
n i tu re Catalog today. 

Stacor specializes in engineering and 
drafting furniture. We make more 
kinds than anyone else in the world. C O R P 

STACOR 
Dept. HH 29 

O R A T I O N 
285 Emmet Street, Newark, New Jersey 07114 

Interiors 

P o l y - f o a m b e a m s are embossed to simulate hand-hewn wood, but 
weigh only 10 lbs. in a 20' length, install with adhesives. Two sizes. 
(2%"x4'/i" and 4"x6") are available in dark, medium, and natural 
finishes. Reichhold, Cleveland, O. Circle 214 on Reader Service card 

B a s e b o a r d h e a t e r can be wired and mounted in minutes, since wiring 
boxes are at both ends, and mounting holes are pre-punched. A sealing 
strip between baseboard and wall helps reduce streaking of wall above 
unit. Bryant. Bridgeport, Conn. Circle 215 on Reader Service card 

110 Circle 105 on Reader Service card 

W o o d m a n t e l s are hewn on all sides from 3"x 10" western red cedar. 
Made in even foot lengths from 5' to 8', and in two-foot lengths from 
10' to 20'. Packaged with cedar brackets and mounting screws. Hewnrite. 
Farmingdale, N.Y. Circle 216 on Reader Service card 

New products continued on p. 114 
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INFLATION 
15 ONE THING 

MONEY CAN BUY. 
But money can also buy stability. The choice is yours. You 
and thousands of other businessmen can have a say in our 
economy. 

It happens every time an employee purchases a U.S. 
Savings Bond through a company-sponsored Payroll Sav
ings Plan. 

It happens every time you reward a person for good work 
or good work habits through an incentive program based 
on Bonds. 

U.S. Savings Bonds foster thrift through systematic in
stallment-plan saving. "When you don't see it, you don't 
spend it" is the t ime-honored success formula of the Pay
roll Savings Plan. And today, Savings Bonds offer 4.25% 
when held to maturity of seven years, and Freedom Shares 
— offered only in combination with Series E Bonds — pay 
5% when held to maturity of 4 i / 2 years. 

Promote Bonds — and you'll be promoting stability. For 
information on how to set up a Payroll Savings Plan in your 
plant, write to The Department of The Treasury, Savings 
Bonds Division, Washington, D.C. 20226. 

US. Savings Bonds, 
new Freedom Shares 

In y o u r p l a n t . . . p r o m o t e t h e P A Y R O L L S A V I N G S P L A N f o r U . S . S a v i n g s B o n d s 

Thr { ' S Corrrnmrnl dors not />r/\ for thi* mlrrrtisrinrnl. Il is presented «s <i public srrrtrr ( * \ 
01 cooperation with Thr Department <>/ The Treatury and Thr Advertising ( ouneii 

FEBRUARY 1969 123 



spl intering. 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. 

 

 

  Because of their l ightweight 
construct ion, 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 
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Change for the better with / V 
Alcoa Aluminum L a J 1_> t J ^ ^ 

FEBRUARY 1969 Circle 114 on Reader Service card 



T h e M a r k e t i n g O b s t a c l e C o u r s e 

Frankly, your order was a real drop 
from what your company used to b u y . . . 

 

O f course , I understand you're new. 
Naturally, I wouldn' t expect you to know 

too m u c h about u s . . . 

 

What I'd really like is to meet you 
face to f a c e . . . give you the real 

l o w d o w n on our ou t f i t . . . 

 

W e still bel ieve in the personal touch 
around here. After al l , we ' re not 

m a c h i n e s . . . 

 

For tuna te l y , c o m p u t e r s haven ' t q u i t e taken over e v e r y t h i n g 

yet . They d o get i n v o l v e d in p u r c h a s i n g dec is ions . A n d y o u 

can ' t swee t - ta l k a c o m p u t e r . But y o u can i n f l uence t he 

p e o p l e w h o i n f l u e n c e the c o m p u t e r w i t h cons is ten t adver 

t i s ing in M c G r a w - H i l l business p u b l i c a t i o n s . 

Suppose I pick you up for lunch t o m o r r o w . . . 
No shop talk, just people t a l k . . . 

 

Thank you for cal l ing. O u r computer has 
recorded your message on tape. Thank 

you for cal l ing. O u r c o m p u t e r . . . 

 
 

 
 

Ask yourse l f w h e t h e r y o u ' r e adver t i s ing often e n o u g h -

in t he k i n d o f m a g a z i n e MpfiRAW-HII I 
that talks business to t he m ^ ^ ^ « » » m ™ 

p e o p l e y o u ' r e t r y i ng to sel l . m a r k e t - d i r e c t e d ® | 

A n d keep so ld PUBLICATIONS * 
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Gene Bolmarcich at Birchwood Par\at Water's Edge, Bayside, Long Island, l<[cw TorJ{ 

Specify General Electric appliances 
and get one Bolmarcich free 

It's a great deal. Just ask Morris Sosnow, 
President of the Birchwood Park Organi
zation of Mineola, N.Y. His company 
enjoys a reputation for quality. So they 
knew exactly what they were getting in 
GE appliances when they specified them 
for their new 53-acre community, Birch
wood Park at Water's Edge. 

But the free Bolmarcich (we pay his 
salary) — that's another story. He's Gene 
Bolmarcich, the GE Contract Sales Rep
resentative assigned to the project. And 
here are just a few of the ways he was 
of special service to the builders and 
architects: 

• Met with Public Utili ty on feasibility 
study of power distribution. 
• Brought in District GE Application 
Engineers to assist the Mechanical Con
sultant Engineer in planning air condi
tioning and heating systems. 
• Enlisted the help of the General 
Electric Kitchen-Laundry Planning & 
Design Service for layout and design 
ideas. 
• Called in GE experts to work with 
plumbing and electrical contractors on 
appliance installations in the kitchens . . . 
with the sheet metal contractor on heat
ing and air conditioning. 

