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How to evaluate an Automatic Fastening Tool 

7 
What is a true automatic tool? 

One that's as automatic as a machine 
gun, giving you fastest possible sta
pling or nailing, up to 12 cycles per 
second with one trigger squeeze, yet 
fully-adjustable down to single-fire 
operation. The tool must also allow 
two alternate operating methods: 
(1) Hold trigger, fire fastener with each 
tool touchdown; (2) Touch down tool, 
then drive a fastener with each trigger 
squeeze. Both completely operator-
controlled. 

Is the tool line broad enough 
to provide automatic fastening 

for all operations? 
To meet a variety of fastening require
ments, it's important that your source 
for automatic fastening tools can sup
ply you a wide choice of tools, all op
erating in similar manner, altered only 
to drive different types of fasteners. 

Will the tool relieve 
your skilled labor shortage? 

Operation of a truly automatic tool is 
quickly learned by any workman. The 
tool does the work, driving fasteners 
uniformly spaced straight and true, 
every time and faster than the skilled 

hammer man. This is so with all fas
teners, from a finishing brad to a 16d 
nail or 2V2" staple. Tool should adjust 
for driving flush or countersunk. 

Is the tool designed to 
eliminate costly downtime 

from jammed staples or nails? 

With the properly de
signed modern auto
matic tool, jamming 

is virtually elimi
nated. Bent fas
teners are eject

ed instantly, auto
matically, and the 
tool is back in ac
tion with no delay. 

Is the tool designed for 
maximum maneuverability? 

Is the tool well-balanced 
and light enough to 

minimize operator fatigue? 
The tool should be the lightest weight 
possible for even heavy-duty work, 
balanced at the trigger for non-tiring 
one-hand operation. No counterbal
ances should be needed. With the 
right tool, a day's work is safer, less 
tiring to the operator. 

. where the Big Ideas in fastening 
come from 

The only automatic tool worth your 
consideration is the one that handles 
all your day's work and also gets into 
the tight corners. And drives fasteners 
more accurately than a hammer. 

When are you ready 
for automatic fastening? 

If you build anything involving the 
fastening of nailable materials, you're 
ready right now. With properly de
signed, precision manufactured auto
matic tools, fitted to your jobs, you'll 
start right out with better, more uni
form fastening and an overall im
proved product, faster, at lower cost. 

Only Senco-Matic Tools give you 
every one of these necessary features. 
But, remember It's not just the tool 
that does it. You get better work be
cause of the clear superiority of nails 
and staples manufactured with the 
exclusive Sencote"'''^ coating. And 
you get the factory-trained, factory-
directed Senco Service Man who is 
right near you when you need him. 

For facts on the complete Senco line 
of automatic industrial nailers and 
staplers write Senco Products, Inc., 
Cincinnati, Ohio 45244. 
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Let's face it. In most cases, the kitchen has more to do 
with selling a home than any other single room. If the 
kitchen doesn't 'grab' her, chances are you've missed 
a sale. 
We at NuTone believe this. That's why we place so much 
emphasis on styling, quality and convenience. A woman 
wants to know she's getting the best. . . that the prod
ucts will last. . . that the styling will endure and be new-
looking years from now. 
Most importantly, she recognizes brand name products 
that will truly make her hours in the kitchen easier, more 
enjoyable. On the next page is a group of NuTone prod
ucts that will offer the benefits of styling, comfort and 
convenience. Products that sell kitchens, that sell homes 
. . . products that will 'grab' her. 

ISIulone 
Tudor' cabinetry by NuTone WoodCarv 



NuTbne has the products that sell kitchens. 

1. H E R I T A G E H O O D - F A N S 
Beautiful. Decorative. Functional. The costly 
look of hand-crafted detail, yet saves money 
by eliminating need of cabinet above hood. 
Spacious for greater air-collection capacity. 
Choose 30, 36, 42 and 48 inch widths; colors 
to match any appliance. Husl<y fan does its 
job quietly, efficiently. 

2 . C L O C K C H I M E S 
The door chime that works full time telling 
time. Built-in or surface-mounted. Shown is 
Mediterranean style — also available in Con
temporary and Traditional. 16 volt clock 
movements. Handsome woodgrain finish sur
rounds spun-gold clock face. (Also available 
as clock only). 

3. F O O D P R E P A R A T I O N C E N T E R 
The handiest, most-used work-saver in the 
kitchen. One concealed power unit operates 
7 cordless appliances, ends counter-top 
clutter. Mixer, knife sharpener, ice crusher, 
fruit juicer, shredder-slicer, meat grinder. 
Seven more reasons you're ahead of the 
game when you choose NuTone kitchen 
products. 

4. N U T O N E C O M M U N I C E N T E R 
It's like having your own built-in radio station. 
FM/AM radio. Record and play music on the 
handy cassette tape. Built-in Message Center 
for leaving recorded messages for others in 
the family. Plus a complete intercom system 
with capacity for up to 10 remote stations. 
Answer the door 'hands free' from anywhere 
in the home. Monitor the nursery or sick 
room. A true innovation in home communi
cations. 

5. F L U S H M O U N T E D E X H A U S T F A N S 
For ceiling or wall. Bright aluminum beveled 
frame with snap on center panel that can be 
painted or papered to match room decor. 
Choice of wall switches, including time 
switches. 

6. " F O L D - A W A Y " O V E N H O O D - F A N S 
Protects cabinets against heat, smoke or 
grease damage. Fan starts when hood is 
opened, stops when closed. Permanent, 
washable filter. Comes in two finishes, three 
widths. 

7. NON-DUCT H O O D - F A N S 
Hood, motor, 3 filters and light in one ready-
to-mount unit. More than 6 sq. ft. of efficient 
filter area. Deep hood reaches to front 
burners. Wide selection of finishes and sizes 
for any application. 
There are many more 'grabbers' from 
NuTone . . . products designed with women 
in mind. See them all at your NuTone dis
tributor today. Or, write Dept. HH-6. 

N u l o n e 
Madison and Red Bank Roads, Cincinnati, Ohio 45227 
Form 389 Printed In U.S.A. 
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HIM P H O T O 

N E W S / P O L I C Y 

Romney saves Model Cities —White House drops plan to divert 
K E N F E I L U l ' l 

.. .The only program in being, • • ^ • H H B ^ l 
or proposed, that deals simulta
neously with a fu l l range of 
problems—that can begin to de
velop [the] needed urban strat
egy—is the Model Cities pro
gram."—Floyd H. Hyde, assis
tant secretary for Model Cities. 

Pity poor Floyd Hyde, who 
has just spent a month won
dering whether he might, as an 
Administration official, have to 
eat those words. 

Fortunately for him, and per
haps for several of the nation's 
cities —a last-ditch effort by 
HUD Secretary George Romney 
saved the day. 

The White House, many of 
whose aides don't think much 
of the Model Cities program, 
had been sending up trial bal
loons for a plan to divert $500 
million of budgeted funds from 
Mode l Ci t ies to President 
Nixon's school desegregation 
projects. 

But , a f t e r hea r ing f r o m 
Romney and Hyde and several 
mayors, the President decided 
to leave Model Cities money 
alone. 

The money. The Administra
tion has asked for only $575 
million for the Model Cities 
program for fiscal 1971. To take 
away S500 million of that 
would have crippled plans for 
devcl(>pment of Model Cities 
programs by local governments. 

The furor over a possible cut
back in funds began after a 

H U D ' S H Y D E 

Making a stand . . . 

White House advisor, John C. 
Ehrlichman, asked H U D , in a 
memo, about the feasibility for 
such action. 

With state and local govern
ment officials already com
plaining about the lack of ade
quate funding of i-iun programs 
such as Model Cities and Urban 
Renewal, the housing depart
ment's reaction was predict
able. 

Man in a bind. Hyde, who 
opposes any reduction in Model 
Cities funding, was, of course, 
caught in the middle. As re
cently as May 1 he had said 
hopefully: 

" M i l l i o n s of Americans, 
thousands of local political 
leaders, have been saying that 
federal government has become 
too big, too powerful, and alto
gether unresponsive. No ad-

P R E S I D E N T N I X O N 

. . . and reversing field 

ministration in the past 35 
years has been more acutely 
aware of this dissatisfaction. No 
administration in the last 35 
years has moved more boldly to 
return the power and responsi
bility to governments which are 
closest to the people. 

" I do not speak with despair 
because I believe that we wil l 
meet this last great opportunity 
to decentralize government 
with programs such as Model 
Ci t i es . . . " 

Asked about the possible cut
back in funding, however, an 
aide to the assistant secretary 
said flatly: 

" I f they pull S500 million 
out, the program is dead. It wil l 
gut the entire effort, and we 
will grind to an absolute halt 
next year." 

Needs of education. For his 

program's money 
part, Hyde says he shares the 
President's concern for improv
ing the quality of education in 
racially impacted areas and de
segregating schools. But he be
lieves this can be accomplished 
through the Model Cities pro
gram. 

"Most, if not all, of the 150 
cities in the Model Cities pro
gram have identified this as a 
priority problem in their educa
tional components," Hyde said. 
"This program (Model Cities) 
already provides a framework 
within which the educational 
needs of our racially impacted 
areas can be met, and our de
partment has made recommen
dations for the use of the Model 
Cities program itself as a means 
of more quickly carrying out 
the President's objectives in re
sponse to already developed 
plans." 

Hyde said he was "making 
the strongest possible case with
in the Administration in sup
port of using the Model Cities 
programs as a means to help ac
complish the President's goals 
for education." 

White House pledge. The 
White House press secretary, 
Ronald Zicglcr, had conceded 
that taking §500 million from 
Model Cities would stop the 
program in its tracks, but he 
had indicated that the President 
w o u l d not take a l l of the 
amount he seeks for education 
from one H U D program. 

Homebuilding wins next-to-highest priority for increases in federal support 
President Nixon's reordering of 
national priorities makes home-
building the second most im
portant if measured on its per
centage of increase in federal 
support. Pollution alone ranks 
higher. 

The Chase Manhattan Bank's 
April newsletter. Business in 
Brief, points out that outlays for 
assistance to homebuilding—and 
especially for low- and moder
ate-income families—will rise by 
97% from fiscal 1969 to 1971. 

The bank bases its analysis 
on the 1970 Economic Report 
by the Council of Economic Ad
visers. 

The proportion of the federal 
budget devoted to defense wi l l 
decline from 44% to 37% from 
fiscal 1969 to 1971. Defense 

spending is often blamed for 
diverting funds from home-
building. 

The years 1969 and 1971 were 
chosen for comparison because 
the budget for fiscal 1970 failed 

to reflect all of the President's 
decision to reorder spending 
priorities. 
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Marvin makes beautiful, bewitching 
wood windows in more styles, sizes and 

options than any other manufacturer. 
Take glider windows, for example. We offer 

82 single and mullion units, plus picture window 
combinations. Beautiful, weathertight, removable 

for easy cleaning — the kind of styling and quality that makes them appreciated in 
fine homes throughout the U.S. and Canada. Your choice of extruded aluminum 
or smooth vinyl track. 
And here's what makes windows easier to build with. We ship set-up units to dis
tributors in our own trucks within ten days of order — any size, any style, any 
option we offer. You can get almost any kind of wood window imaginable, and on 
short notice. Let your dealer prove it. 

F R E E ! Write 
or call us for 
the new 36-page 
condensed cata
log and our 16-
page, 4-color 
brochure. 

M A R V I N 
W I N D O W S 

WW 

MARVIN WINDOWS 
WARROAD, MINN. 56763 
(218) 386-1430 



Weyerhaeuser Woodscape" Lighting, 
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For builders 
who think total environment can sell. 

We believe that lighting standards 
should meld with the environment and 
not overpower it. 

Simplicity. 
Sensitivity to good design. 
A recall of nature. 
Weyerhaeuser Woodscape Lighting is 

a new system consisting of laminated 
wood lighting standards and custom-pro
duced luminaires by mcPhilben Light
ing, a division of Emerson Electric Co. 

You have a choice of four luminaire 
styles: sphere, cylinder, rectangle and 
traditional lantern. 

The laminated wood standards come in 
two shapes: the curved and the straight, 
from 8 to 30 feet. Plus one- and two-way 
crossarms. 

Possibilities?—over 500 combinations. 
Weyerhaeuser lighting standards are 

treated for long life with penta in light 
solvent. No maintenance required. To 
install you simply dig a hole and drop in 
the standard, so installation costs $30 to 
$50 less than steel or concrete. And you 
can stain the standards or leave them 
natural. 

Send the coupon for full details. 

r 
To: Weyerhaeuser Company, Box B-6900 

Tacoma, Washington 98401 

• Please send me your brochure on Weyerhaeuser 
Woodscape Lighting. 

• I'd like to talk to a representative. 

Name 

Firm 

Address 

City 

state -Zip 

A 
W e y e r h a e u s e r 



N E W S / P O L I C Y 

President fails to head off Patman's plan to force pension funds into mortgages 
• In Washington, Secretary 

George Romney of h u d an
nounces the first issue of the 
long awaited mortgage bond. 

• In Washington, a Treasury 
undersecretary announces a 
"voluntary" action by banks 
and insurance companies to 
commit $2 billion to housing 
this year. 

• In Washington, a housing 
aide suggests this year's hous
ing bill has to be known as the 
Democrats' bill—a reference to 
the upcoming Congressional 
elections. 

• In Washington, Adminis
tration officials continually re
fer to Senate-passed housing 
legislation as the Administra
tion's bill, which it is not. 

• In Washington, Chairman 
Wright Patman of the House 
Banking Committee moves to 
obtain up to $5 billion a year 
for housing from pension funds 
and foundations. 

The legislative battle lines in 
the nation's capital are today 
etched deeply, as Democrats 
and Republicans jockey for a 
favored position in this impor
tant election year. 

A bid for compromise. As 
summer approaches, perhaps 
the most serious threat to Ad
ministration plans is the scheme 
unveiled by Patman. It would 
force funds and foundations to 
invest in the mortgage market— 
and the Administration is dead 
set against the forcing tech
nique. 

Earlier this year, when sug
gestions were made that Con
gress might enact legislation re
quiring investment in housing 
by these institutions. Secretary 
Romney pleaded with the law
makers to "give the Adminis
tration until May 1" to produce 
a voluntary program of invest
ment by the funds. 

What the Nixon Administra
tion came up with was a $2 bil
lion pledge by banks and insur
ance companies for this year. 
In addition, Romney moved to 
implement the mortgage bond— 
a device that is expected to gen
erate money f rom pension 
funds and others. Aside from 
this. President Woodward King
man of the Government Na
t i ona l Mortgage Assn. an
nounced some $100 million in 
commitments to guarantee 
mortgage-backed securities—and 

he made a special point to note 
that pension funds were among 
the prime investors. 

A l l this is seemingly not good 
enough to Patman, who says his 
aim is to secure $5 billion a 
year for home mortgages from 
pension funds and foundations, 
both of which receive big fed
eral tax breaks. 

The Patman plan. Patman's 
reasoning for the proposal is 
that these institutions, which 
receive tax advantages, are obli
gated to "perform socially use
fu l acts in return." 

The banking committee 
chairman's idea is to set up a 
national development bank, 
which would be a lender of last 
resort for low and moderate in
come housing. 

The development bank could 
make direct loans or could 
guarantee conventional loans— 
and at any interest rate it con
sidered feasible in terms of the 
borrowers' ability to repay. In 
other words, the bank might 
charge the prevailing interest 
rate to a borrower who could 
afford it but who was unable to 
get a loan because of tight 
money. But the same bank 

might charge someone else no 
interest at all. 

Requirements. Pension funds 
and foundations would be re
quired to invest in the develop
ment bank's securities at an 
amount equal to half their an
nual income from the invest
ment or sale of assets. 

The bank's securities would 
be short- and long-term obliga
tions, and presumably would 
carry about the same yields as 
other federal agency issues. 

Appropriations of $60 mil
lion would be needed to cover 
the spread between the cost of 
borrowings of the bank and the 
lower interest rates it would 
make on mortgage loans. That 
$60 million of subsidy funds, 
according to House banking; 
aides, would produce 150,000 
housing starts. 

Differences. The Patman ap
proach is not unique. Similar 
proposals were offered in Con
gress last year, and Rep. Rich
ard T. Hanna (D., Calif.) intro
duced legislation this year that 
would make the funds invest 
their money in housing. 

But what the Administration 
has been seeking this year is an 

C U E E H N T MDHTOJIQE Y T E r . D S OZSTS OF $H!BVTCINQ ) 

COflT O F C * U E B E K T BOKOavrOKJ^ 

One good reason why Fanny May's stock has skidded 
The chart may provide ample 
reason for the recent nosedive 
in the price of the Federal Na
tional Mortgage Association's 
stock. 

The FNMA shares dipped from 
$160 in March to a low bid of 
$112 on May 1, as the central 
mortgage bank failed to im
prove earnings against a back

drop of tight money. As the 
chart shows, Fanny May's cost 
of money—above 8%—far out
paces current mortgage yields. 
The result: reduced earnings. 
For the first quarter, Fanny 
May announced earnings of 
just $18,000—not much for an 
operation with a mortgage port
folio of nearly $11 billion. 

approach that w i l l pump funds 
into the mortgage market with
out upsetting the credit markets. 

The Administration has opted 
for the mortgage bond, a device 
that wi l l bring pension funds 
into the mortgage market—but 
at a pace controlled by the 
Treasury. 

The Treasury can—and does-
regulate the number and vol
ume of mortgage bond issues 
as well as deciding who is the 
issuer. So the Treasury knows 
the amount of funds that wi l l 
go into mortgages via these se
curities markets—and conse
quently the sum that won't be 
available for Treasury obliga
tions. 

The bond delay. By offering 
the mortgage bond, the Treas
ury knows it can secure money 
from pension funds—and allay 
some of the mortgage pressures 
that have built up in Congress. 

With interest rates as high as 
they are, this is admittedly not 
the best time to issue mortgage 
bonds. Fanny May, which is
sued the bonds in mid-May, in 
fact, had earlier decided not to 
sell a long-term bond, but rather 
to stick with two short maturi
ties. Last year, with rates just as 
high, the Administration had 
insisted it would wait until 
rates fell before issuing mort
gage bonds. 

But today, with Congress 
moving to put pension-fund 
money into mortgages, the Ad
ministration used the mortgage 
bond as an inducement to se
cure "voluntary" pledges from 
the pension funds. 

The monkey wrench. To Pat
man, who wants more, the 
funds would have invested i n 
the mortgage bond anyway. His 
aim, however, is to come up 
wi th a steady and large sum 
each year for housing invest
ment—and at the same time take 
advantage of the obvious polit
ical benefits that his proposal 
generates among the public. 

For the A d m i n i s t r a t i o n , 
which is seeking to identify 
closely with many of the devel
opments that would smooth the 
flow of funds to housing, the 
Patman proposal is clearly a 
monkey wrench thrown into 
what had appeared to be a 
smoothly functioning operation. 

— A n d r e w R. M a n d a l a 
Washington 

8 H&H JUNE 1970 CIRCLE 63 ON READER SERVICE CARD 



Magnificent! 
And no one gets 
thrilled to death. 

Classic lines and a beautiful tough finish, brought to its 
final deep lustre in the old-fashioned hand-rubbed way. 
Magnificent. 
Still, we don't want anyone thrilled to death. That's why all 
Weslocks are panic-proof. They lock people out. but never in. 
One instinctive turn of the inside knob unlocks and opens 
the door. 
Automatic unlocking may never be more than just a pleasant 
convenience for your customers. But we can't count on it. 
Can you? 

C W E S L Q C K ® ) 
The MEW Leader in Lock Ideas! 



American - Standard has what your customers want: 

Excitement 

^ ^^.••r»v<--^^,--^-y^:-rr-y\y-' MarWe/China Ultra* Lavatory 

New Marble/China Fixtures...Better Than Real Marble! 
This is new. Different. And ver) profiiable for you. These new Marble/China 
fixtures give your customers all the classic beauty and custom appearance 
of real marble. Yet they have the practical advantage of a hard-as-glass, 
vitreous china surface. A surface that s impervious to stains, extremely durable, 
and wipes clean and sanitary instantly. 

Each American-Standard Marble/China fixture is "one of a kind." Just 
like natural marble, the pattern is never the same twice. And the beige-brown 
veining goes all the way through. It's not just surface coloring. 

New Marble/China harmonizes with any decor, any fixture color.i., 
especially new high-fashion "Bone." Adds an important luxiu^ look to every 
powder room and bath. Three popular fixtures available: Ultra* Lavatory, 
Aqualyn* Lavatory, and Elongated Cadet* Toilet. All attractively priced, too. Marble/China Elongated Cadet* Toilet 



...Plus! 

New "Convertible" Seats By Church® 
All exciting new decorating iclea! Removable 
seat covers that are interchangeable with one 
basic seat ring. .Now w IKMI your customers want 
to cliange bathroom decor, they just switch 
lids, instead of the entire seat. E.vclusive Pop-
Pin* hinge does it. Lets customers change 
covers in only 10 seconds! Ami with s i \ 
decorator patterns and eleven fashion-right 
colors to choose from the decorating 
possibilities are endless. Women will love them. 

New Corner-Concept® Stainless Steel Sink 
This is the kitchen sink that saves space... 
and saves steps...beautifully. This unique 
stainless steel sink is designed to tuck neatly 
into kitchen corners in one swooping curve. 
Perfect for compact kitchens. And it s self-
rimming for easy installation. The convenient 
single-lever sink fitting with hand spray 
completes this exclusive sink center. 

Luxor®/Vent-A way® Toilet 
One glance and your customers 
know. 1 his is what a modern toilet 
should look like! The tank is built 
so low it's almost out of sight. And 
the sleek, sculptured lines add a 
luxury look to any bathroom. T h e 
Luxor also fcatin es whisper-quiet 
Hushing plus the very popular Vent-
Away self-ventilating feature that 
keeps bathrooms fresh always. 

Spectra 70* "The Everything Bath" 
No other bath gives your customers so many 
built-in conveniences and siifety features. 
Fiberglass reinforced Tri-VVall* has built-in 
storage, fold-away table and seating, high and 
low soap dishes, two safety grab bars and 
optional lighted ceiling unit. Exclusive Shower 
Ibxver* colunni features dual Stereo* Shower 
Heads, Hide-.\way* Rinsing Spray, and a 
pressure-balancing valve that prevents sudden 
spurts of too-hot or too-cold water. Spectra 70 
bathtub has a headrest rim, contour back 
and Stan-Sure'ii' slip-resistant bottom. 

For more details on any of these advanced prod
ucts see your American-Standard distributors or 
write us. 

AMERICAN 
STANDARD 

PLUMBING & HEATING GROUP 
40 W. 40th St., New York. N.Y. 10018 

"Trademark ol American-Standord ©American-Standard 1970 
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N E W S / M A R K E T I N G 

Dallas does a slow burn over saunas—thinks they're a fire hazard 
The Dallas fire department has 
pointed a finger at the popular 
sauna bath as a potential fire 
hazard. 

The department has asked 
members of the local Home and 
Apartment Builders Assn. to 
help its fire prevention bureau 
determine the cause of a series 
of sauna bath fires. Inspectors 
are trying to determine whether 
problems in design, installation 
or maintenance are primarily to 
blame. 

"Unt i l we began having some 
fires in saunas, we did not real
ize this was even a potential 
problem," says Capt. J.T. Alex
ander of the department's in
spection division. 

He explained that details of 
the saunas are rarely included 
in plans checked by the fire de
partment because, in most cases, 
these facilities are added after 
the original permit is obtained. 

Hidden danger. According to 
Alexander, saunas are usually 
operated at temperatures run
ning from 160-180 degrees to as 
high as 200 degrees Fahrenheit. 

"Under all recognized na
tional standards and recommen
dations, wood or wood prod
ucts should never be exposed to 
constant heat of more than 90 
degrees above the ambient tem
perature (60 degrees), which 
means that 150 degrees should 
be maximum," he says. 

"When subjected to continu
ous heating, wood undergoes 
pyrolysis, or a chemical decom
position, and becomes charcoal. 
Charcoal of itself, under certain 
conditions of heating and cool
ing, w i l l ignite spontaneously 
even though the temperature is 
not hot enough to ignite it. 

"We are getting concerned 
about this, i f it is a general prac
tice to use wood in saunas. Our 
worry is that people wi l l install 
these in residences and apart
ments without knowing the po
tential hazard. The danger is 
insidious, as the wood deterio
rates gradually into charcoal. 
As saunas become older, we 
could have a very serious situa
tion. 

"After the wood becomes 
charcoal, the simple process of 
heating and cooling can more 
or less create a chemical reac
tion within the wood itself, 
causing it to ignite spontane

ously. This could happen in the 
middle of the n ight whi le 
everyone was asleep." 

Fire's effects. Alexander dis
closed that, after one recent fire, 
inspectors found that interiors 
of planks of redwood benches 
inside a sauna room were com
pletely charred. Since the heat 
had been conducted inside the 
wood by nails, the charring ef
fect was not even visible on the 
surfaces. 

The benches did not cause 
the fire, for they were not near 

combustible material. The blaze 
occurred within a wall near the 
combustion chamber. Built of 
brick lined with fire brick, the 
chamber had a pair of gas jets 
inside. 

These burners, which had no 
labels showing output in British 
thermal units (BTUS ) , heated the 
chamber and the rocks resting 
on top of a metal grate. Enough 
water dropped on the rocks to 
maintain an 8-degree humidity. 

Heat waves. The combustion 
chamber adjoined the common 

Romney tells the experts: Land use 
is key to the nation's worst problems 
George Romney contends that 
proper land use w i l l become the 
primary focus of two of the 
nation's severest .problems-
urban troubles and pollution. 

The housing secretary told 
the Urban Land Institute's an
nual seminar in Honolulu that 
four considerations force the 
land issue to the forefront of 
any effort to face the two basic 
challenges: 
• The controversial social, eco
nomic, and political issues in
volved in land use. Technology 
has little bearing. 
• The costs of land, which are 
mounting so fast that indivi
duals and public bodies find it 
impossible to acquire land 
needed for normal living, 
• The confrontation between 
rich and poor, to which land use 
is the key. 

• The increasing concern in 
Congress and courts over land-
use policy. 

The secretary called for more 
and better land planning. 

There is nothing un-Ameri
can in such a plea, he said, cit
ing the Homestead Act of 1862* 
as an example of beneficial 
government action on land use. 
He further warned that: 

We must provide housing for 
all, and it must be near the jobs 
available. We must plan for 
orderly growth and upgrade our 
cities. 

The alternative to solving 
these problems is socialization 
of the housing industry. 

The answer is public policy 
to promote maximum private 
effort to achieve solutions. 

'The act authorized sale of public 
lands, in 160-acre parcels, to settlers. 

wall between the sauna and an 
office, with burner and tem
perature controls located in a 
closet outside the sauna. Wall 
construction was a 2x4 studs 
with ceramic tile on the sauna 
side and pressed-paper sound-
insulation material and wood 
paneling on the off ice side. 
There was no air space between 
the fire box and the wall. The 
continuous heating caused the 
insulation material and wood 
studs to ignite. 

"Brick, tile, even asbestos— 
anything of this sort—is a good 
conductor of heat, particularly 
if there is no air space," says 
Alexander. "The heat travels 
through these materials and 
builds up around any wood 
which might be present. As it 
gradually gets hotter, the wood 
begins to char, and it ignites 
and causes a fire." 

Safety measures. When the 
owner rebuilt the sauna, the 
fire department required him to 
replace the manual damper 
w i t h a barometric damper 
(which cannot be operated 
manually) and install additional 
controls. Firemen speculated 
that one of the causes of the fire 
was that someone had closed 
the damper to get more heat. 
The stack had become so hot 
the metal had almost crystal
lized. 

The inspectors recommended 
that, if redwood benches were 
again used, they should be con
structed with wooden pegs or 
doweling pins rather than nails. 

The 2x4s were replaced with 
metal studs. Non-combustihle 
insulation, and air space, were 
required around the fire box. 

These minimal measures are 
now recommended here for the 
safe construction of a sauna: 

• Use a barometric damper 
and controls, which w i l l assure 
that the temperature wi l l not 
climb above a set level. 

• Use only non-combustible 
materials in any location in 
which the temperature wi l l ex
ceed 150 degrees. 

• Make sure the combustion 
chamber area is well insulated 
with air space plus non-combus
tible insulation from any com
bustible material which might 
be in the wall. 

— L O R R A I N E S M I T H 

McGraw-Hill News, Dallas 
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The Bent ley as bui l t by the Grant Const ruc t ion Company, Macon , Georg ia. Copyr ight© Boise C a s c a d e Corporation 1970 

How to profit from the 
FHA 235 Single-Family Program: 
The Kingsberry Man. 
If you're familiar with the FHA 235 Program, you know it offers a lot of 
profitable benefits to builders. This government-subsidized, single family 
program is designed to reduce monthly payments to a level that lower 
income families can afford. Think of what this can mean to you! A greater 
number of qualifying homebuyers. Increased availability of financing 
because the current mortgage situation does not affect this program. You 
sell more homes, and sell them faster. 

Like many government programs, the FHA 235 calls for extra paper work 
and more than a few details. No 
need to worry about that. The 
Kingsberry Man can handle it all. 
He can help with your application, 
tell you how much each house 
will cost to build, provide blue 
prints marked up to 235 specifica
tions. And he can show you many 
Kingsberry home plans that qualify 
right now under this program. A l l 
you need to do is build the homes 
and pick up the profit. 

Ready to hear more? Just mail 
the coupon. The Kingsberi*y Man 
will be in touch right away. 

K I ? 4 0 S B E F I F I Y H O M E S 
BOISE CASCADE CORPORATION 

61 Per imeter Park East, At lanta, Georg ia 30341 

Robert H. Welsh. Di rector -Marketmg/Kingsberry Homes /Dep t HH-6 
61 Perimeter Park East/Atlanta, Georgia 30341/C404) 458-3241 

Please send more in format ion on the Kingsberry p rog ram and have the 
Kingsberry Man call o n me I presently have lots ready to build on 
I have built h o m e s and /o r apar tments 
dur ing the past twelve mon ths 

• I present ly have funds commi t t ed under the FHA 235 program 

Name 

Firm 

Address- Phone. 

City. -State. .Zip. 

Kingsberry serves leading builders in 35 Midwestern, Mid Ailanlic Soulheaslern and New England slates 
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G-P Reverse Board and Batten Siding 
G-P has every kind of siding. 
The roughest. The smoothest. And everything 
in between. G-P Reverse Board and Batten 
is one of many popular patterns. 

G-P Eternawair^ 
Eternawall is vinyl covered 
gypsum wallboard. And it makes 
about the toughest wall surface there is. 
Maintenance? It doesn't need any! 

G-P Vinyl Shield^^ Flakeboard 
Saves up to 30% on construction 
time because it's pre-laminated! 
And the rugged vinyl surface 
makes it ideal for cabinet fronts, 
sides, doors, and shelves. 

G E O R G I A - P A C I F I C 
PORTLAND. OREGON 97207 



NEWS/FINANCE 

There are now 11 savings and loan associations on Uncle Sam's trouble list... 
A n d that's down f rom 18 last 
f a l l , when assets of about $2 
b i l l i o n were involved. 

Assets total $700 m i l l i o n for 
the 11 now on the "probable 
candidate for assistance" Hst of 
the Federal Savings &. Loan I n 
surance Group. 

None of the 11 is i n Cali
fornia. I n the past, the Golden 
State, along w i t h Nevada and 
the Chicago area, has been a 
trouble spot for FSLIC. 

Off ic ia ls of the FSLIC say there 
is no geographical concentra
t ion of the 11 weak associations, 
w h i c h are spread across the 
country. 

Testimony. This in format ion 
was elicited f r o m the FSLIC fo l 
lowing the leak of complete 
closed-session testimony that 
officials gave before the House 
appropr ia t ions subcommit tee 
last winter . Off ic ia ls of the Fed
eral Home Loan Bank Board tes
t i f ied that the 18 associations 
w i t h $2 b i l l i o n i n assets were 
on the sick list last November. 

Improvement. By mid-Feb
ruary, the potential assistance 
list had been cut i n half as far 
as money was concerned, and 
f r o m 18 to 15 i n number of 
shaky association. 

It was at this point that The 
Wall Street Journal observed 
edi tor ial ly: "The bu lk of the 
s&Ls are unquestionably sound 
and we l l managed. That fact, 
however , does n o t p revent 
worry about the relatively few 
t h a t are s h a k y . . . . I t i s n ' t 
enough reassurance for the pub
lic to know that, amid general 
prosperity, 'only ' 15 are having 
trouble." 

The removal of LFC Finan
cial Corp. of Los Angeles f rom 
the list was the major factor i n 
reducing the dollar problem. 

Also, the easing of money 
rates during the first quarter, 
and the higher savings ceilings 
posted last January have re
moved much of the pressure on 
s&L deposits. 

Protective procedure. Robert 
O. O'Brien, FSLIC director, says 
such relief has calmed the fear 
that heavy outf lows might lead 
to insurance corporation action 
to save shaky associations. 

The FSLIC has some $2.3 b i l 
l i o n i n l i qu id assets backing the 
$20,000-per-account insurance 
i t p rovides . T h i s is deemed 
more than adequate because of 

HOW CALIFORNIA'S S&L COMPANIES 
ARE DOING 

Earnings Per Share 
Assets Y( 

mill inn« IQRQ 
California Financial 
Empire Financial 
Far West Financial 
Financial Corp. 

of Santa Barbara 
Financial Federation 
First Charter Financial 
Gibraltar Financial 
Great Western Financial 
Imperial Corp. of America 
LFC 
Pacific Savings & Loan 
Trans-World Financial 
United Financial 

Corp. of Cal i f . 
Wesco Financial 
*Before loss on sale of government secur i t ies , 33 cents in 1969 and 26 cents in '68. 
t deficit 

Asse ts Year F i rs t Quarter Historic 
millions 1969 1968 1970 1969 Pr ice Range 
$ 294.9 $0.56 $0.35 $0.11 $0.15 22 - 2 % 

174.6 1.32 1.11 283/4-3 
367.8 1.40 1.10 0.26 0.31 50 -43/4 

211.0 1.65 1.38 0.43 0.44 3 0 V 2 - 5 % 
1,141.2 0.44 t2 .02 t0 .05 0.17 105V4-8V2 
2,543.0 2.68 1.72 0.53 0.49 69 -9 

443.3 2.25 1.81 0.39 0.45 60 - 7 % 
2,177.0 1.45 1.20 0.29 0.28 53 -3 
1,290.9 0.99 0.81 0.20 0.22 223/4-2% 
1,070.4 t0.90 t2 .59 t O . l l t 0 .04 34 -4 

225.6 1.97 2.02 
t O . l l 

0.43 37V2-6%* 
351.4 t l . 4 2 1.02 0.17 0.23 47 -4V4 

433.4 *0.91 *0 .89 0.10 0.24 70V4-4% 
452.5 1.94 1.89 0.30 0.44 6 8 % - 8 i ^ 

the "default prevention" pro
cedure the corporation uses for 
a sick s&L. 

