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Round Table report:

Study on costs

Better design

Fixing up houses

Trade-ins

house -home

Leaders in the attack on blight agree on recommendations

to help every community (p. 100)

Quakers’ rehabilitation produces good low-income housing 25% larger,

25% cheaper than new construction (p.136)

Five topflight architects suggest better ways to modernize

five basic types of middle-aged house (p.114)

What to do about redecoration (p.142), about kitchens (p. 148), about bathrooms (p. 150),

about storage (p. 151), about attics (p.152)

Is better FHA financing for used houses the biggest news of the year

for home owners and homebuilders? (p.156)




Way to a woman’s heart -
(WW%WJM@L

A beavutiful

kitchen

Here’s the sort of kitchen that whets any woman’s
appetite for home-buying—and makes your selling

job easier.

Walls, floor and counter-tops of colorful, real
clay Suntile make kitchens as livable and attractive
as any other room—but much more durable

and simple to clean.

e Lo

You can show home buyers how easily color-balancé:a
Suntile combines with any decorating scheme.

And they are quick to see other Suntile advantages —
beauty that never fades, even with hard usage—

a surface that is waterproof, stainproof, fireproof.

Suntile means a fine installation job, too. Your
Authorized Suntile Dealer is prepared to provide
top quality workmanship. Write to Dept. HH-10 for
full data on Suntile and the name of the Suntile

| : 2 Dealer nearest you.

This kitchen shows the variety of decorative ef-
fects that can be achieved with real clay Suntile.
Walls are glazed citrus yellow, unglazed birch
range; floor and counter top are unglazed turquoise.

THE CAMBRIDGE TILE MFG. CO. '
P. O. Box 71, Cincinnati 15, Ohio COLOR BALANCED

WEST COAST OFFICES
The Cambridge Tile Mfg. Co.

470 Alabama Street bt
San Francisco 10, Calif.
The Cambridge Tile Mfg. Co.
1335 South LaBrea

Los Angeles 19, Calif.
veoo..Areal clay tile
....Bright with color
+esvo..Right for life

SUNTILE OFFERS YOU BOTH ° BETTER TILE . BETTER INSTALLATION
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ROUND TABLE

Textbook is drafted by leaders in the field of conservation,
rehabilitation and slum clearance.

PROTOTYPE REMODELINGS

Five architectural firms redesign
five typical, overage houses as pilot houses for remodelers.

WHAT US CITIES ARE DOING

A cross-country survey of successes and setbacks
in the field of rehabilitation.

THE PHILADELPHIA STORY

For the Quakers, Architect Oskar Stonorov turns a decaying block into
sound quarters: a case study in what private industry can accomplish.

GOOD DECORATION

Many an old house needs no structural changes,
will be salable if it provides contemporary backgrounds for living.

THE KITCHEN—TFIRST STEP IN REMODELING

Properly arranged, yesterday’s large kitchens
can become today’s living kitchens and great sales assets for old houses.

THE BATH—A NEW ONE CAN BE ADDED ANYWHERE

With FHA’s authorization of the inside bath,
remodelers have greater scope for supplying second and third baths.

STORAGE—ORGANIZATION BEGINS WITH A 4” MODULE

Not how many closets but how realistically they are planned
is what is important to householders.

THE ATTIC—PREFRAMED LIVING SPACE

Remodeling attics offers slack-season jobs for builders,
additional space or rental units for owners.

TRADE-INS CAN BECOME BIG BUSINESS

Leaders in the homebuilding industry move to get better FHA financing
terms for old houses so that builders can handle them profitably.

THE REMODELERS

Firms which fight blight at a profit prove that

remodeling can be good business as well as a boon to the community.
BEWARE OF DYNAMITERS!

A new variety of racketeer

promotes the sale of home improvements at exorbitant prices
and points up the need for legitimate remodelers.

New products

Trade publications

Lire photo by Andreas Feininger. Arsist: Gyo Obata



Home buyers dread the risk of a plumbing drainage

failure. To avoid this obnoxious inconvenience and

unnecessary expense, they equip their houses with
service-proven Cast Iron waste pipe lines and house

Sewers.

Cast Iron Pipe lasts for centuries. Authentic records
show Cast Iron Pipe to be in good condition after cen-
turies of service—over 100 years in this country, over
300 years in Europe. The durability, dependability and
economy of Cast Iron is no theory. It’s a proven fact.

For new construction or for replacing failed substitute
materials, use Cast Iron Soil Pipe—the only time-tested
material for plumbing drainage which has the dura-
bility that lasts for centuries.

* * * * *

Woodward Iron Company does not manufacture pipe,
but we supply leading Cast Iron Pipe foundries with bigh

grade foundry pig iron from which pipe is made.

WooDWARD IRON COMPANY

WOODWARD, ALABAMA

BASIC ADVANTAGES
of CAST IRON
SOIL PIPE

'l RUGGED METALLIC STRENGTH

Does not crush, bend, flatten, shatter.
Resists corrosion, mechanical damage, and
ground settlement.

ZERO MOISTURE ABSORPTION

)

NO COMPLICATED TRENCHING

Lay Cast Iron Pipe shallow or deep in
any kind of soil. No packing with sand
or special trench filling required.

Lo

4 APPROVED

Cast iron is the only plumbing drainage
material approved by ALL national, state,
and city building codes for use from
‘‘street to roof.”

5 LEAKPROOF JOINTS

Cast Iron gives permanent tightness of
joints with flexibility. Eliminates wall
damage and clogging by tree roots.

HOUSE & HOME



THE "'STILEMANOR"'*

A precision-made, standard-duty, qu,

line of locks and

wrought brass, bronze or aluminum,
g ’

Eopulur functions.

omes and light commercial co

latches. Availah

For fine rg

New Britain, Connecticut.

For locks and latches, only two holes to bore . . . all alike for every door
... but more than that. .. all locksets and latches are easy to install . ..
all packaging is easy to identify, easy to handle. In addition, you have a
choice of lock lines to offer plus finishing hardware that’s uniform in
quality, size, finish . . . a combination that can’t be beaten for customer
satisfaction year in and year out. See your Russwin dealer’s display.
Russell & Erwin Division, The American Hardware Corporation,

A COMPLETE LINE OF FINISHING HARDWARE
FOR EVERY TYPE AND SIZE OF HOUSE

PRESSURE-CAST

ALUMINUM TRIM HARDWARE
Attractively - styled, rustproof,
velvety-smooth finish, light yet
strong, economical. Line con-
sists of sash fasteners, drawer
pulls, wall door stops, etc. . . »

HANDLE SETS

Heavy, cast brass or bronze,
avuthentically-designed han-
dle sets with matching
knockers, push buttons, in-
terior knobs and handle.

NIGHT LATCHES

Wide range of rim and
tubular night locks and
latches.

SCREEN-STORM DOOR HARDWARE
Air-controlled Door Closers, 2 Sizes,
Rim & Mortise Door Catches,
Quality Liquid Type Door Closer

MISCELLANEOUS

HARDWARE
Popular assortment of Case-
ment Sash Hardware, House
Numbers, Letter Box Plates,
Transom Latches, Chain
Door Fasteners, Surface
Floor Spring Hinges.

“ALL-STAR” LINE OF
BUILDERS’ HARDWARE

"HOMEGARD"'*

A husky, attractive, economy line of
locks and latches. Available in wrought
brass, bronze and aluminum . . . five
popular functions. All internal working
parts of pressed steel, zinc-plated,
dichromated. No die-cast parts.

SINCE 1839

Russwi

DISTINCTIVE HARDWARE

#PATENTS APPLIED FOR
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When it comes to CllStOm
kltChenS . . hothing makes as

This New Freedom Gas Kitchen¥ features an

automatic Gas range, made to “CP”

by the Caloric Stove Corporation.

Cabinets by Mutschler Bros.

standards

. =Lz rmeTH

Even a man can be “sold” by a kitchen when it holds the new
Servel Gas refrigerator with the automatic ice-maker. (Shown
above.) It starts itself, stops itself, supplies its own water, makes
ice cubes without trays, and puts them in a basket automatically.
This dependable refrigerator carries a 10-year warranty.



much sense as Gas

So very often, a distinctive kitchen means

a pace-setting house. You decide on the
picture windows, the service bar,

the modern decor and the open rafters.

Let Gas supply the range and the refrigerator
that can set them all off. Instead of a few
range models, you have hundreds—all fully
automatic. Ranges that glitter with

chrome. Ranges that glow with color.
Mammoth ranges that can handle a banquet.
Thirty-inch ranges that nestle in a corner.

Separate range units that are built into
cabinets. Name it—and you'll find it in Gas;

S TR N

the fuel that every woman knows cooks best New twin Hamilton washer and automatic Gas dryer; Ruvd automatic Gas water-heater.

by every test, the fuel that costs less
to install and use. Whether you're building

) . A custom homeis almost sure to have an
or remodeling, Gas definitely makes

automatic washing machine, an automatic
the most sense. . N
dishwasher and extra bathrooms—3 good reasons
[or an automatic Gas water-heater. The

recovery rate of Gas is so much faster that a
30-gallon tank actually gives more service

than an 80-gallon tank run by any other
all-automatic fuel. An automatic clothes dryer

is also rapidly becoming a standard feature

in better houses. Here, too, Gas is considerably
faster (there’s no warm-up period), more efficient.
No two ways about it, in every area of every
home, Gas is [aster, thriftier, more satisfactory.

AMERICAN GAS ASSOCIATION

— T CHE P —

— 5 AVICE

Your local Gas company will be happy to work with you on any problem.

Only Gas

GAS—the modern fuel forautomaticcooking...vefrigeration...water-heating... house-heating...air-conditioning.. .clothes-drying...incineration.

gives you such a big choice of modern models




...and when it comes
to HOT water

nothing makes as much sense as

RUUD-MONEL

Wq%

Automatic GAS Wuter Heater

180° Water H)125° Water

to meet for
the ‘demands bathrooms,
of your lavatories,
modern and all
automatic your other
clothes general " .
I a— household When it comes to Custom Kitchens
dishwasher needs

" MUTSCHLER!

Hundreds of leading architects take advantage
of Mutschler kitchen architectural service be-
cause it saves them hours of valuable time. Under
your direction, a factory-trained Mutschler
specialist will gladly relieve you of the myriad
details that are connected with designing, in-
stalling and decorating a custom kitchen. And, upon request, he
will supply color perspectives of the finished kitchen . . . as well
as cost estimates, before the job is started.

After your basic plan is completed, call in your Mutschler
specialist . . . a man whose sole interest is in producing out-
standing kitchens, complete in every detail. Let him follow
through as a part of your staff, a part of your service . . . on
new construction or remodeling.

ONLY LAUNDRYMASTER is specifically de-
signed to provide enough really kot water fast enough
to operate any automatic washing machine con-
tinuously. And, at the same time, it supplies the right
temperature water for other household needs—
moderate 125° water as recommended by the National
Safety Council.

ONLY GAS heats water 3 times faster—to meet
modern household needs. Of course, Ruud-Monel
uses low-cost GAS.

ONLY RUUD-MONEL gives you the exclusive rust-
proof Monel tank—Ilifetime assurance of sparkling
hot water, spotless washes, perfect sanitation.

) -
Fact book titled *ALL ABOUT MODERN HOME lAUNDERING” This specialized custom kitchen service costs

h hitect build bsolutel thing!
80 fact-filled, illustrated pages about laundering . . . equipment, the architect or builder absotutely nothing

soaps, detelgents, fabrics, stain removal, specml laundering
recipes, everything about modern home laundeung Send only

$1.00 for postpaid copy to: Ruud Manufacturing Company, 4 o [ "
Dept. H-10, Pittsburgh 1, Pa., or Toronto 14, Ontario.
. “. . . the best all over treatment of the subject that I have
. seen . .. up to the minute. I know of no other laundry book
¢ that deals with the problems of modern laundering.”— for your reference files —
Elizabeth Sweeney Herbert, Household Equipment Editor, McCall’s
Magazine. General line catalog showing PORTA-BILT KITCHEWS

dozens of "showplace” Mutschler
*Monel is an alloy of nickel and :opper—both metals urgently needed in the country’s defense program. P

Production of Ruud-Monel water heaters is on a severely curtailed basis, limited by the amount of these kitchens that have been reviewed
strategic metals available for civilian use after the needs of the defense program have been met. Distribution

of Ruud-Monel water heaters is restricted by government order to those areas in which public water supplies in leading magazines, and other MUTSCHLER BROTHERS co.

are of maximum corrosiveness, and this advertisement is not intended to indicate general availability of i i i i
water heaters with Monel tanks. 9 ¥ information. Write for this free

reference material and address of Dept. H, NAPPANEE, INDIANA
RUUD MANUFACTURING CO. - General Offices: Pitisburgh 1, Pa. « Toronto 14, Ontario

your nearest Mutschler specialist.
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TILE adds value wherever it's used

Smart tiled rooms are one of the best ways to add
beauty to a home, whether new or remodeled.
Tile adds value, too, because your customers know

it is so trouble-free and practical.