• Organized and coordinated equip
ment deliveries, so units arrived when 
needed — not before or after. 
• And finally, Gene and other GE Dis
trict personnel were at the Grand Open
ing to answer questions. 
• Isn't that the kind of service you'd 
like? 
Then call your GE 
Contract Sales Repre
sentative. We may not 
be able to give you 
Gene Bolmarcich, ' G E N E R A L 
you'll get the same _ . . . . . . . 
capable assistance. t L t U I H I U 

FEBRUARY 1969 Circle 115 on Reader Service card 126A 



Do-it-yourselfer 
J.D. Haggadorn tried 

to make Thermopane 
insulating glass. 

He almost blew his mind. 
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At least he's got the r ight idea. 
Thermopane" w i t h the GlasSeal" 

edge is glass fused to glass at the 
edges so dirt and moisture 
can' t get into the air space. 

Sort of l ike a sealed bott le. 

It comes already bu i l t - in to many 
kinds of good w i n d o w s of numerous 
sizes and shapes. 

So you don ' t have to b l ow any 
w i n d o w s yourself. 

Thermopane insulat ing glass is 
made only by L ibbey -Owens -Fo rd , 
811 Mad ison Ave., To ledo, Ohio. 
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Maybe this is the year you could have your overseas meeting over here. 
That change of meet ing place might do more than 

you th ink to straighten out our balance of payments 
s i tuat ion. 

Because people who travel on business spend 
more than people who travel for pleasure. And if they 
meet you here, instead of you meet ing them there, 
foreign currency is gained and your currency re
ta ined—and our def ic i t is thereby twice lessened. 

There are other advantages too, both to you and 
your overseas connect ions. 

Where else could East so easily meet West in a 
wor ld congress or an internat ional meet ing of your 
counterpar t professional or business association? 

What other country could offer as many cl imates? 
As many convention-sized hotels? As many t rade 
shows? Expositions? Exhibitions? As many visitable 
industr ia l plants? (More than 4 ,000 offer guided 
tours. And our universit ies, medical and scient i f ic 
centers invite visits f r om overseas delegations.) 

Where else could your overseas employees be as 

well t ra ined and indoctr inated as in your own home 
plant and head office? 

What better incentive could you offer your over
seas sales fo rce or o t he r personne l t han t rave l 
awards to the U.S.A.? 

And how else could you so easily keep t rack of 
your urgent concerns whi le a t tending an "overseas 
meet ing?" 

For more in format ion on special "Bus iv is i t " busi
ness programs, wr i te to the Uni ted States Travel 
Service, Depar tmento fCommerce,Wash. ,D.C.20230. 

advertising contributed for the public good 

U N I T E D S T A T E S T R A V E L S E R V I C E 
An Agency of the U.S. Department of Commerce 
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Two of the popular models of this new development located at Dundee and K i c k s Roads near Palatine, Illinois 

PEPPER TREE FARMS "New Country Community 
by Kaufman and Broad, shows offnewideas-and 
Cast Iron Pipe water system" 

3 Louis B E R K O W I T Z , P R E S I D E N T , C H I C A G O D I V I S I O N , 

K A U F M A N fit B R O A D H O M E S , INC. 

"Pepper Tree Farms is our newest Illinois development. 
Located near the suburb of Palatine, northwest of 
Chicago, it takes advantage of the natural beauty of 
the gently rolling countryside. 

The community includes a creek, a lake, and a 
private swim and cabana club. 

Pepper Tree Farms provides fine community living 
with a choice of five basic home styles, all with country 
living features such as rough-sawn cedar siding, roofs 
of specially designed asphalt rustic shakes, and custom-
made entrance doors. 

But we've gone modern where it matters. Appli
ances, power service, plumbing fixtures, underground 
utilities-including a cast iron pipe water system. 

As one of America's largest developers, we know that 
reliable cast iron pipe returns maximum benefits to us 
and to the home buyers." 

Builders seeking an easily installed water system 
that is tough and durable, put cast iron pipe in their 

plans. The foolproof system it provides gives high 
strength and corrosion-resistance for lasting life under 
all forms of adversity—high internal pressures and ex
ternal loads. 

Cast iron pipe does not absorb water or go soft. 
Modern push-on joints provide easy in
stallation for fast start-ups and worry-
free water service. 

Free book. Ask for "Tract Develop
ment, Volume 2." It has 48 pages of 
specially selected articles by top land-
planning authorities. 

1 
BBS* 

in 

N o t h i n g s e r v e s b e t t e r t h a n 

I R O N 
THE MARK OF PIPE THAT LASTS OVER 100 YEARS 

C A S T IRON P I P E R E S E A R C H A S S O C I A T I O N , 3440 Pruden t ia l P l a z a , C h i c a g o . III. 60601 
An associat ion of quality producers dedicated to highest pipe standards through a program of continuing research 

A L A B A M A P I P E C O M P A N Y • A M E R I C A N C A S T IRON P I P E C O M P A N Y • C L O W C O R P O R A T I O N . G L A M O R G A N PIPE S F O U N D R Y C O . • L O N E S T A R S T E E L C O M P A N Y 
L Y N C H B U R G F O U N D R Y C O M P A N Y • McWANE C A S T IRON P I P E C O . • P A C I F I C S T A T E S C A S T IRON PIPE C O . • UN ITED S T A T E S P IPE 4 F O U N D R Y C O M P A N Y 
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ANNOUNCING THE 
NEW INDOOR-OUTDOOR 
FENCING FROM TW&J. 

 

Readymade Woodweave panels. The f irst fencing we 

know of being used for more than just fencing. Pan

els are being put up as screens, room dividers and 

planters on the inside and planter screens, patio 

wind screens and, naturally, fencing on the outside. 

Woodweave's eight foot panels are precision woven 

from clear, dry California Redwood and factory f in

ished. Panels come in 3', 4', 5' and 6' heights with 

h a r m o n i z i n g 3V2' and 5V2' gates a v a i l a b l e . Face 

pieces and top chamfered 4" x 4" posts complete 

the package. 