A i l i n g insti tutions are merged 
in to healthy associations, w i t h 
the FSLIC guaranteeing the latter 
against loss. This method has 
proved successful, w i t h the FSLIC 
engineering the merger, and 
agreeing to protect the healthy 
ins t i tu t ion by purchasing, i f 
necessary, bad loans held by the 
weak ins t i tu t ion. 

Thus only a small amount of 
money, relative to the assets of 

an unsound S&L, is required to 
protect its depositors. 

Help i n Cicero. So far i n 1970, 
the FSLIC has paid out no funds 
i n this manner, but i t stands 
ready to do so i n one instance. 

It has agreed to protect M i d 
America Federal, a healthy i n 
st i tut ion, f r om losses that may 
come f r o m its January merger 
w i t h General Federal S&L. Both 
are i n Cicero, 111. M i d America 
has assets of $135 m i l l i o n . Gen
eral some $47 m i l l i o n . 

I n 1969, there were only three 

OVERSEER WOODFORD 
"I feel much better" 

INSURER O'BRIEN 
Calls 1969 a calm year 

S&L scandal's echo: An ex-Congressman goes to prison 
President N i x o n has refused to 
grant executive clemency to 
Thomas F. l o h n s o n , f o r m e r 
Congressman twice convicted 
on conflict-of-interest charges 
i n the Maryland S&L scandals 
of the 1960s. 

Johnson, 60, has begun serv
ing a six-month sentence i n the 
federal penitentiary at Lewis-
burg, Pa. 

Johnson, a Democrat and a 
resident of the fashionable East
ern Shore, was accused of tak
ing $17,500 for t ry ing to per

suade the Justice Dept. to drop 
a mai l - f raud suit i n 1962. 

Dur ing the Maryland scan
dals, 27 uninsured savings and 
loan associations closed and 
about 30,000 depositors lost $13 
m i l l i o n i n savings. 

T h e President 's d e n i a l of 
clemency ran counter to a rec
ommendation by the Justice 
Dept. 

The prison sentence probably 
means that lawyer Johnson w i l l 
be disbarred by the Worcester 
County Bar Association. 

mergers of necessity. Assets to
taled only $13.5 m i l l i o n , and 
FSLIC officials do not expect any 
subs tan t i a l losses w h e n bad 
loans are liquidated. 

O'Brien described 1969 as a 
calm year, especially i n compar
ison w i t h 1966. 

More money. O'Brien be
lieves that s&L deposit f lows w i l l 
improve i n 1970. Figures were 
encouraging i n A p r i l , normal ly 
a heavy wi thdrawal m o n t h after 
the c r e d i t i n g of in teres t i n 
March. 

I n contrast w i t h a year ago, 
when s&Ls lost between $325 
m i l l i o n and $425 m i l l i o n i n the 
first th i rd of A p r i l , the HLBB es
t imated a net i n f l o w as h igh as 
$250 m i l l i o n . 

This came on top of a $554 
m i l l i o n net i n f l o w i n March , 
compared w i t h $479 m i l l i o n a 
year earlier. 

Money pinch. I n an analysis 
of California 's S&LS, w h i c h were 
among the industry's top prob
lems i n the last decade, the f i 
nancial weekly, Barron's, notes 
that the lending excesses of the 
1960s are nearly corrected and 
that t ight money is now the 
chief d i f f i cu l ty .* 

L.E. Woodford , president of 
the Home Loan Bank of San 
Francisco, offers this summary 
of the diffeernce between the 
last decade and the present: 

" I feel much better about the 
current squeeze than I d id i n 
1966. 

"Then, we had the money 
pinch on top of other problems. 
Now, we have the money pinch 
al l by itself." 

*April 27. Building for the Future. 

3-month president quits 
First Charter Financial 
George W . M i l l e r has walked 
out on the presidency of the 
world's largest publ ic ly held 
s&L holding company after three 
months on the job. 

Chairman S. M a r k Taper of 
First Chapter Financial says 
M i l l e r le f t the $2.5 b i l l i o n cor
poration because of "differences 
i n management philosophy." 
Taper is the chief executive. 

M i l l e r took the post i n Bever
ly Hi l l s , Calif., i n February. He 
had been president of the Bank 
of the Commonweal th i n De
troit . 
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You can offer 
''something extra" 
in kitchens 
that attract 
homemakers 

the 
center 
of 
family 
living 
And cabinets are 
inventoried in 18 
factory warehouses 
for faster service 
to meet schedules 

^ Aft" fOlCh If Offer individuality! Variety of styles 
(^yT-viAS l\J lyJUuL tough, low maintenance finishes. 

bv UNITED CABINET CORP. \J O ' 

• 

i 
CHARACTER PECAN CHARACTER PATINA HARVEST FUTURA 

Add practical 
luxury to bath 
or powder room. 
Many vanities 
to select from. 

Laboratory Tested 
and Certif ied by the 

National K i tchen 
Cabinet Associa t ion 

Meets FHA and 
HUD Standards 

r 
Send for Kitchen Planning Guide 
UNITED CABINET CORP. 
p. 0 . B O X 420, D E P T . J A S P E R , I N D I A N A 47546 

Send me "The Center of Family Living" booklet 
and complete information on AristOKraft cabinets. 

N A I V I E . 

C O M P A N Y . 

S T R E E T 

C I T Y . 

S T A T E . Z I P 
— I 
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Chevrolet launches 
the space vehicle. 

'71 Chevy Van. 
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New forward et^ne des^— 
for up to 34% more load lei^;th. 

Other vans just lost the space race. From now on 
you've got two choices: A n ordinary van or a 
Chevy Van. We've put Chevy Van that far ahead. 
First thing we did was put our engine farther 
ahead. Giving more load area behind i t (and 
easier access f rom the f ront seat to the load area). 
Then we multiplied this new room even more by 
making Chevy Van wheelbases longer. 
T o 110 and 125 inches. 
• First result: 34% more useable load length. 
• Second result: 15% more cubic load 
space. • Thi rd result: 33% more payload 
capacity. To 3,750 lbs. 

New sliding side door— 
for easier paridi^ and loadii^. 

o o o o 

We also set our engineers to 
thinking about outer space. 
Like why should swinging 
side doors take up so 
much room between you 
and your loading spot? 
First answer: They shouldn't. 
Second answer: Our new 
sliding side door. Full-width. 
One-piece. Set solid on three 

tracks. Smooth and quiet as a moving shadow. 
N o other popular van's got anything Uke i t . 
A n d that's not the only jump we got on the 
others here. There's a new built-in step. 
Hidden f r o m snow, slush and even you. Un t i l 
you shde open the door. Conventional swinging type 

New extended hood makes 
26 service checks easier. 
'^gO^J^^ jur 

L i f t our hood and the engine almost 

Engine, battery, radiator—the whole 
works. Ready to get at wi th less 
downtime, less expense. 
Plus things Uke carburetor, fuel pump 
and fan belt that you just can't get at this 
way in most other front-hooded vans. 

A n d because we put our engine up where i t is, we didn't have 
to pack things in like sardines. We gave you more room to work. 
It's as much a space vehicle in front as i t is i n back. 

Big îest 6 in its field-
plus new V8 power. 
Chevy Van's standard six is 155 hp. A f u l l 35 hp more than 
the standard six in any other popular van. 
We give you a 10-inch clutch—which is larger than the others. 
We've got a brand-new 350 V8 available for '71 . 
A n d more transmissions to select f rom too. 

New front seat location— 
for easier ins and outs. 

Thanks to our new front end and longer 
wheelbases again. They let us move our 
f ront wheel-housings forward. Out o f the 
doorway. Out of your way. W i t h more 
driving comfort, too, because you're no 
longer riding directly over the wheels. 

Smoother-ridii^ job-proved 
independent suspenskm. 

We added a new independent f ront suspension, too. The k ind 
Chevy's built and tested more of (over IVi mil l ion more 
than anybody else). Each wheel is independent. Road shock 
doesn't get passed on. And we didn't forget the rear suspension. 
Two-stage springs are standard. Most other vans: single-stage 
springs are standard. 

High-level ventilation 
for more driver comfort. 

Most vans take in their air supply down 
at bumper level. N o t Chevy Van. We 
designed a ventilation system that 
takes in air up near the windshield. 
Then passes i t through a 
special chamber to help 
reduce moisture. 
Someday we imagine 
all vans wil l be coming 
up for air. 

Low level type 

H ;̂lier, wider rear doors 
take cargo other vans canft. 

Our new sliding side door has 
only one rival. Our new rear 
doors.They open over 54 inches 
wide. Other popular van rear 
doors would f i t inside with 
room to spare all the way 
around. A n d ours still open 
all the way, like they always 
have. Not part way, like 
other vans' still do. 

NewSportvan: 
travel space for 12. 

• 
! 1 

S4.4 — • • 
! 1 

.8 

• 

What Chevy Van's done for cargo-room, Sportvan's done 
for people-room. 
Order seats for 5, 8 or 12. A thick-carpeted Beauville model. 
A n d remember, too, a roomy, comfortably furnished Chevy 
Van or Sportvan camper can cost a lot less than other kinds. 
The space vehicle. 
Where else on earth but at your nearby Chevrolet dealer's. 

P u t t i n g y o u f i r s t , k e e p s u s f i r s t . 
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NEWS/FINANCE 

Economist reminds builders: inflation hm t̂s you more than its cure ever will 
W A L T E R D A R A N 

This sharp warning came f r o m 
one of the nation's top housing 
experts, and he combined i t 
w i t h a strong plea for fiscal re
straint i n Washington. 

"The discipline of a budget 
surplus is essential i f we are se
rious about br inging in f la t ion 
under control ," said Saul Kla-
man, vice president and chief 
economist for the Nat ional 
Assn. of M u t u a l Savings Banks. 

I n a speech to New York U n i 
versity's mortgage banking i n 
stitute, Klaman revived warn
ings, prevalent six months ago, 
that in f la t ion poses a far greater 
threat to lenders and home-
builders than does recession. 

Impact. Builders suffer dis
proportionately f r o m any tight
ening i n the nation's money 
supply, Klaman conceded, but 
he cautioned against anything 
more than a cautious move to
ward monetary ease. 

A n d any easing should be ac
companied by a reduction i n 
the credit that the government 
pumps in to the economy via its 
m i x of tax and spending actions 
(i.e., by its fiscal policy deci
sions), Klaman continued. 

Fiscal fai lure. Klaman attrib
uted many of housing's present 
troubles to the N i x o n adminis
tration's fai lure to balance mon
etary and fiscal restraint. M o n 
etary restraint has been over
worked, he said: 

"We must not fa l l prey to 
the overki l l syndrome, w h i c h 
caused premature credit easing 
i n 1968, resurgent inflat ionary 
pressures, and overly severe re
straints. 

" I f we lose this chance to 
l ick in f l a t ion decisively now, i t 
may take us years to get our 
economy under control ." 

But only three days later, i n 
terest rates soared to new peaks 
on the widespread assumption 
that monetary controls had 
been eased prematurely. I t was 
revealed that the Fed had let 
the money supply increase at 
an a n n u a l r a t e o f 1 3 % i n 
March i n comparison w i t h its 
presumed objective of 3%. The 
day the news appeared, the 
stock market fe l l to its lowest 
point since the Kennedy assas
sination i n 1963. 

Housing starts. The housing 
and mortgage market climate is 
better than i n 1969 but the 
bui ld ing industry is not out of 

F i r s t Q u a r t e r N e t D e m a n d s f o r F u n d s ($ B i l l i o n s ) 

1966 1967 1968 1969 1970E 
Publicly Held Mortgages 4.9 2.5 4.3 5.3 1.9 
Corporate Bonds 3.2 3.5 2.7 3.7 4.9 
State & Local Securities 1.4 1.9 2.0 2.4 3.0 
Foreign Bonds 0.4 0.3 0.4 0.3 0.4 

Subtotal 9.9 8.2 9.4 11.7 10.2 

Bank Loans (ex. Mtge.) -1.0 -2.0 -3.4 -2.5 -4.0 
Open Market Paper 1.6 2.9 2.0 3.2 3.2 
Publicly Held Treasury Debt 0.4 -0.9 4.3 -0.4 3.7 
Publicly Held Federal Agencies 1.5 0.0 1.5 1.5 3.3 

Total Demands 12.4 8.2 13.8 13.5 16.4 
NOTE: Bank loans partly est imated for end of March. 1970 figures are adjusted to 
add loan transfers back into the loan total and to subtract bank related open market 
paper from the open market paper total. 

Why the mortgage market can't w i n for losing 
The mortgage market, whi le tions. I n contrast, several 
receiving a $2 b i l l i o n i n f u 
sion f r o m government agen
cies i n the first quarter, suf
fered a $3 b i l l i o n loss i n 
funds f r o m private ins t i tu-

the woods, Klaman warned. He 
predicted only 1.3 m i l l i o n starts 
this year. 

Recent upturns i n the statis
tics d id not encourage h i m be
cause, he said, 1) the housing 
starts series is too erratic to per
m i t opt imism on a two-month 
upl ick (February and March) 
and 2) the March rise was en
tirely i n m u l t i f a m i l y units. Sin
gle-family homes declined. Re

types of borrowing rose to 
new records. The analysis is 
by Salomon Brothers &. Hu t -
zler, the New York Ci ty 
bond and securities house. 

cause of the way apartment 
starts are counted—all u n i t s 
listed as ind iv idua l starts when 
one project is begun—the large 
number of apartment starts i n 
M a r c h is l ike ly to signal a com
pensating decline i n months 
immediately fo l lowing . Apr i l ' s 
starts were down sharply, to an 
a n n u a l ra te of 1.18 m i l l i o n 
i n March . 

Change i n role. Klaman, as 

ECONOMIST K L A M A N 

"If we lose this chance ..." 

he has done previously, sharply 
questioned the value of current 
federal action to support the 
mortgage market. 

The private market structure 
runs the risk of being over
whelmed by government agen
cies seeking to help, he implied. 

Savings and loan associations, 
he said, are becoming mere con
du i t s f o r the c h a n n e l i n g of 
Home Loan Bank advances. A n d 
mortgage bankers are no more 
than the originators of loans for 
sale to F N M A . His broader warn
ing : 

The methods used to circum
vent monetary restraint serve 
to downgrade the operation of 
private lenders, w i t h the long-
r u n danger of a l lowing the gov
ernment to preempt the entire 
role of the private ins t i tu t ion . 

HOMEBUILDERS' MORTGAGE MARKET QUOTATIONS 
Reported to HOUSE & HOME in week ending May 15. 

FNMA 
Auction 
Prices 

May 18 

90-day 
commitment 

Average 
95.98 

Accepted 
bid range 

95.89-96.09 

180-day 
commitment 

Average 
96.06 

Accepted 
bid range 

95.85-96.15 

12-18 month 
commitment 

Average 
95.95 

Accepted 
bid range 

95.71-96.00 

F H A S e c . 2 0 3 b - C o n v e n t i o n a l L o a n I n t e r e s t R a t e s C o n s t r u c t i o n 
Min.-Down* 30-vear immed." Comm. Savings Savings L o a n R a t e s 

Discount paid by builder banks, banks. banks, 
Private mkt. Ins. Cos. S&Ls S&Ls Interest-f tees 

City m% Trend 75% 80% Over 80% All lenders 
Atlanta 
Boston 
Chicago 
Cleveland 
Dallas 
Denver 
Detroit 
Honolulu 
Houston 
Los Angeles 
Miami 
Minn.-St. Paul 
Newark 
New York 
Okta. City 
Philadelphia 
San Francisco 
St. Louis 
Seattle 
Wash., D.C. 

Down Va a 8' / i -9 854-9 9-954-1-1-2 Atlanta 
Boston 
Chicago 
Cleveland 
Dallas 
Denver 
Detroit 
Honolulu 
Houston 
Los Angeles 
Miami 
Minn.-St. Paul 
Newark 
New York 
Okta. City 
Philadelphia 
San Francisco 
St. Louis 
Seattle 
Wash., D.C. 

1 Steady 8%-1-1-2 b a 
Atlanta 
Boston 
Chicago 
Cleveland 
Dallas 
Denver 
Detroit 
Honolulu 
Houston 
Los Angeles 
Miami 
Minn.-St. Paul 
Newark 
New York 
Okta. City 
Philadelphia 
San Francisco 
St. Louis 
Seattle 
Wash., D.C. 

4 Down V4 b 7 y , _ 8 + i ! 4 - 2 a b 

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

10-121) steady a 8-85^-M-3b a 9-954-1-1-3 

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

Steady a S H - e - f - l 954-+-3 ^-Wt + l 

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

Down 154 9'/4-f2 9-954-f-1-154 9 '/4-954-l-2-2H 954-1-1'/ 

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

3-4 Oown 1 b 854-8% a 9V4-10-M-2 

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

4-5 steady 9-9H 9-954-1-2-3 b 10-1-2-3 

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

4-5 Down V4 a 9-9%-1-1-3 9 -9%- | - l - 3 954-M!4 

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

3V4 Down y* b 8.7-9.6 954-1-3 954-10-1-2-3 

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

4-5 Down a 854-h354 8%-9-1-4 9-1-1-2 

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

3 Down 1 8 a a b 

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

3-4 Down 1 b 8 b 8 - M b 954-104-154-2 

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

3-4 steady 7'/4b 754b a 954-10+15i -2 

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

4-5 steady a 9-f-2 954-1-3 954-10-1-1-2 

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

5 Steady 7-H7b 7-f7b a l O l / r - 2 

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

3-354 Down Va a 9-954-f l 54-2 9 ' /4-9Vi-fl ' /4-2 9544-2-3 

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

5-6 steady a a a 1054-1054-1-1-2 

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

4-5 steady b 854-9V4 a S'A-9y,+V/i-2 

Atlanta 
Boston 
Chicago 
Cleveland 
Dallas 
Denver 
Detroit 
Honolulu 
Houston 
Los Angeles 
Miami 
Minn.-St. Paul 
Newark 
New York 
Okta. City 
Philadelphia 
San Francisco 
St. Louis 
Seattle 
Wash., D.C. 4!4-5'/4 Steady 8b 8b 8b 9-9'/4 4-2 

• 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 average local quality. 

• 3 % down on first $15,000; 10% of next J5,000: 20% of balance. 
Footnotes: a—no activity, b—limited activity, c—Net yield to 
investor of 854% mortgage plus extra lees, w—for comparable 
VA loans also. 

Sources: Atlanta, Robert Tharpe, pres., Tharpe & Brooks Inc.; 
Boston, Robert Morgan, chairman, Boston 5 t Savings Bank; Chicago 
Robert H. Pease, senior vice pres., Draper* Kramer Inc.;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, Robert E. Morgan, senior vice pres.. 
Colwell Co.; Miami. Lon Worth Crow Jr . . pres., Lon Worth Crow 
Co.; Minneapolis-St Paul. Walter C. Nelson, pres.. Eberhardt Co.; 
Newark. William W. Curran. vice pres.. Franklin Capital Corp.; 
New York. SIgtred L. Solem. sr. vice pres.. Dime Savings Bank; 
Oklahoma City. B. B. Bass. pres.. American Mortgage & I nvest-
ment Co.; Philadelphia, Robert S . Ireing, vice pres.. First Pennsyl
vania Banking & Trust Co.; S L Louis, Charles A. Keller, vice pres.. 
Mercantile Mortgage Co.; San Francisco, John Jensen, senior vice 
pres.. Bankers Mortgage Co. of California; Seattle, KIrby D. Walker, 
vice pres., Continental, Inc . ; Washington. Don DeFranceaux, pres.. 
the Berens Cos. 
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" W h e n w e b u i l d , l e t u s t h i n k t h a t w e b u i l d f o r e v e r " 

John Ruskin 

"Forever" is a relative term. But, with old-fashioned craftsmanship, 
skilled design know-how, and quality materials, we try to make 
certain that every Kwikset lockset performs with rugged depend
ability. We can't say they'll last forever... it just seems that way. 
Kwikset Sales and Service Company, A subsidiary of Emhart Corporation, Anaheim, California 

M s e t ^ M s e f s 
America's Largest Selling Residential Locksels 

C I R C L E 69 ON READER S ER V IC E CARD H & H JUNE 1970 21 



Lighting for builders who 
® 

Thomas Industries 
makes residential light
ing, bath cabinets, hoods, 
chimes, fans, built-in vacuum 
systems, home security systems, 
and many other convenience products 
for the home and homebuilding industry. 
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are watching their figures 
The new 1970 Starlight catalog is "the book'* for 

single- and multi-unit builders who keep one eye on style 
and the other on the ledger. 

Inside you'll find full-color photos of the new Starlight 
line of over 300 dramatic stylings. All sell at budget 
prices (75% of the designs are under $15, your cost). 

To get your free Starlight catalog, circle the reader 
service number or write: Thomas Industries, Inc., 
207 E. Broadway, Louisville, Ky. 40202. 

ij/l THOMAS 
^'itlVd^ INDUSTRIES 

< 



NEWS/STOCKS 

Olin buys a prefabber and prepares to move in on modular housing market 
O l i n Corp. has acquired its sec
ond bui ld ing company, Mary
land Housing Corp. of Balt i
more. 

O l i n is a diversified manufac
turer w i t h headquarters i n 
S t a m f o r d , C o n n . M a r y l a n d 
H o u s i n g b u i l d s p a n e l i z e d 
houses i n the $25,000 range. 

The prefabber, w i t h sales run
ning at a SlO m i l l i o n annual 
rate, is viewed by O l i n primar
i ly as an organization base " fo r 
developing know-how i n mod
ular residential construction." 
The company w i l l operate w i t h 
its present staff under President 
M o r t y Macks. 

Olin 's first housing acquisi
t ion, i n January 1969, was the 
Yeonas O r g a n i z a t i o n , w h i c h 
builds i n the Baltimore-Wash
i n g t o n area. O l i n ' s sales i n 
bui ld ing materials now r u n to 
SlSO m i l l i o n a year, and total 
revenues were S i . 15 b i l l i o n i n 
1969. 

Standard's move. Another i n 
dustrial giant deep i n the bu i ld 
ing business, American Stand
ard, has also announced plans 
to expand in to modulars. 

Standard's subsidiary, the 
W m . Lyon Development Co. of 

N O L A N D . P A T T I R O N 

BUILDER SHAPELL 

Reaching northward 

Newport Beach, Calif. , w i l l ac
quire Builders Homes Inc. of 
Alabama, wh ich w i l l then bui ld 
a f a c t o r y t h a t w i l l p r o d u c e 
modules. 

Shapell's buy. Builder Nathan 
Shapell is expanding Shapell 
Industries of Beverly Hi l l s into 
northern California.* 

Shapell, wh ich earned S3.35 
m i l l i o n on house and apartment 
sales that reached $31.3 m i l 
l ion i n 1969, has agreed to buy 
Sterling Home Developers of 

' E m i l T e s s i n , w h o d e s i g n e d t h e A l s i d c 
s i e e l ; i n d a l u m i n u m hou . se t h a t l e d t o 
o n e o f t h e h o u s i n R m a r k e t ' s m o s t 
s p e c t a c u l a r f a i l u r e s i n t h e e a r l y 1960s , 
h a s l e f t L y o n D e v e l o p m e n t , w h e r e h e 
w a s a n e x e c u t i v e v i c e p r e s i d e n t , t o 
h e c o m e p r e s i d e n t o f S h a p e l l ' s h o m c -
h u i l d i n s s u b s i d i a r y , Si-iS C o n s t r u c t i o n . 

DEVELOPER LYON 

Expanding southward 

San lose for cash and stock. 
Sterling builds single-family and 
townhouses i n the 820,000 to 
$40,000 range. I t w i l l operate 
as a Shapell division. 

Mortgage deal. Midwestern 
Financial Corp. of Denver has 
purchased the $270 m i l l i o n 
servicing portfol io of Sparkman 
&. McLean, the Seattle mortgage 
banking house. 

President M . Stanley Hen-
drickson says the acquisition 
w i l l br ing Midwestern's servic
ing to $600 m i l l i o n . 

Stopper on Rossmoor. A sec
ond merger deal fe l l through 
for Ross W i l l i a m Cortese's Ross-
moor Corp. of Laguna Hi l l s , 
Calif. , builder of the widely 
known Leisure W o r l d commu

nities for the aged. 
Zero Manufac tur ing Co. of 

nearby Burbank, an electronics 
producer, had said i t wou ld pay 
$2.5 m i l l i o n i n stock for Ross-
moor (NEWS, March), but nego
tiations have now been broken 
off by mutua l consent. 

A spokesman for Zero said 
di f f icul t ies arose i n determining 
operating responsibility for the 
combine that wou ld have re
sulted f r o m the merger. Zero's 
size wou ld have doubled, and 
Rossmoor's stockholders would 
have held a major i ty interest. 

Crane Co. of New York Ci ty , 
the p lumbing products concern, 
had agreed to pay $30 m i l l i o n 
for Rossmoor in A p r i l 1969, but 
that deal also collapsed i n the 
negotiating stage. 

The partnerships survive 
The Nat ional Corporation for 
Housing Partnerships achieved 
its goal of $37.5 m i l l i o n i n sub
scriptions at noon on the day 
of deadline, May 15. 

The corporation is private in 
dus t ry ' s veh ic le f o r b u i l d i n g 
some $2 b i l l i o n wor th of low-
cost housing. 

Housing stocks tumble 

Housing stocks fol lowed the 
general market down i n the 
debacle of late A p r i l . HOUSE & 
HOMES'S index of 25 issues fe l l to 
246.07 f r o m 321.97, or 23%, i n 
the mon th ended May 4. 

Here is the composite index: 

HOUSING'S STOCK PRICES 

H0U5E 4 HOME 
VALUE INDEX 
OF 25 BUILDIHG STOCKS 

How top 5 d id i n each class: 
May'69 Apr.VO MayVO 

Builders 535 401 339 
Land develop. 696 480 329 
Mortgage cos. 633 608 463 
Mobile homes 850 559 394 
S&Ls 216 146 119 

COMPANY 

B U I L D I N G 
Bramalea Cons (Can.) 
Capital Divers (Can.) 
Centex Corp. » 
Christiana Oil 
Cons. BIdg. (Can.) 
Dev. Corp. Amer 
Dev. Int. Corp 
Edwards Indus. 
First Hartlord RIty. 
First Nat. RIty.' 
Frouge 
•General Bldrs.i" .. 
•Kaufman & Bd.-^ 
Key Co.i' 

(Kavanagh-Smith) 
Leisure Technology 

Corp.'' 
H. Miller & Sons • 
McGralh Corp. 
National Environment 

(Sproul Homes) 
Nationwide Homes 
•Presidential Realty 
Pulte Homes 
Ryan Homes 
standard Pacific Corp.i' 
U.S. Home & Dev.'' 
•Jim Walter ^ 
• Del E. Webb " 
Washington Homes 
Western Orbis 

S & L s 
American Fin. • 
Calif. F in ." 
Empire Fin.' ' 
Far West Fin.^ 
•Fin. Fed.'' 
•First Char. Fin." . 
First Lincoln Fin. 
First S&L S h a r e s ' ' . . 
First Surety 
First West Fin. 
Gibraltar Fin . t 
•Great West Fin.<-
Hawthorne Fin. 
•Imperial Corp. ' 
•LFC Financial (Lytton)"-
Trans-Cst. Inv 
Trans World Fin." 
Union Fin.'' 

May 4 Chng. 
B i d / Prev. 

Close Month 

4.00 
1.40 

1.15 m 
7% 

1!4 
5'/8 

32^8 
5 

IV/i 
6 
9 
5 

5i4 
I I H 
T/2 

34 
678 

241/4 
25'/2 

m 
9 

m 
1574 
8'/2 

11'/2 
W/2 
12V, 
32 

5'/4 
13% 
4^4 
25/8 

14 
16'/8 m 
9 
5'/4 

W> 
8'/2 m 

- . 3 5 
- 5 H 
- 6 

- 4 
- 41/4 
- l'/4 
- l'/4 
- 1'/. 

3 
5^8 
2 

- 5y, 

- 3 
- 2Vi 

- 'A 
- V/i 
- i'/t - m 
- 3 
- 4y, 
- 4'/2 
- 2 % 
- 1'/. 
- 2'/, 

4'/2 
2 
4y. 
V/i 
5'/4 
5y, 
2!^ 
3'/8 
1 
l'/4 
6'/? 
4'/, 
2'/i 
3y. 
i y 8 
i y 4 
3 
2V, 

May 4 Chng. 
B id / Prev. 

COMPANY Close Month 

United Fin. Cal.-' 9 - 37, 
Wesco Fin.' ' 15'/i - 7% 

I V 1 0 R T G A G E B A N K I N G 
• Advance 24 - 'A 
Charter Co. 6'/4 - 4 
•Colwell ' ' 21'/8 -1- 17, 
•Cont. Mtg. Investors « 17'/? - 574 
Cont. Mtg. Insurance 17'/4 - 5 
Excel Investment 2'/8 - 7a 
FNMA 125 - 6 0 
First Mtg. Ins. Co. 8 - 74 
First Mtg. Investors 20 - 41/4 
•Lomas & Net Fin 978 - 17, 
•MGIC Invest. Corp.-' 41'/2 -WA 
Mortg. Associates im - 5'/4 
North Amer. Mtg. Inv.'' im - 5 
Palomar Fman. m - '/4 
UIP Corp.i' 4'A - 2V4 

(United Imp. & Inv.) 
Universal Invest. Trust 278 - 7, 

(Southeast Mtg. Inv.) 

L A N D D E V E L O P I M E N T 
All-State Properties 7e - 7, 
American Land y* - '/̂  
•AMREP' ' 19'/2 - 9'/2 
Arvida 97z - 2'/4 
Atlantic Imp.. 15 - 2 
Canaveral Int.b 5 - 27, 
Crawford Corp.'' 4 
•Dellona Corp.'' 35 - 8 
Disc Inc. 4'/: - y. 
Don the Beachcomber 

Ent. (Garden Land) 9 - 3 
FPA Corp... 8 - 4 

(Fla. Palm-Aire) 
•Gen. Devei." 17 - 878 
•Holly Corp.i' 278 - y , 
Horizon Corp. 1974 - 1 4 
Laguna Niguel 5'/4 - 17, 
Major Realty 7 - iy4 
•McCulloch Oil 1 2178 - 1 3 7 , 
Scientific Resoruces '• 5'/4 - 274 

(Sunasco) 
So. RIty. & Util.i' 67, - 17. 

D I V E R S I F I E D C O M P A N I E S 
Boise C a s c a d e ' 597* - 3'/2 

May 4 Chng. 
B i d / Prev. 

COMPANY Close Month 

Citizens Financial '• 117, - 374 
City Invest.'v 1478 - 6y8 
Cousins Props. 2772 - 974 
Forest City Entr.*' 1574 - 5'/2 
Great Southwest Corp. 10 - 4'/4 
Investors Funding'• 1272 - 47, 
Midwestern Fin.'' 12 - l'/4 
Rouse Co. 30'/2 - 9'/4 
Tishman Realty • 17'/2 - 5y8 

M O B I L E HOMES & P R E F A B 
Con. Chem. Co.'' 774 - 17, 
•Champion Homes'' 137, - 67, 
Commodore Corp.'' 87, - 2'/2 
•DMH (Detroiler)'' 127, - iy4 
• Fleetwood'" 15 - 9y« 
•Guerdon '' m - 5'/4 
Mobile Home 

m - 5'/4 

Industries '• 974 - 3 
Monarch Ind.'' 18 - 4 
Redman Indus.'' 137. -10'/4 
Rex-Noreco '• 127, - 7 
•Skyline ' I81/4 - 77, 
Town & Country Mobile' 77. - 21/2 
/ Immer Homes '' 127. - 8'/4 

Hodgson Houses 2 - 4 
Modular Housing 

Systems Inc. IB -15'/4 
Nat, Homes A.« 1378 - 27, 
Swift Industries 3 - 17. 

a—stock newly added to table, b -c los ing 
price A S E . c -c los ing 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 2-for-l 
split, z—adjusted for 3 for 2 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 Slock 
Exchange, Midwest Stock Exhange, Pacific 
Coast Stock Exchange. Listings include only 
companies which derive a major part of 
their income from housing activity and are 
actively traded. 
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D o o cisnwasners 
spea s so 

but they say a lot about your 
homes. • • 

They say you didn't skimp, any-
wliere. Least of all in the kitchen. 
And you know if she likes what she 
sees there, your showing is off to 
a good start. 

She'll like our new undercounter 
dishwashers . . . the quiet ones. A 
new Sonic Shield helps muffle the 
motor and shhh the sound. Other 
likable features include a remov
able silverware basket she can load 
at the table. And an exclusive, re
movable cutlery basket in the door 
that keeps long knives and forks 
safely out of "ouch" range. And 
for new loading ease, a 5-position 
adjustable upper rack. To make 
room for tall glasses and extra-
large plates. 

And you'll like the exclusive pre-
installation baseplate that saves 
time at the job 
site. Just hook 
up motor, drain 
and electrical 
l i n e b e f o r e 
hand . Later , 
one man can 
s l i d e i t i n t o 
place, attach 2 
hoses and plug 
it in. 

For more kitchen charisma, in
stall one of our continuous clean 
gas or electric ovens that will clean 

Model RVE26 

itself as it cooks. Or choose a self-
clean electric model. 

Then for to ta l c l eanab i l i t y , 
there's Jac-Vac* . . . our central 
vacuum cleaning system. It gives 
her a clean sweep of dust and dirt 
. . . a l l 
around 
the house. 
Kitchen. 
Nursery. 
Patio. 
The wet or 
dry system 
will even 
wash floors 
and windows. 

Model SWU-100 

And while Whirlpool dishwash
ers speak softly, we'd like to shout 
about our builder services. Like 
nationwide Tech-Care service, our 
simplified warranty letter, "cool-
line" information service . . . and 
builder counselling programs in
cluding AccountroT and Minirisk*. 
That's just part of the Whirlpool 
story. Your Whirlpool Distributor 
would like to tell you more. Why 
not give him a call today? 
* T m k . 

Whirlpool 
M. CORPORATION 
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We'll bet you 10 bucks' 
you^l never have 

a cedl-back 
on aValley faucet. 

I N S T A L L a Val ley single lever faucet 
and if f o r any reason you have a call back 
w i t h i n a year which requires a disconnect, 
Val ley w i l l replace the faucet at no charge 
and give you a $10 labor allowance. 

Valley's unconditional call back guaran
tee (and five year parts war ran ty ) proves 
how good these faucets really are. They 
work at a "feather touch." Water control 
is positive. The seal is self-adjusting. The 
Tr ip la te finish lasts and lasts, and resists 
corrosion. 

C a l l o u r $10 bet and we a l l w i n — 
y o u — y o u r cus tomer and V a l l e y , the 
plumber's single lever faucet. 

$10 bucks says you won ' t 
have to disconnect a Valley 

faucet f o r a year after 
proper installation.* 

F u l l w n r r a n t y a n d g u a r a n t e e d e t a i l e d i n p a c k a g e . 