This tiled game room, for example, is always ready for
a good time. It’s easy to clean, and it laughs off the
roughest kind of rumpus. American-Olean Tile’s

beauty is permanent—it’s real clay tile!

REMODELING with tile is usually less expensive
with new thin bed setting methods. Often, tile can be
applied directly to old walls. Discuss this method

with your tile contractor.

Executive Offices: Lansdale, Pa.
Factories: Lansdale, Pa., and Olean, N.Y.

Member, Tile Council of America

American-0Olean Tile

SMART TILE IDEAS ARE SMART LOOKING, TOO!

1. Rugged, handsome tiled floor
is inexpensive to install, never
needs waxing, is best floor
over concrete slab.

2. Tiled steps are wear-proof,
scuff-proof, easy to keep bright.

3. Tiled game area costs nothing
extra, never needs repainting.

4. Tiled counter and back-bar
won't stain or fade, never need
special care, laugh off heat
and grime.

TILE SPECIFICATIONS: Color Plate 45, Walls: 85 Apricot, 99 Ebony,
29 Oyster Gray. Decorative Insert: Seagulls, L-7, 8, 9-C1, 85 Apricot.
Hand-Decorated Border: French H60-C142. Floor: Main Area, Brick-
point Squares OS-4140-5 Slate Textone; Game Area, 1%’ Squares
0OS5-4140-2 Cream Field with Black lines. Stair Treads: éx6 Pavers,

Sand Gray Textone.

AMERICAN-OLEAN TILE COMPANY
937 Kenilworth Ave., Lansdale, Pa.
Please send me the following free literature:

Name

[] Booklet 204, Reprint from Sweet's 1954 Catalog
[1 Booklet 300, Industrial Washrooms. [ ] The Idea Book of Tile.

Title

Firm Name

Address

City.

Zone State______
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What American-Standard SUNBEAM Quality
means fo you...

When you recommend and install American-Standard SUNBEAM heating, cool-
T you’re a BUILDER ing and air cleaning products in the homes you build or remodel, you are assured
of immediate and enthusiastic acceptance. No line enjoys greater public accept-
ance. These top quality products are readily obtainable wherever you are.
American-Standard SUNBEAM products enhance the value of any home. Their
If you're a BANKER quality and service record are second to none. Pride of ownership makes your bor-
rower a better risk.
The completeness of the American-Standard SUNBEAM line—in models, types,
sizes, capacities—gives you a wide selection in planning modernization jobs regard-
m less of climatic conditions. And you can be sure your clients will respect and appre-
ciate your judgment in specifying American-Standard SUNBEAM quality products.

When you carry American-Standard SUNBEAM products you have a com-
plete line . . . a nationally advertised line . . . a line favorably known and in
If you’re a DISTRIBUT O R steady demand by your trade. Furthermore, being able to obtain everything

your trade needs from one dependable source of supply simplifies your

buying, stocking and selling practices and results in a profitable operation.
When you feature the American-Standard SUNBEAM line, you not only sell
products of the highest quality, but you get the added benefit of public acceptance
built up through continuous national advertising. Many helpful merchandising
aids, including local co-op advertising, are available.

Homes having American-Standard SUNBEAM products are recognized as better
values . . . to the buyer . . . to the renter. These top quality products perform with
highest efficiency, operating economy, and require a minimum of upkeep.

For up-to-the-minute information, contact your wholesale distributor or write
direct to Dept. HH, Sunbeam Air Conditioner Division, American Radiator &
Standard Sanitary Corporation, Bessemer Building, Pittsburgh 22, Pa.

AMERICAN-CStandard
SUNBEAM AIR CONDITIONER DIVISION

ELYRIA - OHIO
Executive Offices: Bessemer Building, Pittsburgh 22, Pennsylvania

Serving home and industry: AMERICAN-STANDARD - AMERICAN BLOWER « CHURCH SEATS & WALL TILE « DETROIT CONTROLS « KEWANEE BOILERS - ROSS EXCHANGERS

If you're an

If you're a

If you'rea RUIF.{Nfe]]

« SUNBEAM AIR CONDITIONERS

34
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Mortgage money begins to thaw out

» Prime government

interest rates drop as Federal

Reserve begins pumping money into the economy.

» And big institutional investors show renewed interest in
4'/2% VAs and FHAs, while old-paper overhang shrinks.

After six months of a drought that was becoming chronic, the 1953 FHA-VA
mortgage crisis began easing this month. Evidences of the thaw in credit for
4145 % mortgage loans were small, but plentiful.

If anybody needed a demonstration of it, the pinch gave convincing evidence
that money management can indeed control the complex US economy (and far
cheaper than direct controls). Credit began to thaw as the administration took
firm steps to make sure no recession develops. The flexible money policy proved
flexible indeed. It was thrown into reverse. The Federal Reserve began pump-
ing money into the economy. And interest rates softened—most notably on
Treasury short-term bills (which sank from 1.957% to 1.634% in a brief two
weeks) and on long-term 314 % bonds (which zoomed to a record high of

102 12/32).

Mortgage bankers from Boston to Houston
agreed that mortgage money was easier to
find than at any time since April. Reported
MBA President Brown Whatley: “The tone
of the mortgage market has improved con-
siderably within recent weeks. The large in-
stitutional investors are showing greater in-
terest in FHA and VA loans. They are ap-
parently allocating a greater proportion of
their current funds to the mortgage side of
their portfolios. The discounted prices at
which these loans have been selling are rapid-
ly firming up [see box] and, more important,
declines in prices have been arrested. The
vast amount of overhanging, unsold mort-
gages, made before the 149 interest boost
for FHA and VA loans in May, is rapidly
being absorbed and does not constitute quite
the market deterrent it did for the past year
and a half.” (Whatley blamed the continued
fast pace of housing without firm takeout
commitments for the flood of distressed of-
ferings that depressed the mortgage market.)

The MBA chief, whose Jacksonville mort-
gage firm is one of the nation’s top three in
servicing volume, noted that life insurance
companies were again showing interest in VA
and FHA paper—a field they had greatly de-
serted for two years because frozen VA and
FHA interest rates offered yields so far below
those of corporate and tax-free municipal
bonds. Said Whatley: “An important resump-
tion of GI loan buying by these institutions
will constitute the most important single de-
velopment for making more easily available
to veterans the home financing they need.”

Advance commitment problem. Despite
improvement, the mortgage market was still
relatively tight, Whatley conceded. Worst
remaining problem: “the difficulty of develop-
ment builders in securing advance commit-
ments.” Said he: “Until this can be solved,
they will have a natural reluctance to begin

OCTOBER 19538

operations on a scale they would like and
which market conditions fully justify. Here
again, the favorable trend will probably mean
that investors may be ready to issue advance
commitments before not too long.”

Mystery in figures. Statistically, 1953
had been a record year for mortgage invest-
ment—even for VA and FHA loans.

1953 _ 1952

7 mos. mortgage recordings ... $11,393,000,000 $10,059,000.000

7 mos. FHA home loans closed. 1,371,000,000 994,000,000
8 mos. FHA home applications. 193,244 172,995
8 mos.VA home loans closed .. 1,906,000,000 1,814,000.000
8 mos. VA appraisal requests .. 172,831 151,170

The leading types of mortgage investment
institutions all increased their total home
mortgage activity in 1953 as compared with
1952, although some had done less guaranteed-
insured lending (see table, p. 47).

A mid-September survey by the Federal
Reserve Board (unpublished anywhere when
this was written) illuminated the pinch on
VA and FHA mortgage funds: it found that
conventional mortgage rates ranged from 5 to
6% country-wide, with a few loans at 4%%
around Boston and New York. In the West
and Southwest, conventional rates ran as high
as 8%. In tightening up, the Fed found,
lenders would generally go along with 5 to
10% down payments on VA loans when they
would make them, but they were watching
credit ratings more closely, stiffening ap-
praisals, making many stipulations on size.
location and quality of houses.

The Bank of America, the nation’s largest,
had imposed a fast rule of mortgage lending
only to depositors, House & HowmE learned.
The bank was discouraging carports in tracts
because, explained a bank official, “We think
they lack sales appeal.” It was backing away
from buying mortgages in blocks in favor of
dealing with buyers individually. Purpose:
to screen out possible bad credit risks more
easily. One insurance company decided to
take no homes under 850 sq. ft.; on houses
under $12,000 it required 10% down and e
20-year pay-off.

Fruitful warning. Not a few experts gave
HHFAdministrator Cole credit for nudging
the easing in mortgage credit along. At the
American Bankers Assn. convention in Wash.
ington, he warned bluntly that if private lend.
ers fail to maintain “an adequate continuing
flow of mortgage credit,” the government will
take “direct action” to get homes built. List-
ening bankers got the point: direct action
could mean only 1) direct government lending
or 2) more Fanny May buying.

At the moment, Fanny May would be kept
out of the over-the-counter market because
the Treasury feared resumed buying would

MORTGAGE MARKET QUOTATIONS
FHA VA
FHA 4-Y’s VA 4-Y's 4%'s 4% ;
Ciry & Source Originations Secondary Originations Secondary Secondary
PHILADELPHIA — William A. Clarke,
pres., W. A. Clarke Mortgage Co...cvuvurnens 961/» 26/ 96V A a a
KANSAS CITY — Byron T. Shutz, pres.,
Herbert V. Jones & Co...ovvvnnnncnianannses a 96-97 a 96-97 a a
HOUSTON — Donald McGregor, exec. vice
pres., T. J. Bettes COuvvvvrernnrnnncosiannss 97-98 97-98 97-98 95-97 931,-94 92
DETROIT — Irving Rose, pres., Detroit
First Mortgage Corp.....cveevvecnnrcccnnnsns 97 97 97 96-97 a a
CHICAGO — Maurice A. Pollak, vice pres.,
Draper & Kramer, Inc.........covvvenvnines 26 96-98 96 96-98 a a
NEW YORK — J. Maxwell Pringle, pres.,
Pringle-Hurd & Co:cvovniviinniossncninonans 96-par a 96-par a 94 92
SEATTLE — Clarence Hardesty, pres.,
Carroll, Hedlund & Associates............... par® 99-par par® 99-par a a
DENVER — C. A. Bacon, vice pres., The
Title Guaranty Co.....ieeveveenersrancnanns, 971/,-98Y/, 97V/,-981/, 97V/,-98V> 97!/,-98/, a a '
SAN FRANCISCO — William Marcus,
senior vice pres., American Trust Co......... a a a a a |
BOSTON — Robert M. Morgan, vice pres., Local
Boston Five Cents Savings Bank............. par-101 a par-101 a a a
Out-of -state
a 95.97 a 95-97 a 91.93
8 No market or market too unsettled to record stable quotations.
# Limited market; most refinanced at time of sale,

40
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press the nation’s statutory debt ceiling. Ex-
cept for defense and disaster loans, Fanny
May activity this fall would apparently be
confined chiefly to its one-for-one plan, which
picked up speed in August (latest available
figures). In August, FNMA sold 1,329 mort-
gages for $11 million—all but $65,000 worth
under one-for-one. That compared to a pid-
dling $500,000 of sales in July.

Flexible rate sought. For a long-range
cure for the recurring crises in VA and FHA
mortgages, Cole seemed to be leaning toward
asking Congress to authorize a flexible rate.
Some top FHA brass were wholeheartedly in
favor of the idea. Under a flexible interest
plan, Congress would hike the statutory limit
on VA and FHA interest to, perhaps, 6%. It
would be up to administrators to juggle the
rate up and down in tune with shifting
money conditions to keep government-backed
mortgages as close to par as possible.

The idea had much to commend it. So did
NAREB’s lately flowering plan for a private
central mortgage bank to cushion ups and
downs of home financing.

American Legion raps VA
red tape, plans probe of it

More and more builders and lenders were
irked at the rules and red tape imposed on
VA mortgage lending. Cried one Cleveland
builder: “We don’t bother with VA loans. If
you get one, it takes as long as it does to build
the house.”