Easy to s tock and qu i ck to t u r n , TW&J Redwood 

fencing is also available in post and rail and picket 

style. Write us today for more information and ideas 

on the indoor-outdoor fencing. No reason to be left 

out in the cold. 

t a r t e r , U M e b s t e r & U a h n s a n 

Division / AMERICAN FOREST PRODUCTS CORPORATION / San Francisco 

NEW PRODUCTS 
.start on p. I Oh 

Kitchens 

 

D o u b l e - t u b w a s h e r will wash two different loads at the same time, 
even different colors and fabrics, without intermingling of water, deter
gent or bleach. Loads from three to 15 lbs. can be accommodated. Hot-
point. Appliance Park. Ky. Circle 224 on Reader Service card 

P l a s t i c l a m i n a t e s in a sunburst of new patterns and colors for use on 
kitchen countertops. and three colors in a simulated marble for bathroom 
vanities. Kitchen colors match new color trends in appliances. Micarta, 
Hampton. S.C. Circle 225 on Reader Service card 

  

 

S u r f a c e r a n g e has hood-mounted controls above the 36" cooktop. plus 
a barbecue well for indoor broiling, and an interchangeable Teflon grid
dle. Double oven (left) has one self-cleaning oven. Hotpoint. Appliance 
Park. Ky. Circle 226 on Reader Service card 

New products continued on p. 130 
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Build in ALL around convenience 
The Jac-Vac* adds sales appeal to a home upstairs, 
downstairs, in the garage and even out on the patio! 

Any woman who sees this new Whirlpool central 
vacuum cleaning system can quickly appreciate the many 
ways it will save her work . . . and get rid of messy dust 
bags, machinery noise and the recirculating of fine dust 
particles. The Jac-Vac goes over big with men, too, 
because it's great for such chores as cleaning the car and 
garage, picking up small, pesky shavings in the workshop 
or grass clippings from the patio. 

There are both wet or dry Jac-Vac models. The "wet" 
type can be used for regular cleaning and with a "Jac-Mop" 
attachment to scrub floors, tile, windows, walls, shampoo 
rugs, etc. 

Installation is simple with the special parts assembly. 
A Jac-Vac system can be put in along with plumbing or 
heating, or by a contract installer . . . or it's so simple 

you can do it yourself. 
Doesn't this sound like an easy way to add visible value 
to your homes? It is! Send for proof. 

. Whirlpool 
X CORPORATION 

Central Vacuum Systems Department HH-2 
WHIRLPOOL CORPORATION, Administrative Center, 
Benton Harbor, Michigan 49022 
Please send me all the facts on the Jac-Vac. 

Name 

Title Firm 

Address I 

City State Zip 

FEBRUARY 1969 Circle 117 on Reader Service card 129 



Builders 
replace 

wall-to-wall 
headaches 

with Harris BondWood6 

Your customers expect f loor ing to be permanent — 
not temporary. When they buy a home with tempo
rary f loor ing that gives them wal l - to-wal l headaches 
in just a few short years,you know who wil l get the 
b lame. You . A n d th is can hur t . It can hur t y o u r 
reputat ion and your future sales. 

Bu i l de r s ac ross t he coun t r y are avo id ing th is 
problem. They're rol l ing out the carpet and instal l
ing Harris BondWood. It's permanent. More perma
nent than the best foundat ion. Made of thick, so l id 
h a r d w o o d t h a t n e v e r h a s to be r e p l a c e d — 
BondWood is avai lable in a va
riety of dist inct ive designs for 
adhesive instal lat ion over wood 
or concre te . 

If " t empora ry " f loor ing is a l 
ready g i v i ng you a h e a d a c h e , 
we can cure it. Just send the 
coupon below. 

S P E C I A L O F F E R ! 
• Please send two aspirin lor temporary 

relief ol my wall-to-wall headaches. 
• Send tree literature about Bond-

Wood's permanent cure. 

Harris Manufactur ing Company 
Dept. HH-29 • Johnson City, Tennessee 37601 

Name 

Company 

Tit le 

Address 

City _State_ -Zip 

H A R R I S H A R D W O O D F L O O R I N G 
Since 1898 

PARQUET • COLONIAL PLANK • STRIP • STAIRWORK 

NEW PRODUCTS 
start on p. 106 

Exteriors 

O u t d o o r s u r f a c i n g for bal
conies, sundecks. or poolside can 
be applied to exterior grade ply
wood or sound concrete. The 
silicone rubber compound is 
troweled on. cures in about 24 
hours. Red, gray, and green. Gen
eral Electric, Waterford, N.Y. 
Circle 227 on Reader Service card 

S i d i n g is weatherproof insulation board surfaced with Tedlar film that 
requires no painting. Choice of clapboard or board-and-batten in a satin-
white finish. Clapboards are 12' long. Homasote. Trenton. N.J. Circle 
228 on Reader Service card 

P e r c u s s i o n d r i l l hammers its 
way into concrete at 15,000 im
pacts per minute, will drill a 1" 
diameter hole 3" into high-density 
concrete in that time. Can also be 
converted to a Vi" drill for steel or 
heavy timber. Hilti, Stamford, 
Conn. 
Circle 229 on Reader Service card 

M i n e r a l - f i b e r s i d i n g has a 
concealed nailing system that does 
away with adhesive, splines or 
slots. Nailing can be done 
from the edge without splitting. 
Six colors: gold, green, red, gray, 
yellow and white. National Gyp
sum. Buffalo. N.Y. 
Circle 230 on Reader Service card 

New literature starts on p. 134 
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BOLD 
CEDAR TEXTURES for the 

MANSARD 
IN 8 FOOT SHAKERTOWN 

SHAKE and SHINGLE PANELS 
Choose from three different cedar textures 
to add distinction and buyer appeal to your 
home and apartment with Shakertown cedar 
shake and shingle panels. Available in the 
rustic, natural cedar textures of Barn Shakes, 
Rough Sawn Shingles and Shingle Texture 
for both the Mansard and Sidewalls with the 
custom, quality appearance that only genu
ine cedar can provide. Available in stag
gered or even butt lines and in a selection 
of semi-transparent stained finishes that 
weather beautifully. 