E A S T M A N C E N T R A L 

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

U n S I " O i r e i M T M s r a e e T . m l ^ i m u . r a x A t i ? o o 7 * 

u m i t V i m i v i w A x t . - . I ' l 111> 11 X ' . u i ' i ' i II S ' U U R O n m i \ i c . s . i : i i i M i \ i i i: r i i i i s 
LOOK ^U» TMtSt MAtlKS F-OH SlIPtNIOH PLUMBIIUCi OUALITV 

BRASS makes it better 

NEWS/STOCKS 

VTR Inc. caught in a debt squeeze; 
merger with Pacific Properties off 
A hold ing company w i t h large 
real estate and homebui lding 
interests—VTR Inc. of New 
York City—disclosed last mon th 
that i t was i n technical default 
on debt covenants. 

A m o n g lenders who have ad
vanced V T R almost $9 m i l l i o n 
is Pacific Coast Properties, a 
Beverly Hi l l s residential and 
commercial builder. 

The loan f r o m Pacific Coast 
was for S4 m i l l i o n . I n early 
January, when V T R reported 
the loan accord, i t also said that 
agreement i n principle had been 
reached for i t to acquire Pacific 
Coast. 

In A p r i l i t was reported that 
merger talks had been ended. 

None of the lenders was ex
pected to take action against 
VTR, w h i c h went in to techni
cal default when i t failed to sat
isfy four provisions of its debt 
covenants. 

Trouble items. The annual 
report revealed that V T R had 
failed to: 

• Ma in t a in w o r k i n g capital 
of $7 m i l l i o n , a l lowing i t to fa l l 
to about $3.1 m i l l i o n . 

• Keep a ratio of IV2 to 1 be
tween current assets and cur
rent liabilit ies. The ratio had 
dropped to 1.15 to 1. 

• Preserve a consolidated net 
wor th of $6.5 m i l l i o n . I t had 
fa l len to $5.92 m i l l i o n . 

• M a i n t a i n consolidated net 
wor th equal to 50% of total 
debt. 

Stocks decline. The common 
shares of V T R traded up to 32% 
i n 1969, close to their al l t ime 
high of 33V2. 

Since then the stock has 
taken such a nosedive that i t 
has attracted attention i n a bear 
market more ferocious than any 
since 1929-32. 

I t f e l l to 3V8 i n early May , on 
a day when i t was the fifth most 
active issue on the American 
Exchange. I t closed that day at 
3V2, down 45/8, after 73,800 
shares changed hands. 

O n 1969 revenues of $40.1 
m i l l i o n , VTR reported operat
ing income of $1.5 m i l l i o n . A n 
extraordinary loss of $907,623 
reduced net to just below $600,-
000, or 29 cents a share. 

Conglomerate. Act ivi t ies of 
V T R stretch f r o m bui ld ing to 
such heterogenous fields as 
p r in t ing , food franchises, and 
impor t ing specialty items. 

But i t is construction and real 
estate that provide for 68% of 
VTR revenues through two sub
sidiaries, Alco Universal Inc. 
and Prestige Structures Inc. 

M u c h of this came last year 
f r o m A l c o , of East Lans ing , 
M i c h . , w h i c h builds apartments 
and townhouses. 

Prestige Structures was not i n 
production for most of the year. 
I t completed its Charlotte, 
M i c h . , modular housing factory 
last f a l l and took u n t i l last 
mon th to achieve a production 
rate of 18 houses a week. 

F i n d i n g y o u r p l a c e i n t h e s u n g e t s e a s i e r 

The sun is a 650-watt quartz 
iodine l ight, and the house is a 
model some 15 f t . away, but the 
results are for real. 

Hel io lux allows the builder, 
architect, or planner to st imu
late actual shadow patterns that 
w o u l d take hours to calculate. 
I t is particularly he lp fu l to the 
builder i n si t ing houses. 

The p la t form, on w h i c h is 
placed a model house or group 
of houses, can be set for any 
latitude, degree of the eartli's 
t i l t , or time of day or year. 

The sun machine was devel
oped by C l i f fo rd Potter, an ar
chitect, i n conjunct ion w i t h 
Tepper-Steinhilber, San Fran

cisco industrial design firm, and 
sells for $1,000. 
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The hunt is on! 
(Beware of the Grope.) 

How to keep the Grope 
from bagging your prospects 
without them lifting a finger. 

The Grope preys on people who don't know where to 
find what they're hunting for. . . turning their search for you 

into a jungle hunt. 
But you can put one over on the Grope, 

if you don't spread yourself thin. Cover your 
territories . . . all of them, by listing yourself 
in the surrounding area Yellow Pages. 

You see, a lot of your prospects that are 
nearby, use a nearby Yellow Pages. And, 
if you're not there they miss out on you and 
you on them. 

So play it smart and list yourself in the surrounding area 
Yellow Pages. After all, why try for some of the 
customers some of the time, when you can try 
for all of the customers all of the time! 

The Grope footprint 
goes In all directions, 

like you wittiout 
the Yellow Pages. 

The Yellow Pages 

x P . ^ * " -



IS A 
PROFITABLE 

NECESSITY 
TO 

BUILDERS! 
Unload that home, fast and profitably, by 

installing Am-Finn Sauna . . . the 
quickest way to heat up a prospect. 

You're pampering your buyer with a lot of 
luxury at little extra cost. Watch him 

warm up to i t . . . that heavenly relaxing 
dry heat that soothes, relaxes and 

invigorates with no steam, piping or 
condensation problems. 

Sizes to suit any family, apartment or club. 
Am-Finn Sauna . . . for no-sweat sales. 

i 

the original y'—> 

Division of 
\ ^ _ ^ ^ Urethane Fabricators, Inc. 

Haddon Avenue & Line Street, Camden, N.J. 08103 
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NEWS/PEOPLE 

Savings bankers get a new president 
FREDERICK C . OBER was installed 

as president of the Nat iona l 
Assn. of M u t u a l Savings Banks 
at the 50th annual conference 
of the big trade association in 
New York City. 

Ober, who is president of the 
Newton (Mass.) Savings Bank, 
succeeds R I C H A R D B . HASKELL, 

president of the Mechanics Sav
ings Bank of Har t ford , Conn., as 
chief spokesman for the $75 
m i l l i o n savings-bank industry. 
More than 1,400 savings banks 
operate i n the 18 states that per
m i t them. 

A L F R E D S. M I L L S , chairman of 

the New York Bank for Savings, 
succeeds Ober as association 
vice president. 

S&L group's choice. The Na
t ional League of Insured Sav
ings Associations has nomi
nated C. E. (SONNY) BENTLEY, 

BANKER OBER 
Stepping up 

president of the Abilene (Texas) 
Savings Assn., as president to 
succeed P A U L W E S T E R F I E L D , 

who heads Home Federal S&L of 
Cinc innat i . Ross M . BLAKELY, 
president of Coast Southern 
Federal S&L of Los Angeles, was 
nominated as vice president to 
fo l low Bentley. The nomina
tions were made at the associa
tion's management conference 
i n M i a m i Beach. 

Cupboard bare for Eichler stockholders 
The next-to-last chapter i n the 
history of California 's Eichler 
Corp. has been writ ten—in red 
ink . 

The l iqu ida t ion plan drawn 
by the trustee of the bankrupt 
bui ld ing company and approved 
by a Federal judge completely 
writes off the investment of the 
1,100 s tockholders and 600 
bond owners. The securities, 
once wor th $7 m i l l i o n are now 
valuable only as souvenirs. 

Last chapter. The f i na l epi
sode w i l l entail the payment to 
creditors on claims of $2 m i l 
l i on . But i t w i l l be years before 
the creditors are paid, and even 
tliey w i l l not receive anything 
l ike 100 cents on the dollar. The 
trustee has announced that all 
remaining assets of the com
pany w i l l produce only an un
determined partial payment. 

The two jewels remaining i n 
the corporate strongbox are 122 
acres of r e s iden t i a l l a n d i n 
M a r i n C o u n t y , ac ross t h e 
Golden Gate Bridge f r o m San 
Francisco, and a 150-unit apart
ment house i n the city itself. 
M o s t o the r proper t ies were 
foreclosed to satisfy lenders. 

Refund jackpot. One of the 
major assets is $230,000 received 
i n damage suits against p lumb
ing and concrete pipe manufac
turers convicted on price-f ixing 
charges brought by the federal 

government. There is another 
$300,000 to $400,000 s t i l l to 
come. 

Founder Joseph Eichler, out 
of the company since he sold 
his stock to pub l i c relat ions 
man Charles H . Parr Sr. and i n 
vestor Robert M . Bryson (NEWS, 
Nov . '66), has returned to mod
est-volume production of the 
handsome contemporary houses 
w i t h w h i c h he first made his 
reputation. 

—JENNESS M . KEENE 

M c G r a w - H i l l News, 
San Francisco 

Court curbs Cavanagh 
Cavanagh Leasing Corp., a Flor
ida land sales and development 
group, has agreed to release pur
chasers f r o m contracts to buy 
$359,341 of Florida land and to 
re fund S 85,000 already received. 

At torney General Lewis J. 
Lefkowi tz of New York ob
tained a court order on Dec. 16 
barring Cavanagh f r o m selling 
land to buyers i n New York 
State w i t h o u t complying w i t h 
State law. The attorney general 
had charged that promotion 
contests staged by Cavanagh's 
member companies made al
most everyone a winner of a 
trip to Florida. 

The prize d id not include 
food or transportation, however. 
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10. 

6̂  

1 
12. 

I'm impressed. You certainly have 
a b e a u t i f u l s e l e c t i o n of e x t e r i o r 
s i d i n g s , and I'd l ike to l ook in to 
them further. In fact, please send 
me the fo l lowing pretty faces f rom 
the c rowd. 

1. • V iny l -Bond Insul i te S id ing 
(White vinyl face; hardboard.) 

2. • Rough Sawn Philippine Mahog
any Siding (Pre-stained, Gold; 
Saw Kerf.) 

3. • Textured Insulite Siding (Brand-
new. Natural; hardboard. Plain 
Panel.) 

4. • Pre-Painted Insul i te S id ing 
(White, inc lud ing ends and 
edges; hardboard.) 

5. • Vinyl-Bond Insulite Siding (Gold 
vinyl face; hardboard.) 

6. • Rough Sawn Philippine Mahog
any Sid ing (Natura l ; Plain 
Panel.) 

7. 

8. • 

9. • 

• V iny l -Bond Insul i te S id ing 
(Sandstone vinyl face; hard-
board.) 
Primed Insulite Siding (Off-
white, including edges; hard-
board. Vertical Grooved Panel.) 
Rough Sawn Philippine Mahog
any Siding (Pre-stained, Russet; 
T-1-11.) 

10. n Mt. Vernon Insu l i t e S id ing 
(Primed white, hardboard; Hori
zontal Lap.) 

11. • Rough Sawn Philippine Mahog
any Shingle Siding (Pre-stained, 
Charcoal Brown.) 

12. • Vinyl-Bond Insulite Siding (Avo
cado vinyl face; hardboard.) 

13. • Premium Primed Insulite Siding 
(Off-white—extra durable; hard-
board.) 

14. • Rough Sawn Philippine Mahog
any Siding (Pre-stained, Avo
cado; Reverse Board & Batten.) 

15. • Textured Insulite Siding (Brand-
new. Primed, off-white; hard-
board. Plain Panel.) 

(NOTE: Naturally, all of our sidings are 
available in all the popular sizes. And 
a great many of them are availble in all 
the popular patterns, too. For a com
plete listing of specifications, look up 
our sidings in your Sweet's catalog!) 

BOISE CASCADE 
Building Products 
P.O. Box 7727 
Boise, Idaho 83701 

NAME 

COMPANY 

ADDRESS 

CITY STATE ZIP 
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The no-tile shower 

Trintessa® means more remodeling jobs, 
happier new-home prospects. Easy, 
one-trade installation. Complete with 
panel walls, molded base. Smart women 
are sold on both. 

Unique laminate sandwich panel system joins walls and floors 
for smooth, leakproof shower unit. No tile or grout mess. 
One-piece base resists stains, is fungus-free, super-strong. 
Bases are available in 9 colors, walls in 8 color-pattern 
choices." Prepackaged complete with walls, base, tempered 
glass doors. Ideal for remodeling and second bath construction. 
For complete information contact your representative or write 
Dept. HH-6, Formica Corporat ion, Cincinnati, Ohio 45232. 

FORMICA CORPORATION 
subsidiary of c r T * * /% /v- .v» i i> 

NEWS/PEOPLE 

KtNU LAIlStN 

©1970 
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THE DEANES, FATHER AND SON 
"Wc are contemplating several projects" 

Homebuilder Ben Deane back in action 
This time around BEN CADY 
DEANE heads a new building 
company formed with his son 
LARRY. 

It is Deane's third building 
operation since 1966. That year, 
Ben and brother I I M sold their 
$67 mill ion company, Deane 
Brothers Inc. of Newport Beach, 
Calif., to the Occidental Petro
leum Corp. Ben stayed to run 
Occidental's building subsidiary 
for three rocky years but re
signed four months ago (NEWS, 
Feb.). 

The new company's building 
program is unclear, though 
Deane plans to produce apart
ments, houses, industrial sites, 
and recreation communities. 
Says Deane: "We are contem
plating several projects." 

Marketing for the new Ben 
Deane &. Co. of Newport Beach 
w i l l be directed by ROBERT 
HARDESTY, who has teamed 
with Deane since 1962. 

Ben's brother I im is working 
with his own son to develop 
8,000 acres in Half Moon Bay, 
south of San Francisco. 

Other prominent personnel 
shifts announced recently: 

• MiLTL N BURSTEIN, a tCXt-
book author and former man
ager of European operations for 
Gulf American Corp. of Miami, 
becomes national sales director 
for ITT Levitt Development 
Corp., which is developing 
20,000 acres near Daytona, Fla. 

• PAT KENNEDY, former direc
tor of the domestic peace corps 
called VISTA, joins Boise Cas
cade's urban development 
group. Kennedy wi l l foster com
munity development "on a re
sponsible p ro f i t -mot iva t ed 
basis," as Boise put it. 

• loNAS BRODIE becomes pres
ident of the S. L. Hammerman 
Organization Inc., a national 
mortgage banker and real estate 
investor based in Baltimore. 
Brodie, an eight-year employee 
of the firm, replaces I . H. (BUD) 
HAMMERMAN, best remembered 
for his efforts to rescue the new 
town of Joppatowne from bank
ruptcy (NEWS, Aug. '67). Ham
merman continues to work as a 
financial consultant. 

Officer of Realty Equities convicted 
JEROME DEUTSCH, executive vice 
president of Realty Equities 
Corp. of New York City, has 
just been convicted of violating 
the kickback provision of the 
Investment Company Act of 
1940. 

Deutsch's trial ran for six 
days in Federal Court, Southern 
District of New York. Co-de
fendant FRANK D . MILLS, a Bos
ton investment fund official, 
had pleaded guilty earlier. 

The two were accused of self-
dealing in the sale to Mills of 
a $250,000 note of Realty Equi
ties. The prosecution contended 

that Deutsch sold the note, with 
warrants, for $273,438 when it 
had a market value of $468,427. 

Evidence was also adduced to 
show that Deutsch and Mills 
arranged for the Fidelity Trend 
Fund of Boston, of which Mills 
was vice president, to buy a $ I 
million promissory note for 
$1,873,000, w i t h the excess 
$873,000 going to Real ty 
Equities. 

Deutsch went free in bail 
and no date was set for sentenc
ing. The maximum penalty is 
two years i n pr ison and a 
$10,000 fine. 
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...then came the 
touch appeal of Verve 

a dramatic new line of plumbing brass... 
executed in polished chrome, priced for the volume building market 

P R I C E P F I S T E R Manufacturers of Plumbmg Brass 13500 Paxton Street. Pacoima. California 91331 

A Subsidiary of Norris Industries 



NEWS/MARKETING 

These golf course condominiums have strong appeal to the investment buyer 

Interior courtyard provides private open space in one-story condominium area. 

Forty percent of these units at 
Rancho Bernardo, the 5,800-
acre new town near San Diego, 
are bought as an investment. 
The owners use them as vaca
tion hideaways for only part 
of the year, renting them to 
other vacationers the rest of the 
time. Rents are about S465 per 
month, complete with maid 
service. The developer handles 
the renting and maintenance 
and charges a percentage of the 
rent as a fee. 

The remainder of the units 
^re bought as year-round 
homes, or as vacation houses by 
people who don't desire to rent 
them. 

There are two models, both 
with two bedrooms and two 
baths. The l,100-sq.-ft. model 
(photos below] sells for $26,000 
and the l,250-sq.-ft. model 
(photo left] for $32,000. So far 
169 have been completed, with 
38 more under construction. 
The company reports that the 
units sell out two weeks after 
opening. Frank L. Hope & 
Assoc. were the architects. 

One-story condominium has sheltered rear patio. Unit has two bedrooms and tv̂ 'o baths {plan right). 

K I T DIKINQ 

9 ^ l O F T 

P H O T O S : JULIUS SHULMAN 

PAT 

LIvrKQ 

B E 

H j O 5 10J"T Two-Story condominiums have separate units on each floor. Plan [left] shows lower level unit. 

34 H & H JUNE 1970 CIRCLE 77 ON READER SERVICE CARD 



Ives 
builders 

hardware 
complements 1 any 
architectural 

style 
...like modern 

/ 

Fine hardware 
extraordinary service 

Brociiure available 
IVES...gives every building 

the finishing touch 

THE H. B. IVES COMPANY • NEW HAVEN. CONNECTICUT 06508 



NEWS/MARKETING 
P H O T O S : B I L L E N C D A K L , H Z D R I C H - B L E S S I N C 

Wooded, rocky shoreline of Lake Superior hides condominiums at summer/winter resort. Sixteen units are completed, 11 more are under construction. 

Vacation condominiums that fit into their heavily-wooded surroundings 
Located at the edge of Lake Su
perior, these townhouses, al
most obscured by trees, are 
finished outside and inside in 
wood. The exterior is redwood 
plywood, left untreated to blend 
with the trees, and the interior 
is also redwood, again mostly 
untreated. 

The condominiums are part 
of a summer/winter resort com

munity in Lutsen, Minn. Six
teen units have been completed 
by Lutsen Resort Corp,, and 11 
more are underway. 

Designed by Sovik, Mathre & 
Madison, the units are available 
in two models {plans below). 
The one-story models sell for 
$31,000, completely furnished, 
while the two-story model sells 
for S41,v320, also furnished. 

Exterior of units is finished with redwood plywood, left untreated. Town-
houses are staggered along lakefront, right, and fit among trees. 

L l V r N Q 

— I 1- — I 

Plans for the two-story model, right, 
and one-story model, above, show 
compact use of space. Room arrange
ments are those of typical town-
house, however furniture is provided 
so that up to 12 people can sleep in 
the two-story model and seven in the 
one-story. 

Interior view of two-story model shows use of wood throughout. Models arc 
sold completely furnished. Price of this one: $41,320. 

r 

LOWER L E V E L 
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PALCO REDWOOD PLYWOOD 
the prestige of redwood, the economy of plywood 
PALCO Redwood Plywood . . . you see it wherever quality, 
appearance and economy are important. IN and O N all types 
of construction: apartment buildings, office buildings, motels, 
recreat ion centers, p re -eng ineered bu i l d ings , homes, 
restaurants, stores. There are good reasons for this: 
Beautiful natural russet color and interesting grain patterns 
on clear, knot-free faces, handsomely saw-textured. Factory-
applied water repellent treatment. An abil ity to hold any 
type of finish longer, with min imum maintenance. Can be 
used as combination siding-sheathing. 
The convenience of 4' x 8', 9' and 10' p lywood sheets in % " 
and % " th icknesses. Made in a p la in pat te rn (w i th no 

grooves)—also made in a wide selection of grooved patterns. 
And importantly —an established consumer demand for red
wood's incomparable features. 

5end for color brochure thai gives complete product speci
fications, application instructions, and detailed finishing 
recommendations. 

Architectural Quality Redwood 
T H E PACIFIC L U M B E R COMPANY 
1111 Columbus Avenue, San Francisco 94133 • 35 E. Wacker Drive, Chicago 60601 
2540 Huntington Drive, San Marino, California 91108 
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NEWS/TECHNOLOGY 

1 * 

High-rise system uses precast concrete 
space frame and steel modules. A 
crane is used in construction which 
limits structures to 24 floors. After 
the precast elements have been put in 
place {above left], the boxes are lifted 

EXTRUDED PIPE SECTION 
COLUMN 

and slid in on top of each other 
(above right). Four pairs of modular 
boxes can be stacked on each X-
framc. Drawings show frame connec
tions (below left] and a typical one-
bedroom box (beiow rightj. 

POST TENSIONING 
HOLES FOR COLUMNS 

MALE PLUG TO 
RECEIVE HORIZ. 
FRAMING SYSTEM 

45° HORIZ. X-GIROER 

VERTICAL LUG 

POST TENSIONING 
MEMBERS IN 
X-GIRDER 

HORIZ PRECAST SPANDREL 

HORIZONTAL CONNECTION AT COLUMN 

MODULE A S S E M B L Y MATERIALS AND FINISHES 
SLIDING 
GLASS DOORS 

The nation's largest pre-fabber proposes a 
The system, developed by Na
tional Homes for Operation 
Breakthrough, combines a pre
cast concrete space frame y^ith 
steel modular boxes. 

The structure is extruded 
round sections of concrete pipe 
with a post-tensioned X-frame 
eyery four floors. The precast 
central core of the cruciform-
shaped building contains the 
stairs and eleyators. A l l the pre
cast concrete w i l l be purchased 
from local plants. 

The steel modules wi l l be 

modular high-rise system 
built in National's plants and 
trucked to the site where they 
wi l l be Hfted into the frame. 
Several types of small modules 
joined to form each 14'-wide 
unit. For example, an owner 
may want several bedrooms and 
a bath in one module, and a liv
ing room, kitchen/utility core, 
and bedroom in another. The 
modules can be stacked up or 
placed side by side. 

The company says prototype 
models wi l l cost S25.70 per 
sq. ft. But, they say, with a mini

mum volume of 1,000 units per 
year, costs could be reduced to 
$18.35. And, they say, with an 
optimum volume of 10,000 
units per year, the cost would 
be S 16.25. 

However, 10,000 units per 
year is more than 80 of the 24-
story buildings. This volume ap
pears questionable in view of 
Na t iona l Homes President 
James Price's comments on the 
problems that his company has 
been having w i t h modular 
housing {see p. 71]. 
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Beneath all 
that elegance 
isCaradcols 
matched, 
pie-finished 
door system. 

It's luxurious 
economy! This new 
pre-finished door 
package includes 
everything you need: 
a pre-finished door 
with matching vinyl-
wrapped, adjustable 
door jamb, casing 
and base—a complete 
package. All 
beautifully covered 
in your customer's 
choice of a wide 
variety of rich, 
authentic looking 
wood-grain finishes. 
And the material 
itself has a self-
healing quality that 
makes it practically 
indestructible, both 
on-the-job, and later. 
Notice how many 
ways Caradco helps 
you make a better 
impression for less 
money? Write today, 
and go Caradco for 
every advantage. 

C A R A D C O 
Dubuque, Iowa 52001 

Eastern Assembly Plant. Pemberton, New Jersey 
Ohio Assembly Plant, Columbus, Ohio 
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NEWS/DESIGN 
I'HOTOS: lULIUS .SHULMAN 

Beachfront apartment is planned on 22-ft. modular grid. The result is planned irregularity in the five-level facade. Sea wall protects front. 

A modular plan cuts costs on these beachfront apartments in California 
A l l apartments are laid out on a 
22-ft. square module—a scheme 
which allowed considerable 
construction savings. First, be
cause of the repetitive plan, es
timating was far easier. Second, 
the concrete piles used for the 
foundation (because of the 
sandy soil) were on a regular 22-
ft. grid, so the chance for error 
in laying out the building was 
lessened. Third, all lumber 
could be precut on the site to 
the standard module length. 

The modular grid also allows 

OCEAN AVEMUE 

for easy future expansion in an 
integrated pattern. 

Designed by William L. Per-
eira &. Assoc., the Huntington 
Pacific is a 106-unit project 
about 75 ft. from the ocean. It 
is made up of more than 250 of 
the modules on five levels. 

Rents range from $160 for 
the one-module efficiency to 
S400 for the three-module, 
three-bedroom unit. The most 
popular is a two-module, two-
bedroom unit renting for 
[plans below). 

Roof decks look out to Pacific Ocean. Architect rounded 
module comers to avoid stark, cube look. OTPBIE X,EVTL'r, 

2 - S E K 
UKTT f 
DUPLEX 

BR 

J 

r.irvT-:!.. 

UPPEI2X.EVEr, 

3BR, 
D K I T 

urvTjrq 

^ • • 
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r , r v m Q 

O B m 

of 
B E 

Multi-level building has stucco walls with shutters and awn
ings. Pool is on mezzanine (section, rigLtj. 

O 5 lOTT 2 B E UHTT 
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The U/R Fiberglass Bath of the Future 
is your big seller today! 

And here's the powerhouse program that helps you sell it! 
Has all the elements you your signature—or for contin- j " " . ' " . " "1 

' . ' . . . . Universa -Rund e CoiDoration 
Has all the elements you 

need to build up interest, traf
fic, soles for model homes and 
new apartment rentals. Color
ful d i s p l a y s . Unit s t ick-ons. 
N e w s p a p e r drop- ins . N e w s 
stories. Photos. Radio scripts. 
And free "Take O n e " literature 
for home shoppers. 

Also, a one-minute color 
film that you con use on TV with 

your signature—or for contin
uous showing on site! 

The U/R fiberglass both 
gives all your properties a ter
rific plus. It's the fastest selling 
feature in modern homes to
day. So let Universol-Rundle 
help you tell the world that 
you're the builder in your area 
who's w a y out front. Send in 
the coupon now! 

Universal-Rundle Corporation 
Dept. B, New Castle, Pa. 16103 

Yes, I want to know all the details of your 
Dealer/Builder Program for 1970. Please 
have your representative call. No obligation. 

Name 

Company 

Address 

City State Zip 

2 
Universal-Rundle "Build for Your Future with U/R Fiberglass" 

CIRCLE 80 ON READER SERVICE CARD 
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NEWS /URBAN RENEWAL 

A banker-builder team proves 
that private enterprise 
can meet the housing needs 
of renewal-area residents 
The banker is Portsmouth, Va.'s, 
First Federal SSkL, the builder is 
Merritt Construction Co., and 
the proof is a dozen new three-
bedroom houses within walking 
distance of downtown. 

The demonstration project 
grew out of First Federal's 
pledge to put 1% of its assets 
into poverty-area loans. S&L 
president Robert W. Wentz Jr. 
first decided he would rather in
vest in new housing for family 
ownership than in older rental 
properties, then persuaded the 
city redevelopment agency to 
sell First Federal an entire cul-
de-sac of 12 building sites for 
$21,000. 

Next, Wentz contracted with 
Paul and Ralph Merritt, a pair 
of experienced homebuilders, to 
build the 12 houses on a fee 
basis. To get low bids and to 
speed construction, he agreed to 

1 
/ 1 

j 1 
j / 1 

\ 

1 ^ ) 
j 
1 

/ 1 

f f j 
/ i 

lo i li 
1 

12 j 
i 

pay all bills on a work-in-place 
basis. 

The entire site was fenced— 
a precaution that held vandal
ism and theft to a minimum 
during the four months of con
struction. 

"We lost less than we would 
have lost in a more affluent 
area," says Ralph Merritt. 

Middle-class target. The ex
periment was not intended to 
show how cheaply houses could 
be built, but to show that all 
of the amenities of suburbia 
could be included at a price that 
many slum families can pay. 
The brick houses have IV2 
baths, air conditioning, carpet
ing, electric heat, and all the 
kitchen appliances included in 
any luxury house. A l l but one 
of the houses are priced from 
$16,725 to $17,525, and can be 
bought on conventional terms 

or with FHA, VA, or Sec. 235 f i 
nancing. The one exception, 
larger than the others and 
priced at $20,000, was sold with 
a 20% down payment before it 
was completed. 

Sec. 235 financing lowers the 
carrying charges for families 
with limited incomes, but sev
eral houses have been financed 
at the standard FHA-VA rate of 
8 V 2 % . 

It's unbelievable. "One prob-
blem," says Bob Wentz, "is con
vincing people that they really 
can aflford to buy these houses. 
We know, for example, that 
every schoolteacher and every 
policeman employed in Ports
mouth can qualify." 

Some of the buyers wi l l be 
unfamiliar with appliances like 
dishwashers and garbage dis
posers, so the local electric util
ity wi l l provide home econo

mists to demonstrate the use 
and care of all appliances to the 
new homeowners. 

S&L officers act as the sales 
force for the houses, so no sell
ing cost need be added to the 
prices. And First Federal takes 
no profit for acting as entre
preneur. 

More of the same? " A l l we 
wanted to do," says Wentz "was 
to prove to other S&LS that cen
ter-city building can be feasible. 
We would like to see a consor
tium of s&Ls provide the back
ing to build houses like these 
on a much larger scale." 

Ra lph M e r r i t t concurs : 
"Speed was important to get the 
prices down, and having even 
12 houses in one place, wi th 
city utilities already in, let us 
build on an assembly-line basis. 
But I wish we had had 112 lots 
instead of 12." 

O 5 lOFT 

Center-entrance house {above and 
left] has small foyer channeling traf
fic to either living room or kitchen. 
Complete line of kitchen and laundry 
appliances is included so moderate-
income famiUes will not have to buy 
them on expensive short-term con
sumer credit. 

Alternate version {above and right] is 
sUghtly wider and has a full dining 
room, but lacks an entrance foyer 
and forces all traffic through the liv
ing room. Brick exteriors and dur
able materials are used to keep future 
maintenance costs to a minimum, 
Home has three bedrooms. 

o 9 lorr 
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products help you s e l l ! 

It took Leigh to take the " c o l d " out of cold steel and offer closet doors with warmth and beauty. The 
desert white prime finish can be the perfect base for decorator and antiquing treatments. O N L Y LE IGH 
O F F E R S . . . trouble-free, low-priced closet doors, deep formed from heavy gauge s t e e l * in nine dif
ferent s ty les , plus wood-grained vinyl clad and versat i le white painted hardboard. All bi-fold doors 
feature Le igh 's exclusive balanced suspension s y s t e m - t h a t never jumps the track. Can' t sag, bind or 
st ick. Leigh doors operate smoothly, s i lent ly, and effortlessly, install in m i n u t e s - e v e n in out-of-
square openings. Saves ca l l -backs . *Also available in zinc electro-plated steel on special order only. 

Circle 11 on Reader Service Card 

Prefinished wood-grained vinyl clad 
closet doors available in medium 
maple and dark walnut, provide a 
lookof luxuryanda l i fetime ofwear. 

Circle 12 on Reader Service Card 

Will iams, a subsidiary of Leigh and 
a leading creator of fine bathroom 
furnishings offers the SCANDIA. 
Now available in the cabinet makers 
latest finish—flaxen ash. 

Circle 13 on Reader Service Card 

Leigh's easy to instal l , suspended 
ceil ing systems feature an exclusive 
grid connection system which allows 
cross tees to lock into the ends of 
main tees. This means less scrap 
and more profit to you. 

Circle 14 on Reader Service Card 

L E I G H P R O D U C T S , I N C . 
M A I N OFFICE: C O O P E R S V I L L E , M I C H I G A N 4 9 4 0 4 
M a n u f a c t u r i n g p l an t s in e leven l oca t i ons : East C o a s t W a r e h o u s e : 
E d i s o n , N e w J e r s e y . W e s t Coas t W a r e h o u s e : C i t y of C o m m e r c e , Ca l i fo rn ia 
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T H E A P A R T M E N T S C E N E 

I like a convention 
as well as the next guy, 
but most of the scenarios 
need rewriting'' 

Now that the apartment industry already 
has two national conventions of its own, 
maybe it's time for apartment producers to 
start asking for better things from its con
ventions. 

We have at least five good reasons for 
attending eonventions: 1) take a break from 
business, 2) carouse with old friends, 3) 
revel in the mutual respect and understand
ing of fellow professionals, 4) establish new 
business contacts or firm up old ones, and 
5) learn something new to improve busi
ness. 

Idea hunting. Most of us go for all five 
reasons, but everybody emphasizes reason 
no. 5. After all, what better rationale is 
there for the sacrifice of four days and more 
than $500 than to advance your expertise? 
Even the brochures stress how the conven
tion wi l l pour out information, stimulate 
ideas, and give the visitors new incentive to 
go back home and do a sharper job. 

Conventions do provide this in their 
seminars and exhibits—but not nearly as 
well as they could. That thought occurs 
whenever I attend a convention, and it 
came to mind again as I returned from a re
cent one in Miami. 

The show suffered many of the faults 
I have noticed for years at the big national 
homebuilders' conventions. 

Specifically: 1) the seminars often fall 
short of what the convention brochure 
promises, and 2) too many exhibitors don't 
know enough about their prospects' prob
lems. 

The seminars have several weaknesses. 
One is a general lack of planning and co
ordination. For example, speakers sharing 
the same platform often meet for the first 
time just a few minutes before they speak. 
And because none has had a chance to re
view what the others are saying, they either 
overlap or leave wide areas of their sub
ject uncovered. 

Too much sell. Another weakness is the 
use of manufacturers and professional con
sultants as speakers. Why waste an hour or 
two listening to a sales presentation that 
you could hear back home at your con
venience? At the Miami apartment show, 
for instance, I resented a seminar entitled 
"The truth about industrialized systems" 
because it turned out to be a presentation 
by a British precast-concrete manufacturer 
and a U.S. architect who is sold on the man
ufacturer's system. The capacity audience, 
attracted to that session by a provocative 

title, had been roped into a sales pitch. 
Independent consultants and researchers 

aren't any more objective than manufac
turers. They have a service to sell and have 
usually worked out stock formulas to help 
produce and market it. Most of these people 
have good ideas to offer, but after you've 
listened to them once, you have the basic 
pitch and don't have to listen again. Yet 
the same design consultants and market re
searchers are turning up at convention sem
inars year after year. 

Frankly, I would rather hear a develop
er's success story from his own lips than 
from one of his outside advisors. The de
veloper might want to over-impress me 
with his success, but at least I know he's 
not trying to sell me anything. If profes
sional consultants are going to be used in 
convention seminars, they should at least 
be labeled as such so that listeners don't 
mistake them for apartment producers. 

Too little time. Perhaps the biggest weak
ness is that most of the so-called seminars 
are not really seminars at all, but merely 
brief talks with a few minutes of questions 
and answers. The titles promise a complete 
wrap-up of the subject discussed, but for 
the time and planning allotted, this is usu
ally impossible. 

So why not give us authentic seminars? 
Instead of presenting a dazzling array of 
about .SO sketchily treated subjects, con
vention sponsors could perform a much 
greater service by offering fewer programs 
with more speakers, broader coverage, and 
more time for group discussion. 