Last month, at its St. Louis convention, the
American Legion took note of such com-
plaints. It ordered its national commander to
call a meeting between builders, lenders and
the VA loan guaranty division headed by
T. B. “Bert” King “to study practical methods
for simplifying and expediting” GI loans. A
resolution noted “increasing reports from
veterans, lenders and builders that the com-
plexity of [VA] regulations has become a
major deterrent to the program.”

Just before the Legion met, VA’s Bert King
had promulgated another rule so stringent
that many a mortgage expert privately ques-
tioned its legality. He banned finders’ fees.
It is because his office is the fountainhead of
such edicts that no small number of influen-
tial builders and lenders have said privately
they wish Eisenhower’s new VA chief, Harvey
Higley, would replace King. But affable Bert
King is protected by civil service.

On VA interest rates, the Legion took a
stand at odds with that of the Veterans of
Foreign Wars, who adopted a resolution in
August condemning the hike in interest to
415, %. The Legion, with men who understand
housing in control of the machinery of its eco-
nomic committee, rejected two resolutions
sponsored by the West Virginia and Rhode
Island departments calling for a return to 4%
rates (as well as rejecting a District of Col-
umbia resolution endorsing public housing).
Adopted was an alternate resolution urging
local Legion leaders to “sell” hometown lend-
ers on investing in GI mortgages.

SIDELIGHTS

Untax home buying?

Last fall, NAREB’s Herb Nelson broached
the proposal that taxpayers be allowed to
reduce their federal income tax payments by
the amount of any real estate taxes. At the
realtors’ convention, the idea died in com-
mittee. Last month, Executive Vice President
Nelson had another thought: let payments on
homes bought for owner-occupancy be de-
ductible from taxable income up to $6,000,
with deductions to be taken at the taxpayer’s
option over 1-12 years. Argued Nelson, in
NAREB’s weekly Headlines: “Stop penaliz-
ing the family that saves to create its own
social security through home ownership. . . .
A home is better social security than anything
the government offers. . . . The best way to
get good housing is to encourage each man to
provide his own.”

The hazard of television

The National Assn. of Insurance Agents rec-
ommended at its Washington convention
that television antennae be excluded from
wind and hail insurance. Said a committee
report: “‘In many localities, light winds which
formerly produced only a few shingle losses
now account for expensive antenna replace-
ments, all out of keeping with the purpose
of windstorm coverage and certainly not con-
templated by premiums.”

Booming trailer business

In the trailer industry, which some California
homebuilders consider a thorn in their sides,
business is bullish. The Trailer Coach Manu-
facturers Assn. (to be known hopefully after
Nov. 1 as the Mobile Homes Manufacturers’
Assn.) reported a record first half, with dol-
lar sales up more than 3% over the same
period in 1952 for a total of $159 million
and unit production up from 39,919 to 41,171
trailers. William W. Welsh, financial adviser
to the association, recently called borrowing
to buy trailers the largest single type of in-
dividual consumer credit loan now handled
by commercial banks. Trailer buyers will bor-
row $400 million this year, he said. Market
experts put the present US trailer population
at 1.9 million. Trailermen forecast this will
zoom to 2.5 million within five years.

A brick for the water shortage

Never, to coin a phrase, underestimate the
power of a building material. In Okla-
homa City, where the summer’s drought
focused attention on water problems, the
Clay Products Assn. of the Southwest came
up with a scheme it said could save 10
million gallons of water a day in Texas
and Oklahoma: put a standard brick in the
water closet tank of all toilets. The brick,
said the association, would displace about
75 cu. in. of water, thus saving Y5 gal. per
flushing without impairing proper function-
ing. Brick is ideal for such a conservation

job, the association said, because it does
not float, “a property which would elimi-
nate interference with the plumbing mech-
anism, and [it] is not composed of granu-
lar material which might decompose and
clog up the sewer.”

Where improvement loans go

What kind of home repairs do owners most

often borrow money for? Home Federal Sav-

ings & Loan Assn. of Chicago, with the na-

tion’s largest savings and loan portfolio for

home improvements, found this breakdown

among 26,500 advances:

D 349 for exterior repair and face lifting.

} 219 to replace heating equipment.

» 179% for interior modernization, such as
new kitchens, bathrooms, recreation rooms.

p 14% for adding a basement or attic apart-
ment.

» 9% for insulation.

» 5% for plumbing.

Automaker admires housing

For years, the homebuilding industry has
been compared unfavorably with the auto in-
dustry, has been urged to bring its design
and production standards up to automaking’s
level. Last month, the tables turned. Of all
things, Ford Motor Co. turned up in print
admiring the homebuilding industry. In full-
color ads for its new Lincoln, Ford boasted:
“The Car That’s Designed Like the New-Day
Homes.” Said the copy (in part): “Here in
the magnificent new Lincoln are the straight-
forward lines of today’s ground-hugging
homes—the huge glass walls, the push-button
conveniences, yes. even the dramatic in-
teriors.”

The transient Americans

The US nonfarm population (the segment
which provides homebuilding with the bulk
of its customers) is as much on the move as
ever. The Census Bureau’s latest figures,
announced last month, showed that 20.3% of
the nonfarm population moved to a different
house during the year ended in Apr. '52.
Almost 14% of the population moved within
the same county; 7% moved to different
county. Neither the number of movers nor
the 2-to-1 ratio of short- to long-distance
moves differed much the past five years.

College course in homebuilding

Another university decided to garb home-
building in academic robes. Michigan State
College announced a four-year undergraduate
course in residential building—the only one
of its kind in the midwest, according to Asst.
Prof. William B. Lloyd of the sponsoring de-
partment of forest products. Homebuilding
students will be required to spend 16 vaca-
tion weeks on the job in some phase of home
construction. S
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Walter Bennett

FIRST MEETING of Presidential housing advisory
committee found 19 of its 22 members on hand.
Seated (I to r): James Rouse, John J. Scully,
Albert M. Cole, James Thimmes, Paul R. Wil-

liams, Ben H. Wooten; standing: William A,
Marcus, Robert Patrick, Robert M. Morgan,
R. G. Hughes, Ernest J. Bohn, Alexander Sum-
mer, Aksel Nielsen, Rodney Lockwood, Thomas
W. Moses, Ehney A, Camp Jr,,
Mason, George L. Bliss, A. R. Gardner.

Norman P.

A controversial committee sifts US housing role

» Pro public housers charge that the 22-man Presidential
advisory group is ‘rigged against public housing.’

» HHFAdministrator Cole promises a ‘fair deal’ and the

committee begins werk on a hurry-up schedule.

The same month it was appointed, President Eiserhuwer’s commitiee on housing policy
became a target for political jibes. Ex-President Truman had keynoted the efforts to
make housing a political issue in his Labor Day talk. He said: “There are other signs
that the government is no longer so concerned for the welfare of all of us. Our great
public housing program, which was helping to clear America’s slums, has been con-
demned to death. . . . You may yet be able to get some of the public housing program
restored if you fight for it.”

When the President picked a committee of two realtors, ten mortgage lenders, two
architects, two builders, a lumberman, a Legionnaire, two labor leaders and one public
houser to advise what role the federal government should take in meeting the nation’s

housing needs, pro public housing Democrats did their oratorical best. Said Sen. John J.

Sparkman (D, Ala.), who has long played a leading role in housing legislation: “The
committee seems to be heavily weighted with individuals who either personally or through
organizations have opposed many of the steps for improved housing, especially the low-
rent housing program.” Echoed Sen. Fstes Kefauver (D, Tenn.) : “The committee seems

to be rigged against public housing.”

To such sound and fury, HHFAdministrator
Albert M. Cole, the commitiee chairman,
quietly replied that public housing would
get a “fair deal.” As the committee, at its
first meeting Sept. 30, divided itself into five
groups to study housing problems, the com-
position of the public housing subcommittee
backed up his words. For chairman, Cole
picked Ernest J. Bohn, a director of the
Cleveland Metropolitan Housing Authority
(and, like the other subcommittee chairmen,
a member of the full committee’s executive
committee). Other members: Architect Paul
R. Williams of Los Angeles, Chairman James
Thimmes of the CIO housing committee,
Realtor Bruce Savage of Indianapolis and
President Ben H. Wooten of Dallas’ First
National Bank.

Blue-chip experts. In all, the names of
the 22 committeemen read like a who’s who
in housing. The others, listed by subcommit-
tee assignment:
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Housing crediz: Chairman George L. Bliss,
president of New York’s Century Federal
Savings & Loan Assn.; President Aksel Niel-
sen of Denver’s Title Guaranty Co.; Financial
Vice President Robert Patrick of Bankers
Life Insurance Co. of Des Moines; First Vice
President R. G. Hughes of NAHB; President
A. R. Gardner of the Federal Home Loan
Bank of Chicago; and Lumberman Norman
P. Mason, treasurer of William P. Proctor
Co. of North Chelmsford, Mass.

FHA and VA programs and operations:
Chairman Rodney Lockwood, Detroit home-
builder and former NAHB president; Thomas
W. Moses, chairman of the American Legion’s
housing committee; William A. Marcus,
senior vice president of American Trust Co.,
San Francisco; Vice President John J. Scully
of Chase National Bank, New York; Robert
M. Morgan, vice president and treasurer of
the Boston Five Cents Savings Bank.

Urban Redevelopment, Rehabilitation and

. Conservation: Chairman James W. Rouse,

Baltimore mortgage banker and one of the
guiding spirits of the famed Baltimore Plan;
President Richard J. Gray of the AFL build-
ing trades department; Architect Ralph T.
Walker, of New York, former ATA president;
Ehney A. Camp Jr., vice president and treas-
urer, Liberty National Life Insurance Co.,
Birmingham; Realtor Alexander Summer of
Teaneck, N.J., former NAREB president.
The executive committeemen, under Aksel
Nielsen’s chairmanship, formed a fifth group
to study organization of federal housing ac-
tivities. This looked like the key group.

Is the commitiee pro or anti? There
was little doubt in anybody’s mind that what
to do about public housing was the most
ticklish question the Eisenhower housing ad-
visers faced. On their records, only Bohn, the
CIO’s Thimmes and AFL’s Gray held much
love for the program. Yet to assume that the
committee would urge public housing be
ended—or even vastly curtailed— oversimpli-
fied the problem it faced. Most committee-
men would probably agree that public hous-
ing 1) costs more than the US can afford to
pay for as many units as are said to be need-
ed; and 2) creates a privileged class of citi-
zens who, owing their shelter to the politicians
in power, could become kept voters.

But would the housing brains be able to
agree on an alternative program? If not,
would it seem too risky politically to recom-
mend an end to rent-subsidized apartments
so popular with so many groups. On the other
hand, if public housing threatens the basic
health of private housing, as many industry
leaders believe, could the policy group dare
not urge it be halted? The question invited
Gordian solutions.

Only one committeeman put himself on
record. Said Ernie Bohn: “I hope to make
my main contribution to the group an effort
to stop the constant bickering between public
and private enterprise in housing projects.”

The committee and its staff of HHFA, FHA
and PHA aides went to work in a situation
where public housers had seized the offensive.
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Columnist Walter Lippmann had some wise
words on the way such policy-pressuring
works. He commented: “I am afraid that
all experience is against [the President] if he
supposes that he can by preaching and per-
suasion make the many interests, groups, sec-
tions less ‘calculating,” less ‘self-interested,’
or less conflicting. In fact, the President’s

troubles can only increase as long as the im-
pression exists that the eventual policy de-
cided upon will register the wishes of those
who exert the greatest pressure.”

One fact mitigated against pressure on the
committeemen themselves: they were on a
hurry-up timetable. Cole set Dec. 3 as a tar-
get date for a final report.

National Homes, biggest prefabber, cuts
prices, restyles design to boost volume

Like many another houser, President James R. Price of National Homes, the nation’s
largest prefabricator, thinks selling will be much more competitive next year. Yet Na-
tional is amid a plant expansion program which will almost double its capacity (to

25,000 houses a year) by mid-1954.

Late last month, when Jim Price took the wraps off his 1954 line of homes at his
Lafayette, Ind. plant (with much the same sort of fanfare that accompanies announce-
ment of a new model auto), builders got an eye-opening look at what National was doing
to double its volume. It added up to tough competition for every builder in National’s
New England to Colorado market. National had:

1. Retained one of the best builder-house
architects—Charles Goodman of Washington
—to restyle its entire line.

2. Cut the price of its improved new stand-
ard models $1,000 or more below the price of
last year’s models of the same size. Erected
price of the three-bedroom, 850 sq. ft. “Pace-
maker” will be $7,325 including closing costs
on your own lot in Lafayette. This year’s 900
sq. ft. “Coronet” was $8,200. Some of the cost
cutting reflected new efficiencies in the plant.
Most of it reflected much more attention to
helping dealers cut their on-site costs.