S A V E S T IME A N D M O N E Y ON T H E J O B ! 
Shakertown 3-ply cedar shake and shingle panels will save you up to 
70 percent on application costs! Just 11 panels cover 100 square 
feet . . . the equivalent of 250 individually applied shakes. There's 
less nailing-self-aligning with no special fitting. (Nail directly to 
studs in some areas.) Virtually anyone can apply Shakertown panels! 
Matching colored nails and mitered wood corners finish the job fast! 

kakerto © 

w n 
FIRST N A M E IN CEDAR S H A K E S 

Write for detailed brochure 

SHAKERTOWN CORPORATION 
DEPT. HH-2 
4416 LEE ROAD 
CLEVELAND, OHIO 44128 

In Canada 
BESTWOOD INDUSTRIES, LTD 

P. 0 . BOX 2042 
VANCOUVER 3, B.C. 

BARN S H A K E PANELS 
All the natural beauty of the original bam 
shakes are captured in these rustic cedar 
panels. 

ROUGH SAWN PANELS 
Premium grade shingles with a rough 
sawn face to enhance the depth and charm 
found only in natural red cedar. 

m 

SHINGLE T E X T U R E PANELS 
The treasured delicate beauty of cedar is 
preserved in this true traditional shingle 
texture. 
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This closet has 
air conditioner 

tip. *. . , V H - ' l 
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The top of this seemingly empty closet contains Bryant's 
513 fan coil unit with an electric heating package attached to it. 

Both units are designed for installation above furred ceilings 
in closets or hallways. Together, they're only 10% inches high 
and take up less than 6 cubic feet of space overall. 

So instead of an 8-foot-high closet with furnace and air 
conditioner in it, you get a 7-foot closet with nothing in it. 

(And that extra closet can make a big difference the way 
storage space is these days.) 

The 513 fan coil is designed for use with Bryant's QuietlineK) 

condensing unit installed either outdoors or through the wall. 
It features twin direct-drive blowers and four-speed opera

tion in both 18,000 and 24,000 Btuh models. 
A standard 8-by-30-inch duct flange for easy discharge 

duct hook-up. 
And a choice of heating packages: electric in 3, 5, 6, 8,10,13 

and 15 K W sizes, or hot water coil. 
A l l this plus the kind of quiet, dependable performance 

you'd expect from Bryant. 
Look at i t this way: you're not losing a furnace or air 

conditioner — you're gaining ^tf 

Bryant Air Conditioning 
Co., 7310 W. Morris Street, 
Indianapolis, Indiana 46231. 

a closet. 

The Great Indoors 
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NEW LITERATURE 

   
      

       

 

 

 

      
      

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? L i g h t poor? T h e Berger Power Z o o m System w i l l increase a target 's v i s i b i l i t y . 

A b o u t to take a l o n g shot? T h e Berger Power Z o o m System provides ex t ra m a g n i f i c a t i o n and 
m i r r o r - l i k e c l a r i t y . 

T h i s Berger d e v e l o p m e n t - e n g i n e e r e d in to var ious Berger bu i lders ' t ransi ts and l e v e l s - p e r m i t s 
instant telescope power ad jus tmen t to compensate f o r d i f f e r e n t l i gh t and a tmospher ic cond i t ions . 

It 's easy to opera te : just focus the cross hairs . . . b r i n g i n the i m a g e . . . v a r y the power t o accom
modate y o u r e y e - a n d go to w o r k . T h e in s t rumen t can ' t be t h r o w n ou t o f f o c u s w h e n y o u reset 
the image or adjust the power . T h e image w o n ' t ever " w a l k o f f . " A n d the P o w e r Z o o m r i n g w o n ' t 
wear o u t even w i t h extensive use. 

A s an example o f its ve r sa t i l i ty , the M o d e l 320 w i t h Power Z o o m System of fers a range o f app rox 
i m a t e l y 18-34 power . W i t h o u t the system, the same i n s t r u m e n t provides a fixed 22 power . Berger 
models 480 , 5 0 0 and 150. and all engineers ' ins t ruments , arc now also avai lable w i t h Power Z o o m 
System at v e r y slight add i t i ona l cost. L o o k in to Power Z o o m at y o u r Berger d e a l e r - o r w r i t e f o r 
m o r e i n f o r m a t i o n . Berger Ins t ruments . D i v . o f K M S Industries, Inc . . 53 W i l l i a m s St., B o s t o n , 
Mass . 0 2 1 1 9 . 

Engineering and Surveying I n s t r u m e n t s . . . Made in America by American Technic ians, Since 1871 

Berger. 53 Williams St, Boston. Mass. 02119 

• Send more Information on Berger Instru
ments with built-in Power Zoom System N a m e -

• Send me your comprehensive brochure de- (Please Print) 
scr ib ing complete line of Berger Builders" A d d r e s s 
Instruments from $7 45 lo $310. 

C i t y S t a t e Z i p I 
1 

134 Circle 121 on Reader Service card 

For copies of free literature, circle the indicated 
number on the Reader Service card, p. 121 

L I G H T I N G F I X T U R E S . Imported chandeliers, wail! 
brackets, candelabra and bulbs for residential and 
commercial interiors are presented in a 104-page 
brochure. E-Lite Company, New York City. 
Circle 300 on Reader Service card 

S I N G L E - L A Y E R P L Y W O O D F L O O R S . Four-page 
technical booklet describes the advantages of glue-
nailing a single layer of plywood to joists instead 
of installing separate subllooring and underlay-
ment. Lower installation cost and increased floor 
stiffness are claimed. American Plywood Associa
tion, Tacoma. Wash. C ircle 301 on Reader Service 
card 

W A L L - M O U N T E D W A T E R C O O L E R S . Illustrated 
four-page brochure describes new cooler for com
mercial, industrial and institutional uses. Informa
tion includes cooling capacities, roughing-in di
mensions and special features. General Electric, 
Chicago Heights, I I I . Circle 302 on Reader Service 
card 

WOOD WINDOWS. Double-hung, casement, awn
ing and glider windows, and wood-framed doors, 
are described in a 16-page illustrated four-color 
brochure. Marvin Windows, Warroad, Minn. 
Circle 303 on Reader Service card 

M A G N E T I C C O N T R O L S Y S T E M S . A 28-page 
catalog shows a wide variety of magnetic visual 
control systems for scheduling, sales charts, inven
tories, tables of organization, maps, etc. Complete 
dimensional information is given, many acces
sories are illustrated and price lists are included. 
Methods Research, Statcn Island, N . Y . Circle 
304 on Reader Service card 