For example, instead of holding five un
related sessions on different aspects of in
dustrialized construction, put it all to
gether in one complete program divided 
into contiguous sections that would con
tinue over two or three days if necessary. 
And if the sponsors would provide a clear 
description of what's covered in each sec
tion, a builder wouldn't have to waste time 
on the precast-concrete discussion if he's 
only interested in wood. 

Accurate seminar descriptions are essen
tial. Without them, convention-goers can 
waste a lot of time sitting in sessions de
signed for beginners or listening to some
body's sales pitch instead of a bonafide 
analysis of an apartment producer's strat
egy. In fact, I think the convention-goer 
should have this information in hand be
fore he hits town so that he doesn't have to 
sit down and work out his appointments 

on the same day the show begins. 
If convention sponsors are lax in their 

seminar planning, some of the convention 
exhibitors are downright negligent. 

Scaring the wrong people. Take, for 
example, a 20-minute movie run daily by 
a well-known lock manufacturer at the 
Miami apartment convention. Instead of 
giving apartment builders and property 
managers some facts on locks, it showed 
in hair-raising detail how easily a murderer-
rapist can break into single-family homes. 
The movie's dramatic effects were obvious
ly calculated to frighten homeowners into 
fortifying their houses rather than to edu
cate professionals on the fine points of 
dead-bolt locks and keying systems. Yet the 
film was promoted and shown daily at an 
apartment convention. 

Another shortcoming among exhibitors 
at apartment conventions is lack of knowl
edge about the unique differences between 
the many segments of the multifamily in
dustry. 

I had to explain my market and design 
needs to more than one product exhibitor, 
even though my company operates in the 
broadest industry segment possible—two-
and three-story, medium-priced garden 
apartments. 

Some of the garbage-compactor people, 
for example, didn't seem to realize that 
while their S5,000 machines make good 
sense in compact high-rises, they aren't 
economical for spread-out garden-apart
ment complexes. Some other exhibitors of 
high-priced accessories—e.g., individual 
sauna baths and door locks with built-in 
alarms—didn't know their products weren't 
economically feasible for apartments in my 
rent range. 

A complex business. Much of the vague
ness and disorganization in apartment con
ventions is caused by the industry's own 
complex nature. It's not as clearcut as the 
single-family home business. The financing 
and selling of apartments is much more so
phisticated. So is the technology. The build
er/developer is better organized. And more 
and more of the producers are also involved 
in property management, a business quite 
foreign to the homebuilding industry. 

So the first thing to know for people who 
assume the task of educating and enlighten
ing apartment builders at conventions is 
that they aren't dealing with an offshoot 
of the old homebuilding business, but with 
a new, and entirely independent, industry. 

H. CLARKE WELLS, MARKETING VICE PRESIDENT, L.B. NELSON CORP., PALO ALTO, CALIF. 
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The Beautiful Alteniathe 
Team 'Tedlar" surfaced siding w 
Now, long-lasting, low maintenance has a 
bold new face —brick used in conjunction 
with siding pre-finished with Du Pont 
TEDLAR ". It's o combination that offers 
unlimited design possibilities. It's practical 
— outstanding in low-maintenance per
formance. And siding surfaced with 
'Tedlar", installed, costs less than half 
OS much OS brick in most areas. 

'Tedlar" is o solid-sheet vinyl fluoride 
film finish. It's factory-applied to siding at 
the time of manufacture. It's 8 to 10 times 
more fode-resistont than field-applied, oil-
based paints and 3 to 4 times more so 
than ordinary baked-enomel finishes. 

ith brick for total low maintenance and reduced construction costs. 
Nothing con permanently stain 

'Tedlar" — even mildew, tar and cement 
splatter clean off easily. And it's amazingly 
resistant to weathering and erosion. Even 
after 20 years of exposure, the protective 
finish of 'Tedlor" should be thicker and 
stronger than ordinary baked-enomel fin
ishes when new. 

It all odds up to a beautiful exterior 
that is going to stay beautiful and new-
looking for decades — and practically 
take core of itself. And that, with lower 
installed cost, is the real beauty of TEDLAR. 

'Tedlar" surfaced sidings ore avail
able in nine contemporary colors and 

white in lap, board and batten, and sheet 
styles, and also in fascia and trim. 

So consider the beautiful and prac
tical alternative —'Tedlor" surfaced siding 
and brick for your next apartment or 
turn-key building. For further information, 
including cost-saving case-history reports, 
write Du Pont Company, Room 8651, B 
Wilmington, Delaware. 

Du Pom registered trademark 

TEDLAR 
The solid-sheet vmyl fluoride 

finish for 
pre finished house siding. 
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Concrete ideas 
for higher returns 
on low-rise housin 

Put concrete housing systems ideas to work... 
reduce labor and financing costs... increase return on investment. 

i 
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Residential concrete flooring 
systems cut costs. Accommodate 

heating, ventilating, cool ing . . . 
serve as ceiling for floor below. 

And if that isn't enough, they 
make excellent roof decks, too. 

Residential flooring systems adapt to 
any plans. They can be cast-in-place 

slabs or big precast sections that 
go together in far less time 

than ordinary floors. 
The installed cost 

is competitive 
with wood floor 

construction. 
Costs are 

reduced sharply because 
the systems readily accept mechanical, 

electrical, plimibing and communica
tions sub-systems... simplify and 

speed installation. 
Concrete floor systems provide for 

sound conditioning... cut 
insurance costs too. 

What more could you 
ask of a floor that's a 
ceiling that's a roof? 

Concrete load bearing 
walls go up fast, 

reduce maintenance. 
Whether cast-in-place, 

precast or concrete 
masonry, concrete walls 

provide maximum fire resistance, sound 
control, and weather protection. And that's 
not a l l . . . concrete walls allow unhmited 

design flexibility, inside and out. 

Add beauty and appeal 
with "Grounds for 
Good Living." 

The right Approach 
makes your building 
stand out beautifully 
and provides a luxurious 

setting to any low rise. It includes ample 
offstreet parking, a weather protected 

entry, and privacy with screens 
and decorative planting areas. 

The proper Setting will provide 
patios big enough 

for entertaining... 
perhaps a game court, 
a fountain or a 
swimming S 
pool. 

Of course, there is one basic 
reason for using concrete in any 
apphcation: its inherent values. 
Its great strength and plasticity 
allows you to build the unusual, 
imaginative and eminently practical. 

And its unquestioned durabihty 
simply guarantees that the value lasts; 

a quality that's hard to come by these days. 

For more information (U.S. and Canada 
only) on "Concrete Housing Systems" and 
"Grounds for Good Living," call your local PCA 
office or write Portland Cement Association, 

Dept. 6-94, Old Orchard Road, 
Skokie, lUinois 60076. 

PORTLAND CEMENT ID ASSOCIATION 
IMPROVING AND EXTENDING THE USES OF CONCRETE 
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AMERICAN LANTERN 
manufactures 

LANTERNS 

American Lantern manufactures lan
terns. We are not just an assembly 
p lant pu t t ing together pu rchase 
parts. We manufacture.. .completely 
and totally. We have our own design, 
foundry, metalworking, and f in ish
ing departments. Complete facilities 
for comp le te con t ro l . And we 've 
been at it over 42 years, 

As a manufacturer Amer i can 
L a n t e r n o f f e r s you more . Be t te r 
des ign, better quali ty, and a better 
cost. The result is better value. 

If you want to learn more, write for 
our ful l co lo r ca ta log . Amer i can 
Lantern, Dept. H, Newport, Arkansas 
72112. 

A 
a m e r i c a n l a n t e r n 

Newport, Arkansas 72112 
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LETTERS 

More "Open Letter" comment 
HSiH: I t is good to see that HOUSE 

H O M E has lost none of its der
ring-do and continues to be the 
pacesetter in the housing industry. 
Your February "Open Letter" con
cerning the needs of the industry 
is excellent, pertinent, and timely. 

I've never known a civilization 
to reach any continuing level of 
success if its housing and agricul
tural industries were not leading 
the way. Currently in our country, 
both of these industries are not 
leaders, and I think this repre
sents a built-in form of starvation 
for other industries such as cloth
ing, automotive, transportation, 
heavy construction, and the like. 

I hope this provocative issue of 
HOUSE & H O M E had a significant 

effect within our industry. 
R. E. POLSON, 

market surveillance manager 
The Dow Chemical Co. 

Midland, Mich. 

M & H : I read your "Open Letter" 
with great interest. You have done 
a veiy good job of presenting the 
problems connected wi th provid
ing low-income housing. These 
problems can be corrected by the 
cooperative effort of private in
dustry and the federal govern
ment. I would like to cite Naza
reth Apartments, here in Colum
bus, as an example. 

Nazareth Apartments is a 14-
story high-rise built under Section 
221 d3 BMiR and Rent Supplement. 
This project was built in an mban 
renewal area and involved a non
profit sponsor, an urban redevel-
oper, a private contractor, a mort
gagee, FHA and the Government 
National Mortgage Assn. Karl 
Kumler, senior vice president of 
The Galbreath Mortgage Co., was 
the catalyst who made the project 
"click" f rom initiation to delivery 
to G N M A . 

Many occupants of Nazareth 
Apartments are paying as little as 
S33 a month to live in a new facil
ity, close to shopping and trans
portation. 

GEORGE L. GUCLE, 

assistant vice president 
The Galbreath Mortgage Co. 

Columbus, Ohio 

H & H : The article . . . so impressed 
me that I had i t placed in the Con-
gressional Record. 

HENRY HELSTOSKI (D., N.J.) 

House of Representatives 
Washington, D.C. 

H & H : . . . the substance [is] just 
about as impressive as the dra
matic and effective presentation. 

M Y R O N S. ISAACS, attorney 

New York City 

HOUSE ei H O M E regTCTs the inad
vertent omission of the photo 

TO PAGE 50 

P e a s e 

E v e r S t r a i t D o o r s 

Available <rom tha following distrlbutora: 
C O L O R A D O 
Colorado Springs Walker Brot. Lumber Co. 
CONNECTICUT 
New Haven Batter Lumber Company, Inc. 
FLORIDA 
Boca Raton Smith & DeshleldB, Inc. 
Bradenton Lewis Lumber Company 
Bradenton Manatee County Lumber Co. 
Hialeah Imperial International Industries 
Hollywood MacK Industries 
Orlando Huftio Sash A Door Co. 
GEORGIA 
Atlanta Peachlree Doors, Inc. 
ILLINOIS 
Broadview Morgan Sash & Door Company 
Chicago Edward HInes Lumber Company 
Decatur Morgan Sash & Door Company 
Franklin Park Roberts Rock Island 
Rock Island Rock Island Mlllwork Co. 
St. Charles Imperial Components. Inc. 
Springfleld Springfield Builders Supply 
INDIANA 
Bristol V.S.I . Home Products Corp. 
East Chicago Components, Inc. 
Evansvllle Indiana Wholesalers, Inc. 
New Haven Home Lumber Co. of New Haven 
Terre Haute.. Indiana Wholesalers ol Terre Haute, Inc. 
IOWA 
Davenport Mueller Lumber Company 
Des Moines Rock Island Mlllwork Co. 
K A N S A S 
Kansas City Rust Sash & Door Company 
Wichita Rock Island Mlllwork Co. 
KENTUCKY 
Louisville Chase Barlow Lumber Company 
MARYLAND 
Baltimore Arundel Lumber Company 
Beltsvllle Ewing Lumber & Mlllwork Corp. 
Easton Anderson Lumber Co., Inc. 

M A S S A C H U S E T T S 
Boston Gerrity Company, Inc. 
Boston L. Grossman Sons, Inc. 
Westfleld O'Connor Lumber Company, Inc. 
MICHIGAN 
Detroit Acorn Distributing Company 
Grand Rapids Burton Aluminum Products 
Kalamaioo Miller Sash & Door Company, Inc. 
Vernon Glaser's Elevator & Lumber Co. , Inc. 
MINNESOTA 
Minneapolis Independent Mlllwork, Inc. 
Minneapolis Kullberg Mlg. Co. , Inc. 
St. Paul Park Minnesota Wood Specialities, Inc. 

MISSOURI 
St. Louis Heap-Conrad Company 
MONTANA 
Billings E.R. Young Co. , Inc. 
NEBRASKA 
Lincoln SealRite Manufacturing Company 
NEW J E R S E Y 
Bound Brook Sklar Door N.J. Corporation 
Camden Valley Bow, Inc. 
Lakewood The Level Line, Inc. 
Linwood Dee Lumber Company 
Midland Park Black Mlllwork & Lumber Co., Inc. 
Woodbury Hts Middle Atlantic Mlllwork Co., Inc. 
NEW YORK 
Albany Gerrity Company, Inc. 
Albany Karl A. Paulsen Lumber & Mlllwork Co. 
Buffalo Iron City Sash i. Door Co. ol N.Y. 
Hudson Falls Northern Homes of N.Y., Inc. 
Kingston Miron Building Products, Inc. 
Lacona Blount Lumber Company 
Long Island SturtevanI Mlllwork Co. 
Rochester Iron City Sash & Door Co. of N.Y. 
Syracuse Gerrity Company, Inc. 
NORTH D A K O T A 
Fargo Structural Products, Inc. 
OHIO 
Cleveland Palevsky Industries, Inc. 
Hamilton Pease Company 
Masslllon Iron City Sash & Door Co. ol Ohio 
Toledo McKlmmy & Elliott Distributing Co. 
Youngstown . Iron City Sash i Door Co. ol Youngslown 

OREGON 
Portland Cal-Rool Wholesale, Inc. 
PENNSYLVANIA 
Harrlsburg Regal Products Corp. 
Johnstown. Iron City Sash & Door Co. ol Johnstown 
Lancaster Keystone Aluminum Window Co. 
Pittsburgh Iron City Sash & Door 
SOUTH D A K O T A 
Sioux Falls Jordan Mlllwork Co, 
TENNESSEE 
KIngsport Gibbons Lumber Co. 
Knoxville Schubert Lumber Company 

T E X A S 
Amarlllo Crowe-Guide Cement Company 
Arlington Mayfield Building Supply Co., Inc. 
Houston Metal Window Products Co. 
UTAH 
Salt Lake City Oscar E. Chytraus Co., Inc. 
VIRGINIA 
Norfolk Builders Specialty Products 
Portsmouth Morgan Mlllwork Co. 
Roanoke Timber Truss Company, Inc. 
Springfield Boise Cascade BIdg. Mt'ls. & Services 

WASHINGTON 
Kirkland Western Preflnish Woodwork Co., Inc. 
Spokane Plywood Distributors, Inc. 

WISCONSIN 
Janesvlllo Marling Lumber Company 
Wausau Marathon Mlllwork Corp. 

In C a n a d a sold by: 
Associated WIndowalls, Ltd. 
Banville Building Supplies, Ltd. 
J . W. Bird & Co . . Ltd. 
Fairfield Glass Industries, Ltd. 
Lloyd Truai , Limited 
Robert Hunt Co., Ltd. 

In Puerto Rico sold by: 
San Juan Aleco ol Puerto Rico 
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Detai l ing f rom The Ever-Stra i t col lection 

it 

The Ever-Strait Door by Pease. 
All the charm of wood. None of the drawbacks. 

There is one door. 
That offers rich looks. With no fear of 

warping, twisting, shrinking or swelling. 
Delicate molding details. With no mitred 

corners to crack or pull apart. 
And total insulation. With no need for a 

storm door. No matter how cold the climate. 
It's the Ever-Strait. Developed and man

ufactured by the Pease Company continu
ously for nearly a decade. 

In fact, the first Ever-Strait Doors are 
still in service today Performing just as well 
as the day they were installed. 

Ever-Strait is a complete entry system. 
Steel-faced door with built-in thermal break. 
Solid insulating foam core. Prehung in its 
own frame. With continuous magnetic weath-
erstripping. And adjustable sill/threshold. 

There are 30 Ever-Strait Door designs. 
All available with compatible toplights, side

lights and ventilating sidelights. 
Now you have a choice. There's an Ever-

Strait Door for every doorway. 

Peese 
E v e r B t r a i t D o o r s ' 

900 Forast Ave., Hamilton, Ohio 45012 

U.S. Patents No. 3,153,817; 3.273,287; 3 ,238,573. Patantad in 
Canada 1965, 1966; and In United Kingdom 1962. Other patents pending. 

O Pease Company 1970. 
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Automatic Idle 
Positive 
Voltage 
Control 

This new, compact Homeli te gen
erator del ivers 3500 watts cont inu
ous rat ing, 115 and 230 volts, 60 
cyc le, s ingle phase A.C. Powered by 
a 4-cyc le gasol ine engine. 

LOADAMATIC* automatic idle 
control extends engine life, re

duces noise and gas consumption. 
Returns engine to idle when load 
is switched off. 

VOLTAMATIC* protects tools 
and appliances against burnout. 
Constant voltage control with ap
proximately 2% variation from no 
load to full load. 

See this model and other Homel i te 
generators at your nearest Homeli te 
cons t ruc t i on e q u i p m e n t dea ler or 
Homel i te Branch Office. 

HOMELITE 
9406 S. RIVERDALE AVE., PORT CHESTER, N.Y. 

A t e x t r o n l 
D I V I S I O N 

H O M E L I T E MODEL 119A35-2L G E N E R A T O R 

LETTERS ^̂ '̂̂  ^̂ ^̂  

credit line on the Brookline. Mass., 
townhouse/garage story /NEWS, 
Apr./. Charles L. Norton took the 
pictures—ED. 

Non profit housing 
H & H : At the very time when pri
vate enterprise has repeatedly in
dicated its lack of interest in, or 
inability to provide, low-income 
housing and when federal subsi
dies continue to be insufficient, a 
reduction in the role of nonprofit 
sponsors-proposed by Gene Gul-
ledge of FHA [NEWS, Apr.]—is most 
untimely. 

Here m Ann Arbor, and else
where, nonprofit sponsors need 
encouragement to continue their 
efforts. In Michigan funds were 
recently approved to aid low-cost 
housing through nonprofit chan
nels. Nonprofit sponsors may well 
have much to learn about princi
ples and practices i n f inance, 
construction, planning, and man
agement. But i f even a few new 
enterprises to serve low-income 
needs are to be created, they w i l l 
have to be created and nurtured 
through nonprofit experiments. 

There are also values to non
profit sponsorship beyond simple 
economic aid to low-income sec
tors of the housing market. Civic, 
religious, professional, or other 
sponsors serve to broaden a com
munity's cooperation in building 
well-conceived projects. They help 
assure not only the construction 
of housing but the formation of 
viable communities with all of the 
amenities, services, and vital l iv
ing that w i l l be needed over the 
long term. And this may be the 
biggest benefit of the nonprofit 
sponsor. 

STEPHEN W . OSBORN 
City Planning Dept. 

Ann Arbor, Mich. 

That's T, as in taller 
H & H ; I got quite a kick out of your 
April story on our basketball team 
[Portland in the National Basket
ball Assn.]. 

I could forgive you for leaving 
a letter out of my name, but I also 
see you have cut two inches off 
my height, which is much more 
unflattering than dropping the 
" T " f rom Schmertz. 

I invite you to the play-offs next 
year to see how well Portland w i l l 
do-but only if you show the cor
rect spelling and my correct 
height next time you write an 
article. 

ROBERT J. SCHMERTZ, president 
Leisure Technology Corp. 

Lakewood, N . J . 

Bob Schmertz measures 6'1" to the 
top of the T in his name, which 
appears correctly seven times in 
the May issue.—ED. 
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Bugged 
about 

building costs? 
With Float-Away you 

can save a buck. 

You know what 's happening to bui ld ing materials 
costs. They're skyrocket ing! Not so wi th F loat-Away. 
Now you can actual ly save up to 3 0 % when you buy 
F loat -Away metal b i - fo ld closet doors. Yet they ' re 
still the finest closet systems at any price. F loat-Away 
gives you a choice of five decorator styles —ease of 
insta l lat ion— sizes to fit any opening —and prompt 
ava i lab i l i ty . A lways. It's a good t ime, too, to introduce 
yourself to Floot-o-Just shelves, Float-Awoy's complete 
line of metal shelving. Tops in durabi l i ty . Yet they 
haven't gone up a penny! 

So, whether you're bui ld ing a home or a high rise, a 
manufactured home or on urban renewal project, why 
not save yourself a buck? Wi th Float-Away. For further 
in format ion, f i l l out the coupon be low and return 
today to : 

FLOAT-AWAV' 
COiVIPLETE CLOSET SYSTEMS 

Depar tment HH-29 1 1 2 3 Zonol i te R o a d . N. E . . A t lanta . G a . 3 0 3 O 6 

P h o n e (404-) 8 7 5 - 7 9 8 6 

CIRCLE 87 ON READER SERVICE CARD 

® 

You bet I'd like to save a buck! Send me 
complete details on Float-Away metal bi-
fold closet doors and Float-a-Just shelves 
right away. 

Name 

Company_ 

Address 

City ^ State Zip 
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UNSET'S 
3 PATIO KITCHEM 
A N D S O L A R I U M 

Hank Meredith at Sunset Homes, Livermore, Cal 

''Hank Meredith 
is the icing on the cake" 

There's nocharge for Hank Meredith's 
services, because he's a GE Contract 
Sales Representative. Among his assign
ments: the 3 , 000 ' u n i t Sunset Homes 
development in Livermore, California, 
one of the largest in the San Francisco area. 

Says builder Masud Mehran: ' T h e 
thousands of GE Appliances we installed 
were a great value. But I wouldn ' t know 
how to put a price on the help we've 
gotten from Hank. He has a real insight 
into our problems—and an ability to 
come up w i t h practical solutions." 

Here are a few of the problems Hank 
Meredi th has helped solve: 
• He worked out a plan for providing 

air conditioning for Mehran's homes 
w i t h room units, and brought in General 
Electric specialists who developed de-
tailed installation plans. 
• He arranged a kitchen planning con-
sultation w i t h experts f rom General 
Electric's Louisville staff. The result: an 
improved kitchen layout, based on a 
"kitchen in the round" theme, now one 
of the most popular features w i t h buyers 
of Sunset Homes. 
• In conjunction w i t h a GE laundry con-
sultant, he helped develop an improved 
laundry room setup. 
• He works closely w i t h Sunset's con-
struction people in scheduling deliveries, 

to make sure lost time is held to a minimum. 
• He cooperates w i t h Sunset's advertis
ing people in developing presentations 
of the GE Kitchen story that w i l l attract 
the largest number of home buyers. 

What makes a GE Contract Sales Rep
resentative so valuable to a builder? He's 
knowledgeable, concerned about your 
problems—and in a position to put all 
the resources of the General Electric 
Company to work to help you meet them. 

Call him and see. 

7-h)gress Is Our Most Imporiint Ptoducf 

G E N E R A L ® E L E C T R I C 
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BOSTITCH TRUSS SYSTEM 
GIVES "RIVET-JOINT" 

STRENGTH AND DURABILITY 
The Bostitch Clinch-Nail Truss System 
answers the need of residential, light 
commercial, and apartment builders for 
a strong, dependable system of assem
bling wooden roof truss components. 
The system is also ideal for remodeling 
contractors because changes from one 
size truss to another con be made 
quickly and easily. 

Simple, space-saving Bostitch system 
locks wooden truss members between 
two 20-gauge galvanized steel plates. 
Each truss nail (comparable to a full-
head 8d nail) is power-driven through 
the truss joint and clinched on the oppo
site side. Two-ply construction of the 
Bostitch clinch-pod truss plates insure 
precisely control led cl inching every 
time. 

Truss assembly is remarkably fast 
because trusses don't hove to be bock-
nailed. And Bostitch clinch-nailed truss 
joints shrug off racking abuse often 
encountered when completed trusses 
ore handled during shipment and at 
job sites. 

The Bostitch Clinch-Noil Truss System 
is designed for flexibility, durability, 
and economy. For complete informa
tion, talk to the man with the fastening 
facts —your Bostitch man. Or write 
Bostitch, 246 Briggs Drive, East Green
wich, R.I. 02818. ' 

BOSTITCH 
F A S T E N I N G S Y S T E M S 

. f e x t r o n l COMPANY 

BostiHh will find the way 
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US. Plywood proudly presents 
their "know-it-all." 

That's our boy. 
He's our Builder Service Representative. And 

we're proud of him. 
We brought him up to be at home in any com

pany, even yours. So tie's trained to give assistance 
with things even some of ttie ottier experts can have 
trouble with. And if he doesn't know all the answers 
to your building problems, he knows enough where 
to look for them. 

You'll find it useful to discuss with him such 
important things as building codes, zoning regula

tions, and even personnel procedures. 
We think of everything you could think of. Market 

research, land development, merchandising, adver
tising—our boy was raised on them. 

Design? Just ask him. He'll tell you the latest trends 
in products. And t)ecause he's loyal, he'll also tell 
you the best use of U.S. Plywood products. For sid
ing, doors, molding and paneling. 

The services of our "know-it-all" are free. Just call 
U.S. Plywood for an > = U . S . PIVWOOCJ 
introduction. w . w . n j w w w w A Division or U S PiywooO-Chimpion Papers in 

777 Third Av«nu« New York. N Y 10017 
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E D I T O R I A L 

The numbers game 

It says here that we are ahead 
of schedule in meeting our 
housing goals 

Last m o n t h a press release f r o m H U D came across 
our desk w h i c h said total housing production i n the 
last two years has exceeded 3.8 m i l l i o n units—or 
nearly 15% of the 10-year nat ional goal of 26 m i l 
l ion units. Quite f rank ly , we were stunned. A l l 
along we had thought we were fa l l ing behind our 
goal, originally set i n 1968. Apparently, the fact that 
vacancy rates are as low now as they have been since 
the late 1940s is beside the point . The housing in 
dustry, one w o u l d gather f r o m the press release, is 
doing just great. 

H o w did H U D arrive at the figure of 3.8 mil l ion? 
Wel l , between July 1, 1968, and June 30, 1970, we 
w i l l have produced 2,950,000 new dwel l ing units 
as realty. Then H U D adds to that figure 813,000 mo
bile homes produced i n that period, and (we can 
only guess) 37,000 substantially rehabilitated (what
ever that means) units. Voila , 3.8 m i l l i o n units. 
Amazing! 

The business of th rowing i n al l those mobile 
homes has become something of a lifesaver for the 
Adminis t ra t ion . A l though the 1968 Housing Ac t did 
not stipulate mobile homes as being a component 
i n the satisfaction of housing need, i t d id not speci
f ical ly rule mobile homes out of consideration i n 
meeting that need. President N i x o n i n his housing 
message said of mobiles "they are clearly making a 
significant contr ibut ion to the general housing sup
ply. . . . I n many areas across the country new hous
ing is not available at a price of less than S25,000. 
M a n y mobile homes, i n contrast, sell for about 
$6,000." We wish he had added that mon th ly rent 
for a mobile home pad i n a mobile home park, and 
chattel f inancing charges—18% interest for eight 
years—make the mon th ly l i v i n g expense about the 
same as i t w o u l d be for a new $20,000 house. 

We t h ink something is very wrong there and let 
us explain. Mobi le homes are okay i f that's the way 
you want to l ive and you can afford them, but let's 
not k i d ourselves that they are a bargain. Just con

sider these mobile facts of l ife . 
1. The major mobile home manufacturers make no 
bones about the fact that i f their units have to be 
bu i l t to meet an adequate bui ld ing code, and i f mo
bile home parks must meet an adequate zoning or
dinance, they are out of that bal l game. I n other 
words, mobiles exist because they can provide hous
ing at standards lower than those required of realty. 
2. Those min imized standards mean that the l i fe 
of most mobile homes is less than 10 years. There 
are 2.5 m i l l i o n households i n the U.S. l i v i n g i n 
mobile homes, and 2 m i l l i o n of those mobiles were 
produced i n the decade of the 1960s. Most of the 
other half a m i l l i o n units are substandard by mobile 
home manufacturers standards. 

3. Because of the mobile's short l i fe , a) a lender w i l l 
only lend on a chattel basis, or consumer f inancing 
terms; b) i t depreciates down to zero i n about six 
to eight years, so there is no equity build-up for 
anybody; c) i n California it's almost an unwr i t t en 
law that no mobile home older than two years may 
be parked i n a new mobile home park. 
4. Most municipali t ies dislike mobile home parks 
for a very good reason: they erode the tax base. Take 
a look at any mobile home park where the units are 
eight or more years old and you w i l l see munic ipa l 
bl ight . 
5. Because mobile home parks erode the tax base, 
they also inh ib i t economic growth i n the sector of 
the munic ipa l i ty i n wh ich they lie. Nobody likes to 
have his section of t o w n put at a disadvantage be
cause of mobile homes. 

Because of these major points we t h i n k i t is a ruse 
and a sham to count mobile homes as part of the 
answer to providing adequate housing for a l l Amer
icans. I f mobiles were bu i l t to last the l i f e of a mort
gage and improve the municipal tax base, i t wou ld 
be al l r ight to count them into our housing goals. 
But u n t i l they do that, we're just k idding ourselves. 

R I C H A R D W . O ' N E I L L 
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THE 
MOBILE 
MODULAR 
A new concept 

promises to 

affect everything 

from land planning 

to financing 

Everybody knows that a mod
ular house is hauled to its site 
on wheels. No big deal. 

But not everybody realizes 
that that same modular house 
can also be trucked away f r o m 
its site on wheels. A n d whi le 
this may not sound particularly 
earth shaking, i t is, i n fact, very 
big deal indeed. 

Consider the modulars shown 
here. Designed by Barry Berkus 
of B.A. Berkus Associates, and 
made i n a plant that Berkus 
bu i l t and now operates (as En
v i r o n m e n t a l Systems Indus 
tries), they occupy a half-acre 
corner lo t i n Los Angeles. A n d 
whi le Berkus is actually selling 
out of this model site (some 70 
reservations i n the first three 
weeks), h i s p lans go m u c h 
further. He is, i n fact, using 
these models as part of a market-
testing program that is expected 
to lead to: 1) an expanded odd-
lot and small subdivision pro
gram w h i c h has already started 
f r o m the present model site; 2) 
a 390-lot modular subdivision 
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i n Valencia, a new town i n Ven
tura County north of Los A n 
geles, w h i c h w i l l open about 
September; and 3) a combina
t ion architectural and engineer
ing service for builders any
where i n the country w h i c h 
w i l l include modular designs, 
land layouts, and help i n set
t ing up and operating modular 
plants. 

(The first example of this last 
service is i n St. Louis and is de
scribed on p. 63). 

Esi, w h i c h is just about to go 
public, can produce one house 
a day f r o m the present plant, 
and Berkus is negotiating a 
j o i n t - v e n t u r e w h i c h w o u l d 
enable h i m to bu i ld a much 
bigger factory. 

Behind this piojected surge of 
modular activity is Berkus' be
lief that the modular detached 
house has deeper implications 
than most people realize. 

The accepted attitude towards 
modulars is that whi le they 
aren't any cheaper than conven

t ional ly-bui l t homes today, they 
w i l l be i n a few years, so now 
is a good t ime to get into the 
field. 

This is perfectly true, but i t 
only scratches the surface. Ber
kus' modulars are really mo
bile; even i f the runn ing gear is 
dropped of f (to save $1000 a 
house), i t can be put back on 
any t ime. Add to this the fact 
that modulars qua l i fy as per
manent housing, not mobile 
homes, and you open some fas
cinating vistas. For example: 

A builder can respond quickly 
to a strong market demand. His 
model site can be set up and 
landscaped and ready for busi
ness w i t h i n 45 days, compared 
w i t h t h e u s u a l s ix to n i n e 
months. I f he leases an off -proj 
ect model site (as Berkus h i m 
self has done), when the market 
cools, he can move the models 
elsewhere. 

By the same token, an odd-
lot builder, or a builder work ing 
on several small subdivisions, 
could have a centrally located 

model area at very low cost. 
A builder can offer buyers a 

second-home option. The buyer 
could start w i t h a small mod
ular home, later move i t to a va
cation site and either bu i ld a 
larger home on the original lo t 
or sell the lot—presumably at 
an appreciated price. 

But the most promising as
pect of the mobile modular is 
the flexibility of land use it 
offers. 

Take a piece of land whose 
va lue , l o c a t i o n , and z o n i n g 
make i t presently suited for 
single-family development, but 
w h i c h lies directly i n the path 
of an area's growth pattern. I f 
it's bu i l t out today, at single-
fami ly density, ten years f r o m 
today the area w i l l be deprived 
of what should be a high-den
sity site. Suburban sprawl w i l l 
take another step, and the de
veloper w i l l realize no appre
ciation. 

I f instead the land were held 
for the future (assuming the 
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d e v e l o p e r c o u l d a f f o r d i t ) , 
needed housing w o u l d not be 
bui l t , and there wou ld s t i l l be 
pressure for sprawl. 

But put mobile modulars on 
the land and e v e r y t h i n g 
changes. Houses can be bui l t 
now, then moved to new loca
tions when higher density land 
use is called for. I f the developer 
leases the land to the modular 
buyer, he w i l l realize apprecia
t ion . The buyer himself can 
either move his home to a new 
site or sell i t to another lo t 
owner. 

Condomin ium ownership of
fers another possibility: i f the 
houses and the land are under 
different mortgages, the home
owners themselves wou ld real
ize the appreciation of the land. 
Further, the lender might hold, 
say, 30% of the land as an i n 
f l a t i o n hedge—a device tha t 
might persuade h i m to finance 
the original project. 

Inevitably, the question must 

be asked: Can't mobile homes 
fill exactly the same lole as the 
so-called mobile modular} 

I n a word, no. For one thing, 
mobiles aren't really mobile,-
most of them stay i n their orig
inal park and are moved only to 
be junked. They are not bui l t 
s t rong ly enough f o r several 
moves, whi le modulars, bu i l t to 
both conventional house specs 
and over-the-road specs, are. 
Mobiles cannot legally become 
permanent housing; modulars 
can be either mobiles or perma
nent houses, and so can be 
moved in to any area. Finally, 
the esthetics of mobiles, plus 
their aura of impermanance, 
usually make them unwelcome 
i n good residential areas. A n d 
experience has shown that mo
bile parks tend to hur t m u n i 
cipal tax bases (see p. 55). 

The modular need have no 
such problems. I t can be as at
tractive and livable as the best 
conventional housing—as you ' l l 
see on the next six pages. 

TO NEXT PAGE 

Two-wide modular is rolled onto site {facing page] 
and completed as part of landscaped model com
pound [above]. Price: $14,9.50 without land. 

o 5 l o r r 
Floor plan shows use ol end decks and court to in
crease openness in the l,440-sq.-ft. model. 

Construction photos show box sitting on temporary 
foundations of screw jacks [above]. Running gear 
is permanent on these models, but on most houses 
i t is removable. Unfinished interior |beiow) shows 
abutting ridges and posts ready to be bolted to
gether and cased. 