3. Added air conditioning for only $500
extra in houses up to 900 sq. ft., $600 in
houses up to 1,200 sq. ft. with two-ton coolers.
The unit will go in the attic, so it will take
ao floor space at all. It will be air cooled to
save water costs, and its big fan will provide
an air wash under the roof. FHA agreed to
give full credit in its appraisals. A second
optional extra is a combined washer-dryer
for $325.

4, Added a new Goodman-designed model

we S

tag

it e b

A HOUSE FOR BUILDERS TO BEAT is National Homes’

(“The Ranger”), putting a bargain price on
some of the architectural profession’s best
forward thinking. It integrates 1,030 sq. ft.
of house with a paved, fenced and partly
roofed outdoor area to provide what Good-
man calls “2,000 sq. ft. of living.” With
three bedrooms and one bath, it will feature
a family-room kitchen 24’ x 9’ in addition
to a smaller, more conventional living room.
These two rooms run the whole length of the
gzarden side of the house, with neither door
nor full-height partition between them. The
house has a built-up roof, 42” overhangs,
aluminum awning windows with integral
flashing, plywood parquet floors, grooved ply-
wood exteriors. With ~air conditioning and
washer-dryer it sells for $12,500 plus land.
in Lafayette. Without patio, carport, cooling
or washer it will sell for $9,300. This house
was first conceived as a warm-climate house
to mark National’s first step toward the pre-
fabrication of regional models. Now Price
believes it will be a best seller all over the
country.

s new ‘‘Ranger’”” model designed by Architect

Charles Goodman. A radical departure from former National plans, the house was the first of what

President Jim Price expected to be six regional homes.

market it everywhere.

He liked this first one so well he plans to

5. Put its free site-planning service to deal-
ers on a custom basis to give full considera-
tion to contours and the importance of saving
old trees and other natural advantages.
6. Added a complete plumbing line for deal-
ers who want it at $320 per bath. The pack-
age includes a precast tree and a frostproofed
hose connection. The stack is within 2’ of
the center of all fixtures. National believes
the package will pass any cede, can be in-
stalled with less than 32 hours site laber,
save its dealers $150 to $500 per house.
The biggest prefabricator thus was cutting
prices and raising its quality and design at
a time when most builders were talking of
higher prices. National was still getting VA
and FHA money at par by doing its own
servicing for 14%. Most important of all,
National’s competition was putting a floor un-
der housing standards and values all over the
country—and raising that floor even higher.

Monthly magazine started
by Prefabricators’ Institute

Prefabrication reached another milestone in
its coming of age last month: the ten-year-
old Prefabricated Home Manufacturers’ Insti-
tute began publishing a monthly magazine.
PF, the Magazine of Prefabrication made its
bow with a 50-page issue that indicated it will
be figured among the best of the homebuild-
ing industry’s slick-paper association journals
like The Mortgage Banker, the US Savings &
Loan News and NAHB’s Correlator. Under
the knowing editorship of Harry H. Cutler.
Reni  who is PHMI’s assistam
manager and publicist.
PF put prefabrication’s
best foot forward by
stressing the whopping
slice of the housing
market prefabbers are
capturing in the midwesi
belt close to their plants
(H&H, Nov. ’52). In
k3 Columbus, Ohio, the
CUTLER magazine noted, every
fifth family buying a house this year will
choose a prefab, and the 18 members of the
Columbus Home Builders Assn. using prefab
construction account for 109% of the member-
ship, but 20% of the members’ volume.

PF expects to distribute 12,000 copies
among prefabricators, dealer-builders, lend-
ers, building inspectors, housing officials and
realtors. Said Editor Cutler: “We expeci
that the magazine will be self-supporting but
the Institute is underwriting the initial costs
to the amount which may prove necessary.”

Editorially, Cutler produced the maiden is-
sue singlehandedly (PHMI Manager Harry
Steidle is business manager). This month he
will have the aid of Mrs. Sarah Alice Rice
as associate editor. But Cutler is an old pro
at writing about prefabrication. Since leav-
ing the Coast Guard in 1946, that has been
his career—all at PHMI. Born in Des Moines
in 1917, Cutler graduated from Drake Uni-
versity there, later published a weekly com-
munity newspaper in Des Moines.

HOUSE & HOME



Builders trim '53 production and planning for '54

» Tougher selling and financing begin to sift the men from
the boys, prove hardest on small builders.

» Signs of price cutting appear in a few spots but the end
of rent control boosts sales in others.

Said a man in Birmingham: “There is hesitancy everywhere except in the quality house
[i.e., high-priced, built-to-order] area, and even there, not much advance planning. Re-
actions vary as between builders; some seem frantic, others philosophically seem to feel
something ultimately will happen, and they’re in a position right now to ride with the

storm.”

Last month, as housing starts (figured seasonally) dropped for the sixth month in
a row, the Birmingham observation seemed to sum up the jitters that gripped the home-
building industry across most of the nation. Except for the usual oasis of money in the
Atlantic northeast, the protracted VA-FHA mortgage pinch was hitting mass (i.e., VA
and FHA) builders hard. Moreover, scattered price cutting on finished new homes sug-
gested the long-anticipated market saturation may be arriving in a few cities. The upshot
was that builders had curtailed 1953 production appreciably below what they planned
this spring. And their planning for 1954 was on the pessimistic side. The separation of

boys from men was on.

On housing output, it was crystal-ball sea-
son again. House & HowmEg’s forecast, pub-
lished last month, was 1,100,000 this year and
1 million next. In this month’s issue, H&H’s
sister magazine, FORTUNE, found itsell agree-
ing. ForTUNE predicted 1953 would wind up
with some 1,050,000 starts. It foresaw 1 mil-
{ion housing units for next year.

The most interesting thing about the two
predictions is that they were reached by en-
tirely different routes. Economist Miles Colean
based House & HomE’s forecast on studies of
the mortgage market, family formation, con-
sumer incomes, population mobility, and
other economic factors. FORTUNE’s was based
on the plans of builders in 24 cities. It re-
ported: “Last March, a similar survey re-
vealed that homebuilders were generally op-
timistic although a few commented about the
tightness of mortgage money. This time they
were quite pessimistic about the outlook for
the last half of this year. Nearly half the
builders queried have already cut their own
building plans and the consensus of their esti-
mates indicates that 12% fewer houses will
be built this year than had originally been
planned, i.e., 1.050,000 units instead of 1,200.-
000.”

Dwindling small builder? Some of the
most knowing mortgage men have suggested
that 1953’s big discounts on VA and FHA
loans hurt the small (i.e., fewer than ten-
houses-a-year) builder far more than bigger
operators. A large-scale West Coast builder,
for instance, found recently he could afford to
pay a 4% discount to get a government-backed
loan because it meant so mueh lower down
payment that he figured he could double sales,
make up the $15,000 cost on volume. More-
over, he spread the 4% among his building,
appliance distribution, real estate and financ-
ing corporations. Few small builders could
afford such a cut in profit margins.

In its recheck of builder plans, ForTUNE
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shed some light on this question. It observed:
“More than three out of four of the medium-
sized and big builders (over 10 and over 100
units a year respectively) attributed the re-
cent slowdown in residential construction
either to a shortage of mortgage funds or the
high cost of money. Most of the other firms
blamed a lack of demand.”

To a degree, that contrast was typified by
the differing outlook of two Denver builders.
Said Sam Russell, sales manager of Burns
Realty, Denver’s biggest operator: “A couple
of week ends ago, we put on a big push on TV
and radio and in the papers. We had some
houses to sell for $235 down—not much more
than closing costs. We had some others for
$460 down. For veterans, of course. We
sold 73 houses. Next week, without a push
we sold only 15. You can still sell ’em out.”
Said smaller builder B. W. Fellers (dropping
from 30 to 15 houses this year): “There’s
still a big market for the $8,000 to $9,000
house, what we used to call the GI sheep shed.
But these days those are the hardest of all to
finance. Before the war, we were mostly in
home remodeling and repairing. We're get-
ting back to that fast.”

Said a Pittsburgh observer of the housing
market, speaking of an acquaintance who
usually builds fewer than ten homes a year:
“He is very pessimistic about little builders.
He doesn’t have any idea how many units he’ll
build in 1954. But he’s not counting on
many. Like some other smaller builders, he’s
not up to figuring out what’s happened. He
just knows business is no good.” Predicted a
large-scale Kansas City builder: “Unless this
situation changes, every small homebuilder is
going to be out of business.”

Bitter builders. Though the mortgage
pinch might be easing (see p. 41), the high
discounts on VA and FHA paper for more
than a year had left a bitter taste in builders’

mouths from coast to coast. Said a San Fran-
cisco builder: “I’'m a Republican, but I'm sure
that next January, anybody who is running
for Congress next year will plug for more
housing, even at the risk of the sound money
policy, if he wantsto get elected.” Cried NAHB
President Manny Spiegel: “Are mortgage
lenders returning to ‘horse and buggy’ financ-
ing, with high down payments, high monthly
payments, higher interest rates and second
mortgages? In recent months, unmistakable
signs point to a return of some of the lending
practices that contributed to the economic col-
lapse of more than 20 years ago.”

In general, production cutbacks were fol-
lowing the standard pattern of mortgage
money availability: builders in New England
and the mid-Atlantic states had less trouble
getting financing, were cutting back less. But
there were exceptions. In Philadelphia, for
instance, Builder Harry Madway, who usual-
ly puts up 300 to 400 homes a year, sold out
a tract of 59 $11,990 masonry houses in
booming Bucks County in five days. He
promptly took deposits on 50 more. “For two
months, we struggled with financing,” he re-
poried. “Then we refunded the deposits.”
Madway’s complaint: so many morigage
brokers own pieces of builders’ businesses
that in a money pinch independents like him
are left in the cold.

As usual, the worst hit sections of the
country seemed to be the Southwest and West
Coast, where homebuilding volume has been
particularly heavy since the war. In Kansas
City (sometimes called the gateway to the
Southwest), one of the biggest homebuilding
organizations reported: “Our plans for 1954
are very problematical. We are in as much of
a quandary asI’ve ever seen this organization.”
A San Francisco builder observed: “I would
feel pretty silly arguing that higher interest
rates, which didn’t work last April, would
work now, but I can’t think of any other
solution. And if somebody doesn’t think of
something, there’s going to be a serious reces-
sion in the building industry.” Said Cali-
fornia Real Estate Commissioner D. D. Wat-
son: “Lenders are largely confining their
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SYMPTOMS? Building men noted uneasily these
two ads in the Philadelphia Inquirer on Sun-
day, Sept. 20.
The Associated General Contractors reported
some concern over bid slashing by contractors
hungry for business—a paradox for a year

Would price slashing spread?

when construction volume will top all records.
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credit lines to tract developments planned
on the highest standards and providing good
sewerage, drainage and flood control facili-
ties,” Said a Houston builder: “A lot of fly-
by-nights have made their last flight.”

Statistical measure. FHA applications in
some cities told a tale of dwindling home-
building. In Salt Lake City, FHA had 350
applications in August last year; this August
it received 88. In Newark, N. J., FHA laid
off 16 employes effective Oct. 1 after a big
drop in business volume. San Francisco FHA
applications in September were half last Sep-
tember’s volume.

In Seattle, some builders were taking
HHFAdministrator Cole’s advice to switch
into the lower price brackets to sustain vol-
ume. The shift seemed to be from the $14,000-
$20,000 home into the $8,000-$12,000 class.
Said President A. C. Goodwin of the Seattle
Master Builders: “Everyone is trying to get
down to where he thinks the mass market is.”

Rosy talk. Not all the news was bad. In
Pittsburgh, builders reported the end of rent
control had given sales a lift as tenants who
had been wondering when to buy decided
now was the time. National Home Week gave
sales in scores of cities a big shot in the arm
(see p. 49). And in place of the recession
worries that dominated mid-summer speech-
making, business leaders were erupting with
a rash of rosy forecasts. One sample was US
Steel Chairman Ben Fairless’ declaration:
“No one can convince me that sound money
is a threat to American prosperity. . . . This
is our chance and we can’t afford to muff
it.” Chairman Melvin H. Baker of National
Gypsum Co. advised the National Industrial
Conference Board that the answer to reces-
sion fears, production cutbacks and declines
in defense buying is a hard-hitting selling
job. “The task,” said he, “is to educate 163
million Americans to accept and work for a
higher standard which their vast productive
capacity warrants.”