A P P L I A N C E S . Fully illustrated catalog COVGM 
every kind of appliance for building and re
modeling, including ranges, ovens, surface sec
tions, air conditioners, dishwashers, waste dis
posers, refrigerators, freezers, washers, dryers and 
water heaters. Hotpoint, Appliance Park. Ky. 
Circle 305 on Reader Service card 

A L U M I N U M N A I L S . Types of aluminum nails, 
along with their advantages and some guidelines 
to their use, are contained in a 12-page four-color 
booklet. Aluminum Association. New York. 
Circle 306 on Reader Service card 

F I N I S H I N G P L Y W O O D . A 24-page revision of 
a 1963 brochure presents the latest information on 
the use of paints and stains for interior and ex
terior plywood finishes. Methods of preparing 
different grades of plywood for finishing and 
paint maintenance problems are also discussed. 
American Plywood Assn., Tacoma. Wash. Circle 
307 on Reader Service card 

W A L L P A N E L I N G . New system that glues panel
ing to old walls without furring strips is described 
in 12-page brochure. Panels consist of thermo
plastic fi lm laminated to hardboard or other sub
strate material and finished in wood grain, solid 
colors or patterns. Modern Laminates, Holland. 
Mich. Circle 308 on Reader Service card 

P R E F A B F I R E P L A C E S . A complete line of pre
fab fireplaces, both electric and gas-fired, is i l 
lustrated in a product literature kit that includes 
leaflets on free-standing models and built-in units, 
as well as all types of accessories and barbecue 
grills. Complete installation instructions arc given 
for most models. Majestic, Huntington, Ind. 
Circle 328 on Reader Service card 

Veil' literature continued on p. 136 

HOUSE & HOME 



Abundantly il lustrated—with 36 
plates in full color. 164 Pages. $16.50. 

Factors Contr ibut ing to Contemporary Color Usage 
Color Theory and Color Design 
The Effect of Light on Color 
The Psychological Effects of Color 
The Appl icat ion of Color: Built-in Materials 
The Appl icat ion of Color: Furniture 
The Applicat ion of Color: Furnishings 

Bibliography 

(Each chapter is divided into a 
number of specific subtopics.) 

I 
II 

I I I 

IV 
V 

VI 
VI I 

N INTERIORS 
This searchingly thorough, richly illustrated, and 
up-to-the-minute volume can help even the most 
experienced designer achieve more resourceful, 
more striking, restful, or neutral effects with color, 
almost at once. With it, you can arrive at new results 
which, while uniquely your own, incorporate all the 
elements that must be considered in a successful 
color plan. 

The book's all-inclusive "doer" approach gives you 
a complete picture of the materials and products 
now available, with thorough information on their 
color performance. Keyed specifically to the actual 
design of interior architectural spaces, the book 
analyzes in solid detail every aspect of the use of 
color in interiors—psychology, lighting, color 
notation, products, reflectance values . . . An 
invaluable aid to every professional designer of 
interiors. 

or send the coupon at right for 

 
in your home or office 
at no obligation whatever. 

McGraw-Hil l Book Co., Dept. 23-HH-269 
330 West 42nd Street, New York, N.Y. 10036 
Send me Halse's THE USE OF COLOR IN INTERIORS for 10 days on 
approval. In 10 days I w i l l remit $16.50 plus a few cents for delivery 
costs and local tax, if any, or return book postpaid. 

Name (print) 

Address 

City State 

This otter good in the U.S. and Canada only 

Zip Code 

23-HH-269 
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CASINGS 

DRYWALL 

 
 

  

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

WEST MIDDLESEX, PA., 16159 
West Coast Address: 

P.O. Box 236, No. Hollywood, Calif. 91603 
Phone: (213) 877-8262 

NEW LITERATURE 
start.i on p. 134 

P O L Y E T H Y L E N E F I L M . Pockel-sized swatch 
book contains clear and black samples of f i lm in 
2-, 4- and 6-mil thicknesses, along with the 
colors, widths and lengths in which it is available. 
Extrudo Film, New York City. Circle 309 on 
Reader Service card 

A R C H I T E C T U R A L M E T A L W O R K . Sixty-eight-
page book presents contemporary and traditional 
screen and railing systems. Included are trcillage 
patterns, railings, pipe railing systems and expan
sion joint covers, as well as a selection of ar
chitectural bars, shapes and tubing in steel, bronze 
and aluminum. Application illustrations, sectional 
drawings and installation details are also included. 
Julius Blum, Carlstadt. N.J. Circle 310 on Reader 
Service card 

V I N Y L P L A S T I C L A M I N A T E S . Brochure illus
trates panels of vinyl fused to particle-board, 
hardboard or plywood and intended for use in 
cabinetry, furniture, shelving, partitions, dividers, 
etc. Finishes include wood grain and solid colors. 
Evans Products, Corona. Calif. Circle 311 on 
Reader Service card 

SNOW-MELTING SYSTEM. Two-page bulletin 
describes a packaged snow-melting and de-icing 
system. Various boiler sizes permit the system to 
handle jobs as small as residential driveways. 
Raypak, El Monte, Calif. Circle 312 on Reader 
Service card 

I N S U L A T I O N BOARD S H E A T H I N G . Eight-page 
brochure discusses the sheathing as a sound con
ditioner, insulator and bracing agent in exterior 
walls. Insulation Board Institute, Chicago, I I I . 
Circle 313 on Reader Service card 

S T E E L J O I S T S . I%s> edition of Standard Spe
cifications and Load Tables provides technical 
data necessary for specification of open-web and 
longspan steel joists to carry uniform loads on 
spans up to 96 f t . Steel Joist Institute, Washing
ton, D.C. Circle 314 on Reader Service card 

G Y P S U M W A L L B O A R D P A R T I T I O N S . Partition 
systems with Sound Transmission Classes of 58 
and 59 are described in a 32-page booklet. Eighty-
toni gypsum wallboard systems are discussed. Ad
ditional topics covered include: floor-ceiling as
semblies, sound control techniques for remodel
ing and above-grade applications using urethane 
insulating board in conjunction with gypsum wall-
board. Celotex, Tampa, Fla. Circle 315 on Reader 
Service card 

F R A M I N G A N C H O R S . Design and specification 
sheet describes anchors designed to fasten lumber 
2" nominal or thicker, (e.g., rafters and trusses) 
to plates, floor joists to beams, etc. Timber En
gineering, Washington, D.C. Circle 316 on Reader 
Service card 

(ADVERTISEMENT) 

New report tells how 
Playboy Club-Hotel 
was designed for 
guest comfort 
and enjoyment 

1̂ I f you arc interested i n designing or 
i n v e s t i n g i n any t y p e o f m u l t i - u n i t 
r e s iden t i a l p roper ty — m o t e l , ho te l or 
a p a r t m e n t — y o u ' l l w a n t t h i s c o l o r f u l , 
i n f o r m a t i v e booklet. 