PHOTOS : l U L i u s SHULMAN 

T h i s o n e - w i d e m o d u l a r sells f o r $10 ,500 . W i t h 880 sq . f t . o f 

l i v i n g area, i t is t h e sma l l e s t 

u n i t B e r k u s is c u r r e n t l y o f f e r 

i n g a n d t h e o n e m o s t l i k e l y t o 

be b o u g h t o n the basis o f a sales 

p i t c h B e r k u s p l ans t o p u s h at 

V a l e n c i a . T h e idea : a y o u n g 

c o u p l e o r a b a c h e l o r n o w l i v i n g 

i n a n a p a r t m e n t a n d p a y i n g , 

say, $ 1 7 5 a m o n t h , can b u y a 

o n e - w i d e m o d u l a r a n d l i v e i n 

i t f o r the same a m o u n t as o r less 

t h a n t h e r e n t . I n f o u r o r f i v e 

years , i f t h e y w a n t t o b u y a b i g 

ger house s o m e w h e r e else, t h e 

m o d u l a r can be h a u l e d o f f ( the 

l a n d a t V a l e n c i a w i l l be leased) 

a n d used as a second h o m e . 

T h e second o r r ec rea t ion -
h o m e idea is a l r eady c a t c h i n g 
o n i n t h e houses Berkus is n o w 
s e l l i n g . M o s t are t o be beach 
houses , a n d some of t h e m per
m a n e n t h o m e s as w e l l . A n d a 

Pushout sections {left] create ^^e b e i n g b o u g h t as r e t i r e -

closets [see plan, facing page) . , . , 
which would otherwise violate ^ ^ ^ ^ ^ ^ 0 ° ^ ^ ^ . A s a r e su l t , says 
the l2'-wide over-the-road re- B e r k u s , buyers represent a b r o a d 
strictions. cross sec t ion . 



Kitchen/family room (right) is 
seen here f rom hallway in 
front of the den/bedroom. 
Fireplace alcove is at right. 
House has two opposing shed 
roofs, which accounts for the 
small t r i angula r clerestory 
w i n d o w i n upper l e f t -hand 
corner of photo, 

Living room (below) partakes 
of both the 12' width of the 
basic box and an 8'-deep push-
out section, shown on plan. 
Result: a I2'xl9' room that 
many bigger conven t iona l 
houses can't offer. Bedroom/ 
den is visible beyond settee 
in backEfOund. 

1 

i 



I'HOTOS: lULIU.S SHULMAN 

This triple-wide modular sells for $17,500. I t is actually two 

basic boxes l ike the two-wide 
shown on the preceding page; 
a bridge section spans the gap 
between the boxes [see also 
cover photo] and adds enough 
extra area for a d in ing room and 
a f ami ly room (plan right). Tota l 
area of the house: 1,650 sq. f t . 

This model is proof of the 
ease w i t h w h i c h the mobile 
modular can be demounted, 
moved, and reassembled. I t was 
the f i rs t model Berkus bui l t , and 
i t sat, furnished and decorated 
(by Darrel l Howe of Los A n 
geles), i n the side yard of Ber
kus' or iginal factory. W h e n the 
new model site was ready, the 
house was moved there and 
ready for showing w i t h i n four 
days. Most of the decor was lef t 
intact. Later, i f new models are 
needed on the site, this k i n d of 
speed w i l l let them be brought 
i n and opened fast enough to 
a v o i d l o s i n g a n y w e e k e n d 
t raf f ic . 

Side view shows enlarging ef
fect of a row of false extended 
rafters. The bay window ex
tends beyond the permissible 
12' width that can be hauled 
over the road, so i t is pushed 
out into position at the site. 



IIH Living room (right) has raised floor in area 
next to fireplace at far end. Windows at 
left look down into dining room. Mirror 
between windows and ridge adds apparent 
size to the l iving room. 

Family room (heiow) is open on two sides 
At right, sliding doors lead to a rear deckj 
at left, steps lead up to kitchen. Photo and 
plan vary because layout was changed 
slightly when house was moved to new 
site. 

IIWIAHIHiHH 
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THE MOBILE MODULAR CONTINUED 

Here's a midwestern bet on the future of modular housing — a 525-unit, Berkus-designed project to be buih i n St. 



II 'MII 

Louis this fall by The Mayer Company. 

The renderings above and be
low are not quite final. But the 
site plan at le f t is just now i n 
process of approval. A n d i f a l l 
goes we l l , construction should 
start i n October. 

Mayer's modulars are not 
mobile, although the company 
anticipates that later ones w i l l 
be. But they represent President 
A l Mayer's firm belief that very 
soon modulars w i l l be the only 
sensible way to bui ld . 

"On-site construction costs 
are up 7% to 10% a year," says 
Mayer. "Right now, factory 
bui ld ing won ' t save us much. 

But i n a couple of years i t 
should save a lot. We want to 
be ready." 

Mayer is just beginning to set 
up a pilot-plant operation i n 
10,000 sq. f t . of rented plant 
area. This shop w i l l produce 
about one house a day, and w i l l 
serve to produce models, early 
units, and to t rain a production 
force. Then the company w i l l 
lease or bu i l d about 100,000 sq. 
f t . of plant for a factory capable 
of producing 1,500 to 2,000 
units a year. 

For the immediate future , 
Mayer expects al l his plant pro

duction to go into his o w n 
bui ld ing programs. "But ," he 
says, "when the difference be
tween conventional and modu
lar costs becomes high enough 
to include a manufacturer's 
profi t , we may start selling 
much of our production to 
other builders." 

Mayer's first models w i l l have 
two to four bedrooms, and cost 
f r o m $16,500 to $22,000. 

"Eventually," says Mayer, 
"we hope to go f r o m sale to 
move-in i n a week. W h a t a 
merchandising tool that w i l l 
be!" 

Typical cluster has six modulars on 
SC^xllO' lots. Entire lots are fenced 
for maximum outdoor privacy. 

Renderings of typical interior {left) and exterior (right) show the "contemporary traditional" style that Mayer expects w i l l sell well in the St. Louis area. 
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The phantom that parades as an industry 

The modular housing industry 
is five new public companies, 
a few prefabbers and a dozen 
mobile home manufacturers— 
and enough press-agent puffery 
to stuff last year's total produc
t ion of 2,000 units. 

A n o t h e r 7,000 sect ional 
houses, bu i l t i n halves i n fac
tor ies , were also erected on 
foundations last year. I n the 
strictest sense, the sectional is 

not pure modular housing (see 
definitions). But i f need be, the 
press releases required to f i l l 
those addit ional units could be 
found too. 

The nation's largest modular 
producer, Stirl ing Homex Corp. 
of Avon , N .Y . , has only one as
sembly l ine that doubled its 
output to all of eight houses a 
day this year. By comparison, 
the major mobile home manu

facturers operate 20 to 30 fac
tories each. 

"There is no modular indus
t ry , " says New Jersey builder 
Robert Schmertz, who was mis
takenly hailed as the nation's 
fou r th largest modular producer 
i n one survey. Schmertz's Lei
sure T e c h n o l o g y ( o r e ) has 
never bu i l t a modular house. 

Shadow and substance. The 
industry's public relations arm 

has scarcely been noted for 
modes ty , b u t one u n u s u a l l y 
candid press agent sums up this 
way, insisting on anonymi ty : 

" A lot of companies say they 
are i n modular housing. A n d 
everyone talks about the ease 
of entering the field. But all we 
have seen so far is the ease of 
announcement." 

There is more to his state
ment than meets the eye. Sev-

How to tell a real mod from the mob of mods 

Module 
Popularly called a b u i l d i n g 
block or stack box. It is a self-
contained house section built 
on an assembly line. Two or 
more sections joined on a foun
dation form a modular building. 

Modular 
A dwelling unit made of one or 
(usually) more modules built 
in a factory and erected on a 
foundation. A modular is often 

a two-story townhouse or a 
garden apartment. I t meets 
building codes and is consid
ered real property. 

Sectional 
A house built in halves in a 
factory and erected on a foun
dation, usually as a one-story, 
s ingle-family un i t . Loosely 
speaking, a sectional is a type 
of modular, and it seems likely 
the term w i l l drop from use. 

Mobile Home 
A fac to ry -bu i l t house that 
rests on a running gear and is 
usually treated as a chattel 
rather than as real estate. Basic 
units are commonly 12 ft. wide, 
but two can be joined to form 
a 24-ft .-wide un i t called a 
double-wide. Chief difference 
from a modular: the mobile is 
not built to codes and specifi
cations that would make it 
legally permanent real property. 

Mobile Module 
A modular crossed wi th a mo
bile home. It is a modular, but 
i t rests on transport wheels 
rather than on a permanent 
foundation. {See story on page 
56.) 

Prefab 
A dwelling unit built wi th fac
tory-made panels. Heating and 
electrical systems are installed 
on site rather than, as with 
modules, at the factory. 
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eral publ ic ly held companies 
got such favorable pubhci ty by 
announcing plans to enter the 
modular field that, weeks later, 
they repeated the announce
ments. 

Despite the inflated press re
leases, modular housing is a po
tential growth industry. But the 
boom, i f i t comes at a l l , is at 
least three years away. I t w i l l 
take that long for the scores of 

companies studying the field to 
open factories and generate 
meaningful production. 

Wall Street appeal. M u c h of 
the p u f f e r y o f the last six 
months has been aimed straight 
at W a l l Street's new breed of 
m o n e y managers, the gun-
slingers. 

The publ ic i ty has worked. 
The new breed has become con
vinced that modular housing is 
a great bet i n today's depressed 
stock market. 

N o w these managers need 
only tu rn up a few companies 
wor thy of invesment—from an 
industry that scarcely exists. 

That's no mean task, but the 
gunslingers are more than equal 
to i t . They invest first and study 
the companies later. A typical 
new breeder explains: 

"We had a nice chunk of one 
company, but we sold out after 
seeing the factory. I t wasn't 
mechanized. But the stock had 
been c l imbing a l l along, so we 
made money on the deal." 

So far on ly six companies 
have come public since last Oc
tober to f o r m the so-called mod 
squad. A n d money managers 
bid the squad to remarkable 
heights, though all six stocks 
plummeted i n A p r i l and May.* 

That dip is no big surprise. 
A l l h igh - f ly ing stocks have fa l 
tered lately. The question any 
cri t ical investor should ask is 
not w h y the mods have fal len 
f r o m the heights—but how they 

•Another new modular maker, De-
signaire Modular Home Corp. of New 
Jersey, goes public this fal l . President 
Joseph Siddron Jr. was Skyline's pubh
city director. 

got up there i n the f i rs t place. 
Playing Ferro. The story of 

each of the six companies i l lus
trates the gunslingers' enthu
siasm for factory housing. Take 
Florida's A l l i ed General. 

T h e company , f o r m e d i n 
1968, has invested 86,200 i n 
the study of Ferro cement as a 
bui ld ing material, ma in ly i n the 
construction of marine vessels. 

N o w , however, management 
has decided to bu i ld sectional 
houses rather than barges. The 
c o m p a n y i t s e l f h a d o n l y 
$25,926 i n cash i n February, so 
i t offered shares to the public to 
finance the sectional operation. 

All ied 's prospectus is candid 
about the degree of risk: 

"The company . . . w i l l be un
able to commence manufactur
ing modular houses for sale un
t i l manufactur ing facilities are 
obtained by u t i l i z ing a por t ion 
o f t h e p r o c e e d s o f t h i s 
[8704,000] offering. To date, the 
company . . . has not construc
ted a home or a model thereof 
f r o m Ferro cement and, to the 
c o m p a n y ' s k n o w l e d g e , n o 
homes have ever been bu i l t of 
Ferro cemen t . . . 

"The company has not yet 
commenced commercial pro
duction and has had no sales or 
earnings to date . . . 

"The company . . . currently 
has s ix e m p l o y e e s , f o u r o f 
w h o m are its officers. None of 
the company's executive o f f i 
cers or directors had had any 
prior experience i n the bu i ld ing 
construction field." 

( U n t i l 1968 All ied 's president 
ran a company that manufac
tured plastic m i l k bottles.) 

A l l i e d m a r k e t e d 260 ,000 
shares at $2.50 each early i n 
March. Despite its speculative 
nature, tlie stock h i t a h igh of 
88.50 and was trading around 
86.50 early i n A p r i l . Then came 
the market's big shakeout, and 
the stock sunk to 83.25 bid on 
May 13. 

High and low. The other f ive 
mod stocks also sold at healthy 
p r e m i u m s before the recent 
slide: 

• Modula r Housing Systems 
Inc. of Northumberland, Pa., 
w h i c h w i l l break even i n the 
fiscal year ending August 31 on 
sales of 86 m i l l i o n , offered its 
shares at 810 each i n October. 
The M H S stock rose to 841, 
but i t sank to 814 i n A p r i l . I t 
rall ied br ief ly to 822 b id but 
skidded back to 812 i n the May 
sell-off. 

• S t i r l i n g H o m e x , w h i c h 
earned 8 l m i l l i o n , or 12 cents a 
share, on sales of 89.9 m i l l i o n 
for the six months ended Jan
uary 31, came public at 816.50 
i n February. The stock climbed 
to 852.75, and was trading at 
848.75 bid on A p r i l 9. By M a y 
14, i t was down to 810.25. 

• Modula r Dimensions, a Cal
i fornia panel maker that is not a 
true modular company, offered 
its shares i n units at 812 i n 
February. The shares h i t 816 
and were trading at 88 bid on 
A p r i l 9. The stock f e l l to 82 
and sold at 83 on M a y 13. 

• Un i t ed Research Fiomes of 
Hazelton, Pa., w h i c h projects 
heavy losses this fiscal year end
ing on July 31, offered its shares 
at 812.50 i n November. The 
stock went to 824 but was trad-

P H O T O S ; . S C H A N T O N P H O T O S T U D I O 

Making a module: does it look familiar? 

It should. For, on balance, con
vent iona l construct ion has 
merely moved indoors. Very 
little is automated. 

Yet the move alone allows 
tighter cost control, less mate
rial waste, higher labor pro
ductivity, and lower wages. 
Factories employ semi-skilled 
men who get about 83 an hour 
rather than skilled construc
tion men who demand 86 up. 

The savings, however, are 
offset by production lags and 
the expense of trucking the 

modules to a site. A t best, fac
to ry houses are o n l y 5% 
cheaper than convent ional 
units. {See page 75 for a de
tailed cost comparison of mods, 
prefabs, mobiles and houses.) 

This photo sequence of mod
ule making is presented i n a 
s i m p l i f i e d schematic f o r m . 
Some ancillary steps have been 
telescoped—a few eliminated. 

The factory shown-which is 
much like any other-is run by 
Modular Housing Systems Inc. 
of Northumberland, Pa. Ceiling panel is built on a j ig . . . 
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MODULARS: THE PHANTOM INDUSTRY CONTINUED 

ing at $6.75 on M a y 13. 
• The Behring Corp., a large 

Florida tract builder that plans 
to open a $4.7 m i l l i o n modular 
factory this summer, came pub
lic at $16.50 i n February. Its 
stock h i t $26, but was trading 
at $8 on M a y 13. 

For the most part, the modu
lar investors have been W a l l 
Street professionals. The public 
hasn't yet discovered the mods. 
" W h e n i t does," says invest
ment banker Joel Nadel of 
Nadel &. Co., "the stocks w i l l 
go higher than ever." 

Danger sign. A second com
ing of last winter 's runaway 
prices wou ld present a special 
danger. Such performance could 
invi te fast-buck operators to cre
ate paper corporations that fo ld 
months after going public. A 
businessman and his under
wri ter could wa lk away w i t h 
upwards of $500,000 raised 
through an i n i t i a l public stock 
offering. 

A few collapsible companies 
could erode the investors' con
fidence and sink the prices of 
al l modular stocks. 

" A lot of phonies l ike to play 
the W a l l Street game," says 
Joseph Grasso, MHS'S executive 
vice president. " I t happened i n 
the computer industry and i t 
could happen to us." 

Tomorrow's industry. De 
spite this specious mystique 
created by publicists and nur
tured by W a l l Street, modular 
housing has true potential. 

Today ' s expensive on-si te 
bui ld ing w i l l give way eventu
ally to some type of factory con
s t r u c t i o n . For assembly- l ine 

production of modules, sec
tionals, or some other shelter 
f o r m offers homebui lding its 
only chance to control costs and 
bring new houses back w i t h i n 
a wage earner's purchase range. 

H o u s i n g Secretary George 
Romney's $15 m i l l i o n Opera
t ion Breakthrough has just pro
vided a breakthrough of sorts 
for factory construction. I t has 
focused public attention on the 
need to liberalize local bu i ld ing 
codes and trade un ion rules so 
as to facil i tate the erection of 
factory units, t 

I n spite of these efforts by 
government and industry, the 
shif t to the factory could drag 
on for 20 years. But that shif t 
has begun, and modular hous
ing, though i n its infancy, is at 
the forefront of tomorrow's 
technology. 

Several housing experts ex
pect modular units to become 
the most popular factory hous
ing. A few even predict that 
modular and sectional output 
w i l l double annually and go 
f r o m last year's 9,000 houses to 
nearly 600,000 i n 1975. 

A difficult field. O n l y about 
40 companies, inc luding most 
of the 25 described i n this ar
t i c l e , have thus f a r go t t en 

tOn ly nine of the 22 new building 
systems to be tested under Break
through are actually modular assem
blies, however. The builders arc Boise 
Cascade Corp. of Boise, Idaho; Her
cules Inc. of Wilmington, Del.; Home 
Building Corp. of Sedaha, M o . ; Levitt 
Technology of Lake Success, N.Y. ; 
National Homes of Lafayette, I n d ; 
Pemtom Inc. of Bloomington, M i n n . ; 
Scholz Homes of Toledo; Shelley Sys
tems of San Juan, and Stirling Homex 
Corp. of Avon, N.Y. 

serious about modular construc
t ion . But there are new con
verts nearly every week. Hous
ing consultants at Slayter Asso
ciates of Elkhart, Ind. , estimate 
that a score of companies are 
currently investing $50 m i l l i o n 
to start modular operations. 

The great major i ty of the 
companies mov ing into mod
ules are sizable corporations-
industr ial giants such as the 
Westinghouse Corp., b ig home-
bu i lde r s , and m a j o r m o b i l e 
home manufacturers. 

They w i l l need al l their fi
nancial muscle and some luck. 
For i t w i l l be d i f f i c u l t merely to 
enter the field, let alone make a 
profi t . Almost w i t h o u t excep
t ion , today's module makers 
concede that the plunge took 
longer and cost more than they 
ever dreamed. 

A t best, a company starting 
f r o m scratch needs a year to get 
a 2,000-unit factory (wi th 90,000 
sq.ft.) in to f u l l production. A 
new factory can cost $3 m i l l i o n 
to bu i ld , and each house proto
type can cost another $50,000 
to perfect. 

Delays and dropouts. Last 
May , tract builder Kenneth 
Behring said his $4 m i l l i o n 
mod factory w o u l d open i n Fort 
Lauderdale at the start of 1970. 
He was r ight about Fort Lauder
dale. But the $4.7 m i l l i o n fac
tory w i l l not open before July. 

Scholz Homes, the big Toledo 
prefabber, has just abandoned 
its first modular plant after a 
six-month t r ia l . The converted 
mobile home factory, w i t h its 
40,000 sq. f t . , proved too small, 
and Scholz is now talking of 

bu i ld ing a new plant. 
Some mobile home compa

nies, inc luding ConChemCo's 
Nashua Mobi le Homes of Kan
sas Ci ty , have simply dropped 
out of modules. Other w i l l f o l 
low. 

Harold Yanowitch, executive 
v i c e p r e s i d e n t o f S t i r l i n g 
Homex, sums up : 

"The textbook hasn't been 
wr i t t en yet. We are al l pio
neers." 

The sales problem. The few 
companies that have progressed 
to bu i ld ing units on assembly 
lines are just now facing the 
severest challenge—selling units 
i n quantity. 

It 's a staggering job. Like mo
bile home companies, the mod
ule makers must sell i n mass to 
support assembly lines that can 
churn out 20 to 40 houses a 
week. But the module compa
nies' task is complicated by lo
cal bu i ld ing codes, a higher risk 
of transport damage, and the 
lack of dealer network. 

Some e x e c u t i v e s h a v e 
stretched their imaginations to 
the utmost to get their first 
sales. President John Zaccaro of 
M o d u l a r D i m e n s i o n s w e n t 
b l indfolded to a meeting of Cal
i fo rn i a -based b l a c k m i l i t a n t s 
who wanted to keep their meet
ing site a secret. He sold them 
no more than the w a l l panels 
for one $15,000 house, but he 
says the group is now planning 
80 houses. Zaccaro has also sold 
his polyurethane panels for two 
houses to the Sioux i n South 
Dakota. A n d he says he is in
terested i n the Navajo and the 
U.S. Navy. 

V. 

J 

. . . then the panel is flipped over . . . and the floor of the second-story box 
is added. Workmen apply glue for floor covering 

. . . and workman smoothes linoleum into 
place. (Higher-cost units get carpeting.) 
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But the average sales cam
paign is far less imaginative. 
Most companies have concen
trated on these four conven
t ional markets: turnkey hous
i n g , l a rge b u i l d e r s , s m a l l e r 
builders, and the module indus
try's o w n subdivisions. 

1. 

Turnkey—the hot market 

Local housing authorities w i t h 
pipelines to the govermnent's 
turnkey financing program are 
the pr imary markets i n this 
t ime of t ight credit. But there 
are serious pitfal ls , particularly 
i n the larger cities. Efforts by 
Nat iona l Homes of Lafayette, 
Ind. , and Guerdon Industries of 
Lexington, Ky., to bu i ld modu
lar units i n Chicago bogged 
down amid a state investigation 
of alleged conflicts of interest. 

A similar program run by a 
private agency i n Detroi t has 
been delayed for months by a 
series of gaffes. First, the agency 
couldn' t supply enough lots. 
Then a module maker called Le 
Bon Homes, after agreeing to 
d e l i v e r s e c t i o n a l u n i t s f o r 
S 10,800 each, announced that 
i t could not afford to sell them 
for less than $16,000. Another 
m o d u l a r c o m p a n y , P r e b u i l t 
Homes, was l inked to an alleged 
mafioso. 

I n f rustrat ion, Redman I n 
dustries of Dallas finally sold 
to other customers the modules 
i t had bu i l t for Detroit . (The 
private agency, w h i c h is s t i l l 
pushing the Detroi t program 
w i t h some new companies, was 

the inspiration for Operation 
Breakthrough.) 

2. 

Big builders resist 

No one has yet cracked the big-
builder market—and for two 
reasons: 

1. Large and eff icient home-
builders can s t i l l bu i l d cheaper 
houses than any assembly l ine. 
There are many towns where 
Stirling Homex's S 16-to-S 19-a-
sq.-ft. units wou ld be the most 
costly houses i n sight. 

2. The factories cannot yet 
satisfy a real giant, foe Grasso 
of M H S jokes about a Florida de
veloper who was interested i n 
ordering 22,000 units. Says 
Grasso: " A l l the modular fac
tories combined couldn' t come 
close to f i l l i n g that order." 

Some observers doubt that 
the big-builder market w i l l ever 
materialize. The largest builders 
—Levitt 8k Sons, Boise Cascade, 
Kaufman &. Broad, and others-
intend to open their o w n modu
lar factories rather than buy 
f r o m independents. 

3. 

Small builders join in 

I n theory, the small-volume 
builder wou ld be saved by be
coming the modular producer's 
marketing arm. The ineff ic ient 
builder, who struggles to finish 
20 conventional houses a year, 
wou ld be freed to acquire local 
sites, zoning and sales for pack
ages of 200 factory-built units 

The theory may prove out. 
Both U n i t e d Research Homes 
and Hercoform, a un i t of W i l 
mington's Hercules, intend to 
o r g a n i z e n e t w o r k s o f l o c a l 
builders. A n d specialized modu
lar builders are emerging. 

John Blackson is such a spe
cialist. He formed Towne De
velopment Co. of New Castle, 
Pa., when he shifted f r o m plan
n ing to developing i n 1968. This 
year, his company w i l l bu i ld 
400 units. 

Blackson remains bl issful ly 
unfami l ia r w i t h the term tract 
builder and w i t h most other 
pigeon-hole descriptions i n the 
tradit ional builder's everyday 
lexicon. 

" I ' m a modular developer," 
he says, "not a homebuilder. 
We b id on turnkey jobs, order 
units f r om a producer, and pre
pare the foundations. We don't 
even erect the houses. We leave 
that to the producer." 

Right now, companies such 
as Towne are scarce and busy. 
But some mod producers fear 
that, i n general, builders w i l l 
prove to be ineff ic ient and un
reliable. 

"They are sloppy business
men," says Paul Zimmer , whose 
Z immer Homes of Florida pro
duces both mobiles and sec
t ional houses. "Builders aren't 
used to factory scheduling." 

Z immer swears he learned 
that the hard way. A builder 
placed a large sectional order 
five months ago, then ran in to 
financing problems on the site. 
Z immer delayed production for 
six weeks before finally cancel
ing the order. N o w he demands 

a S 1,000 deposit and cash on 
delivery. I f a builder falls more 
than two weeks behind sched
ule i n preparing lots, Z immer 
pockets the deposit and cancels 
the order. 

Nashua Mobi le Homes, the 
company that stepped out of 
modules, laid its departure part
ly to the builders' inab i l i ty to 
finance t h e i r s u b d i v i s i o n s . 
Scholz Homes ran in to the same 
problem. 

Housing consultant Robert 
Vahsholtz of Slayter Associates, 
who advises both builders and 
modular producers, takes this 
two-sided approach: 

" W h e n I t a l k t o s m a l l 
builders, I urge them to aff i l ia te 
w i t h modular producers. But 
when I advise producers, I tel l 
them to stay away f r o m Lit t le 
loe the builder." 

4 . 

Mods make own market 

Chicago's D ick Beitler and sev
eral other housing experts be
lieve that the most successful 
modular producers w i l l bu i ld 
for their own accounts. Builders 
such as Levi t t w i l l consider 
their o w n tracts as their pr i 
mary market. Seattle's McGra th 
Corp. has already added its first 
factory houses to the model 
areas of its conventional subdi
visions. 

M a n y other modular compa
nies w i l l bu i ld for themselves 
too, but on ly occasionally, 
when outside orders lag. 

— F R A N K L A L L I 
TO NEXT PAGE 

Wall panel moves under power nailer. . . . . and wall, wi th interior finish added, is attached to floor. Workmen install prehung door . . . 
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A note from the author: 

: How I spent 
the spring 
in moduleland... 

In a word, frustrated. analysts, and builders, I added 
In five years with this mag

azine. 1 have never written a 
story about which press agents 
were so tenacious and the facts 
so elusive. The survey of mod
ular housing grew from a three-
week assignment to a nine-
week odyssey. 

Other reporters have en
countered like problems. A re
spected financial writer says 
without equivocation: "The 
modular article was tlie tough
est I ever did. I spent weeks re-
checking facts." 

And Wayne Endicott of A u 
t o m a t i o n i n Hous ing reports 
that overzealous press agents 
and misleading statistics 
caused him to credit four com
panies with thousands of mod
ular houses that they never 
built. Says Endicott: 

"I have a list of 311 compa
nies that claim to be in mod
ular housing. It can't be true. 
The list must be exaggerated." 

I began research in March 
with a more modest list. After 
interviewing executives, stock 

several solid companies. But I 
had to eliminate others. 

Some mobile home compa
nies claimed to be producing 
sectional units, but closer ex
amination revealed that the 
units were merely double-wide 
mobiles. 

Big companies, claiming to 
be in the field, had no factories. 

Others with assembly lines 
inflated production statistics by 
counting modules built rather 
than housing units. (It usually 
takes four modules to make a 
house.) Or they counted the 
same units twice-once as they 
left the factory and again as 
they were erected on site. 

'Five weeks' investigation 
turned up only 40 companies 
with active assembly lines. So I 
traveled the East Coast in 
search of the companies I had 
surely overlooked. 

But, after four more weeks 
and two postponed deadlines, 
1 concluded that 1 had not 
missed them. 

They didn't exist -P.L. 

Mod companies: 
most dip a toe, 
but some 
are already all wet 
Even those at poolside realize 
that the plunge in to the modu
lar field holds peri l as we l l as 
promise. 

So the great major i ty of cor
porations that are interested i n 
modules are taking i t slow and 
easy. 

Says a typical corporate ex
ecutive: "Ca l l me an interested 
observer. I want to learn f rom 
the mistakes of others." 

Such cautious executives seek 
to avoid the first b ig mis t ake -
entering the field ill-prepared. 
Housing observers agree that a 
would-be module maker should 
have at least three prerequisites: 

1. Plenty of patient money 
for research and development 
of prototypes. 

2 . Experience i n assembly-
line manufactur ing to produce 
modules at the r ight price. 

3. A thorough knowledge of 
local housing markets to fac i l i 
tate sales. 

In general, the pioneers — 
brand new module makers, ma
jor mobile home manufacturers, 
large homebuilders, and indus
t r ia l giants—seem wel l qualified. 

Here's an extensive survey of 
the pioneering companies and 
how they are doing. 

. . . and window . . . . then attach a second wall and fit the corner. Prebuilt tub is first of the mechanical systems installed. 
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The newest module makers look weak, but they have some hidden muscle 
O n paper, the few companies 
that are betting everything on 
modular housing seem to be the 
weakest i n the field. 

These are yo img companies 
that lack both the management 
depth and the financial re
sources of an industrial giant— 
or even a major homebuilder. 

But, i n fact, the pure module 
makers are years ahead of their 
competit ion. Most have been 
producing units for a year, 
whi le the giants have only been 
studying the field. 

A n d , though the module 
m a k e r s l a c k u n l i m i t e d re
sources, they have had good 
support f r o m W a l l Street. The 
Street wants to put its money 
directly into modular housing, 
rather than into a company 
f r o m an outside industry that 
is only branching into modules. 

A n investment banker says: 
"It 's tough enough to pick the 
right field. So w h y should I put 
m y money i n a company that is 
only 5% i n modules and 95% 
i n something else?" 

Stirling has 1,300 built 
and orders for $30 million 

When skilled labor ran short i n 
Rochester i n 1966, David and 
B i l l St i r l ing began th ink ing 
about factory construction. 

The brothers continued to 
bu i ld 300 apartments and town-
houses a year whi le they sought 
financing. I n 1968, w i t h an as
sist f r o m a banker and mort
gage broker named Flarper Sib

ley Jr., t he S t i r l i n g s ra i sed 
enough to bu i ld a 66,000-sq.-ft. 
assembly line i n nearby A v o n . 

The brothers started slowly, 
bu i ld ing showcase projects on 
their o w n land. Sibley supplied 
in ter im financing and arranged 
mortgages f rom Metropol i tan 
Life. 

Then came 1969. The com
pany w o n a 1,500-unit contract 

i n A k r o n and was off and run
ning. 

To clear the track for f u l l pro
duction, Stir l ing sought a fac
tory-labor agreement w i t h the 
AFL-cio 's Un i t ed Brotherhood 
of Carpenters and Joiners. 

The resulting pact became a 
model for housing factories 
across the country. I t was nego
tiated by labor mediator Theo
dore Kheel of New York City, a 
f ami ly f r iend and Homex di
rector. (Kheel and his designees 
bought 200,000 shares of SH 
stock at S1 per share before the 
company went public. The 
stock was wor th about S2.05 
m i l l i o n i n the mid-May market.) 

Stir l ing has now bui l t 1,300 
m o d u l a r townhouses p r iced 
f rom $19,000 to $23,000, and i t 

claims a $30 m i l l i o n backlog of 
o r d e r s . A f a c t o r y t i g h t l y 
guarded by uni formed security 
men works two shifts to as
semble eight units a day. That 
rate approaches the plant's ca
pacity, and in formed sources 
say the company has discour
aged some new business w i t h 
builders. 

But a spokesman says Stir l ing 
is considering two new factories 
for Ohio and New England. 
One w i l l tu rn out concrete 
modules for two high-rise apart
ments the company w i l l bu i ld 
for Operation Breakthrough. (In 
an expansive mood, David Stirl
ing told an A k r o n reporter last 
August that he planned to bu i ld 
11 factories throughout the 
country by 1972.) 

St i r l ing got $6.1 m i l l i o n for 
expansion f rom its i n i t i a l stock 
offer ing i n February. The issue 
brought i n $19.3 m i l l i o n . But 
by selling their own shares, i n 
siders, inc luding the Stirlings 
and Sibley, got $11.8 m i l l i o n of 
the total for themselves. Asked 
about this, Executive Vice Presi
dent Yanowitch replied: 

"The $6 m i l l i o n was all the 
company needed. I t was fi
nanced soundly even before the 
of fe r ing ." 

T h e S t i r l i n g boys , t h e i r 
father, and board member Sib
ley s t i l l o w n 59% of the 8.4 
m i l l i o n common shares. 

The company is expected to 
earn $2 m i l l i o n on sales of $20 
m i l l i o n this fiscal year, roughly 
double its 1969 figures. 

Modular Housing Systems 
bursts out of its garage 

Curtis Toml inson wanted to 
bui ld 37 units on land he 
owned i n rural Pennsylvania. 
So he called on Joseph Grasso 
of Presidential Homes, a prefab 
company. They started talking. 

Tomlinson had some ideas 
about modular housing. As d i 
rector of corporate develop
ment, he had helped W e i l -
McLain , an Indiana furnace 
manufacturer, acquire two sec
tional house companies. Grasso 
had ideas too. 

In January, 1969, the two 
leased a six-car garage near 
Northumberland, Pa., and be
gan bui ld ing modular proto
types. By August they had sold 
al l of two units, but i n October 
they raised $2.3 m i l l i o n i n a 
public stock offering. 

The company. Modula r Hous
ing Systems, has sold only 150 
modular townhouses so far, and 
production is a marginal tliree 
units a day. But Vice President 
Grasso says MHS'S 90,000-sq.-ft. 
factory w i l l h i t its 10-house-a-
day capacity i n October. What 's 
more, ground is being broken 

Workmen quickly add toilet and sink to 
complete the bathroom . . . 

. . . then install furnace and ducts . . . and hot water heater. The furnace and heater arc placed 
behind a sliding panel to facilitate on-site inspection. 
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for a t w i n factory next door. 
Like Stir l ing Homex, M H S has 

b u i l t o n l y t w o - s t o r y t o w n -
houses. But i t too plans to 
branch in to garden apartments 
and high-rise apartments this 
year. 

A f u l l 70% of its production 
is earmarked for local housing 
authorities. The rest goes to 
small builders. Grasso hopes 
for a 50-50 ratio next year. 

A stock analyst estimates that 
M H S could earn $2.50 a share 
on sales of $25 m i l l i o n i n the 
fiscal year ending August 30, 
1971. This year, i t w i l l break 
even on sales of $6 m i l l i o n . 

Modular Homes risks 
an entry into Detroit 
Roger Richards is moving his 
fledgling company into Detroit 's 
modular program w i t h his eyes 
wide open. 

Richards, who also heads a 
Detroi t savings and loan asso
ciation, knows that delays and 
snafus have dr iven two other 
modular companies out of the 
program, at least temporarily, 
He also knows that the agency 
running the operation has been 
notoriously ineffective. To date, 
the Metropol i tan Detroit C i t i 
zens Development Au thor i ty 
has spent $3 m i l l i o n to erect a 
mere 65 dwel l ing units. 