Nowhere did Baker’s advice apply more
pointedly than to homebuilding. And even
last month amid the howling, there were an
awful lot of houses being sold—by builders
who knew how.

NY builders warned on
advertising for co-ops

State Attorney General Nathaniel L. Goldstein
warned New York builders this month that
he will take legal action if they continue,
advertising that contains “inaccurate and mis-
leading” statements offering estimated income
tax savings of $7 to $18 a month to pur-
chasers in new cooperative housing projects.
Gist of his complaint: under the optional
10% (non-itemized) federal income tax de-
duction system, the buyer would not be able
to deduct his entire realty tax and interest
payments to the cooperative unless he also
could itemize other deductions equal to or
greater than his optional 109 deduction.

Lumber dealers ponder how to stop falling
sales: consider package, house doctor plans

How to stem declining sales was the No. 1
topic when directors of the National Retail
Lumber Dealers and their wives descended
500-strong on Las Vegas last month for their
annual fall meeting. For the first time since
before the war they knew they would soon
have to hustle to keep their business booming.

Suggestions ranged from “intelligent re-
pricing” to more advertising, from more ef-
ficient use of more materials handling equip-
ment to training door-to-door salesmen, from
new ways to stimulate “do-it-yourself” sales to
new ways of lowering the monthly payments
for remodeling, with special emphasis on the
open-end mortgage plan.

Three particularly interesting projects dis-
cussed were:

1. The package plan, under which dealers
would sell their materials as part of a finished
job. In some cases this would mean turning
the installation over to reliable contractors at
a pre-agreed price. In other cases it would
mean that the dealers would take the prime
contract themselves and subcontract the instal-
lation. Many dealers have already turned
builders, just as many builders have already
opened lumberyards. Said one dealer: “If we
sell to a small builder he takes the profit if
there is one. If not, we take the loss.”

2. The house doctor plan, under which the

Air conditioned prefab tries
cost-cutting utility core

Since Borg-Warner's ill-fated 1946-49 venture in-
to prefabricating a bathroom-kitchen-furnace
package (FORUM, Nov. '50), almost all prefab-
bers have shied away from installing plumbing
or heating at their factories. The senseless va-
riety of requirements imposed by local codes
and/or make-work labor practices constituted
too big a hurdle.

Last month, the Knox Corp. of Thomson, Ga.
was giving a prefabricated mechanical core an-
other try. This time, the attempt looked like a
success. Since production began in June on the
air conditioned Knox Weathermaker house, some
75 have been built or started in 15 southern
cities. Only in Atlanta, reported President Peter
Knox Jr,, had the mechanical core run into local

dealer would advertise his readiness to fix any
trouble in the house, figuring that taking care
of minor jobs would give him an opening to
sell enough major work to cover his loss on
small repairs. This would fit in with the lum-
ber dealers’ feeling that they should take in-
creased responsibility for assuring home own-
ers good value on repairs and modernization.

3. A precutting and preassembly study by
the lumber dealers’ research council to develop
detailed plans for panelized houses. This
project would in effect put every well-equipped
lumberyard in a position to set itself up as a
local prefabricator with a well-designed, well-
engineered product, with the advantage of
minimum shipping costs and maximum flexi-
bility in meeting local requirements. Purpose:
to help the small and medium-sized builders
who are the lumber dealers’ most important
customers stay in business in competition with
the national prefabricators on the one hand
and the big local builders on the other.

Five house plans ranging from 960 to 1,120
sq. ft. would be offered, each with three eleva-
tions, three roof systems, three floor systems,
and a half a dozen window treatments. Signi-
ficantly, all are contemporary designs. De-
tailed engineering for this is being done by
the University of Illinois Small Homes Coun-
cil in Urbana, IlL

led

S—

trouble, although in some areas only a fortunate
suburban location sidestepped costly city restric-
tions. Knox said that Atlanta officials pointed
out that they could not issue a building permit
unless the utility core was assembled on the
site. Reason: the Atlanta building code stipu-
lates all plumbing and electric work must be
done by ‘‘certified’”” workers who have passed
Atlanta’s examination. The bill for this gouge
came to $1,500, nearly $1,000 more than factory
assembly, Knox claimed. The core
a combination air conditioner-heater, dish-
washer, stove and refrigerator. A three-bed-
room, one-bath model of about 1,100 sq. ft. gen-
erally sells for about $12,500, plus lot. Designer:
H. Reid Hearn Jr. of Columbia, 8. C.

includes
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HOUSING STATISTICS:

Private starts still lead 1952’s;

mortgage loans set records

HHFAdministrator Albert M. Cole warned the American Bankers
Association cryptically last month that the government may step
in with “direct action” if private mortgage funds are not available
to support a “reasonably high” production of homes. The latest
government statistics, however, showed mortgage investments es-
tablishing all time records (see table below). In a press conference
Oct. 9 Cole noted that these records reflected loans committed
many months earlier. His ABA address, he said, primarily reflected
his great concern about sufficient funds to support a high level of
homebuilding next year, and the difficulties builders are encount-
ering today when they seek the commitments they want so they
can plan next year’s construction.

Applications for FHA insurance on new housing rose in August,
and like VA appraisal requests exceeded last year’s applications for
eight months of the year (see chart). Cole informed the bankers,
however, that “current applications” at FHA indicate a sharper
decline in new housing starts in the future than the 970,000-a-year
rate reflected in August’s 94,000 starts (see chart).

Commerce Department and Bureau of Labor Statistics officials
reported that expenditures for new private nonfarm housing declined
for the second successive month in August, reflected the downtrend in
starts during the previous three months. But they were far from
alarmed, noted that these “dollar outlays thus far in 1953—$7.7 bil-
lion—were 9% above the level of a year ago, and almost equaled the
Jan.-Aug. peak in 1950.” They revised upward an earlier forecast
that new private nonfarm housing expenditures for the full year would
reach $10,200 million, a 3.9% increase over 1952. New estimate, “in
spite of a decline in units started”: $10,350 million, or a 4.9%
increase. Their explanation: “This results from higher prices and
the unseasonally large number of dwelling units begun last year which
were still under construction early in 1953.” " Including alterations
and additions they predicted total nonfarm residential construction
expenditures for the year would reach $11.7 hillion—“a third of all
new construction and one-half the outlays for all private construction.”

MORTGAGE LENDING ACTIVITY

(investments in millions of dollars in nonfarm mortgages of $20,000 or less by various types of
lenders)

Mutual
S&L Ins. Comm. saving All
assns. cos. banks banks others TOTAL
1952 S ' - )
1st 4 months 1,867 471 1,099 300 1,706 5,444
May 557 114 303 90 446 1,511
June 563 107 304 96 440 1,512
July 585 113 317 104 468 1,590
1st 7 months 3,572 805 2,023 590 3,060 10,057
1953
1st 4 months 2,226 474 1,188 370 1,867 6,127
May 641 133 317 111 497 1,699
June 682 131 325 120 511 1,769
July 699% 131 323 127* 516 1,797%
1st 7 months 4,248% 869 2,153* 728% 3,391%  11,392*
Change: 1st
7 months of year +189% +8% +6% +23¢%, +10% +13%

* dll-time high.

MORTGAGE LOANS for $20,000 or less on non-farm properties (new and old
houses and small non-residential buildings) reached an all-time high of
$1.8 billion in July, according to the Federal Home Loan Bank Board.
Loans for seven months this year soared to $11.4 billion, also an all-time
record and 13% greater than in the same period last year. Only insurance
companies missed a seven-month record. Even so, they loaned 8% more
money than a year ago.
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HOUSING STARTS in August as estimated by the Bureau of Labor Statis-
tics were 94,000. Only 1,000 of them were public housing units. Starts
for eight months this year totalled 769,800, compared wih 767,500 in the
same period last year. Offsetting the steady drop in public housing, pri-
vate starts for eight months totalled 740,100, or 20,000 ahead of last year.
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FHA AND VA APPLICATIONS for insurance and appraisals on new housing
turned up in August, despite the mortgage money pinch that worried
builders. FHA was asked to insure 245,555 new units during this year’s
first eight months, compared with only 212,008 last year. VA appraisal
requests covered 172,821 compared with 151,170 Jan.-Aug., 1952.
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BUILDING COSTS for residences, as measured by E. H. Boeckh & Associ-
ates, halted their five-month climb in August, declined 0.2% from an
index of 257.4 to 256.8. One reason: the BLS index for wholesale building
materials prices (not illustrated) dropped from 121.3 to 120.8 from July te
August. Plywood slid from $90 to $80 per M sq. ft. last month, dropped to
$76 early this month.
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IT COULD HAPPEN TO YOU...

You'll get a bigger share of the New Home Market in your vicinity . . .
if you will “'DRESS UP"* your new 1954 homes with all 3 NuTone products.
These modern conveniences make any home more attractive—especially
to women.

The cost is low . . . for only $100 or less at list prices you can add all 3
NuTone Products . . . to help sell your homes faster ... A NuTone Kitchen
Fan, to get rid of cooking odors and grease before they can spread
through the entire house. A NuTone Door Chime, for a friendly musical
welcome at the front door. A NuTone Electric Ceiling Heater, for a SAFE,
“Toasty-Warm’' Bathroom.

'

NuTone DRESS-UPS™
Will Sell Homes FASTER in1954 !

NUTONE Kitchen Fans

lllustrated is NuTone’s Model #870* Twin- easiest cleaning. "“PLUG-IN"’ Motor guaranteed 5
= Blower Kitchen Fan . . . For installation in Ceiling years. $38.50 list.
= = or inside Kitchen Cabinets over stove. NO LOOSE
—— _— PARTS—saves installation time. SPRING TENSION NuTone offers nine basic Wall and Ceiling kitchen
— — Mounting—avoids costly service problems. Pat- fans . . . 8" or 10" . . . in White or Bright Mir-

ented Grille and “SNAP-IN" Assembly — for ror Finish. $24.20 to $39.50 list.

NUTONE MODEL 870
FOR CEILING & CABINETS

NUTONE Door Chimes

Illustrated is NuTone’s Model K-35% Recessed from 16-V transformer. Two loud clear musical

Chime and Kitchen Clock . . . Here's modern sim- notes for front door, one for rear. $19.95 list.

plicity in a RECESSED door chime plus KITCHEN Choose from 17 long or short tube NuTone door

CLOCK . . . a-functional design to blend with chimes. Styled for Modern, Ranch-type and Col-
dern kitchens. Both clock and chime operate onial Homes. $4.95 to $89.95 list.

K-35 CLOCK AND CHIME

NUTONE Ceiling Heafers

lllustrated is NuTone’s Model #920* Radiant fashioned. No overheating - "'SAFETY COOLING"
Electric Ceiling Heater . . . The world’s SAFEST! system. U.L. listed. $29.95 list.

No danger of shocks or burns . . . out of harm's Besides this Radiant model NuTone offers the
way from children. Warmth all around the body, famous HEAT-A-LITE . . . Ceiling Heater plus light
not just one side . . . makes wall type heaters old and air circulator. $49.95 to $67.95 list.

NUTONE "RADIANT" ELECTRIC
CEILING HEATER MODEL 920 ¥ . .
*U.S. and Foreign Patents Pending FREE Send for color catalog and installation data. Write NUTONE, INC., Dept.HH -10, Cincinnati 27, Ohio.
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CONTEMPORARY DIVISION WINNERS in

Week Parade of Homes were Builder Phil Herriges’ house (l), in the over
$18,000 class, and Builder Sid Dwyer & Associates’ entry (r), under
$18,000. Last year there was not a single contemporary home in conserva-
This year five of the 29 on display were

tive Milwaukee’s homes parade.

Milwaukee’s

National Home

National Home Week throngs and sales
reflect strong underlying market demand

Proud homebuilders modeled their newest
creations for the public during National Home
Week Sept. 20-27. In return, they got two
reassuring indications that the basic demand
for homes is still strong—if builders can tap
it: 1) virtually everywhere public interest was
greater than ever. More people came out to
see new models than in any previous Home
Week; 2) although stimulation was only by
advertising and promotion (more than ever
before), rather than by price reductions, in
most cases the public also bought more homes
than normal, frequently more than during last
year’s Home Week.

Houst & HoME asked a sampling of leading
builders in most of the largest metropolitan
areas for sales results this Home Week com-
pared with last year. Results:

New York City: Babylon, L.I., Concord
Village ($13-$16,000 houses), Crown Castle
[nc., builders: 1953, 12 sales; 1952, four. The
increase was attributed to low prices, com-
pared with much other new Long Island hous-
ing. New Brunswick, N.J.: Rutgers Village
($11,000) by Builder Emanuel M. Spiegel:
five sales this year; last year, three.