I t d e s c r i b e s t h e b e a u t i f u l n e w 
Playboy Club-Hotel at Lake Geneva, Wis
consin, a year-round resort and conven
t ion center. 

A variety of special accommodations 
are included among the 300 rooms. Most 
noteworthy is the Hugh M . Hefne r pent
house w h i c h is large enough to accom
modate 200 party guests. 

Flexicore concrete floors and roofs 
provide fire-resistant and sound-deaden
ing construct ion throughout the six resi
dent ia l wings. The precast slabs were 
placed du r ing win t e r months i n weather 
t h a t w o u l d h a v e s t o p p e d o r d i n a r y 
concrete pours. 

I f you wan t to see photos, examine 
f loor plans and inspect the luxur ious ac
commodations at the Playboy Club-Hotel 
. . . and learn more about the advantages 
of Flexicore precast concrete construc
t ion , be sure and send f o r this booklet. 

Flexicore bui ldings can be erected 
fast . They save interest on construct ion 
loans, save premiums on construct ion 
insurance, cut down on on-the-job labor. 

Wr i t e The Flexicore Co., Inc. , P.O. 
Box 825, Dayton , Ohio 45401. 

Robert E. Smith 
Vice-President and Manager 

MAN-MADE M A R B L E . Four-color catalog con
tains illustrations, descriptive data and specifica
tions on fortified marble products for homes. 
Products include columns, doorways and desks as 
well as a line of bathtubs, Venetian International. 
Dallas, Tex. Circle 317 on Reader Service card 

L A N D S C A P I N G . Booklet contains 63 photos anil 
eight drawings illustrating ways for responsible 
citizens to improve appearance of home and com
munity through landscaping. International Har
vester, Chicago. Circle 318 on Reader Service card 

REDWOOD . The woods resistance to decay, ter
mites and weathering is compared with the resist
ances of other common woods in a four-page 
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The thermometer's 
going down...but the 
nouses are going up. 

One more leading construction company 
has learned how to turn the heat on when the 
thermometer registers near zero. 

When hand nailing becomes almost im
possible—put the Bostitch Mark II to the test. 

This company found that the Mark II 
pneumatic nailer enabled them to nail 1000 sq. 
ft. of decking in just 18 minutes—in one tenth 
the time needed for hand nailing even if hand 
nailing had been possible. 

Can Bostitch help you beat the weather, 
or any other nailing 
obstacle? Get the cold 
facts. Find out why, 
if fastening is your 
problem, your answer 
is Bostitch. Send the 
coupon today! 

Fasten it better and faster with 

BOSTITCH 
STAPLERS AND NAILERS 

v f e x t r o n l COMPANY 

Bostitch Division of Textron Inc. 
242 Briggs Drive 
East Greenwich, R.I. 02818 

Please fill me in on what the Mark II can do for me. 

Name 

Company. 

Street 

City 

.Phone. 

.State. -Zip. 

Bostitch can 
do something 

for you. 
FEBRUARY 1969 Circle 125 on Reader Service card 137 



T h i s announcement is neither an offer to se l l nor a sol icitation of offers to buy any of these Shares . 
No offering is mado except by a Prospectus /Hod with the Department of Law of tho State of 

New Y o r k and the Bureau of Securit ies . Department of Law and Publ ic Safety, of tho State 
of New Jersey. T h o Attorneys Genera/ of tho States of Now Y o r k and N e w Jersey 

have not passed on or endorsed the merits of the offering. 

New Issue December 23,1968 

1 , 5 0 0 , 0 0 0 S h a r e s 

Republic Mortgage Investors 
Shares of Beneficial Interest 

(Wi thou t Par Value) 

W i t h Warrants attached to purchase 750,000 Shares of Beneficial Interest 

P r i c e $ 2 0 p e r S h a r e 

Copies of the Prospectus may bo obtuinod from such of die 
underwri ters us are registered dealers in securities in this State. 

Francis I. duPont, A. C. Allyn, Inc. 

Bear, Stearns & Co. Bache & Co. 
Incorporated 

Dominick & Dominick, 
Incorporated 

Ladenburg, Thalmann & Co. 

R. W. Pressprich & Co. 
Incorporatad 

Clark, Dodge & Co. 
Incorporated 

W. E. Hutton & Co. 

W. C. Langley & Co. 

Shields & Company 
Incorporated 

Circle 126 on Reader Service card 

i changing 
your 

address? 

ATTACH LABEL HERE 
Please give five weeks notice Before change of address 
becomes effective. Attach mailing label here and print your 
new address below. If you have any question about your 
subscription, include address label with your letter. 