Nevertheless, Richards has 
agreed to deliver 67 two-story 
townhouses to the authori ty at 
815,000 to $20,000 each. The 
company's four-bedroom uni t 
has 1,284 sq. f t . 

This w i l l be Modular Homes' 

first big sale. The Adr ian , M i c h . , 
company has produced only 50 
units since Richards and four 
business associates founded i t 
late i n 1968. 

f 
United Research's boss 
gets himself boxed in 
President Robert Geimaro told 
Fortune magazine that his com
pany w o u l d produce 3,600 sec
tional houses this year and post 
sales of $40 m i l l i o n . 

Thas was i n February, when 
his six-month-old company had 
only a 38,000-sq.-ft. plant w i t h 
an annual capacity of 364 units. 

The former plastics executive 
then ran into delays i n adding 
plant space. As the $40 m i l l i o n 
goal seemed to move beyond his 
grasp. Un i t ed Research Homes 
stock continued to parachute 
down f r o m cloud nine. I n al l , i t 
sank f rom 24 (in December) to 
$6, w h i c h was $6.50 below its 
November offer ing price. 

The company seems destined 
to post heavy losses this fiscal 
year, ending July 31 . As fo r 
Gennaro, he has set a new (and 
rather more modest) goal; 5,000 
units by the middle of next year. 

Last mon th . Un i t ed broke 

through its factory log jam. I t 
added three factories, inc luding 
one i n Hazelton, Pa., that i t ac
quired f r o m Redman Industries. 
I n August, the company w i l l 
add s t i l l another plant to br ing 
assembly space to 318,000 sq. f t . 

Gennaro says production w i l l 
reach 520 units a mon th , or 
6,240 a year, by fa l l . 

But the hard figures are s t i l l 
modest. Un i t ed has sold about 
70 sectionals priced f r o m $9,000 
to $13,000, and i t has orders for 
another 600. Geimaro adds that 
he is organizing a marketing 
network of small and medium-
size house bu i lde rs i n and 
around Washington, D.C. 

Shelley stacks its boxes 
into checkerboaid houses 
Shelley W. Shelley was stumped. 

He wanted to abandon a tra
di t ional concrete-panel system 
that he had developed during 
eight years i n Puerto Rico and 
switch to modular construction. 
But concrete boxes stacked side 
to side create uneconomical 
double walls. 

So Shelley got the idea of 
stacking boxes i n a checker
board design that le f t space for 
extra units between boxes. 

T h e i d e a has j u s t b e e n 
awarded one patent and others 
are pending. 

Last year, the company cre
ated an open-air assembly area 
near San Juan and began pro
ducing 500 units for high-rise 
apartments sponsored by the 
Puerto Rico Urban Renewal and 
Housing Corp. The company is 
manufactur ing four units a day. 
About 130 have been stacked, 
but none has yet received final 
code acceptance. (None of the 
Puerto Rico units includes heat
ing or air-condit ioning systems.) 

Shelley's son Dan says Shel
ley Enterprises w i l l bu i l d a 
closed factory next year to pro
duce another 1,000 units for 
Puerto Rico. The company also 
plans a high-rise i n Memphis 
for Operation Breakthrough. 

Meanwhi le , Dan's father has 
created a company called Shel
ley Systems of N e w York Ci ty 
to license U.S. builders to use 
his bui ld ing methods. The first 
to sign up: H & . H Construction 
Co. of Whi t e Plains, N .Y . 

U.S. Home &. Development 
Corp. of New Jersey has been 
t ry ing to acquire both the Sys
tems and Enterprise compa
nies. (A private consultant hired 
by U.S. Home reports that "the 
cost advantage of Shelley's sys
t e m over c o n v e n t i o n a l con
s t r u c t i o n i n a represen ta t ive 
geographic area such as M i a m i 
. . .could range f r o m 16 to 27%.") 

However, Dan Shelley refuses 
to comment on U.S. Home's 
takeover o f f e r . A n d ins ide 
sources say U.S. H o m e w i l l 
have to adjust its or iginal offer 
to close the deal. 

Electrical wiring is adjusted by workman . . . and work is immediately checked on 
assembly line by an insurance company's inspector. 

Roof panels are built continuously 
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To the mobile home makers, the modular highway is still a detour 
The mobile home industry is 
branching into modular hous
ing at a surprisingly slow pace. 

Housing observers had pre
dicted that a l l major mobile 
makers wou ld convert at least 
a few factories by now. But such 
giants as Skyline and Fleet
wood have yet to sell a modular 
house. 

Fleetwood, w h i c h has 28 fac
tories, has bu i l t one modular 
prototype—to mobile home spec
ifications. Financial Vice Presi
dent Dave Marr iner jests: 

" D o you t h ink we can put 
some glamor back in to our 
stock by ta lking about what we 
have accomplished i n the mod
ular field?" 

Several other companies that 
claim to be bui ld ing modules 
are merely producing double-
wide mobiles. 

Supporters and critics offer 
sharply contradicting explana
tions of the industry's apparent 
lack of interest. 

The supporters say the com
panies have been too busy bui ld
ing mobiles to experiment. 

" N o w that sales are slowing," 
says Dick M i t c h e l l of the Mo
b i l e Homes M a n u f a c t u r e r s 
Assn., "we w i l l see more re
search i n the modular field." 

But critics insist that many 
mobile companies realize that 
they cannot make a prof i t i n 
modules. A typical skeptic con
tends: "Most mobile home plant 
managers don't know the first 
th ing about reading a blueprint 
or bu i ld ing a quali ty product." 

Marlette Homes adapts 
mobiles as sectionals 

Marlette is one of the mobile 
companies that produces sec
t ional units that are s tr ikingly 
similar to double-wides. 

M a r l e t t e ' s sect ionals have 
2x4 f raming and rest on founda
tions. They do not carry FHA ap
proval, however, and they are 
so ld t h r o u g h m o b i l e h o m e 
dealers rather than through 
homebuilders. The units cost 
S9,000 to S 14,000. 

The company, based i n Mar
lette, M i c h . , has produced sec
t ional models for four years, 
and sectionals accounted for 
15% of the company's 8,000 
units i n 1969. Executive Vice 
President Wayne Swett says the 
ratio w i l l reach 25% this year. 

Marlette's is s t i l l not experi
ment ing w i t h stack-up units at 
any of its five factories. 

" N o market for that yet," 
says Swett. 

Guerdon takes a step in 
—and another step out 

Guerdon Industries was a mod
ular pioneer—the first company 
to stack modules i n an FHA proj
ect and one of the first to supply 
units to a big city (Chicago). 

But sources close to the Lex
ington, Ky., company say i t has 
rarely made a prof i t on mod
ules. A n d now Guerdon seems 
to be making contradictory 
moves. 

The Ci ty Investing aff i l ia te 
has unveiled a new steel-and-
concrete system for offices and 
a p a r t m e n t s [ N E W S , M a r c h ) . 
Guerdon claims a $15 m i l l i o n 
backlog of orders, p r imar i ly for 
overseas mi l i t a ry projects. 

But i n the last mon th the 
company sold one of its major 
modular factories, i n South 
F l i l l , Va., to a potential com
petitor. Universal Leaf Tobacco 
of Richmond. 

National blames modules 
for sapping its profits 

Chairman James Price now ac
k n o w l e d g e s t h a t N a t i o n a l 
Homes s t i l l cannot operate its 
modular plant at a prof i t after 
18 months of t ry ing. 

The prefab and mobile com
pany has had some bitter dis
appointments. Its Chicago hous
ing program bogged last year, 
and production for a similar op
eration i n At lanta has been de
layed since October. N o w i n 
side sources say Nat ional has 
shelved plans for new modular 
factories on the East Coast. 

The company reported sales 

of $143 m i l l i o n for the year 
ended Feb. 28, up 49%. Earn
ings rose only 14%, to $2.8 m i l 
l ion , partly because of $2.2 
m i l l i o n i n start-up costs for 
modulars i n National 's plant at 
Lafayette, Ind . 

Price s t i l l maintains a bold 
f ront . 

"Our modular business is less 
than 18 months o ld , " he says. 
"Indications are that i t w i l l be
come an increasingly important 
part of National 's business." 

Zimmer looks hard 
for the easiest way 

The Florida company is indeed 
"deep i n sectional housing," as 
President Paul Z immer puts i t . 
But i t is expanding cautiously. 

Z i m m e r Homes' factory at 
Pompano Beach has a capacity 
of five units a day, or 1,300 a 
year. But i t produced only 400 
sectional units last year and 
they accounted for only 10% of 
$45 m i l l i o n i n sales. Current 
output is eight units a week, or 
a rate of 416 a year. A l l are FHA-
approved. 

Z immer has scared off some 
business by demanding heavy 
depos i t s , a n d the c o m p a n y 
shuns areas that have stiff 
bui ld ing codes or active bui ld
ing craft unions. I t has also 
postponed plans to bu i l d a fac
tory i n Pennsylvania. 

"We may go i n later this 
year," says Zimmer , "but I want 
to be sure I have the right for
mula work ing down there." 

TO NEXT PAGE 

. . . and stacked beside assembly line. . . . The roofs are then l i f ted into place by overhead wires 
as finished boxes move down the line. 

The finished module looks like this. 

H & . H JUNE 1970 71 



Homebuilders are ready and waiting—but they have more homework 
The h o m e b u i l d i n g i n d u s t r y 
seems poised for the eventual 
swing in to modules. 

U n l i k e many mobile home 
makers, the big homebuilders 
are making firm plans to oper
ate module factories. Most of 
the output w i l l go in to the 
builders' o w n subdivisions, re
placing houses now bui l t tradi
t ionally. The overflow produc
t ion w i l l be sold i n wholesale 
l o t s t o n e t w o r k s o f s m a l l 
builders. 

But the big sh i f t is years 
away, for stick-by-stick bu i ld ing 
is s t i l l the cheapest way to pro
duce a house i n most areas of 
the country. (For one builder's 
cost comparisons, see page 75.) 

Zachry closes factory 
while redesigning boxes 
H . B. Zachry &. Co., the big 
San An ton io developer-builder, 
shut its modular operation eight 
months ago and began mod i fy 
ing its construction system. 

The company had stacked up 
three major projects w i t h con
crete boxes i n two years—a 100-
un i t motel , a 22-story H i l t o n 
Hotel , and 140 units of low-rise 
government housing. 

The old system was fine for 
hotels and proved a spectacular 
technique for the $9 m i l l i o n 
high-rise. But the low-rise was 
expensive and a reporter adds: 

" T h e b u i l d i n g s are u g l y . 
That's the only word . " 

Zachry's housing director. 

Douglas Tincr , says the rede
signed low-rise prototypes w i l l 
have flexible floor plans. A n d 
the buildings w i l l omi t the 
costly double walls of conven
tional stack-box construction. 
But beyond that he says l i t t l e 
except: "The new system is our 
secret." 

The prototypes w i l l appear i n 
August, and the company hopes 
to produce 84 units a mon th by 
fa l l , a l l for its o w n account. 

Pemtom system is so new 
it doesn't even exist 
The Minneapolis homebuilder 
was lured into modulars by Sec
r e t a r y R o m n e y ' s O p e r a t i o n 
Breakthrough. 

N o w the $20 m i l l i o n com
pany w i l l bu i ld a total of 100 
modular units i n Kalamazoo 
and I n d i a n a p o l i s f o r Break
t h r o u g h . T h e sys tem, ca l l ed 
UNiMOD, produces at a price of 
S l 2 a sq.ft. before land and fi
nancing charges. Other details 
are vague. 

Vice President Robert Eng-
strom points out : 

"Breakthrough has been crit

icized for fa i l ing to produce new 
designs. But U N I M O D is so new 
that we don't really have i t 
worked out yet." 

Pemtom also builds mobile 
homes for college housing. 

McGrath breaks the ice 
with modules for Alaska 
The Seattle company w i l l barge 
200 modular townhouses to the 
Univers i ty of Alaska i n Fair
banks this year. 

V i c e P r e s i d e n t D a v i d 
M c G r a t h says his modules are 
made to withstand the stresses 
of sea transport and the Alaskan 
climate. 

The wood-frame shapes w i l l 
be manufactured i n a converted 
hangar, and the cost of $20 a 
sq. f t . w i l l f a l l w e l l below Alas
ka's rates for t radi t ional con
struction. The Seattle factory 
covers 56,000 sq. f t . and can 
tu rn out 1,000 units a year. Pro
duction starts this mon th . 

M c G r a t h (oxc) has added two 
other module prototypes to the 
houses he displays i n conven
t ional subdivisions. The com
pany expects to sell 250 modu
lars this year along w i t h 550 
tradit ional houses. 

Alco Universal tries 
to shift into high gear 
The Mich igan company has 
erected only 20 sectional houses 
i n t he s ix m o n t h s s ince i t 
opened its East Lansing factory. 

N o w Vice President Jack 
Pentecost says the plant, cover
ing 125,000 sq. f t . , w i l l produce 
at the rate of 35 units a week 
this month . I f that pace is main
tained, Alco w i l l t u rn out 840 
sectionals i n the last half of 
1970. 

But Alco , a subsidiary of VTR 
Inc. (Amex), has orders for only 
140 units, inc luding 58 for the 
Detroi t housing authority. The 
company w i l l manufacture the 
rest of the units for its o w n ac
count. I t w i l l also bu i ld 1,500 
conventional housing units i n 
Mich igan and Florida this year. 

Prestige Structures, the Alco 
un i t that actually manufactures 
the Si 1,000 sectionals, has be
gun experimenting w i t h vaca
t ion and townhouse designs. 

Behring prescribes mods 
for its ailing profits 
W h i l e th i s F lo r ida b u i l d e r ' s 
sales have been rising, its prof i t 
margins have been shr inking. 

The Behring Corp., w h i c h 
sells the Florida retirement mar
ket, retailed 426 houses at a 
gross prof i t margin of 22% i n 
1967. But rising labor and mate
r ia l costs have cut that margin 
i n the last two years. The com-

Outside the factory—in shipping area—finished modules are placed 
on running gear and wrapped wi th plastic for trucking. 

At the site, the modules are stacked to form townhouse units, 
(six boxes make a unit.) Here crane hfts second-story box . . . 
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pany sold 1,500 houses i n 1969, 
but its prof i t marg in f e l l to 
about 8% despite land sales that 
accounted for a whopping 60% 
of gross earnings. 

P r e s i d e n t K e n B e h r i n g 
spotted the downtrend early, 
and he devised a potential rem
edy—cost-cutting modular con
struction. The company began 
p lanning a factory i n 1968, and 
i t sought a merger partner to 
provide the $5 m i l l i o n needed 
f o r t h e s h i f t to m o d u l e s . 
( "Which , " says one canny hous
ing expert, "is a he l l of an in 
vestment for the first t ime out 
of the box.") 

Na t iona l Gypsum of Buffalo 
took a long look but pul led out 
last May, when Behring began 
ta lk ing of 20 mu l t im i l l i on -do l 
lar factories to span the country. 

" A plan this big scares a lo t 
of companies," said Behring 
when the merger collapsed. 

(National Gypsum is now re
portedly planning 10 modular 
factories of its own.) 

Lone traveler. Behring pushed 
on a lone. I t inves ted about 
$800,000 and bu i l t f ive steel-
frame prototypes by hand. A n d 
i n February the company sold 
$11.5 m i l l i o n i n stock, earmark
ing $4.7 m i l l i o n for a factory 
opening i n Fort Lauderdale this 
summer. 

The plant w i l l have 300,000 
sq. f t . of work space and a vir
tual ly boundless potential, but 
i t may strain the corporate man
agement. A housing expert who 
has watched Behring's growth 
wams: 

" U n t i l now, they subcon

tracted everything. That fac
tory's huge payroll w i l l force 
the executives to face all the 
problems of a giant employer." 

Ken Behring hopes to sell the 
f a c t o r y ' s e n t i r e o u t p u t o f 
$13,000-$20,000 units i n his 
Florida retirement communi
ties i n 1970. "The modular units 
w i l l be a better buy than con
ventional houses," he says. 

The company w i l l expand its 
so-called Mod i f l ex l ine w i t h 
garden apartments this year and 
high-rise apartments i n 1971. 

Forest City has plans— 
now it needs a factory 
The Cleveland company is six 
months away f r o m breaking 
ground for a modular plant. 

"We have the blueprints," 
says Executive Vice President 
Nathan Shafran, "but not the 
land." 

Forest Ci ty Enterprises has 
operated a component factory 
since 1942 but has bu i l t only 
six sectional-house prototypes. 

The Mayer Co. will build 
mods for its subdivisions 
The big St. Louis homebuilder 
p lans a f a c t o r y to p r o d u c e 
$ 1 5 , 0 0 0 - $ 2 2 , 0 0 0 m o d u l a r 
houses for sale i n a 162-acre 
subdivision. 

The plant and the single-
fami ly prototypes are being de
signed by the Cal ifornia archi
tect Barry Berkus and his new 
public company. Environmental 
Systems International , w h i c h 
w i l l erect factories for other 

builders and manufacture its 
own modulars i n California. 

(For more on the Mayer and 
Berkus operations, see p. 56.) 

Levitt hopes to have 
six factories by 1980 
Af te r two years of study, the 
newly formed Levit t Housing 
Systems C o r p . has b r o k e n 
ground for its f irst modular fac
tory i n Battle Creek, M i c h . 

The Levitt &. Sons subsidiary's 
president, Charles Biederman, 
i n t e n d s to b u i l d f i v e m o r e 
plants before 1980. 

The first factory, w h i c h could 
produce 4,000 units a year on 
two shifts, w i l l supply $20,000-
$25,000 townhouses to the Le
v i t t subdivisions i n Chicago and 
Detroit . 

"We went into factory hous
ing because there is a shortage 
of skilled labor that w i l l not 
ease i n the next 10 years," Bie
derman explains. "Convent ion
al construction won ' t meet the 
housing demand. Factory hous
ing offers a way out." 

He adds, nonetheless, that 
Levit t expects no i n i t i a l cost 
savings. 

Eli Broad stands back 
to take a better look 
The chairman of Kaufman &. 
Broad calls his pol icy "cautious 
innovat ion." 

T h e $100 m i l l i o n home
builder acquired a $17 m i l l i o n 
m o b i l e home m a n u f a c t u r e r , 
Biltmore Mob i l e Homes, last 
October as the nucleus for an 

industrialized housing group. 
But management has not begun 
to t inker w i t h sectionals or 
modules. 

Says Senior Vice President 
Sanford Levine at K&B'S LOS A n 
geles headquarters: 

"We t h ink significant vo l 
ume of modular houses is at 
least three years away. So we 
aren't rushing i n . Too many 
companies have lost money." 

B i l t m o r e w i l l e x p e r i m e n t 
w i t h sectionals and modulars 
late this year. 

Jersey builder teams up 
with a container maker 
Says Bob Schmertz, president of 
New Jersey's Leisure Technol
ogy Corp.: 

"The container people said, 
'Tel l us what k i n d of box to 
bu i ld and we ' l l do the rest.' " 

T h e c o n t a i n e r c o m p a n y , 
Strick Trailer of Langhorn, Pa., 
was once part of Detroit 's Frue-
hauf Corp., w h i c h likewise has 
big plans for modules. 

Schmertz says both he and 
St r ick are i n v e s t i n g " h u s k y 
money" i n the U N I T E C H ven
ture. Yet Strick, a $102 m i l l i o n 
company, claims its investment 
w i l l amount to only $50,000. 

Production seems years away. 
I n the m e a n t i m e , the com
panies are doing what so many 
other companies are doing—ce
ment ing relations w i t h Uncle 
Sam. 

"The first th ing we d id , " says 
Schmertz, "was to hire a Wash
ington representative to work 
w i t h H U D . " 

TO NEXT PACE 

. . . and lowers it into place. The stacking is repeated on the other side of the building. 
This is the first story box . . . 
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Big industry: "We can build modules'—and homebuilders say: "Show us!" 
The nation's big corporations 
have been t ry ing to buy their 
way into housing for years. 

Results have been dismaying 
for the most part, although the 
performance of Boise Cascade 
and International Telephone 
remain notable exceptions. 

I t is no surprise that a f lock 
of giants have fresh mi l l ions 
ready for the new modular 
game. Executives insist its an
other f o r m of manufactur ing. 

Most veteran builders remain 
skeptical. One comment: 

"I 've forgotten more about 
housing than those big shots 
w i l l ever learn." 

The anti-cigarette drive 
swings company to modules 
Universal Leaf Tobacco read the 
anti-smoking publ ic i ty and be
gan looking for other business. 

The road led to modules. 
So the Richmond company 

h i r e d f a c t o r y manager I v a n 
Houenstein away f rom Guer
don and gave h i m an interest 
i n a new modular subsidiary, 
USCO Inc. 

I n six months the subsidiary 
has established these factories 
w i t h a total of 418,000 sq. f t . of 
work space: 

1. Part of a tobacco ware
house i n Smithf ie ld , N.C. , con
verted to part-time modular 
construction. The plant w i l l 
produce four modules a day 
f r o m December to August and 
revert to tobacco storage for the 

rest of the year. "This is a pi lo t 
project," says Houenstein, "to 
determine whether we can train 
tobacco people to supervise 
modular construction." 

2 . A second warehouse i n 
Fairmont, N.C. , w i t h 100,000 
sq. f t . The goal is six modules a 
day on a year-round schedule. 

3. Guerdon's former plant i n 
South H i l l , Va., w h i c h Univer
sal bought i n February. I t makes 
mobile homes and two section
al units a day. 

4. A factory i n Remington, 
Va., that can produce five apart
ment units every two days. 

Houenstein claims that his 
staff, recruited main ly f rom 
South H i l l , has more practical 
experience i n modules than any 
other team. 

"The other companies," he 
says, "are only ahead of us i n 
publ ic i ty . " 

Boise Cascade moves in 
on all factory housing 
The lumber giant—which is also 
the nation's largest shelter pro
ducer—wants to bu i l d a l l types 
of factory housing. 

John Frey, w h o heads the 
housing division, explains: "We 
want to be geared up to f o l l o w 
the trends." 

The Idaho corporation has 
just opened its f i rs t modular 
plant i n Baltimore, A n d i t plans 
to convert as many of its 30 
existing housing factories as 
possible to t w i n use. 

The timetable is vague. 
"We're converting as fast as 

we can," Frey says, but so far 
only four of Boise's 20 mobile 
home plants are equipped to 
make modules. None of its pre
fab factories has been converted. 

The converted mobile home 
plants i n Idaho and Utah pro
duced 710 sectional and modu
lar houses last year, but they 
represented only 1.3% of the 
57,332 units Boise bui l t . 

The percentage should rise 
this year. The Baltimore plant, 
a converted hangar w i t h 100,000 
sq. f t . , is tu rn ing out two units 
a day for a developer i n Hart
ford, Conn. , and production is 
scheduled to reach five a day. 

Scholz puts a padlock 
on first modular plant 
In land Steel's Scholz Homes 
subsidiary is months behind 
schedule.* 

The Toledo prefabber has 
abandoned i t s f i r s t m o d u l a r 
plant and its or iginal plan to 
sell sectional houses to home-

builders. 
" A n assembly l ine needs mass 

orders," says President Donald 
Scholz. "But savings and loan 
associations are f inancing only 
10 houses at a t ime. So we have 
shelved the single-family houses 
for now." 

But Scholz Homes is bu i ld ing 
modular apartments i n Toledo. 
I t has a jo in t venture w i t h the 
Stiles Hat ton Co., w h i c h is sup
p ly ing 176 stack-up boxes f rom 
its Grand Rapids factory. Those 
u n i t s are c o n v e n t i o n a l l y f i 
nanced, but Scholz is t ry ing to 
arrange FHA f inancing for an
other 2,500. 

' Inland paid $85.8 mi l l ion tn cash and 
stock for Scholz in February. 

Explosives maker enters 
the mod field with a bang 
Hercules has just acquired the 
original modular builder—Mod-

. . . and here is the second-story. Modular townhouses have a look similar to stick-by-stick units when they are finished. 
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ular Structures Inc. of Bethesda, 
M d . 

Modular 's A lan Glen started 
ta lk ing about modules five 
years ago, when he was bui ld
ing conventional houses i n col
lege towns. "Our subcontrac
tors caused us to miss the back-
to-school season," he says, "and 
I started wondering whether 
there was a better way to b u i l d . " 

Archi tect Paul Rudolph sug
gested modules, a concept he 
had encountered i n the early 
1950s. 

So Glen spent two years try
ing to convince a succession of 
eight mobile home companies 
to manufacture the boxes. Fi
nally, i n 1967, he broke ground 
for a project i n Amherst, Mass. 
The 312 units come f r o m the 
Guerdon factory i n South H i l l , 
Va. ( H & H , A p r i l '68). 

Glen ' s c o m p a n y has n o w 
erected some 500 modular units 
supplied by five different mo
bile home companies. I t w i l l 
put up 636 units i n three East 
Coast towns this year. 

The Hercules entry. Hercules 
Inc., of W i b n i n g t o n , Del . , w i l l 
create a three-pronged modular 
subsidiary, Hercoform Inc., w i t h 
Glen's company as the market
ing arm. The i n i t i a l Hercules 
investment: $10 m i l l i o n . 

Glen's expanded 20-man staff 
w i l l arrange jo in t ventures w i t h 
b u i l d e r s a n d r e a l t o r s f r o m 
M a i n e to W a s h i n g t o n , D . C . 
"We need the man's land and 
local know-how," Glen says. 
" A n d we are offer ing h i m a new 
and bigger role." 

A second Hercoform division 

w i l l supervise on-site assembly 
and a th i rd w i l l tu rn out the 
modules i n Scranton, Pa. 

"We w i l l bu i l d the factory 
f r o m scratch," says Glen, who 
hastens to add that he dis
couraged Hercules f r o m buying 
a mobile home plant for con
version. 

Hercoform is headed by a vet
eran Hercules executive, John 
Present. 

T n l T 

1 I * " 

Fruehauf: little house 
but a great big dream 

The trailer maker has bu i l t 
exactly one modular house. But 
i t says bl i the ly that i t w i l l sell 
half a b i l l i o n dollars' wor th of 
modules a year by 1975. 

Tha t wou ld make Fruehauf's 
modular business equal to cur
rent trailer and container vol -
ume-1969 profits of $26.3 m i l 
l i o n on sales of $536.8 m i l l i o n . 

The company, w h i c h has a 
pi lo t plant for research and de
velopment, is breaking ground 
next month for a 20-unit-a-day 
plant near its Detroi t head
quarters. Production starts next 
spring. 

Fruehauf's public relations 
director, Jack Olson, says three 

D e t r o i t bu i l de r s have com
mit ted to buy the company's 
steel-frame townhouses. A l l w i l l 
have a i r - c o n d i t i o n i n g a n d 
clothes washers and dryers. The 
price: a low 812,000 each. 

"We won ' t have to push for 
sales for at least two years," 
Olson claims. 

Chrysler hints at a plan 
to buy up the mod makers 

Afte r months of o f f ic ia l silence, 
an executive has apparently dis
closed just how the auto maker 
plans to enter the modular 
business. 

A t a recent home manufac
turers' meeting, a man who 
identif ied himself as Donald 
Henderson to ld the owner of a 
modular company that Chrysler 
was indeed ready to move i n . 

The owner asked: 
"How?" 
"By buying companies l ike 

y o u r o w n , " the e x e c u t i v e 
replied. 

Chrysler's corporate direc
tory shows Donald A . Hender
son as a former corporation 
construction supervisor. He is 
now an assistant to the vice 
president i n charge of diversi
fication. 

- F . L . 

How box costs stack up against stick building 

One big builder reports that i n 
southern California, at least, 
modular building is less expen
sive than on-site construction. 
The report comes from U.S. 
Financial Corp. which com
pared the costs of building of 

an identical l,290-sq.-ft. house 
with four different methods. 
U.S. Financial builds units 
with each of the methods ana
lyzed. So though the costs are 
largely estimates, they seem 
reasonably accurate. 

MODULAR PREFAB 
HOUSE HOUSE 

CONVEN
T I O N A L MOBILE 
HOUSE HOME 

Construction cost 

On-site costs^ 

9,670 S 10,900 Si2,270 $ 8,490 
.50/sf) ($8.50/sf) ($9.50/sf) ($6.32/sf) 

S 1,080 1,880 
l.45/sf) 

Delivery $ 350 

Set up % 300 

Sales expenses- $ 1,000 S 1,000 $ 1,000 

Construction finance-' $ 900 $ 900 $ 1,730 
(lot only) (lot only) 

Lot (6,000 sf) % 6,000 % 6,000 S 6,000 

Builder's overhead % 750 S 800 $ 1,000 

Builder's profit $ 2,000 S 2,000 $ 2,000 

SUB-TOTAL S22,850 $21,600 $24,000 

FHA discount (6 pts) % 1,400 $ 1,350 $ 1,500 

SALE PRICE $24,250 $22,950 $25,500 

Cost per square foot S 18.80 $ 17.79 $ 19.77 

(skirt & 
awning) 

.$ 500 

(taxes) 

$ 230 
(Hcense 

first year) 

$ 2,000 

$12,900 

$ 9.60 

lOn-site includes: u t i l i ty laterals, 
driveways and walks, concrete 
block foundation, screwjacks, and 
garage slab. 

2Sales includes: commission, es
crow, advertising, and models 
expenses. 

^Finance mcludes: interim loan 
fee, interest using one year to 
complete sales, and F H A processing 
fee. 
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How to put 
life 
into flat 
apartment 
sites 

V 

T H O T O S : M A R K O W P H O T O G R A P H T , I N C . 

Nature doesn't always cooperate with 
the apartment builder. At a time 
when environment is both a prime merchandising 
idea and a national cause, he 
more often than not finds himself faced 
with a treeless piece of land that has all 
the environmental excitement of 
a billiard table. So he must create 
his own environment, and the four 
apartment projects on the pages that follow 
show how this can be done. There are 
many aspects to the solutions: 
landscaping is of primary importance, 
and so is siting. But perhaps the most 
interesting—and promising—aspect 
is the way the masses and planes of the 
buildings themselves have been used 
to give the projects the drama that nature forgot. 
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Angled siting of interior 

buildings creates an intimate 

garden-like environment 

on a flat, rectangular site 

A n d it 's this environment, the architect 
and builder report, that accounts for much 
of the project's success. Since their opening, 
the apartments, i n Phoenix, have been 99% 
occupied even though their rentals ($175 
to $225) are 20% above the local market 
as we l l as 20% higher than budgeted. 

This is a high-density project—100 units 
on about three acres. But by angling the 
buildings, the architect (Barrie H . Groen &. 
Assoc.) and the bui lder /owner (Sti l lwell , 
Foster &. H a l l Inc.) produced a series of dif
ferently shaped garden courts w i t h chang
ing vistas and relieved what could have 
been a monotonous, straightline look. 

Simple local materials were used—ce
ment-washed concrete block, rough-sawn 
wood, and mission ti le. The structural sys
tem—solid masonry party walls and post-
tensioned concrete floors—was designed for 
noise reduction and f ire resistance. 

Exterior elevation shows Span
ish mood of Phoenix, Ariz., 
project. Buildings are con
structed of cement-washed 
concrete block and tile roofs. 
Two palm trees, far left, flank 
entrance which is through per
gola (photo, nght). Walk leads 
to interior court. 

1. •. 

l O F T 

Typical two-bedroom unit 
{above] has two f u l l baths. 
Units rent for $175 to $225. 

Swimming pool is central focus 
of main courtyard. Tower at 
rear holds elevator for units 
in three-story building. 
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P H O T O S : R O B E R T B R A N D E I S 

Hollow rectangles fit into 

an urban block pattern 

while letting tenants escape 

from urban hustle and bustle 
So your site's ideal—near the center of town 
and next door to shops, restaurants, and all 
the other conveniences apartment renters 
want . 

Fine. 
But how do you provide the secluded out

door areas that renters also want? The an
swer at this San Francisco project was to 
orient the apartments around four large i n 
terior courtyards — al l landscaped, three 
w i t h sw imming pools (photo, far right). 

The three-story, 514-unit project —250 
one-bedroom apartments and 264 s tudios-
occupies one city block and part of another. 
Beneath i t are rwo-level parking garages 
(section, right) w i t h elevators to the three 
apartment floors. Rentals range f r o m S l76 
ot S328, and facilities include a heal th club. 
Archi tect : Wurster, Bernardi &. Emmons. 
Builder: Wi l l i ams &. Burrows. Owners: 
Gerson Bakar, B & D Properties. 
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Street facade is irrcguar, allows 
maximum views without slab
like appearance. Private patios 
are behind fences on first resi
dential level. 

Interior courtyard (right) is in 
center of each building [see 
land plan, facing page]. Trees, 
water, and bridges provide 
peaceful oasis for iimer-city 
dwellers. 

Floor plans [left] show typical 
units. Section (below) shows 
all five levels. 
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A P A R T M E N T SITES C O N T I N U E D 

50 TT 
PHOTOS: WALTER dc L I M A MEYERS 

Varied building shapes 

with strong vertical lines 

add character 

to a ho-hum apartment site 
Maybe you can get by with run-of-the-mar-
ket design on rolling, wooded land. But on 
a site like the one above—flat and treeless 
until i t was developed—it's up to the archi
tect to create the drama that attracts rent
ers. And that's exactly what Craycroft-Lacy 
&. Assoc. did here. 

What sets this project apart from others 
is its architecture: striking vertical elements 
and constantly changing roof lines [large 
photo] that add visual interest and also de
fine individual apartment units. 

The 52-unit project was built on 2V2 acres 
in a rapidly developing suburban area. It 
offers a wide variety of apartments [plans, 
right)-both one- and two-story units and 
from one to three bedrooms. Rentals are 
from $160 to $280. Builder: R.S.F. Devel
opment. Owner: Robert S. Folsom. 
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Street view of buildings is 
highlighted by massive vertical 
elements; many are functional, 
containing the chimneys for 
fireplaces that all units have. 
Strong elements add visual 
drama to what was an ordi
nary site. 

lOFT 
Floor plans [left] show the six 
different units, ranging f rom 
one to three bedrooms. Sec
tion (above) shows two-story 
hving room wi th balcony. 

Interior courtyard |right| is 
formed by four buildings con
nected by bridges {see land 
plan on facing page). 



A P A R T M E N T SITES C O N T I N U E D 

Circular clusters 

give this 221d3 housing 

a more distinctive look 

than you find 

in most luxury projects 

Located on urban renewal land in Rich
mond, Calif., the project is composed of 12 
crescent-shaped clusters of 14 townhouses 
each, plus eight groups of conventional 
townhouses. And because the density is 
only I5V2 per acre, architects Hardison and 
Komatsu were able to provide plenty of 
open space. 

The cluster units, designed for large fam
ilies, include either three or four bed
rooms, IV2 baths, and separate breakfast 
and dining areas [plans, right). Rents are 
from $115 to $175 (including utilities). 

The conventional buildings have three 
floors. One-story units are on the ground 
level; two-story units, with bedrooms on 
the top floor, are above. The idea: to appeal 
to couples and small families who like one-
level living, as well as larger families who 
normally prefer two levels. 