Washington, D.C. Fairfax County, Va.,
Crestwood Construction Corp.: 1953, ten or
12 sales at $14,500, with VA mortgages; 1952,
“fewer” sales of a $17,750 model, with no VA
financing: Builder Edward Carr said no com-
parison was possible because of greatly differ-
ent houses, but his Fairfax County crowds this
year were “all we could handle,” his sales are
ahead of construction. Bethesda, Md., $20,000
Trade Secrets House, Builder Carl Freeman:
more visitors this year, but fewer sales; the
market in this range has softened, now buyers
have stopped signing for new houses until
assured of a deal to sell their old one.

Miami held its first Home Week observance
with rewarding results. Builder Julius Gaines
reported firm sales of 86 units in his low-cost
Bunche Park ($7,400-$7,800) subdivision for
Negroes, the best eight days since he started
business in 1946. Builder James M. Albert
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reported 16 firm sales in his Golf Estates
($5,950) project compared with an average of
five a week. Despite “atrocious weather.”
Builder R. R. Pollock took firm orders for six
$10,775 houses, compared with three in a
normal week.

Cleveland. Builder Joseph M. Siegler: 44
sales averaging $15,000 this year, including 28
the first day; last year, 18 houses averaging
$14,000. “Public interest was tremendous,”
he said, and more Korean veterans were buy-
ing. Builder R. A. Gall: 18 houses averaging
$18,000 this year; last year, 18 houses averag-
ing $16,000. Said Gall: visitors were off 20%
because “people are waiting for prices to go
down.” Builder Marvin Helf: four houses
averaging $13,000 this year; last year, 18
houses averaging $12,500. “I did no promo-
tion; mortgage money is so tight.” he said.

Detroit. Edward Rose & Sons took 259 de-

posits on their new $11,500 Midwest contem-
porary model, compared with 59 deposits last
year on a $10,800 house. For a large part of
this “phenomenal success” President Irving

style baths, lower roofs, some acknowledgment of outdoor living.
Scholz of Toledo, Ohio designed the Herriges house, and Burt Duenke
of St. Louis the Dwyer dwelling.

M. Hans Zielke photos

contemporary. Many others reflected a trend to better design through
increased adoption of bigger windows, open kitchens, open planning, new-

Don

Both are largely prefabricated.

Rose credited his own extensive advertising
and promotion. Troy W. Maschmeyer Co.:
21 sales this year (about double a normal
week) ; last year’'s Home Week, 14. Builder
Fred C. Garling: in 1953, 18 sales; in 1952,
13 sales.

Chicago consolidated Home Week with its
annual three-week Chicagoland Home and
Homefurnishings Festival. Finitzo Bros. sold
11 houses the first week, compared with nine
in all three weeks last year. They credited
1) the end of rent control, 2) the area’s nor-
mal dependency on conventional financing,
which was not affected so much by lack of
FHA and VA mortgages, and 3) the exodus
from areas where Negroes are moving in (see
p. 132). Builder Nathan Manilow reported 52
sales the first week, about the same as a year
ago, but Builder Richard Smykal of suburban
Wheaton and Al Kaufman of Elmhurst re-
ported only fair to poor crowds and sales.

Minneapolis Parade of Homes was spon-
sored by the NAHB chapter on a $21,000
budget, $5,000 of it contributed by 27 other
civic and merchant associations. Seven of the
20 parade models were air conditioned.
Crowds were estimated at one-third to one-
half greater than last year. Minneapolis As-

s

HOUSTON'S PARADE OF HOMES, 2 single tract with 31 modeis by 31 builders, was one of nation’s
most elaborate. The Houston NAHB chapter spent $30,000 for advertising and promotion, charged 25¢
admission to offset expenses and the cost of a $23,000 house given away as a prize. One of the most
popular models was Better Homes & Gardens brick, butterfly-roofed ‘‘Readers’ Choice’” house

(above).

Builders R. C. West and C. H. Hurlock, Jr. put a $14,000 air-conditioned adaptation

of US Steel Homes’ prefabricated Westerner model in the Houston show, but the Columbus, Ohio

parade probably set the prefab record:

Six out of 26 models.
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Model home currently featured in Living
for Young Homemakers.

4 SPACE-SAVING INSTALLATIONS
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Spotlights AIR-COOLED
Year ’Round Air Conditioning

by CHRYSLER AIRTEMP

Uses no water!

MORE

You find Year ’Round Air Conditioning by
Chrysler Airtemp in more and more new
homes these days, including many of the
famous model homes to appear in the national
spotlight. Here is mute testimony of builders’
recognition of the public’s confidence in the
Chrysler Airtemp name and the public’s
respect for Chrysler Airtemp engineering
leadership.

Now Chrysler Airtemp makes it practical for
builders to incorporate the tremendous buy
appeal of year ‘round climate control in more

Uses no living space!

SALABLE!

Makes any home

new homes than ever before! The new
Chrysler Airtemp Air-Cooled Air Condi-
tioner provides refrigerated cooling without
using water. It costs less to install . . . costs
less to operate in many locations. In any of
four recommended installations, it takes up
no living space!

Get complete details of this latest achieve-
ment of Chrysler Airtemp engineering and
the complete Chrysler Airtemp line of Air
Conditioning for homes. See your Chrysler
Airtemp Dealer or return coupon today!

Clysier irtemp

HEATING -

AIR CONDITIONING

for HOMES, BUSINESS, INDUSTRY

Airtemp Division, Chrysler Corporation, Dayton 1, Ohio

Name

Airtemp Division, Chrysler Corporation
P. O. Box 1037, Dayton 1, Ohio

H&H-10-53

Please send full details about the Chrysler Airtemp Comfort Zone.

Address

Phone

City.

Zone. State
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sociated Contractors reported 26 firm sales,
and the possibility of about that many more
when financial processing was completed,
compared with 26 final sales last year.

Denver staged its first Parade of Homes
with 62 models on display. Chairman Ed
Northway estimated it lifted sales five times
above normal. M. C. Bogue, who sold 14
houses at $13,000 each, called the parade “the
most wonderful thing that ever happened to
housing in Denver.” Builder Lee Doud
credited contracts for three $25,000 houses to
NAHB chapter promotion efforts, said “all
our work and expense was fully justified.”

San Francisco Bay Area demonstrated
dramatically how “promotion pays” in this
fall’s hard-sell market. In San Francisco,
where the homebuilders were scheduling a
large home show for a week later, Home
Week sales were “just like any other recent
week”—slowed to about one-third of last year’s
rate by mortgage difficulties. Across the bay,

the Greater East Bay Homebuilders observed
the week on schedule, starting with a 16-page
section in the Oakland Tribune (compared
with six pages last year). Executive Vice
President John Hennessy estimated sales at
1,129 houses, a 10% increase over 1952 Home
Week activity (12 to 15% greater dollar vol-
ume). Builder Charles A. Russell, who had
VA financing, in two days completely sold
out a development still under construction of
27 houses at $11,200 each. Two area builders
won LIFE merit awards for the best houses of
Home Week: Earl W. Smith of El Cerrito and
J. L. Eichler & Sons, Palo Alto.

Los Angeles observed the week lacka-
daisically. No builders happened to have
large tracts ready to open. While the Home
Builders Institute skipped the event, the San
Fernando Valley Building Contractors Assn.
(custom builders) displayed a group of 21
upper price models that attracted 11,500 visi-
tors at 50¢ a head.

BUILDERS AT WORK:

City of prefabs started

ORTY miles west of Chicago, a new city,

Meadowdale, will consist of 8,200 large
prefabricated houses and an extensive, zoned
industrial tract. Former Chicago Homebuilder
Leonard W. Besinger erected 20 varied models
of a three-bedroom National Homes Corp.
house, in three August week ends sold 198 of
the first 200-house section. Price: $14,445 in-
cluding about $1,500 worth of appliances.
Most appliances were produrts of Hotpoint
Co., which signed a staggering contract for
49,200 major appliances (six for each house)
over the five to seven years the city is abuild-
ing. Prudential Insurance Co. wrote 100 of
the mortgages, and was considering financing
a major portion of the entire project.

No sales during siesta

In the Buena Park section of Los Angeles the
Volk-McLain organization started 179 Award
Homes designed by Architect Edward Fickett.
In two weeks they sold 128, in less than three
weeks, ending Sept. 12, were sold out. Each was
a 950 sq. ft., three-bedroom or two-and-den
house with carport. Price: $7,495.

Swindlers stay away

Around South Bend and Mishawoka, Ind.
each new home owner will receive a plaque to
tack beside his front door to ward off shyster
home improvement and equipment salesmen.
The Better Business Bureau and South Bend-
Mishawaka Home Builders Assn. worked out
the plan. The Bureau will send all buyers a
letter cautioning them about sharp operators,
and a little metal doorway plaque: “All solici-
tations investigated by the Better Business
Bureau.”
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‘Unconditional’ guaranty

Builder Jack Heslop of Akron, Ohio went most
other homebuilders’ warranties several rungs
better last month. He announced he would
give written one-year “unconditional satisfac-
tion” guarantees against any structural or
mechanical defects in his new 153-house de-
development in nearby Cuyahoga Falls. He
listed 16 national home manufacturers coop-
erating with him. Heslop said he had given
buyers verbal one-year good-condition guaran-
tees on the 4,000 houses he built since 1940.

Park Forest modern aims
at families with children

For its mammoth Park Forest project outside
Chicago, American Community Builders, Inc.
brought out this handsome contemporary brick
and redwood model especially designed for
Chicago Archi-

tects Loebl, Schlossman & Bennett based the

young families with children.

plans on a Parents Magazine survey of family liv-
It had: two baths, three bedrooms,
a separate living-dining wing so parents could

ing needs.

entertain without disturbing the youngsters,
an entrance so children do not have to go
through the living room or Kitchen, total living
space of 1,268 sq. ft. Sixteen were sold last
month at $17,500 (carport-storage space extra).

Is retailing’s rush to the
suburbs past its crest?

Never before had the nation experienced such
a wave of shopping center construction in the
suburbs. So great was the boom that the Com-
merce Dept. recently held it largely respon-
sible for the sharp rise in commercial con-
struction so far this year. But amid the
building rush, some first signs and portents
appeared last month that the trend of business
and merchandising to follow customers to the
fringes of town may have passed its peak.
And this raised danger signals for homebuild-
ers who have discovered a profit bonanza in
shopping centers coordinated with housing.

Said Realty Analyst Roy Wenzlick: “We
believe that the ‘explosive’ trend of urban
land use development has just about reached
its zenith. Adverse factors will begin to out-
weigh advantages of a further scattering of
our cities. Already the cost and quality of
ordinary municipal services and travel time
to work are limiting the size of urban areas.”

Said Executive Director Max Wehrly of the
Urban Land Institute: “We are reaching a
point in many areas where outlying centers
are beginning to prey upon each other. For
instance, a study in the San Francisco Bay
Area discloses that about 100 organized shop-
ping centers are either planned, building or
in operation. That’s a lot of centers in any
city, even one with an estimated 1960 popula-
tion of 3.5 million [1950 population: 2.2 mil-
lion]. The danger signal is up. While . . .
there is still need for more of certain types,
I believe you will see a marked leveling off
in shopping center building in the next few
years.”

Some department-store operators already
were acting and others were talking in agree-
ment with Wenzlick and Wehrly:

P Dallas’ Nieman Marcus was completing a
$61%6 million addition to its downtown store
instead of going farther into the suburban
field, where it has a $114 million store.

P In San Antonio, Joske’s had roughly doubled
the size of its downtown store in the past two
years, adding, among other things, a nine-acre
parking lot.

» Warned President James Douglas of Seat-
tle’s Northgate shopping center: for a de-
partment store to expand into the suburbs
is no longer the completely rosy, sure-fire
situation it once was. Said he: “The suburban
shopping center idea . . . is being overdone in
several major metropolitan areas already. On
top of that is the increased cost of construc-
tion and higher interest rates on loans. With
these new factors, a department-store operator
must figure closely or he will end on the fi-
nancial rocks.” Douglas admitted that park-
ing woes downtown were still nudging stores
toward the wider spaces of suburbia, but he
pointed out: “An unusually large advertising
budget is required to change the pattern of
traffic to a new location that formerly was
nothing more than an oat field.”
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Filling the gap in house research

» NAHB Institute unites producers trying to improve ma-
terials, builders seeking better products.