MAIL TO 
House & Home, P.O. Box 430, Hightstown, N.J. 08520 

r\ 
i 

lyour name 

i 
lyour mailinq address 
1 
I 
jc i ry 

i 

zip code 

lyour firm name 

i 
l l irm address 
1 
i il 

city 
1 

zip cod.' 

type of business 
[ 

your title or position 

want 
your 
own 
subscription? | 

TO ENTER OH EXTEND YOUR SUBSCRIPTION. 
CHECK HERE: 
• NEW • ONE YEAR S6.00 
• RENEWAL • THREE YEARS S12.00 

MAIL REMITTANCE TO 
House & Home. P.O. Box 430, Hightstown, N.J. 
08520— Rates Apply to U.S. & Canada Only— 

want 
your 
own 
subscription? | 

NEW LITERATURE 
starts on p. 134 

brochure. California Redwood Assn.. San Fran
cisco. Circle 319 on Reader Service card 

T I L E B A C K E R B O A R D . Specifications and instil
lation tips for water-resistant gypsum tile backer 
board, designed for bathrooms, kitchens and 
other high-moisture areas, are contained in 
a four-page brochure. Georgia-Pacific, Portland, 
Ore. Circle 320 on Reader Service card 

P R E F I N I S H E D M O L D I N G S . Three molding types 
—vinyl-clad wood, vinyl-clad vinyl and prefinished 
metal—arc illustrated in a four-page brochure. 
Al l three are available in a variety of woodgrain 
finishes. Installation tips are also provided. Ma-
sonite. Chicago. Circle 321 on Reader Service 
card 

R O O F I N G S H I N G L E S . Descriptions and specifica
tions of five styles of asphalt shingles arc pre
sented in a 12-page illustrated brochure. Bird & 
Son, E. Walpolc, Mass. Circle 322 on Reader 
Service card 

C E I L I N G S U S P E N S I O N S Y S T E M . A COnCttfed 
suspension system that uses interlocking "T"s to 
create a grid that's structurally stable by itself 
is described in a four-page brochure. Eastern 
Products. Baltimore, M d . Circle 323 on Reader 
Service card 

S E A L I N G COMPOUND. A new pOrySltlfidC-
polymer-base sealant that makes tight joints be
tween dissimilar construction materials is de
scribed in an eight-page two-color booklet. 
Thiokol Chemical, Trenton, N.J. Circle 324 on 
Reader Service card 

S T R U C T U R A L WOOD P R O D U C T S . Twelve pain' 
booklet describes use of laminated-wood products 
in post-and-beam construction. Specifications and 
load-conversion charts are included. Potlatch 
Wood Products Group, San Francisco. Circle 325 
on Reader Service card 

DRINKING FOUNTAINS. A 32-page calalog iliUS-
t rates a complete 1969 line of drinking fountains, 
fountain accessories and electric water coolers. 
Included is an application chart that shows how 
drinking water requirements may be determined. 
Complete dimensional data is given for recessed, 
pedestal, free-standing, floor and wall-mounted 
models. Halscy W. Taylor, Warren, Ohio. Circle 
326 on Reader Service card 

P R E F I N I S H E D P A N E L I N G . A full-color lilci.itLire 
kit helps introduce a new line of prefinished hard
wood paneling and prefinished particleboard 
paneling. Included is information on the various 
patterns available and a description of the spe
cial finish. Boise Cascade Building Products. 
Boise, Idaho. Circle 327 on Reader Service card 

Annual H&H indexes 
Copies o f House & Home's editorial in 
dexes f o r 1965. 1966 and 1967 are still 
available. Each is an eight-page, cross-
referenced listing of subjects covered that 
year by this magazine. T o get copies 
(there's no charge) wri te to : Reader Serv
ice Dept., House & Home. 330 West 42nd 
St., New Y o r k . N . Y . 10036. 
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Best boking 
electric baseboard 

on the market 

,11111* 

Hunter Heatliner®comes in 7 lengths, 2 power levels, 
2 voltages, with built-in or wall-mounted thermostat 

• M O S T B E A U T I F U L — T r i m lines, modern design, 

attractive beige finish 

• M O S T D E P E N D A B L E — I n s t a l l it and forget it 

• M O S T E C O N O M I C A L to buy and to operate 

• M O S T C O N V E N I E N T to install, with handy knockouts 

and easy-to-wire junction boxes at both ends 

Hunter Electric Heat ffiMateAfa*/ 
Hunter makes a complete line of electric heaters of all types. 

FEBRUARY 1%9 Circle 127 on Reader Service card 

Unique patented 
honeycomb heat exchanger 
gives more heat with less wattage 

I 1 
M A I L T O D A Y F O R D A T A 

Hunter Division, Robbins & Myers, Inc. 
2804 Frisco Ave., Memphis, Tenn. 38114 
Please send Electric Heat catalog to: 

Name 
Company 
Street 
City .State. . Z I P . 

> 



H o u s e & H o m e ADVERTISERS' INDEX 
Page 

A d o r Corp . (Sub of Rusco Ki tchcnAid Home Dishwasher Div . 
Industries. Inc.) 122W1 (Hobar t M f g . Co . ) 39 

Alsons Products Corp . 114 Kwikset ( D i v . of Emhart Corp . ) 35 
A l u m i n u m Company of America 124. 125 
American Olean T i l e 
A m - F i n n Sauna, Inc. 
Armstrong Cork Company 

67 
32 
142. 3rd. Cover 1-ibbey • Owens • Ford Co . I26B. C 

B. F. Goodrich Chemical Co. 46 
Bangkok Industries 24 
Berger Instruments 134 
Bethlehem Steel Corp . 36. 37 
Blu-Ray. Inc. 116 
Boise Cascade Corp. 48. 49 
Bostitch (Textron Inc.) 137 
Bruce Co., Inc. , E . L . I I 5 
Bryant A i r Condit ioning Co. 132. 133 
Bryant Electric Co. ( D i v . o f 

Westinghousc) 109 

C F & 1 Steel Corp. 122W2, SW1 
Cabot, Inc., Samuel 28 
Cal i forn ia Redwood Assn. 5 
Caradco. Inc. 17 
Casings, Inc. 136 
Cast I ron Pipe Research Assn. 127 
Celo texCorp . 112,113 
Chevrolet Moto r D i v . 

(General Motors Corp . ) 41 

Congoleum Industries, Inc. 2nd Cover 

Dur-O-waL 60 .61 

Edison Electric Institute 9 

Flexicore Co., Inc. 136 

Float-Away Door Co. 55 
Florida Gas Transmission 122SA. SB 
Ford M o t o r Co. 120 
Formica Corp . 101 
Francis I . Dupont 138 
Frigidaire D i v . 

(General Motors Corp . ) 6. 7 

General Electric Co. 126A 
Georgia-Pacific Corp. 42, 43 
Gerber Plumbing Fixtures Corp. 100 
Grant Pulley & Hardware Corp . 141 

Masonile Corp . 64, 65 
M c G r a w - H i l l Book Co. 135 
Moe Light D iv . 