Builder: Barrett Construction Co. Owner: 
Kate Maremont Foundation 

PHOTOS: MORLEY BAER 

BE C3| ' Ba 
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Cluster plan {above] shows ar
rangement of units wi th in 
crescent. Floor plans [left] are 
for typical three-bcdroom unit. 
Four-bedroom model is also 
available. 
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Circular cluster [ahnvc] offers 
close-in parking near front en
trance. Alternate style (photo, 
riglit] in other clusters has 
redwood exterior instead of 
stucco, 

Offset townhouses (below 
have three floors. One uni t is 
on lower level, wi th another 
on the upper two levels. A l l 
have balconies or patios 

HI 
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Profit-wise, most builders consider low-income housing a death trap-

especially when it's built under government subsidy. But in 

rural Alabama, builder fay Bragg has found this market to be 

both big and profitable. His message: You can make money in 

Low-income rural housing 
Dothan, Ala., is better known as the peanut capital of 
the world than as a hot housing market, and FHA subsidy 
programs are better known as bureaucratic profit killers 
than as paths to big business. Yet between the two, 
Builders Homes is currently producing housing at the rate 
of 750 units—and over $12 million—a year. Both figures 
are growing steadily, and the company's future looks so 
bright that Wm. Lyon Development Co., a subsidiary of 
American Standard, recently acquired Builders Homes in 
a multimillion dollar deal. 

Not surprisingly, behind this success story is a man who 
understands both the potential of the low-income rural 
market and the need for top-drawer management to real
ize that potential. Jay B. Bragg is a 42-year-old former au
tomobile dealer who began selling houses in and around 
Dothan eight years ago. He first built under F H A 203i 
(rural housing), and by 1968 had built up a modestly suc
cessful business. He next moved into F H A 235 (subsidized 
mortgage interest) and started the climb to his present 
volume. Looking to the future, Bragg plans a modular-
housing factory operation that could produce up to 20 
houses a day. And he anticipates that his present three-
state operation (Alabama, Georgia, and Florida) will soon 
spread to six other states. 

Mo5t important. Bragg's company is turning a profit 
that any builder in any market and any price range would 
consider respectable. 

The profit in low-income housing starts with a large sales volume 

Weekly meeting is held by Jay Bragg, right, to re
view performance of all departments. 
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"Percentagewise," says Norman Williams, 
general manager of Builders Homes, "our 
profit margin is as high as a builder could 
expect on middle-income housing. But in 
terms of dollars, there's little room for error. 
And with the delays which are common 
to all government programs, we'd have a 
real problem if we didn't have substantial 
volume." 

Fortunately, the market for low-income 
housing is virtually unlimited. The statis
tics have been recited to the point of bore
dom, but the fact remains: production of 
low-income houses has for years lagged be
hind demand, and the recent tight money 
situation has increased the gap. When the 
Department of Housing and Urban Devel
opment proposed Section 235, it predicted 
the program would be responsible for 
825,000 new-home starts over a 10-year pe
riod. There's no sign this figure wil l be 

reached on a national scale. But locally, 
Builders Homes has found 235 capable of 
producing the kind of high-volume sales 
program that hasn't been seen since the 
boom of the 1950s. 

A family earning $60 a week 
can qualify as a buyer 
Under Section 235, Builders Homes can sell 
a house for 8200 down and S60 a month to 
prospects whose income is near the poverty 
line. 

"Our typical buyer," says Tom Leonard, 
Builders Homes' top salesman, "felt like 
he'd never own a home." 

Indeed, most of Builders Homes' cus
tomers are first-time buyers who have lived 
in a succession of rented, run-down farm 
houses. They're looking for shelter—basic, 
standard housing—which can be purchased 



with almost no money down and easy 
terms. 

Relying on radio and television advertis
ing, Builders Homes gets across the message 
that buying one of its houses is easier on 
the budget than buying a new car. 

The minimum down payment required 
under Section 235 is $200. But because of 
the time required to get a firm commitment 
from F H A , Builders Homes accepts $50 with 
the buyer's application and the balance 
when the commitment is received. 

Sales manager George Bryan is the com
pany's television personality, and he may 
be the best-known man within 50 miles of 
Dothan. He delivers Builders Homes com
mercials on a local station's farm report. 
His delivery is folksy and friendly—decided
ly soft-sell. In fact, Bryan has become so 
well known that Bragg is now wondering 
whether listeners remember he's selling 
houses. 

But the effectiveness of the broadcast ad
vertising is difficult to deny. From the 
mayor to the local gas station attendant, the 
people of Dothan know that for $50 they 
can buy a house from Builders Homes. 

As a result. Builders Homes is accepting 
applications at the rate of 100 a month, 
even though the company's selling tools 
would probably drive a merchandising con
sultant up the wall. There are no models, 
no display rooms—not even a plush recep
tion area for waiting prospects. Sales are 
made from Builders Homes' offices, located 
on Montgomery Highway. And if i t were 
not for the sign outside identifying the com
pany, the building could be mistaken for, 
say, a branch of f i ce of an insurance 
company. 

But once a prospect walks through the 
front door, the chances are he won't walk 
out before he's bought a house. 

A prospect must be sold 
on the first visit 
"You have to get a prime prospect on the 
first shot, says Bryan. "Less than 10% come 
back." 

So the sales organization is structured to 
make the sale on the first visit. Unti l this 
year. Builders Homes used nine salesmen. 
Now there are only three (the company 
calls them sales counsellors). The other 
six were made sales coordinators. 

"A salesman is a salesman—not a detail 
man," says Bryan. "Having sales coordina
tors to handle the details frees the sales 
counsellors to sell. This arrangement also 
puts our top salesmen in touch with more 
prospects. 

"Some men close 20% of the people they 
talk to, others close 60%. Now only the 
60% men get a shot at the prospects." 

The typical prospect has seen Bryan on 
television and decided to drive with his 
wife to the Builders Homes office. He 
probably now rents a farm house, and he 
may own a lot somewhere in the country

side. Hopefully, he earns between $60 and 
$150 a week and is not heavily loaded with 
time payments. 

"He's rural," says salesman Leonard. "He 
and his wife might have moved into town, 
but they still think rural." 

When the couple enters the office, they 
are given a form and a Builders Homes pen 
with which to fill i t out, and then they're 
made to wait in the lobby for five or ten 
minutes. 

"We want to let them get settled," says 
Bryan. 

Some buyers are skeptical, and the skep
ticism apparently stems from two factors. 

First, the deal seems too good to be true 
to a man who assumed long ago he was too 
poor to own a home. The deal is also too 
good not to look into, but the man is in
clined to search for the catch, the gimmick 
which wil l place this house, too, beyond 
his reach. 

Second, Builders Homes sells to Negroes 
in rural Alabama. When Bragg was building 
under Section 203i, about 40% of his 
buyers were blacks. Today, only 25% of the 
company's buyers are black, but the num
ber of black buyers has increased. There 
are people in Dothan who believe that 
Builders Homes sell only to blacks. 

Bryan denies that this has created sales 
resistance among white prospects. But one 
white buyer related how a friend tried to 
discourage him from trying to buy a 
Builders Homes house because the com
pany built for Negroes only. 

After a prospect has settled down, one 
of the two sales counsellors on duty (the 
third is in the field making sales calls on 
prospects who cannot get to the office), 
takes him into a small office and begins his 
pitch. 

To help him make the sale, he has only 
the power of persuasion, photographs of 
houses the company has built, floor plans, 
and a price list. 

The formula: basic 
design, easy terms 
There is only one basic model —what 
Builders Homes unpretentiously calls the 
68210—with 1,076 sq. ft. of living space, 
all-brick veneer, a carport, and a storage 
room. Priced at $13,300, it's a 24'10"x54'5'' 
box, which can be lengthened or shortened 
in two-foot increments. The model's ap
pearance can be changed by varying the 
roof treatment or flopping the plan, and it 
can be loaded with extras. But even the top-
of-the-line house, which sells for $21,000, 
is to the production department only a 
fancy version of the basic box. 

The salesman, however, is not selling de
sign. "We sell payments," says Leonard. 

The prospect is disposed to buy when he 
arrives at the office. "There are a lot of 
people looking for shelter," says Bryan. 
"Some of them are real excited—they never 
believed they could own a home." 

The emphasis on payments is intended to 
convince the prospect that he can afford 
the house. The reason is that most buyers 
wi l l have to devote a larger portion of their 
budget to housing to meet even the small 
monthly payments of a subsidized mort
gage. 

" A l l over the country," says Bryan, 
"everything is advertised as no down pay
ment. Buyers expect it. We can advertise 
$50 down, and still, some good prospects 
don't have $50. You'd think people buying 
a house would have $50. But many of them 
don't, and these are good people, too." 

Between the first of this year and mid-
April, Builders Homes accepted 312 appli
cations. Of those, the company later had to 
reject 61 because of insufficient income, 
poor credit rating, or some other financial 
inadequacy. Another 45 or 50 probably wil l 
be lost to title opinions, buyer back-outs, 
or F H A rejections. 

A sales counsellor has to be thoroughly 
grounded in the criteria used to qualify 
buyers in the Section 235 program. I f he 
isn't, he can create a nightmare of paper
work for the rest of the organization by ac
cepting applications from prospects who 
have no chance to be qualified. Should his 
failure to screen prospects adequately not 
be caught by someone else in the organiza
tion, the company runs the risk of destroy
ing F H A ' S confidence. 

As it is now, the sales department is con
fident it can obtain a firm commitment for 
every prospect it accepts. "We just about 
don't lose any," says Bryan. " I f a buyer wi l l 
stay with us long enough, we'll get him 
firm. It may take a year, but we'll get him 
firm." 

Sales counsellors get continuous training 
in the intricacies of 235. Every Thursday 
morning the sales department conducts a 
school, instructing employees in the sales, 
accounting, and mortgage processing de
partments in the mechanics of the 235 
program. 

"We were all lost when 235 came out," 
says Bryan. "We didn't know anything 
about it, and a sales counsellor has to know 
a great deal about it. The first year we 
passed up many a prospect who could have 
become a customer because we didn't know 
enough about the program." 

The average price of a Builders Homes 
house is less than $16,000. F H A imposes 
limits on house prices, and the limits vary 
with the area in which the house is built. 
Outside the city limits of Dothan the maxi
mum price is $ 16,200; inside the city limits 
it's $18,000. Families with special situa
tions (chiefly, a large number of depen
dents) are allowed to stretch the price up 
to $21,000. 

The prices do not include lot costs. Ap
proximately half of Builders Homes' buyers 
already own lots, and the other half are 
asked to obtain them. If they can't the com
pany wi l l try to get a lot for them, although 
it prefers not to. T O N E X T P A C E 
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"We don't have the manpower or the 
time," says Bryan. 

After making the sale, a sales counsellor 
helps the buyer make the color selections. 
The case is then turned over to a sales 
coordinator, who prepares it for the mort
gage processing department, and to a sales 
field man, who inspects the lot and makes 
a report for the production department. 

At this point, the buyer does not really 

have a firm price. There are two variables: 
the cost of site preparation and the cost 
of installing a well. 

The sales field man inspects the lot on 
which the prospect's house is to be built, 
but his estimate of the site work is used 
only as a guideline for the production de
partment's field man. 

"Sometimes," says Bragg, "a lot is straight 
uphill, and the sales department's man 

looks at it and says, 'Yea, it's level.' " 
Builders Homes has broken its basic 

model and options into standardized—and 
pre-priced—packages. By adding to the size 
of the house or substituting one material 
ioT another, the buyer may get the impres
sion that he is designing his own model. 
But to get the total price, the sales counsel
lor merely adds up the prices of the dif
ferent packages. 

The profit in low-income housing is squeezed out by efficient production 
" I f my costs were the same as other build
ers' in Dothan," says Bragg, " I never would 
make any money in low-income housing." 

Keeping costs down is especially difficult 
for Bragg. To reach a volume market he 
must run a scattered-lot operation in which 
jobs may be over 100 miles apart. And he 
has more than 300 people—most of them 
construction workers—to keep track of. 
Running such an organization efficiently 
would be impossible without tight controls. 

From the moment F H A gives a firm com
mitment on a house, Builders Homes knows 
when it wi l l be started, when it wi l l be 
completed, how much it should cost, how 
far ahead or behind schedule construction 
is, how much money is invested in it, how 
much money should be invested in it, and 
who in the production department is go
ing to be doing what to it during the next 
work week. 

The sales department's field man has the 
first opportunity to adjust the price of the 
house, should an adjustment be required to 
reflect extra foundation work or excessive 
cost for installation of a well. His evalua
tion of a lot is checked by the production 
department as part of an overall estimate of 
construction cost. 

Standardization assures 
accurate estimates 
"In any 30-day period," says Bragg, "actual 
costs have never exceeded estimated costs 
by more than % % . " 

An examination of Builders Homes' cost 
records supports that claim. But the accom
plishment is not extraordinary, because the 
estimator needs no more than an elemen
tary school level of math to be accurate. 

Materials prices are negotiated for pe
riods ranging from 90 days to one year. And 
direct labor costs are controlled equally 
well. Production manager M i l t Bolkcom 
knows precisely the cost of producing a 
component package in Builders Homes' 
shop, and on-site work is broken down into 
time and cost units. 

Every component of every house has a 
cost, and the estimator, like the sales coun
sellor, merely assembles the components 
and their costs to get a total house and total 
cost. 

At the same time, the estimator as-
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sembles the necessary purchase orders so 
that they're ready to be sent to vendors. 
Production and costs are so standardized 
that purchase orders are pre-printed. 

When a purchase order is sent to a ven
dor, a copy is sent to the accounting de
partment, which posts the amount imme
diately. The company then is able to in
clude the amount of the purchase in the 
running tabulation of construction costs be
fore the bil l or the materials are received. 

Production reports keep 
costs within the budget 
The first impression made by the number 
of reports flowing through Builders Homes' 
offices on a Friday afternoon is that the 
company could compete with a govern
ment agency in its ability to create paper
work: 

Not so, says Bolkcom: " I f we had just two 
or three houses under construction, we 
could watch them. But we have between 72 
and 87 houses under construction. These 
reports are the only way to keep track of 
them." 

When an estimate is completed and the 
F H A commitment is approved by the mort
gage processing department, a house goes 
onto both a production report and a con
struction schedule. The production report 
is posted every Friday and shows the work 
done during the week. It's a tally of individ
ual sheets filled out by the company's seven 
superintendents for every house under con
struction. 

The construction schedule, also pre
pared weekly, is distributed to every crew. 
It's an assignment sheet for every on-site 
worker. 

"Every crew knows where it's going to 
go every day," says Bolkcom. 

Bolkcom uses a recap sheet to get an 
overall picture of production. It tells him 
the average number of days required to 
complete a house, the net number of days 
ahead or behind scheduled completion (to
tal of all houses), and the number of houses 
in each phase of construction. 

"This," says Bragg, "is the scorecard." 
Bragg is not too proud to admit that 

when he turned over the scorecard—and re
sponsibility for production—to Bolkcom 
less than a year ago, the company was 400 

days behind schedule; that is, the total of 
the days-bchind of all houses under con
struction was 400. By mid-April, Bolkcom's 
scorecard showed the company 22 days 
ahead of schedule. 

Labor is divided into small, 
easy-to-control specialties 
Construction work is broken down into six 
one-week phases and then is further broken 
down into one-day work turns. Each crew 
is set up to do one day's work, and it stays 
on the job until the work is done. Thus, a 
crew never has to return to a job. 

This system enables the company to ap
ply tight control to its scattered-lot opera
tion. A crew knows well in advance when 
it must be at a particular site, and Bolkcom 
knows the work scheduled for that day 
wi l l be completed so the next day's work 
can begin. 

Schedules can be drawn easily and with 
confidence. Bolkcom can rely on the sched
ule, even when it calls for the crew to be 
at jobs 50 miles apart on consecutive days. 

"In our operation," says general manager 
Williams, "we have to be sure people are 
on the site when the schedule says they're 
supposed to be. We couldn't control subs 
that closely—that's why we payroll every
thing." 

Comments Bolkcom: "Some builders 
run their own crews, but they break the 
work down into more than one-day units. 
When quitting time comes, their crew 
stops. There's less control." 

Another benefit of breaking the work 
into small, specialized units is that it 
lowers the level of skill required of a con
struction worker. Members of Builders 
Homes' crews become specialists at such 
things as layout and framing, but they 
never really qualify as carpenters. So while 
they are proficient in their jobs at Builders 
Homes—after a minimum of training—they 
would find it difficult to get a job with a 
competing builder who needs a wider range 
and higher level of skills. 

The component shop contributes to the 
company's abi l i ty to use semi-skilled 
workers. And Bragg's plans to produce mod
ular housing in a factory wi l l , i f fulfilled, 
give the company greater specialization— 
and greater control—in its production. 



The controls are applied 
at weekly production meetings 
Early Saturday morning, the conference 
room on the second floor of the Builders 
Homes headquarters begins to fill with 
superintendents, construction coordinators, 
sales representatives, and the purchasing 
agent. 

"We come in here and really let our 
hair down," says Bragg. 

The meeting begins at 7 a.m., is usually 
over by 10, but sometimes doesn't end until 
noon. A l l reports are reviewed, problems 
are ident if ied, and remedial action is 
planned. 

"We don't rake people over the coals if 
they've been falling down," says Bragg. 
'•Well, actually we do, but we don't want 
to create an atmosphere in which they're 
afraid to come to the meetings." 

On the contrary, an atmosphere has been 
created in which employees are afraid not 
to come to the meetings. Attendance is not 
mandatory, but says Bragg, "They come 
because they want to protect their interests." 

Direct labor costs are recorded accord
ing to the functions of the different crews, 

and they are revicv^red at the Saturday meet
ings. Bolkcom receives a comparison of esti
mated and actual costs of direct labor for 
each unit and a total for each month. The 
monthly totals are compared with year-ago 
and two-years-ago figures. 

Another report lists houses on which 
there is more than a $75 variance in labor 
and materials costs. 

"The main purpose of this report," says 
Bolkcom is to spot a problem before it gets 
out of hand. But if we're under budget, we 
want to know that too. There might be 
something we're doing on that house that 
we should be doing on all houses." 

Still another report lists all houses more 
than one week behind schedule, along with 
the reason; houses completed but not 
scheduled for final inspection by F H A ; and 
houses for which final inspection has been 
requested more than three times. 

"Two final inspections are normal," ex
plains Bolkcom. "An inspector almost al
ways finds a reason not to give a clear final 
on the first inspection. But when we get 
beyond the third inspection, we want to 
know why." 

Another report reviewed at the meetings 

covers callbacks. The company makes two 
callbacks on every house automatically-
one 30 days after the buyer moves in, and 
another 11 months after the move-in. Buy
ers are asked to write complaints on a form 
furnished at the closing, and the form is 
used by the callback crew as an assignment 
sheet. Bolkcom receives monthly tallies of 
the different kinds of repairs made. If, as 
happened recently, flooring is the subject 
of an unusually large number of com
plaints, a decision may be made to change 
the material. In the case of the flooring in 
question, a premium was placed on the 
price of it to discourage buyers asking for it. 

Although Bragg believes in the efficacy 
of the controls the company has devel
oped, he emphasizes the importance of the 
people using them. 

"We develop tools that let managers 
be managers," he says. "The control sheets 
tell us how we've done, but their effective
ness depends on the people using them. If 
they start flaking out, we've had i t . " 

Adds general manager Williams: "Our 
policy is to hire good people, orient them, 
give them objectives—and then back off and 
say, 'Al l right, go to i t . ' " 

Bmgg's overall formula for success: close attention to basic principles 

Standard housing ofFercd by Builders Homes 
(belowl has strong appeal to prospects who 
have lived all their lives in rundown rural 
housing (above). To these buyers, design is 
not as important as low monthly payments. 

" I f you want to write an article that shows 
it's possible to make money in low-income 
housing," said Jay Bragg, "you're starting 
from the wrong premise. In this market a 
builder has to begin with a sincere desire 
to help people. If he has that, the profit w i l l 
take care of itself." 

Bragg does have a sincere desire to make 
housing available to people who need it— 
and thought they never could afford it . 

But Bragg does not let the profit take care 
of itself. During the eight years he has been 
building low-income housing, he has taken 
pains to build an organization which can 
sustain a rapid rate of growth in both sales 
and profits—an organization which before 
long may be selling and producing modular 
housing at the rate of 20 units a day. 

What, beyond altruism, does Bragg con
sider necessary to build low-income hous
ing profitably? 

"You need good people 
in your organization" 

Throughout Builders Homes the emphasis 
is on people, and Bragg is continuously re
cruiting management for his organization. 

"We're people-builders," he says. "With
out people, we don't have anything." 

Bragg likes to tell the story of his con
frontation with production manager Mi l t 
Bolkcom. 

"When he started here," Bragg says, " I 
didn't let go of the reins. I wanted to see 
what he'd do. A few months went by, and 
then one day he walked into my office and 
said I'd either have to let him run the de

partment or let him go. That's what I 
wanted to hear. He's been running the de
partment ever since that day, and he's done 
a better job than I ever did." 

Last fall, Bragg established in Albany, 
Ga., the first of several plarmed branch 
offices. To run it, he reached into his or
ganization and pulled out Jim Heflin, head 
of the mortgage processing department. 
Within six months, the Albany branch un
der Heflin's direction was selling houses 
at the rate of one a day. 

While Bragg was organizing the Albany 
branch—and also negotiating the sale of 
Builders Homes to Wm. Lyon Homes—the 
company was run on a day-to-day basis by 
general manager Norman Williams. Now 
Williams is being given responsibility for 
establishing the distribution network which 
w i l l handle the production of Bragg's 
planned modular housing plant. He wi l l , in 
effect, be organizing a number of new 
building companies over a nine-state area. 

"You need the 
cooperation of FHA" 

While the percentage of sales turned into 
the net income by Builders Homes com
pares favorably with the norm for the in
dustry, the profit margin in terms of dol
lars is thin—so thin, in fact, that a low val
uation by F H A can make it evaporate. The 
company works with three different F H A 
field offices and has a good relationship 
with two of them. The third has been a 
problem in recent months, chiefly because 
the reasoning behind its valuations is some-
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times difficult to understand. Once, for ex
ample, the office was asked to give valua
tions for two identical houses which were 
to be built on adjacent lots. One house was 
valued approximately $1,000 lower dian 
the other. (In a case hke that, the company 
does not hesitate to appeal a valuation.) 

There are other areas in which F H A can 
contribute to the company's problems. The 
agency's national policy gives a builder the 
right to proceed with construction if a stage 
inspection is not made within a specified 
time after it is requested. The policy is in
tended to relieve a builder of the burden 
of any F H A backlog in inspections. But re
cently one inspector unaccountably re
verted to the old policy, demanding that 
Builders Homes halt work until he made 
his inspection, regardless of how long i t 
was before he arrived at the site. Construc
tion fell behind schedule, and the effi
ciency of the company's production dete
riorated. Bragg finally convinced the in
spector the new policy applied to him as 
well as to other inspectors. 

'Tou must have 
a high sales volume" 

Even with a cooperative F H A office, proces-
ing a mortgage application and obtaining 

a clear final inspection requires more time 
than it takes Builders Homes to erect a 
house. Linda Kirkland, one of the com
pany's administrators, claims that the com
pany is capable of moving a cash buyer in
to a house 18 days after the contract is 
signed. But largely because of the time re
quired for processing and final inspection, 
delivery of a house typically occurs three 
to four months after the sale. 

To overcome the effects of the time lag, 
a high sales volume is needed. "We try to 
have enough cases in process so we have 
as many coming back to us as we have 
going out," says general manager Norman 
Williams. Keeping the pipeline fu l l pro
vides continuity for the production depart
ment. It's possible, says Williams, for the 
company to have as much as $45,000 cash 
tied up in the processing of mortgages. 

"You need a lid 
on the price of money" 

For reasons known only to F H A , the dis
count on mortgages is not included as a cost 
of the house. In a rapidly changing money 
market, a rise in the discount can turn 
profits into losses. To prevent this. Builders 
Homes buys commitments from the Federal 
National Mortgage Assn., giving the com

pany a maximum price it wi l l have to pay 
for money. 

Assume that the company buys a 12-
month commitment for $1 million worth 
of F H A mortgages at 96. The discount adds 
$40,000 to Builders Homes' costs, but at 
least the company knows it wi l l have mort
gage money and won't pay more than 
$40,000 for it, even if the money market 
deteriorates over the next 12 months. If the 
F H A interest rate rises, the discount is ad
justed downward by F N M A , and costs de
cline. Should the interest rate be lowered, 
the discount may rise, but then the com
pany can opt to drop the commitment and 
buy its money elsewhere under better 
terms. (But the placement fee, $10,000 in 
this case, would be forfeited.) 

"You need standards 
and controls" 

Bragg points out that his company "has 
standards for everything" and controls to 
compare performance to those standards. 
With a high sales volume and a thin profit 
margin, the company must be able to iden
tify problems before they get out of hand. 
And at any point, it should know whether 
—and how much—profit is resulting from 
its operations. - D A V I D T H A L E R 

Here's a testimonial from a Builders Homes buyer 
"/ was brought up hard and poor." 

says 63-year-old William Woodham 
whose Christmas present to himself last 
year was the first house he has ever 
owned. 

Woodham moved into the three-bed
room house the week before Christmas 
with his wife, son, and two grandchil
dren. But until moving day, he found it 
hard to believe that he was going to be
come a homeowner. 

After living in rented houses all of 
his adult life, Woodham began two years 
ago to search for a house which he could 
afford to buy. He thought a new home 
was out of the question, and after a year 
of shopping re-sale houses, he thought 
homeownership might be beyond his 
means. 

The best terms offered him on a re
sale house were a down payment of 
Si,000 and monthly payments of $90. 
He didn't buy it, he says, because "1 
don't believe in promising something 1 
can't do." 

When Woodham's daughter died last 
August, he became responsible for two 
of her children. The rented house in 
which he was living could not accom
modate the enlarged family. 

Woodham had seen a commercial for 
Builders Homes, and he decided to find 

out whether he could qualify as a buyer. 
Discussing his intention with a customer 
at the service station where he works. 
Woodham was told the homes were for 
Negroes only. But. he says, he knew the 
statement was innacurate. 

"I told him if that was so. I was glad 
to be one of them." he says. 

After he had signed an application, he 
was understandably pleaded with the 
prospect of getting a new home for 

First-time buyer Woodham, right, gives sales 
manager Bryan enthusiastic testimonial. 

down and a monthly payment of ap
proximately $60 a month. His friends, 
however, were skeptical. 

"Some people said they'll [the com
pany] tell you your payments are one 
thing and then they'll be something 
else." he says. "But you know whatl The 
payments were just exactly what they 
said they would be." 

Woodham is delighted by things many 
buyers take for granted, and he takes al

most a proprietary interest in the wel
fare of Builders Homes. He is not atypi
cal. The company is currently televising 
a series of commercials which are buyer 
testimonials. One woman, asked what 
she likes about her new home, replies. 
"The warm kitchen." The answer might 
puzzle a middle-income suburban house
wife, but to a rural woman who has 
never before lived in a house with cen
tral heating, a warm kitchen is some
thing to talk about. 

Woodham thought it noteworthy that 
Builders Homes had painted the rooms 
of his house "just like we wanted." Or 
that the company had made two un
solicited callbacks. 

He reminds a visitor that he had been 
paying $40 a month rent and $40 a 
month for heat and utilities to live in a 
house that he says was "just kind of a 
shack. It had an old septic tank, and you 
could smell that thing, you sure could." 

Now, although his mortgage payments 
are 50% higher than his rent payments, 
his utility hill is substantially lower, so 
his monthly housing expense is only 
slighdy higher. 

His home, he says, "is enough house 
for any man. It might not be pretty to a 
man looking for a $50,000 house, but we 
really are proud of it." 
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Tough enough to stand alone against the elements. 
Tough enough to bear up under almost any weight. 
Tough enough to be stepped on by 2000 people a day. 
Grid Pattern Permaply' is that tough. Or it wouldn't be on 

the Governors Islandferry docks. Audit's been there for more 
than 3 years. So think how long it could last on a patio, a bal
cony or beside a pool. 

Grid Pattern Permaply combines the strength of plywood 
with a resin-fiber surface that withstands wear and tear. 

The embossed grid pattern makes it skid-resistant. It needs no 
painting or finishing and is easily handled with regular car
pentry tools. It comes in standard panels of 48" x 96" special 
sizes to 60" x 120"; and in thicknesses from 5/16" to 3/4! 

Grid Pattern Permaply is tough all right. Tough enough to 
last where other materials won't. Let's face it. Once you've 
made it on the docks, I I O D I « n A « ^ A ^ 
,nv h n . c l ^ has U . t ) . K l y W O O d 

gotla be cas\-. 
A Division ol U S Plywood-Champion Paptrs Inc 

777 Thitd Avenue. New York. New York 10017 
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PRODUCTS 

A plug-in cooking panel that at night is out of sight 
During use it looks Hke a row of 
electric pans. But between meals 
and at night the pans unplug, go 
in the dishwasher, then store away 
in a cabinet. The plug-in strip 
folds up and out of sight so the 
counter is clear. 

The compact unit, 19W high 
and 35W wide, is ideal for tiny 
or second kitchens. The wall panel 
is only 2" deep, has a glass light
ing strip and a warming shelf/con
trol panel that extends 11" over 
the counter. "Pan-O-Matic" will 

go into production in the fall, will 
come with five pots and pans, an 
extra plug-in element for favorite 
pots, and an extension cord for 
other appliances. Tappan, Mans
field, Ohio. 
C I R C L E 200 O N R E A D E R S E R V I C E C A R D 

Classless mirror is a thin film of 
polyester mounted over a flat 
metal frame. It reflects as well as 
glass but weighs only six oz. a 
sq.ft. (vs. 30 to 40 oz. for glass). 
Hammer blows will only nick it, 
and it resists fogging. Can be 
ordered up to 24' long. Kamar, 
Irvington-on-Hudson, N .Y . 
C I R C L E 201 O N R E A D E R S E R V I C E C A R D 

Large-scale tUes are 12"xl2". The 
high-relief designs, for use on 
walls, are called "Quatro" {left] 
and "Maya" (right), and can be 

n i i i B 
walls and floors. Both come in 
charcoal, brown, beige, gold, olive, 
blue, blue-green, and off-white. 
American Olean, Lansdale, Pa. 

D 
teamed with low-relief designs for C I R C L E 202 O N R E A D E R S E R V I C E C A R D 

7 
Stay-white roof is the answer in 
warm climates where hght-colored 
roofs keep houses cool but turn 
ugly and gray with fungus in the 
humidity. The secret is the fungi

cide in the granules that are ap
plied to the asphalt shingles in the 
factory, Asphalt Roofing Mfrs. 
Assn., New York City. 
C I R C L E 203 O N R E A D E R S E R V I C E C A R D 

Counter cooking is done on the 
free-standing range (inset), and a 
work counter is teamed with an 
overhead infrared warmer. Range 
is 30" wide, has four hidden elec

tric elements, and a self-cleaning 
oven. Both surfaces are non-porous 
glass ceramic that won't scorch. 
Corning Glass, Corning, N.Y. 
C I R C L E 204 O N R E A D E R S E R V I C E C A R D 
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For the first time a standard exists 
fcH* thermoplastic tubing for hot water! 
Tubing manufactured from our hi-temp Geon CPVC is now 

covered by a standard. This standard permits code 
bodies to include thermoplastic systems for hot 
water distribution in building codes. I t is the first 
thermoplastic pressure pipe to be approved for 
service conditions above 73 degrees F. 

A S T M Designation D 2846-69T states in 
part: "These components comprise pipe and tub
ing, socket-type fittings, plastic-to-metal transi
tion fittings, solvent cements, and adhesives. 
Requirements and methods of test are included for 
materials, workmanship, dimensions and toler
ances, hydrostatic sustained pressure strength, 
thermocycling resistance, and solvent cement vis
cosity, joint strength, and shelf stability. The 
components covered by this specification are in
tended for use in residential and commercial, hot 
and cold, potable water distribution systems." 

Now plumbing code officials can refer to a 

recognized standard for a CPVC hot water dis
tribution system. And not a minute too soon. 
Because piping made from our hi-temp Geon 
CPVC material is light in weight. I t is easily 
fabricated. I t is ideal for the booming industrial
ized housing market. 

The standard, ten years of testing and 350,000 
installations proved the maturity of the product. 
So if you ve been waiting for this, or if you want 
to know more about hi-temp Geon vinyl, or if 
you want to know who makes the pipe, write 
B.F.Goodrich Chemical Company, Dept. H-20, 
3135 Euclid Avenue, Cleveland, Ohio 44115. 

B.F.Goodrich C h e m i c a l Company 
a division of The B.F.Goodrich Company 

B . E G o o d r i c h 
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PRODUCTS/LIGHTING 

Mirrored light bulbs enhance any fixture-even when they're off 
When they're lit, the glare-free 
filaments are visible (two photos, 
left), when they're off, the shiny 
bulbs reflect the viewer, their sur
roundings (two photos, Tight], and 

each other . . . other . . . other. . . . 
Either way, they're sparkling 

additions to any fixture—contem
porary or traditional, multiple or 
single—or household socket. Some 

manufacturers have designed spe
cial fixtures for "Tovibulbs" like 
the chandeliers above. The 5" 
spheres, coated inside and out 
with aluminum or gold, are two-

way mirrors, send washes of re
flected and re-reflected light rip
pling over white walls. Tovi & 
Perkins, New York City. 
C I R C L E 205 O N R E A D E R S E R V I C E C A R D 

i i 
r 

Contemporary chandelier, simple 
but elegant, would enhance any 
Hving room, dining room, or foyer. 
Suspended from ceiling on a 
slender chrome rod is a precise 

circle of black metal on which sit 
12 tall white candles in neat 
chrome pedestals. Progress, Phila
delphia, Pa. 
C I R C L E 206 O N R E A D E R S E R V I C E C A R D 

Streamlined lanterns are of Lexan 
(by General Electric), a high-im
pact plastic that is virtually imper
vious to vandals, heat, and cold. 
Smoke-tinted fixtures are molded 

Hidden up-lights permit fully con
cealed floodlighting of model 
house or apartment facades, walls, 
trees, or pool areas. Well-light 
tubes for flush in-earth or in-con
crete mounting (inset) are fiber
glass. Covers are heavy cast alu
minum with adjustable louvers 
for directing light. Below-grade in
stallation protects fixtures from 
vandals and heavy traffic abuse, 
reduces glare. Stonco, Keene, 
Kenilworth, N.J. 
C I R C L E 210 O N R E A D E R S E R V I C E C A R D 

in one piece so there is no leak
age. Shown: wall fixture, hanging 
piece, and post light. Thomas, 
Louisville, Ky. 
C I R C L E 207 O N R E A D E R S E R V I C E C A R D 

Black globe is an incandescent 5" 
bulb in smokey black that accents 
contemporary architecture and 
decor. Bulbs work well either in 
ceiling and wall fixtures or in 
sockets. "Globelite" has a 3,500-
hour life. Duro-Test, North Ber
gen, N.J. 
C I R C L E 208 O N R E A D E R S E R V I C E C A R D 

White globe, also an incandescent 
bulb, is white enamel. It too is 5" 
across, will fit any socket, and 
comes in 40- and 75-w. sizes. 
"Moonglow" was designed to be 
a decorative globe in its own right 
without any fixture. General Elec
tric, Cleveland, Ohio. 
C I R C L E 209 O N R E A D E R S E R V I C E C A R D 
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"I build what people 
want. What they want is 
Total Electric." 