» Leonard Haeger directs program for speedier testing
and introduction of laboratory achievements.

A year ago, NAHB formed a Research Institute aimed at bridging the gap between the
host of good ideas and products emerging from the industry’s far-flung research projects
and the builders in the field who too often did not hear about them (H&H, Oct. ’52).
By last month, the institute was well on the way to fulfilling its mission—a mission that
held great promise for speeding up improvements that could bring the nation better

homes at less cost.

Under the dedicated guidance of Director Leonard G. Haeger, the institute had
lined up more than 40 front-rank builders across the nation to participate in field test-
ing of new products and techniques. And more than 110 manufacturers had asked
NAHB to serve as research catalyst or marriage broker between new material and
builder. For reasons of trade secrecy, mauy manufacturers could not talk about their
projects. But some of the first projects told their own story:

PIn New Jersey last fall, field tests were
made on four houses on the tilt-up exterior
wall construction, using the first floor as a
working deck for the horizontal assembly of
each entire wall before it was up-ended into
position. Findings: after the basic house was
recast with modular dimensions (which en-
larged it 25 sq. ft.) the walls were produced
with a saving of almost 400 bhd. ft. of
lumber, and almost 50% less labor. (Dollar
savings would vary on different houses.
Haeger noted. For this reason he preferred
to express economy in general terms: assum-
ing walls are 17% of construction costs on a
typical house, and labor is 30% of costs, the
tilt-up operation may save 2.5% on the total
costs of a house.)

P Late last year, Builder Andrew Place of
South Bend, Ind. started an experiment for
the institute in cooperation with the National
Warm Air Assn. Objective: to compare for a
full year the performance of a heating and
cooling plant in a perimeter duct system in a
slab foundation house, and the same equip-
ment using a crawl space as a plenum in s
nonslab, but otherwise identical, house. The
University of Illinois cooperated by providing
the measuring instruments. The study will
be completed later this year.

P To be launched in Austin, Tex. in January
(details being completed this month at the
NAHB fall directors meeting) : a large-scale
air-conditioning performance study for a full
year in a group of 10 or 12 houses. Major
manufacturers will supply different types of
equipment, and the houses will be built so
different effects can be noted from orientation,
roof overhang, bulk vs. reflective insulation,
supplementary kitchen and attic ventilating
fans, etc. The University of Texas will pro-
vide the instruments and record the data.

P In Huntington, W. Va., construction was
about to start on a house in which a new type
of heat pump will be installed and field-tested
for a full year.

Reporis aplenty. Since wider use of new
information is the institute’s big aim, it had
started issuing results in a series of “Trade
Secrets Reports.” With
the ink scarcely dry on
the second three, these
now total six: No. 1, the
tilt-up wall study; No. 2.
conventional roof truss-
es; No. 3, one and one-
half story roof trusses;
No. 4, space dividers;
No. 5, storage wall cabi.
nets; No. 6, problems in
plain and reinforced
concrete. Reports Nos. 3 and 6 are free; the
others are sold for $5 each.

Nor are research projects and reports the
institute’s only stock in trade. It also offers
advice and help to builders and manufacturers
nu day-to-day technical problems. Through
NAHB Washington headquarters, it is in daily
contact with FHA and VA officials, for in.
stance. Recently, it was able to help a manu-
facturer of folding doors obtain FHA approval
for his products through adoption of more ra-
tional standards. Another institute innovation:
an Advanced School for Home Builders to be
held at the University of Illinois, Urbana, from
Nov. 9-20 under sponsorship of the institute
and the university’s Small Homes Council.
Subjects will range from principles of land
planning and local housing market analysis to
air conditioning, financing, lumber selection,
labor relations and the use of color. Tuition:
$125, plus food and lodging.

" Haeger describes the institute’s aims in these

words: “To assist a homebuilder in doing a
better job at a lower cost for the benefit of
all American families. Our objective is as
simple as that. In fact, we are inclined to
judge projects on two criteria: will the new
idea, technique or product do a better job at
the same cost, or will it do the equivalent job
of existing materials or methods at lower cost?
Unless it is likely to meet one of these criteria
we are not interested.”

HAEGER

Before the imnstitute was established in Sept.
’52, Haeger explains, NAHB reviewed the
homebuilding and materials research program
of various producers, colleges and universities
and government agencies. It was struck by
one great missing link. There were many ex-
cellent products and ideas that were developed
or tested in the factory or the laboratory but
were not manufactured or made available to
builders. Sometimes this was because of de-
lays or expense that would still be required for
field trials. In other cases the manufacturer or
his sales manager was not quite sure enough to
risk putting the item into production.

Filling the gap. The most effective role
the new institute could play was clear. Tt
would bridge the wide gap between the re-
search laboratory and the builder in the field.
Its principal activities would be directed at 1)
quicker introduction and practical adoption of
the new ideas or products developed in the
factory or laboratory, and 2) speedier develop-
ment of the new construction methods or new
products for modern homebuilding that the
builders in the field wanted from the labora-
tory or manufacturer.

The institute would perform no research it-
self. If it spots a need, it lines up a manu-
facturer or builder to tackle the problem. In
lining up the more than 40 builders and the
110 manufacturers to cooperate in field
testing, Haeger also kept the cost down.
Except in cases of special expense or a special
service rendered, there are no charges for the
testing conducted under institute auspices. An.
other unique feature: the institute seeks ne
contributions from manufacturers; the entire
overhead is borne by NAHB.

Career in research. Red-haired Leonard
George Haeger champs over only one unsolv-
able problem: he must spend about one week
out of every three out in the field, traveling
from coast to coast, instead of at his suburban
Washington home in Montgomery County, Md.

Pipe-puffing, slow-spoken Haeger was born
Dec. 2, °06, in St. Louis, where his father is
an architectural engineer, mostly for industrial
construction, and where Haeger received his
own master’s degree in architecture from
Washington University in 1933. He is a regis-
tered architect and an ATA member.

In National Youth Administration days
Haeger was chief architect for NYA in Mis-
souri. In World War II, he became a com-
mander in the Navy Civil Engineering Corps.
In the Bureau of Yards and Decks war plants
division in Washington, he worked on the de-
velopment of the Quonset hut. In June 46, he
joined the National Housing Administration
as engineering division director in its technical
section. When NHA was merged into the new-
ly created HHFA he became head of the
HHFA’s technical division, and later assistant
director of its division of housing research
established under the Housing Act of 1949. In
May ’51 he quit the government service to
join NAHB as its housing materials expediter,
and in Feb. 52 was promoted to technical
and research director.

HOUSE & HOME



AFL seeks way to curb reckless union locals

» St. Louis convention worried by jurisdictional and inter-
union rows that destroy public confidence.

» Building trades ‘alarmed’ by nonunion builders turning
to commercial work, will try to organize them.

Last month’s St. Louis convention of the AFL and its building and construction trades
department produced the strongest evidence yet that labor leaders are genuinely worried
that whopping pay demands and jurisdictional disputes are costing them the broad public
support that helped unions grow strong in the 30s and 40s.

For a labor chief, President James Brown-
low of the metal trades department was re-
markably critical of labor at the building
trades meeting. Once a picket line used to
be the sign of an honest labor dispute or in-
ability to get together with an employer, said
Brownlow. But today, he charged, there are
too many instances where a business agent
“proves inept or unable” in negotiating with
an employer and recklessly “resorts to the
picket line” without telling his membership
“everything that went on” and without any
consideration for “the people who are con-
cerned, not only the members of his own
organization, but members of other organiza-
tions who may be denied their right to work.”

Phony picketing? “Some of these picket
lines,” said Brownlow, “are established for
reasons so ridiculous that they would make
anybody who gives them some thought won-
der whether they were there for subversive
reasons; then again, whether there was some
particular interest of either the employer or
the business agent. If we are going to hold
the picket line as something worth defending
in a legislative way before the courts of our
land, and publicly, then we should not abuse
this privilege . . . [but] retain it only to pro-
tect the interests of the people who work,
and not for some other reason.”

Metal department unions represent most of
the production workers at Atomic Energy
Commission plants, and Brownlow was frank
to tell his building department hosts that his
blunt remarks would “not suit everybody in
this room or those you represent.” One rea-
son: even as he spoke, ironworker local 595
at Joppa, Ill. mocked the authority of its
international offices, threw up a picket line
that shut down all construction work on a
giant power plant to serve the new Paducah
atom-bomb plant across the Ohio River. In
31 months building union walkouts had
halted the Joppa job 37 times, put construc-
tion seven months behind schedule, boosted
cost estimates from $135 to $180 million.

Some blame accepted. AFL’sbuilding de.
partment convention seemed to recognize
that restrictive labor laws were not all en-
acted from antilabor prejudice. Earnest ap-
plause (and later many personal expressions
of approval) followed an address by Peter
Eller, board of governors chairman of the
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New York Building Trades Employers’ Assn.,
who pointed out that many labor laws
stemmed from irresponsible labor conduct
that unreasonably inconvenienced or irritated
the public—“our neighbors.”

Said Eller, condemning the rash of construc-
tion labor stoppages during the past year:
“I think it should be admitted frankly that
not all of these strikes were because the
bosses were big and bad. The right to strike
does not make excessive demands right. . . .
Strikes for excessive wages and for onerous
and costly conditions don’t set well with the
writers, the talkers, the voters, your neigh-
bors, and you won’t get away from them no
matter how much or how long you beat your
breast in righteous indignation. You know ii
now. Taft-Hartley is not revised. One state
after another joins the number which have
further restricted the rights for which labor
long fought and to which fair contractors and
employers agreed, and which many of us
thought to be well and finally established.”

Peace plans. Another evidence of labor
worry over the ill will generated by juris.
dictional strikes was the building depart-
ment’s annual report to the AFL executive
council. It took an extraordinary form,
omitted all customary details about the de-

partment’s regular activities, was devoted en-
tirely to a proposal that the AFL establish
an effective system with an impartial czar or
“adjudicator” to settle jurisdictional squab-
bles. “As we forsee it,” warned the report,
“the present hodgepodge, crazy-quilt juris-
dictional pattern is bound to erupt, in the not-
too-distant future, into open warfare between
the international families now living in the
house of labor.”

The AFL executive council approved unani-
mously this report-proposal, and in turn,
by order of the full AFL convention, was in-
structed to develop within six months some
workable machinery for preventing or dealing
with inter-union and intra-union warfare.

Drive against builders. Secretary-Treas-
urer Joseph D. Keenan’s annual report to
the building department professed alarm over
the number of small nonunion homebuilders
who grew, switched to commercial construc-
tion and found they could underbid contrac-
tors paying union wages. Keenan also com-
plained that these builders were successful at
keeping AFL unions out by injunctions under
the Taft-Hartley Act or state “right-to-work”
laws restraining organizing campaigns.

Keenan recommended stepped-up unioniza.
tion efforts among small builders, and later
said greater efforts would be made toward
1009 organization through all types of con-
struction. Nationally, only one-half to two-
thirds of all construction labor is unionized.
Keenan estimated, but he blamed recruiting
laxity for some of this. The drive for more
members was not firmed up enough yet to set
a launching date, however, or outline any of
its other specifics. (Homebuilding sources
estimated that half or more of the homebuild-
ing industry is nonunion, predicted any AFL
drive probably would wait until after the ad-
ministration’s Taft-Hartley Act amendments
crystallized and were enacted.)

Architecture students design, build tract house

Learning by doing, participating in actual con-
struction of a building they design, is a rarity
for architectural school students. This summer,
University of Southern California architecture
students designed and built this glass-walled,
1,460 sq. ft. house.
cessions so the 300 students could work along

Unions made special con-

P. Snyder
Jones &
Gloege, Inc. of Pasadena donated its contract-
ing services, and Producers Council members

with Journeymen. Developer Earl
donated the Monterey Park site,

supplied most materials. Proceeds from sale of
the house will finance another research project

for student participation.
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New Chicago electrical code
may hike house wiring $50

Mixed blessings were sifted through a new
electrical code of more than 500 pages
adopted by the Chicago city council and to be-
come effective as soon as published about
Jan. L

Some builders thought the new regulations,
three years in the drafting, would hike wiring
costs about $50 in each new house. But there
also seemed to be general agreement among
building leaders that the pending changes
reflected increased safety measures (because
of the increasingly heavy electrical loads piled
up by modern appliances) rather than by
labor or electrical contractors’ lobbying.