(Thomas Industries. Inc.) 18,19 
Monsanto /Ast ro tur f 50 ,51 

National Homes Corp. 45 
National Oak Flooring Mfgrs . 

Assn. 56 
Norr is Industries 122W4. W5 
NuTone. Inc. I . 2 

Overhead Door Corp. 22. 23 
Owens-Corning Fiberglas Corp. 6 2 1 

Oxford Tile Co. 47 ' 

Pacific Lumber Co . 21 
Panel C l ip Co. 28 
Paslode Co. 59 
Pease Woodwork Co. 10. I I 
Plan-Hold Corp . 114 
Pomona Ti le 

( D i v . o f American Olean ) 67 
Potlatch Forests, Inc. 33 
Powers Regulator Co. 29 
Price Pfister Brass M f g . Co. 63 

Reynolds Metals Co. 30, 31 
Richard Fife 122EI 

Senco Products, Inc. 66 
Shakertown Corp. 131 
Southern Cal i forn ia Edison Co. 122W3 
Southern Pine Assn. 26, 27 
Spacemakers. Inc. I22E1 
Stacor Corp. 110 
Structural Clay Products Institute 38 

Hager Hinge Co. 110 
Harris M f g . Co. 130 
Hi -Lumc Products. Inc. 122E2 
Hunter Div . (Robb insA 

Myers, Inc . ) 139 

Inland Homes Corp. I 2 2 M A . N l 
Ives Co., H . B. 34 
I von R. Ford, Inc. 122E2 

Tarter. Webster & Johnson 128 
Th ioko l Texas. Inc. 122SW2A. 

SW2B. 
SW2C. 
SW2D. 
SW2E. 
SW2F 

Thomas Industries I 2 2 W 2 A , W 2 B 
Timber Engineering Co. 24 

Kingsberry Homes 
Kinkead Industries 

(Showerfold D i v . ) 

25 

54 

United States Gypsum Co. 14, 15 
United States P lywood 53 
U.S. Steel Corp . 118,119 

The advert is ing index and reader service numbers published by 
H O U S E & H O M E is a service to its readors. H O U S E & H O M E does 
not assume responsibil i ty to advert isers for errors or omissions 

W denotes Western edit ion 
M denotes M i d - W e s t e r n edit ion 
N denotes North Centra l edition 
T denotes Eastern edit ion 
S denotes Southern edit ion 

denotes Southwest (Swing) 

Vega Industries 58 

Wes lockCo. 13 
Western Wood Products Assn. 117 
Westinghouse Electric Corp. 102. 103. 105 

107. 11 I 
Weyerhaeuser Co. 4th Cover , 
Whi r lpoo l Corp. 52.129 
Wil l iamson Co. 57 
Wood Informat ion Bureau I 2 2 W 6 A . W6I 

ADVERTISING SALES STAFF 
A T L A N T A 30309 
Glen N . Dougherty 
1375 Peachtree St. N.E. 
(404) 892-2868 

B O S T O N 02116 
David Persson 
McGraw H i l l Bldg.. 
607 Boylston St. 
(617) 262-1160 
C H I C A G O 60611 
John L. Filson: 
.iames EL Schalfer; 
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 
Richard Poole, 
1800 Republic Natl. Bank Tower 
(214) 747-9721 
D E N V E R 80202 
Richard W. Carpenter 
1700 Broadway, 
(303) 255-5483 

D E T R O I T 48226 
Stuart G. McKenzie 
2600 Penobscot Bldg. 
(313) 962-1793 

H O U S T O N 77002 
Robert A. Wallin 
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 
Charles M . Murtaugh 
500 F i f th Ave., 
(212) 971-3686 
P H I L A D E L P H I A 19103 
Donald C. Stanley 
Six Penn Center Plaza 
(215) 568-6161 
P O R T L A N D 97204 
Harrv Abney, 
Mohawk Bldg.. 
222 S.W. Morrison St., 
Suite 218 
(503) 223-5118 

S A N F R A N C I S C O 94111 
Dwight Lowell. 
255 California St., 
(415) 362-4600 

A D V E R T I S I N G 
PRODUCTION MANAGER 
Vito De Stefano 
McGraw H i l l , Inc. 
330 West 42nd St. 
New York. N . Y . 10036 
(212) 971-3204 

140 HOUSE & HOME 



Grant2600 bi-fold hardware 
is "dual-handed"-doesn't 
know its right hand from 
its left. 

And, 2600 has 
"touch control"-
is operable from 
any point on any 
door, without 
binding. push or pull from hers 

Get the idea? 
C O M P L E T E I N F O R M A T I O N A V A I L A B L E O N R E Q U E S T . 

  

  
  

G R A N T 
PULLEY & HARDWARE CORPORATION 

E A S T E R N D I V I S I O N : 31 H I G H S T R E E T , W E S T N Y A C K , N E W Y O R K 1 0 9 9 4 
W E S T E R N D I V I S I O N : 9 4 4 L O N G B E A C H A V E . , L O S A N G E L E S , C A L I F . 9 0 0 2 1 
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Sweep them off their feet with a colorful 
Armstrong floor. 
Suddenly, the whole house is brighter, more 
inviting, more memorable. 
An imaginative idea like this can lead to a closer 
look at your model. And close looks produce 
closed deals. 
It doesn't cost a red cent more to have this extra 
selling leverage of Armstrong color in your homes. 
You can get smart, contemporary color for the 
price of ordinary, yesterday color. And you can get 
it throughout the entire Armstrong line—from 
budget-priced Excelon® Tile to luxury sheet 
Vinyl Corlon®. 
As a starter, send for our Builder's Color Scheme 
Kit. Actual fabric, paint, and flooring samples— 
coordinated in six dramatic schemes, all selected 
by professional decorators. 
Write Armstrong Builder 
Design Service, 302 Sixth 
St., Lancaster, Pa. 17604. 

( A r m s t r o n g 

Shown here is new Aprina™ Vinyl Corlon 
in Spice Olive. Also colorfully yours in 

Almond Green, Butterscotch Gold, Walnut, 
Bonbon White, and Taffy Beige. 
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