Georgia builder-developer Jim Bible rented his first electrically heated apart
ments before the roof was up. Since then, he has built over a thousand more. 

"As a builder," Jim Bible tells you, 
"I have a very simple philosophy: When 
people see what they want, they buy it." 

"Which is exactly why I've been 
building Total Electric apartments since 
1963. Total Electric units have the qual
ity features that people like, the fea
tures that mean quick rentals. 

"The big benefit, of course, is the 
pure comfort of electric heat: flameless, 
draft- free and clean, with temperature 
controls you can set separately in each 

apartment. And there's no fuss and 
bother with maintenance and repairs— 
which I like as much as my tenants do. 

"Another big selling plus with Total 
Electric is convenience — with kitchen, 
laundry and appliances all planned for 
good household organization and maxi
mum efficiency. 

"Together wi th electric heat, it 
gives you quite a selling package. It's 
what people want." 

Jim Bible knows what he's talking 

about. To date, he has put up 1,500Total 
Electric apartments in four Geo rg ia 
cities, with plans underway for 750 more. 
(His own apartment is Total Electric, too.) 

Find out how Total Electric construc
tion and flameless electric heat can give 
you better-quality, faster-selling apart
ments and homes. Start now by getting 
all the facts from your electric utility 
company. They'l l be g lad to work 
closely with you. 

Live Better Electrically 
Edison Electric Institute, 750 Third Ave , New York, N Y 10017 

. . . where everything's cicclric. 
including the heol. 
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helps sell homes 
. . . a n d a p a r t m e n t s , t o o ! 

Thai-Teak makes a prestige floor with rich, 
full lifetime beauty that sells itself. It costs 
no more than many custom vinyls, many 

wood floors, many wall-to-wall carpetings 
. . . in large installations. 

Competitively priced quality that is unique 
and praiseworthy. Installation is quick, 

easy, precise and maintained at low cost. 
Keeps labor prices right down on the floor. 

Thai-Teak resists termites, rot, decay. 
It helps you make more permanently 

satisfied clients and customers. Isn't that 
what you really want? 

Send for FREE brochures on 150 patterns 
and technical data. 

PRODUCTS/OUTDOOR LIVING 

(Illustrated) 
Four of 
150 availa 
patterns PLANK FINGER 

SWIRL STRAITLINE 

K&nsas City Residence 
Thai-Teak Double Herringbone Pattern 
Architects: Seligson/Eggen, Kansas City 

S E E OUR CATALOG IN SWEET'S 

GENUINE IMPORTED 

Product of 
BANGKOK INDUSTRIES, Inc. 

1545 W. Passyunk Ave., Phila., Pa. 19145 • (215) DE 4-1500 
C I R C L E 94 O N R E A D E R S E R V I C E C A R D 
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Playground cushion, placed under 
a jungle gym, won't keep children 
from falling, but it will reduce the 
number of skinned knees. "Safety 
Surf proved so successful in the 
Los Angeles school system, that 

250 cities (including New York) 
have purchased it for schools and 
parks. Pad is 1" thick, comes in in
terlocking rectangles. Mitchell 
Div., Royal, Santa Ana, Calif. 
C I R C L E 211 O N R E A D E R S E R V I C E C A R D 

Timber structures are 4"x6" and 
12"xl2" hardwood lumber that 
has been treated to lesist insects 
and decay. Based on more than 
100 models, the wide variety of 
prefabricated modules {left] in

cludes: platforms, pyramids, hexa
gons, tunnels, and towers (right). 
Kits include all hardware. Timber-
Form Div., Neidermeyer-Martin, 
Portland, Ore. 
C I R C L E 212 O N R E A D E R S E R V I C E C A R D 

Aluminum climbing equipment is 
corrosion resistant, will withstand 
weathering and play abuse, needs 
no maintenance. 'Tlayscapes" are 
compact so as many as 35 kids can 
play in only 350 sq.ft. (i.e., a vest-

pocket park). Flying saucers, 
climbing rings, and fortress walls 
shown can be combined in hun
dreds of ways. Playground Corp. 
of America, New York City. 
C I R C L E 213 O N R E A D E R S E R V I C E C A R D 



There are just two 
ways to air condition this house. 

Br3^t makes them both. 
People have some pretty definite notions about 
the house they want to live in. About how it's air 
conditioned, for instance. 

But there's usucJly no telling what kind of air 
conditioning they want. Gas or electric. Because 
that, pretty much, is an individual decision. 

Which is why it really pays to offer them an 
either-or proposition. Either gas or electric air 
conditioning from Bryant. Whichever suits every
body concerned. 

And since the choice could go either way, we 
make both. A full line of both. In any size (includ
ing commercial). Which means that whenever 
you need either one, you've got either one. Big 
job or little. 

Of course, you can still buy gas from one 
place and electric from another. But then you 

also buy a ton of trouble putting the unmatched 
components together. 

That's what's reassuring about one-stop shop
ping at Bryant. Everything fits everything else. 
Every time. Whether it's all gas, all electric, or any 
combination of both. And it's all good besides. 

To help you help a homebuyer do the right 
thing, we'll gladly send you our informative, 
"Great Indoors" booklet. It spells out the 
advantages of Bryant whole-house heating and 
cooling systems. Gas and electric. 

So you can't lose. No matter how choosy 
they get. 

Bryant Air Conditioning Company, 7310 
West Morris Street, j h e G r e a t llTdOOTS* 
I n d i a n a p o l i s , I n d i 

a n a 46231. 
P e o p l e H . ^ H J A M 
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Your leisure heme is in this hook. 
88 Imaginative, family-tested designs in dramatic col 

ndsoiriK booh .s chock-l 
vacation horn* foll-cofo 

•aft]i-(o-t«Bil door plant. Unc 
of good 
'•(limanship 

Sell Liiidai Cedar Homes 
and these national magazines 
will maKe sales lor YOU! 
THE WORLD'S MOST COMPLETE LINE OF PRE-CUT 
CEDAR HOMES. 88 SALES-PROVEN MODELS! 

A Lindal dealer-distributorship offers you: 

• Highest profits in industry—low 
investment. 

• 100% financing on your sales in 
some states 

• Leads—Sales Aids furnished. 
• Pre-sold with dynamic national 

advertising 
• Unlimited market—year 'round sales. 
• Patented designs—unlimited flexibility. 
• New regional warehouses for even 

faster shipment. 
Every L inda! Structure is precision 
p r e - c u t f r o m f i n e C a n a d i a n R e d 
Cedar, packaged for quick assembly. 
Shipping costs tailored to meet com
petition anywhere. 

" A " Frames 
from $2,800 

Chalets from $3,400 

Permanent Homes 
from $3,910 

MAIL THIS COUPON TODAY 

-I a m in te res ted in a L inda l d e a l e r / d i s t r i b u t o r s h i p . 
Send me co lor b rochure and pro f i t -package i n f o r m a t i o n . 

Name 

Address Phone 

City State Zip 

Dept. 6HH 

LINDAL CEDAR HOMES 
9004 S. 19th ST./TACOMA,WA. 98465/PHONE (206) 564-3581 

96 H & H JUNE 1970 
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PRODUCTS /OUTDOOR LIVING 

meal — outdoors. Twin compart
ments—each wi th its own adjust
able gas burner, ceramic briquets, 
and heat indicator—are used si
multaneously. One side broils 

while the other bakes. They can 
also be used for slow smoking. 
Heavy 4 " steel mounting post has 
rust protective coating. Locke 
Stove, Kansas City, Mo. 
C I R C L E 214 O N READER SE RVICE CARD 

New park bench is reinforced po
lyester resin and pound-for-pound 
stronger than steel. Five styles 
come i n permanent colors like 
wh i t e , o f f - w h i t e , sandalwood, 
brown, red, orange, yellow, light 
or dark blue. Benches weigh from 
65 to 90 lbs., can be weighted or 
anchored to prevent theft. Lyne-
ma, Bronson, Mich. 
C I R C L E 215 ON READER SERVICE C A R D 

Planters of a synthetic ceramic-
like material are priced lower than 
similar ceramic planters, are light
er in weight, cost less to ship. 
They are also more durable, resist 
chipping and cracking. Six models, 
in two sizes each, come in stippled-
sand finish i n five colors. Cior-
goda-America, Winston-Salem, 
N.C. 
C I R C L E 216 ON READER SE RVICE C A R D 

Trash can container, i n a new 
double-depth capacity, holds up to 
ten 30-gal. trash cans or 55-gal. 
drums. Of heavy-gauge galvanized 
steel, i t has a roll-down front that 
can be padlocked. Roll-down panel 
can also be operated from inside 

as a safety feature around playing 
children. Inside there is an adjust
able shelf. The whole operation 
can be motorized, and i t can be 
rolled away on casters. J.G. W i l 
son, Norfolk, Va. 
C I R C L E 217 O N READER SE RVICE CARD 



Why the best siding 
for low-cost projects 
is also best for 
garden apartments 
Cost-conscious builders choose any of a 
variety of Bird solid vinyl sidings because they 
have enough problems during construction 
without worrying about materials that are hard 
to install or about maintenance afterwards. 
Bricklayers and stonemasons don't come 
cheap. Wood has to be repainted or restained, 
over and over and over. And metal can rust, 
dent, pit, or corrode. Also conduct electricity 
and interfere with TV reception. 

Bird solid vinyl siding goes on fast and easy. 
Never needs painting or staining. Stays new-
looking for years. Won't support fire. Can't 
conduct electricity. That's why you see it on 
more and more new buildings —everything 
from urban residential developments to 
suburban garden apartments. 

The only thing that can top it is Bird's great 
Architect" 70 asphalt shingles . . . on 
your roof! 
Write for the facts today. You'll get them fast. 

Please rush me cost data and samples 
on the entire Bird Solid Vinyl line. 
• I'd also like information on Bird 

Architect 70 asphalt shingles. 

Bird & Son, inc. 

Box HH6.East Walpole, Mass. 02032 

Name 

B I R D 

Address 

County 
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S c h a n g i n g 

y o u r 

a d d r e s s ? 

A T T A C H L A B E L H E R E 
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. 

M A I L T O 
House & Home, P.O. Box 430, Hightstown, N. ]. 08520 

lyour name 

lyour mailing address 

• city zip code' 

1 your firm name i 

j f irm address 

city zip codei 

' type of business 

your title or position 

T O ENTER OR EXTEND YOUR SUBSCRIPTION, 
CHECK HERE: 
• NEW • ONE YEAR $8.00 
• RENEWAL • THREE YEARS $16.00 

MAIL REMITTANCE T O 
House & Home, P.O. Box 430, Hightstown, N.J. 
08520-Ra»es Apply to U.S. & Canada O n l y -

w a n t 

y o u r 

o w n ; 

s u b s c r i p t i o n ? ; 

PERMA-JET 
The perfect personal 
shower-bathing unit 
Adjustable Height with unique 
patented slide positioning clip 
on 52" stainless steel cable. 
Ideal for children, senior 
citizens, invalids. Popular price. 
Easy spray selection. 
On-Off Control at shower head. 
Simple connection to V2" 
pipe wall outlet. 
No wall brackets required. 
No clogging. No corrosion. 
Sturdy, unbreakable. 

t u b - m a s t e r corporation 
413 Virginia Drive Dept. PHC-P 
Orlando. Florida 32803 
• Please send information on amazing PERMA-JET 

shower-bathing units. 

NAME. 

ADDRESS 

CITY STATE ZIP. 

C I R C L E 105 ON READER SERVICE C A R D 

PRODUCTS /COATINGS A N D ADHESIVES 

Polyurethane skin is both a seam
less waterproof roof coating and a 
durable deck. It covers concrete 
(foreground) or plywood (back
ground). Consistency for spraying, 

Tile adhesive developed for easier 
spreadability, trowels on like but
ter, holds without slippage, has an 
open time of up to three hours. 
One gal. w i l l cover up to 70 sq. ft . 
The new formula has no solvent 
odor, is non-flanmaable, and can 
be cleaned up with water. Miracle 
Adhesives, Bellmore, N.Y. 
C I R C L E 219 ON READER S ER V IC E C A R D 

« FIRE RLIARDANT 
PAINT 

Fire retardant paint shields and in
sulates wood from flame, delays 
ignition. When exposed to fire, it 
bubbles and swells up to form a 
sponge-like insulating barrier, and 
it emits non-toxic fire-extinguish
ing gases that help to smother 
flames. After the fire is out and 

rolling, brushing, or spreading, 
varies wi th amount of silica thick
ener (by Cabot, Boston) added. 
Poly Resins, Sun Valley, Calif. 
C I R C L E 218 ON READER SE RVICE C A R D 

Two-coat finish gives concrete 
blocks a tile-like surface. First a 
latex-like filler/primer seals ma
sonry, then a pigmented top coat 
provides long-lasting low-main
tenance finish. Filler covers up to 
100 sq. f t . per gal. Top coat comes 
in 90 colors, covers up to 450 sq. 
ft . PPG Industries, Pittsburgh, Pa. 
C I R C L E 220 ON READER SE RVICE C A R D 

foam has cooled, i t can be easily 
scraped off before repainting. Two 
coats are recommended for maxi
mum protection. The low-sheen 
paint can be tinted wi th universal 
colors to produce many pastels. 
Flamort Chemical, San Francisco. 
C I R C L E 221 ON READER SE RVICE CARD 

98 H & H JUNE 1970 



SPECIFY 8-FOOT SHAKERTOWN PANELS FOR 

Distinctive 

B A R N S H A K E P A N E L S S H I N G L E T E X T U R E P A N E L S R O U G H S A W N P A N E L S 

S A V E S APPLICATION TIME 
Shakertown Panels are individual Western Red Cedar Shakes or 
Shingles bonded into a strong, easily appl ied 8 foot long 3-ply 
panel for a variety of Mansard designs. These self-al igning panels 
combine the intr insic beauty of cedar shakes or shingles with the 
pract ica l , money-saving features of panel construct ion. Shaker-
town panels are easily handled by one man and may be nai led 
direct ly to the studs where code permits. 
Eleven Shakertown panels at a 14-inch exposure provide the 
same coverage as 250 individual ly appl ied shakes . . . Shakertown 
reduces appl icat ion t ime by as much as 70 percent. Matching 
co lor nai ls el iminate touch-up. 

7" OR 14 E X P O S U R E 
Three dist inct ive textures, Barn Shakes, Rough Sawn Shingles 
and Shingle Texture, at 7-inch or 14-inch exposures are available 
in natural or eight semi-transparent factory colors to help you 
create virtual ly any effect. For a perfect, professional f inish every 
t ime, speci fy Shakertown Cedar Panels for your Mansards. 

IN twCtT'l Shakertown 
FIRST NAME IN CEDAR SHAKES 

Write for detailed brochure 11 In Canada 

SHAKERTOWN CORPORATION BESTWOOD INDUSTRIES. LTD. 
DEPT. HH-6 P.O. BOX 2042 
4416 LEE ROAD VANCOUVER 3, B.C. 
CLEVELAND, OHIO 44128 

C I R C L E 98 ON READER S ER V IC E C A R D 



oat 
lastin 

beauty 
1 coat cost 

with 
Double-Tones 

REZ Double-Tones can help you save 
money oj i new construct ion or remodel
ing. One coat of these extra-heavily 
p igmented stains beautif ies and protects 
like two coats of ordinary semi-trans
parent stains. Yet REZ Double-Tones 
cost no more than conventional stains. 
So, t ime and mater ial costs are cut in 
half, 

REZ Double-Tones are ideal for rough-
sawn or saw-textured exterior s id ing, 
shakes, shingles or rust ic t r im . Avai lable 
in 16 decorator colors, inc luding new 
Avocado, For more in format ion, wr i te to 
The REZ Company, One Gateway Center, 
Pi t tsburgh, Pa. 1 5222 . , 

Natural Wood Finishes 
Pittsburgh, Pa .-Torrance, Calif. 

C I R C L E 99 ON READER SERVICE C A R D 
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PRODUCTS /TOOLS AND EQUIPMENT 

Compact tractor is 7' long, 5' wide, 
and 5' high. The four-wheel-drive 
unit can turn a tight circle in its 
own tracks. It l if ts up to 1,500 lbs., 
weighs two tons. Three models-
26hp, 30hp, and 37hp—have about 

30 interchangeable attachments 
including buckets, pallet forks, 
augers, backhoes, dozer blades, 
brooms, and a snowplow, J.l. Case, 
Racine, Wis. 
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Seam cutter speeds floor laying, 
reduces fatigue, yet produces con
sistently even tight seams in sheet 
vinyl. Workman pushes tool 
across overlapped (no-pattern) 
flooring at 12' to 16' per min. A 
guide bar follows factory edge as 
4" blade trims Vi" from both 
edges. Armstrong, Lancaster, Pa. 
C I R C L E 224 ON READER SERVICE C A R D 

Tapeless rule rolls along the carpet 
or flooring, goes over curved or 
irregular surfaces, or even straight 
up the walls. It eliminates stoop
ing, bending, and climbing, and 
is faster than other forms of mea
suring. A n odometer type dial 
gives accurate readings up to 
1,000 f t . USM, Reading, Pa. 
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Mobile lift needs no tow truck, 
moves along wi th the job at up to 
2 mph. Platform is 10'6" x 3'10", 
can be raised to a working height 

of 23'. Pushbutton controls stop 
or start at any height. Charles 
Machine, Perry, Okla. 
C I R C L E 225 ON READER SERVICE CARD 



Itie last thina in the 
wcfld ycu need is a 

ticu$efact€i> 

0 

IN 

(I 

Jecause i f youTeTo^Wgwith the idea of going 
into manufactured housing there are a lot of 
things that come before the factory. Things like 
several years and a m i l l i o n dollars or so worth 
of product research, development and design. 
A n d market analysis. A n d fac to ry s tar t -up 
knowhow. And prototyping. And on and on and 
on. A l l of which are necessary. A l l of which we 
have been doing for some time. Our capabilities, 
in fact, are so complete that we now offer a total 
service for manufactured housing systems. Pre
marketing analysis, product design and system 
design. In short, everything you need for suc
cess. A n d to meet every residential need. Single 
fami ly homes, mult iple fami ly systems, recrea
tional homes, etc. So i f you're th inking about 

entering manufactured housing on your own or 
of making an acquisition, contact us. We can 
offer consulting services, help you in phases or 
set you up completely. Whatever your needs we 
can save you a lot of time, a lot of headaches and 
disappointments and a heckova lot of money. 
Like we said, the last t h i n g you need is the 
fac tory . 

E n v i r o n m e n t a l 
S y s t e m s 

I n d u s t r i e s 

Typical single family elevation 

ESI systems designed by 
B.A. Berkus and Associates 
Designers of two Operation 
Breakthrough Winners: 
Levitt Technology Corp. and 
Christiana Western Structures 

C I R C L E 101 ON READER S ER V IC E C A R D 

For information write: 
8430 Santa Monica Boulevard 
Los Angeles, California 90069 
c/o Mack L. McCoy 
213-656-4202 
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Immediate cash 
for mobile 

home parks. 
We'll negotiate now, cash in full, for 
your mobile home park. We prefer over 
100 spaces, but will look at any sound, 
quality property. 

Talk to us about outright sale, partial 
interests or leasebacks. We fully pro
tect interested brokers. 

This is a now opportunity. 

Send details to: 

camfwe villages international 
^ ^ ^ ^ j T ^ ^ A2^ GUARANTY BANK BUILDING 
W S i M ^ ^ y DENVER. COLORADO 80202 
^ V l ^ f l ^ ^ r 3031534-6207 

^^Showers of Diamonds^^ 
F o u n t a i n s b y R A I N J E T 

IT'S SHEER DELIGHT as thousands of diamond-like water 
droplets rise, twist, change color, then fall with a soothing 
musical patter. Patented. Both complete fountain and bowl 
assemblies (no plumbing needed), and "aquavators" for exist
ing pools. Send for free full-color literature and prices. 

RAIN JET CORP., 301 S. Flower St. Burbank, California 91503 
Dept. HH 

PRODUCTS /HEATING & AIR CONDITIONING 

31 

Compact furnace for apartments 
or smaller homes is only 11" wide, 
52" high, and 28" deep and w i l l f i t 
into a closet. The gas-fired f i n -
nace, teamed wi th a cooling coil. 

Central system features electric 
furnace and air conditioner. Four 
furnace mode's range from 10 to 
25 kw, are suitable for upflow, 
downflow, or horizontal applica
tion. Matching evaporators range 

I 0 
Control panel can combine all the 
switches and indicators needed to 
regulate heating, cooling, humid
ity, air cleaning—plus odor control 
- f o r complete comfort. Thermo
stat and control are standard com
ponents; others are optional. 
Honeywell, Minneapolis, Minn . 
C I R C L E 228 O N READER S ER V IC E CARD 

can be connected to an outdoor 
condensing unit to provide a cen
tral cooling system. Chrysler, Air-
temp Div., Dayton, Ohio. 
C I R C L E 226 ON READER SE RVICE C A R D 

from 19,000 to 35,000 Btuh capac
ity, are pre-wired, ready for slab 
or rooftop mounting. Robbins & 
Myers, Hunter Div., Memphis, 
Tenn. 
C I R C L E 227 ON READER SE RVICE C A R D 

Noise reducer, to cut down noise 
in heating and air conditioning 
systems without resisting air flow, 
is only Va the thickness of most 
silencers. In transfer grilles i t cuts 
down cross-talk; behind return-air 
grilles, i t reduces machinery noise. 
Air Filter, Milwaukee, Wis. 
C I R C L E 229 ON READER SERVICE CARD 

Heating/cooling thermostat can 
control gas-fired or oil-burning 
furnaces, can be used for residen
tial or office low-voltage heating/ 
cooling systems. One switch se
lects heat, off, or cool. The other 
offers continuous operation or 
automatic cycling of the fan. Gen
eral Electric, Scotia, N.Y. 
C I R C L E 230 ON R E A D E R SE RVICE CARD 
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Half a million people couldn't wear out this carpet. 
When you buy carpet for heavy duty 

service, you want carpet that's strong. 
Built to take it. 

Which is precisely what you get in 
carpet made with pile of 100% 
Marvess* olefin, a Phillips 66 fiber. 

Tufted indoor-outdoor carpet, like 
the one shown, was wear-tested by a 
million trudging, racing, glop-booted 
feet on their way through New York 
City's busiest place. Grand Central 
Station. Carpet that stood up even 

after 547,500 people all did their level 
best to level it. But couldn't. 

T h e N o - S b i n g s 
G u a r a n t e e 

for Tirft»d lmlooM)Mtdo«r C«rp«t 
PhHIip* Ftbefi gufltantees this cvptt 
madt with pile of Mwes'oum. a Ptiillli» 66 fiber. 
against foltmg. twirmg out. of lha altacts of weather. 
For 2 years indoor or outdoor comtnerctal uia. 
Or we will replace this carpel. Frae, 
delusive of Kittallation. 
Consult your carpel resource lor details 

And this truly grueling test proved 
one thing—durability you can depend 
on. However heavy your traffic is. We 
guarantee it—with the Phillips Fibers 
No-Strings Guarantee. 

Buy your carpet as if you were buy
ing it for use in Grand Central Station. 
Carpet made with pile of Marvess* 
olefin. Then you're sure you're getting 
carpet made to give you service for 
the long haul. f\/\ARVESS DLEFIN 

PHILLIPS F I B E R S CORPORATION,GREENVILLE.S.C. , A SUBSIDIARY OF PHILLIPS PETROLEUM COMPANY. MARKETING OFFICES: 1120 AVENUE OF AMERICAS. N.Y., N.Y. 10036. (212) 697-5050; 
P.O.BOX 66,GREENVILLE.S.C.29602.(803) 242-6600. PHILLIPS 66 FAMILY OF FIBERS: MARVESS* OLEFIN.(3UINTESS' POLYESTER.PHILLIPS 6 6 - N Y L O N . 
• • C O . I . f M l l L I ' S »t lHOLtU» COMMMV 
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Rookie 
or Pro... 
W h a t ' s F o r Y o u I n t h e 7 0 s ? 

• GARDEN APARTMENTS 
• HIGH RISE 
n RENTAL TOWNHOUSES 
n SYSTEMS BUILDING 

A learn-and-earn NAHB Apartment 
Conference designed for the neophyte and 
the pro. Difficulty climbing the money 
mountain? This will take you through 
financing and tax planning . . . the hard rock 
of engineering and construction — to 
production.... The intricacies (and profits) 
of the growing Federally-assisted low and 
moderate income rental programs.... 
Apartment zoning and apartment 
management — to tenant relations. . . . 
Technological developments, systems 
building of this and other nations reduced 
to simple understanding.... For large and 
small in the apartment sector — the most 
complete course yet In all topics pertaining 
to apartments. 

'0 
NATIONAL ASSOCIATION |H 
OF HOME BUILDERS 
FIRST ANNUAL B 

A I N T E R N A T I O N A L I • A^rtment 
Conference 

OCTOBER 4-7, 1970 
STATLER HILTON / WASHINGTON, D.C. 

For further information write: 

National Association of Home Builders 
Convention and Meetings Department 
1625 L St.. N.W. / Washington, D. C . 20036 

L I T E R A T U R E 
Color-coded entrances. Three en
trances-one narrow, one medium, 
and one wide stile—for shops, 
store fronts, high-rise apartments, 
and schools, are covered in a f u l l -
color brochure. Color guides on 
the push bars, pull handles, and 
vertical glass stops help to direct 
customers toward doors, and so 
m i n i m i z e accidents. A m a r l i t e / 
Anaconda Aluminum, Atlanta, 
Ga. 

C I R C L E 300 ON READER SE RVICE C A R D 

Lighting styles. Full-color photos 
and drawings show a line of chan
deliers, ceiling fixtures, wall lan
terns, and post lights. Styles in
clude Scandinavian, European, 
French, and Mediterranean. Halo, 
McGraw-Edison, Rosemont, 111. 
C I R C L E 301 O N READER SE RVICE C A R D 

Electronic moisture indicator. De
scribed on a sheet f rom a testing 
equipment catalog is a portable in
strument that indicates the mois
ture content of solid or pulverized 
materials. I t works on wood, pa
per, concrete, plaster, cement, etc., 
and can be used before painting 
or applying vinyl floor coverings 
or for locating steel reinforcing 
bars in concrete. Zormco Electron
ics, Cleveland, Ohio. 

C I R C L E 302 O N READER SE RVICE C A R D 

Noise control. Pre-engineered 
panels for controlling sound are 
discussed in a technical leaflet 
that shows the types of modules 
available, depicts typical panel 
connections, lists features, and 
rates sound absorption and trans
mission loss. Some commercial 
and industrial uses recommended 
are in-plant offices, electrocardio
graph rooms, soud labs, etc. Eckel, 
Cambridge, Mass. 
C I R C L E 303 O N READER SE RVICE C A R D 

Tiffany-like fixtures. Original Tif 
fany designs are shown in four-
color photos next to lighting fix
tures that derive their colors and 
forms from the originals. Hand
crafted pieces all, their marbled, 
solid, or multi-hued jewel-like 
glass panels are leaded, not joined 
wi th plastic. More than 150 selec
tions ranging from simple to or
nate. Gramercy Park Lighting, 
Bronx, N.Y. 
C I R C L E 304 O N READER SE RVICE CARD 

Home security system. A 24-hour 
protection system includes a mas
ter control panel that automatical
ly signals a commimications cen
ter when vandalism, attempted 
burglary, or fire occurs. The cus
tom-fitted guard system and a 
typical installation are described 
and illustrated in a brochure that 
offers franchise i n f o r m a t i o n . 
Westinghouse, Pittsburgh, Pa. 
C I R C L E 305 O N READER SE RVICE C A R D 
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A new, low cost 
way to sell 
your homes faster! 

Builders now list homes during construction stages 
and often sell before completion through new 
National Home Exchange. 

Builders! Here's the new, high-speed way to sell a house. It's 
called the National Home Exchange. 

The National Home Exchange (NHE) is a nationwide central 
registry for people or firms who want to sell homes and people 
who want to buy homes. NHE electronically matches the re
quirements of home buyers against all homes listed for sale 
until suitable matches are made. Home buyers get printed de
scriptions of those houses that meet their requirements, plus 
the name, address and phone number of the seller. In this way, 
buyers can contact sellers directly. 

You have three unbeatable advantages with the National Home 
Exchange: 

1. Nationwide coverage. By listing with us, builders immediate
ly "advertise" their homes to home seei^ers from all parts of 
the country. You reach a potential market that is far larger than 
the limited audience obtainable through local or regional c las
sified advertising. Yet the cost of National Home Exchange's 
service is comparable to (or less than) classified advertising. 

2. Faster sales. You'll probably sell your home much faster 
through NHE than by other methods. There are two reasons why. 

One: Through advanced computer-matching techniques the 
National Home Exchange compares every home for sale in its 
listings with every buyer's requirements every day. Thus, 
when a buyer tells us he's looicing for the kind of home you've 
got, he'll know about you within 72 hours. 

Two: We send new listings of homes for sale in given areas to 
the major corporations in these areas. Every week. Which 
means your houses are continually exposed to transferring 
executives from all over the country. 

3. Continuous "advertising" at a one-time cost. When you list 
a home for sale with the National Home Exchange, it stays in 
our listings until you tell us to remove it. You get exposure for 
a s long as it takes to sell the house at a one-time net cost of $50. 
This is the exact opposite of classified advertising, where the 
longer you advertise, the more you pay. During the time your 
home is on our list, unlimited descriptions of the home are sent 
to all Interested buyers. 

What does all this cost? 

Listing a house or property requires an initial deposit of $100. 
Of this, $50 is held in escrow and returned to you when you 
notify us that the house has been sold. Your net cost is only $50. 
There are no other charges. 

Act Now! IMail this coupon today! 

National Home Exchange 
Div is ion of In ternat ional L iat ing S e r v l c a s , I n c . 
Department HH 
Southport, Connecticut 06490 

sirs: 
E n c l o a e d la $1 for a c o m p l e t e se t of requ i red l is t ing fo rms to buy 
or s e l l a h o u s e , p lus a booklet that d e s c r i b e s the full s e r v i c e s of 
the Nat ional H o m e E x c h a n g e . 

N a m e - . T i t l e -

C o m p a n y -

S t r e e t -

C i l y - - S t a t e - - Z i p . 

National Home Exchange Is not affiliated with any real estate brokerage, but does act as a supplement to services offered by realtors. 
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This is a taste of our year-round 
Life campaign. ft!s just one 

of the reasons 6 out of 10 women 
prefer a gas-equipped kitchen. 

We have the facts in a study by an independent research 
firm. More than half the women when house-hunting 

would rather have one with a gas range. Great gas performance 
is one big reason. Our year-round advertising is another. 

Ads I ike this one—week after week in Life, Reader's Digest 
and many other major magazines. Plus gas-sponsored 

TV specials all season long. Remember, when she steps into a 
gas kitchen, you' re probably one step ahead on the sale. 

AMERICAN GAS ASSOCIATION, INC. 

The gets self-cleaning[oven 
can clean up any thmg 

you can dish out. 

Tra« nan* ( ( - incBn M«.ci«mf!sa»inaii 
F« \mn IflOom 2hc pe» l-twvng). And »W fnh»^J 

mi"t% lh»8um»t«llh»-B«i<i-. rst» Oonm mvr 

Gas gives you a better deal A 
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"Pattern availability and variety 
are important to us. We try to 

offer a selection for each project 
that will make everybody happy." 

"The Armstrong lines we use 
have always been very well 

accepted by our buyers. 
They're practically presold on 

the product before we even 
display it." 

The Perl-Mack Companies develop land, construct 
apartment complexes, homes (like the ones shown 
here), and shopping centers. 

So the building products Perl-Mack uses have 
to be reliable, up to date, trouble-free, from 
companies that are on top of construction trends. 
Companies like Armstrong. 

Samuel Primack of Perl-Mack realizes the value that 
Armstrong sheet and tile flooring affords both him and 
his customers. He doesn't have to worry about service 
and warranty problems and can offer a wider 
selection of floor covering designs. Meanwhile, his 
customers know they're getting a top-quality product. 

We're making sure Perl-Mack's customers—and 
yours—are aware of the quality that goes into every 
Armstrong floor through the most extensive and 
exciting advertising campaigns in the flooring 
business. Your prospects are constantly seeing our 
advertising in national magazines month after month. 
The result is a growing demand for quality 
floors in new homes. 

If you'd like to know more about the floors we make, 
how they can be put to work for you, and how 
designers work with them, we'll be delighted to send 
you information and ourfloor styling kit. Just write to 
us: Armstrong, 106 Sixth St., Lancaster, Pa. 17604. 

F L O O R S B Y 

A ) - m S t r o n g 



'The number one reason we use 
Armstrong products-they're on top 
of design trends. Frankly, 
Armstrong's a leader In the field." 

Mr. Samuel Primack, Principal of the 
Perl-Mack Companies, Denver, Colo. 

"Another reason we choose a manufacturer 
like Armstrong . . . quality. We're not 
interested in putting in a product that might 
give us maintenance and warranty problems." 

• 
"Whenever we have a problem (and with 
15,000 houses in an area, you're bound to 
have a couple of problems), we get 
on-the-spot service from Armstrong . . . 
from the factory, when necessary." 

m 



(New sales touch.) 
Weyerhaeuser® textured hardboard siding. Sealed. Primed. Or prestained. 

Hardboard? 
Yes, hardboard, with the same 

magnificent look as natural sawn 
wood at a price generally less 
than other sidings. 

In four textured patterns: lap, 
vertical groove, reverse board 
and batten, and plain panels (all 
edges sanded). 

Each is available sealed for 
staining; sealed then primed for 
painting; and prestained in four 
nationally available, easy - to -

match Fuller / O'Brien Stains 
—bronze gold, olive nite, burnt 
tile and spice tone. 

Weyerhaeuser hardboard sid
ing is specially formulated for 
siding use only. 

The density is ideal. Not brit
tle, yet tough. 

And light enough so one man 
can handle the longer joint-re
ducing lengths. 

Besides the saw - textured 
look, Weyerhaeuser has an ivory-

smooth hardboard—a whole line 
of smooth lap siding, panels and 
soffits. The face and edges are 
sanded, then sealed to protect 
the binder resin. 

Absolutely no grain raise. 
The prime coat is high-grade 

acrylic latex, baked on and 
guaranteed for 5 years. 

For full details on our 126 
hardboard siding combinations, 
just write us at Box B-6988, 
Tacoma, Washington 98401. W e y e r h a e u s e r 
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