The principal change affecting housing will
require convenience outlets every 12’ instead
of every 20’ around each room. Where two
doors are less than 3’ apart there will have to
be another outlet, so cords will not be spread
across doorways. Among other changes: the
city’s ban against BX and nonmetallic-cov-
ered cables will be relaxed slightly (but need-
less rigid metal conduits will still be manda-
tory in most cases); use of aluminum wire
will be authorized; radiant electrical heating
and remote-control devices will be permitted.
and plastic-covered cables buried in the
ground will be allowed for garden and drive-
way lighting installations. Most changes, said
Chief Electrical Inspector B. J. Talbott, will
simply bring the Chicago regulations into
line with the 1950 code of the National Board
of Fire Underwriters.

New regional code for
midwest delayed two years

At its 1952 convention in Chicago, the Mid-
west Conference of Building Officials and In-
spectors set its sights on completion of a new
regional building code within one year. Con-
vening again in St. Paul last month, code
committee members confessed that writing a
code was not to be accomplished so fast.
Committeeman Arthur Kuhlman, University
City (Mo.) building commissioner and new
president of the conference, said it will take
another two years or longer to perfect the
code, and then (as ever) a great deal longer
to get individual communities to adopt it.
The Midwest inspectors set their sights on
a goal almost exactly the reverse of other US
code groups. Kuhlman revealed they oppose
a functional or performance code, plan to
write an old-fashioned rigid specification
code. He estimated that two-thirds to three-
fourths of the dollar volume of Midwest
building is done in small localities which need
a code “of the utmost simplicity . . . that any-
body can undecistand” because little com-
munities cannot aflorrd an expert technical
director to administer a performance code.
Said a commitiee report adopted unani.
mously by the convention: “Of the several
recognized model building codes, none meets
the needs of Midwest communities and cities

other than in a general way. . . . None are
truly functional . . . or performance in type
. .. [but resort] to performance or engineer-
ing principles only in an effort to avoid de-
tailed volume of specifications. . . . [They] are
involved and often highly technical, requiring
an administrator of technical background and
experience . . . [and] the average Midwest
community cannot or does not employ a code
administrator.”

In the past year, the Midwest inspectors en-

rolled nine new cities, but after losses the net
membership gain was only one (95 to 96).
For its expanding work, however, the confer-
ence appointed Charles E. Bacon as its full-
time technical director, effective with his
resignation Oct. 31 as Indianapolis city build-
ing commissioner. Bacon formerly was
MCBOI president and is a director of the In-
diana Society of Architects and a member of
the advisory committee of the Indiana Con-
struction Industry League.

PEOPLE: Frank Horne ousted as HHFA race adviser;

Vivian Truman quits as Kansas City FHA director

Dr. Frank S. Horne, 54, is a New York-born
Negro Democrat who became a federal civil
servant from Georgia 17 years ago. Since
1938, he has served with distinction as
HHFA'’s racial relations adviser. Last month,
AP Photo  ghortly after his job was
among 26 reclassified
from the civil service A
to C schedule (e.g.,
stripped of protection),
Frank Horne learned he
would soon be dismissed.
A few days later, Sen.
John Sherman Cooper
(R, Ky.) let slip the
name of his successor:
RAY Joseph R. Ray, 66,
Louisville real estate dealer and homebuilder
and former president of its First Standard
Bank. Ray is a Negro Republican.

The news leak, if it was that, had all the
earmarks of a trial balloon. Would Dr. Horne’s
ouster cause too much fuss? HHFA soon
found out. Representatives of nine national
organizations ranging from the CIO to the
Quakers promptly protested that any switch
would inject politics into a highly technical
service. The Washington Post joined in the
cry with an editorial suggestion that Ray’s
“abilities can be better utilized and his con-
tributions to Republican victory last fall can
be better rewarded by assignment to some
other position.”

On Oct. 1, HHF Administrator Cole handed
down the verdict: Republican Ray got the
$11,800 a year racial relations post. Demo-
crat Horne would become an assistant to the
administrator to study “new approaches to the
housing problems of minorities.”

A Democrat with a much bigger name than
Horne was not as successful at keeping a
housing job. Almost a
year after his brother’s
administration was
ousted, J. Vivian Tru-
man departed as direc-
tor of the FHA in Kan-
sas City, Mo. FHA
called his exit a resig-
nation, but the strong
indication was that Tru-
man resigned by request.
Last March, GOP chair.

TRUMAN

man C. Wesley Roberts (since ousted) said he
had no doubt the ex-President’s brother would
soon be removed as FHA chief in Missouri.
(FHA district directorships are in the Sched-
ule A, or political category, and are not pro-
tected by civil service.) When he steps out of
his $9,160 a year job on Nov. 6 Vivian Truman
will pick up an accumulated leave check for
$2,141.90 and a pension of about $2,128 a
year. Successor: Herbert E. Studer, 36,
Republican mayor of Sedalia, Mo. and a
realty broker.

Including Kansas City, six more FHA dis-
trict director jobs changed hands last month.
Louis J. Fellenz, Fond Du Lac, Mich. at-
torney who specializes in real estate and mort-
gage law, was appointed Wisconson state
director. He succeeded Anthony P. Gaw-
ronski. At Buffalo, Joseph P. Donnelly,
former state rent administrator there, replaced
William F. Denne. As Florida FHA chief,
Democrat Russell V. Tinney will be replaced
by Huber C. Hurst, Gainesville morigage
broker and former professor of business law
at the University of Florida. In Mississippi,
Buford Yerger, a Meridian banker, succeed-
ed Paul Kemp as state FHA director.
George A. Hillier, Phoenix banker and
former state tax commissioner, succeeded
Richard S. Hare as Arizona FHA chief. For
director of its new Jamaica, Long Island in-
suring office, FHA picked Frederick J.
Ewald, New York real estate man.

With these shifts, FHA had replaced 34
of its 72 district directors since the GOP
took office. More changes were still to come.
One possibility was the ouster of Miami FHA
Chief James Adkisson in favor of William
Wolfarth, member of the Miami city com-
mission and former bakery operator. One
district director who would keep his post,
said dopesters, is Richard Briggs in San
Francisco, whom homebuilders consider one
of the most able men in FHA’s empire. Every
homebuilder chapter in northern California
except San Francisco pressured Vice Presi-
dent Nixon to keep Briggs on the job.

On Aug. 24 a new comptroller for San Fran-
cisco Builder Henry Doelger’s Westlake Vil-
lage in adjacent Daly City asked Advertising
Manager Ralph Lawrence to explain several
invoice discrepancies. Lawrence said he
would be glad to, but promptly disappeared
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...there’s never been another window of equal
simplicity for assembling—for unsurpassed
ease of installing—for free sliding and snug
fitting qualities. Here’s a KD, bundled, semi-
assembled, completely prefitted, fully weather-
stripped, counterbalanced window—ready to
assemble by Jobber, Dealer or Builder. Feature
by feature, point by point; for economy, for
design, for operation, you’ll find it indeed
superior to any other window on the market.
Write for your free copy of the new Superior
Window Booklet.

(BILT g WELL
TR
woonwonu

CARR, ADAMS & COLLIER CO.

THE
HEART

OF THE

oiLl-W

SUPERIOR WINDOW UNIT

...Is the
Exclusive BILT-WELL
Jamb-Liner Weatherstrip

Twice as Weathertight . . . yet %
requires only 1/10th the effort
to open or close

The Bilt-Well Line—everything in woodwork for the home :
Superior Unit Windows « Clos-tite Casements » Nu-Style &
Multiple-Use Cabinets « Bilt-Well Sectional Overhead Garage
Doors « Superior Door Frames « Carr-dor Garage Doors »
Combination Doors « Screens & Storm Sash » Basement Unit
Windows « Shutters « Exterior Doors s Interior Doors «
Entrances « Louvers & Gable Sash « Corner China Cabinets «
Ironing Board Cabinets » Mantels « Telephone Cabinets « Stair Parts

1068 JACKSON STREET, DUBUQUE, IOWA
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from the Doelger office and from his Doelger
Westlake Village home. After an investiga-
tion, police announced: $10-$30,000 of com-
pany funds were missing; Lawrence, whose
salary was $525 a month, had been seen in
Nevada gambling resorts and recently had
purchased a number of expensive items of
feminine jewelry (although his wife said she
had not been given any jewelry for some
time, and later sued for divorce). Lawrence
was arrested Sept. 14 in the Culver City home
of a blonde model and TV performer, who
had put her address on one of his checks
when she endorsed it.

Detroit Mortgage Banker Benjamin Levin-
son was campaigning harder than ever to
widen the field of FHA and VA mortgage
purchasers. New goal: corporate pension
funds. Strategy: grants of at least $2,000
each to three university business administra-
tion schools to study investment policies of
these funds (assets about $8 billion, growth
about $1.2 billion a year) and determine how
much they would benefit by putting part of
their money into FHA and VA paper. The
grants were made this month by the Michi-
gan Assn. of Approved Mortgagees (presi-
dent: Ben Levinson). They may be increased
by more contributions, such as one expected
from the AFL teamsters local in Detroit for
which Levinson is housing advisor. The three
separate studies will be made under the di-
rection of Business Administration Deans
Merwin Waterman of Michigan, W. C.
Folley of Wayne and Lloyd Fitzgerald of
Detroit University.

Levinson reported that since his campaign
last winter to increase insured mortgage in-
vestments by public pension funds (H&H,
Jan. ’53) the Wayne County retirement fund

George S. Szanik

Model home on store roof
attracts crowds, ups sales

On June 20, W. & J. Sloane opened this model
of Cliff May and Chris Choate’s $7,495 Sullivan
Canyon house, a close kin to House & Home's
July cover miodel, atop the roof of its Beverly
Hills store. Since then, some 35,000 people have
inspected it, and last month Store Manager Carl
Thomas reported happily that store traffic has
Jumped one-third. ‘“The first month, gross sales
increased 25% and since have held at 17-18%
more,”” he said.

Such smashing success prompted Macy's San
Francisco to open & rceftop model by Stern &
Price last month (their three-bedroom house
selling for $8,650 in Cupertino). First week,
25,000 people visited it, and Stern & Price sold 61
houses at Cupertino, compared with a normal
18. They attributed most of the increase to the
rooftop model display.

has bought about $6 million of FHA mort-
gages, and the Detroit municipal workers
fund has indicated its willingness to help fi-
nance 1,700 units of nonsegregated housing
in the Gratiot redevelopment project in De-
troit through FHA-insured loans.

In Mar. °52, Ray V. Carey, 52, quit his job
as city manager of Stockton, Calif., became
executive vice president of the Los Angeles
Homebuilders Institute
(largest NAHB chapter,
1,392 members). After
only 18 months with
HBI, Carey left last
month, became city man-
ager of Las Vegas, which
he described as the high-
est-paid public office in
Nevada. New HBI exe-
cutive vice president:
George O. Prussell,
31, secretary of the construction industries
committee of the Los Angeles Chamber of
Commerce, which he joined in 1950 after

graduating from the University of Southern
California.

PRUSSELL

CONGRATULATIONS: To Frank Lloyd
Wright, who will be awarded the Frank P.
Brown Medal of the Franklin Institute in
Philadelphia on Oct. 21 because “no one man
has had as much to do with the shaping of
our external world during this past half cen-
tury”; George E. Harbert, president of the
DeKalb County (Ill.) Abstract Co., elected
president of the American Title Assn.
at its annual convention in Los Angeles last
month; John W. Kress, executive vice presi-
dent of the Howard Savings Institution of
Newark, N.J., elected president of the savings
and mortgage division of the American Bank-
ers Assn., and Joseph R. Jones, vice presi-
dent of Security-First National Bank of Los
Angeles and chairman of the divisions com-

mittee on real estate mortgages, elected vice
president.

NAMED: Robert F. Wagner Jr., former
planning commission chairman and former
commissioner of housing and buildings, as
the Democratic nominee for mayor of New
York (he defeated Mayor Vincent Impellit-
teri by a crushing 2-to-1 margin in the prim-
ary) ; former Rent Stabilizer Glenwood J.
Sherrard, as an ODM assistant director to
plan price, wage and rent controls for any
new national emergency.

State Representative Lee Ohmart (R, Salem)
was elected last month as 1954 president of
the Oregon Assn. of Real Estate Boards on
a “cleanup” platform. He argued at the
realtors’ state convention that the association
should admit that there had been recent ir-
regularities in the profession, won passage of
a resolution to appoint a five-man committee
to work with state Realty Commissioner Al
Crose and Gov. Paul Patterson for stricter
enforcement or tighter regulations under the
state real estate licensing law. The cleanup

issue arose after Portland newspapers front-
paged stories in which real estate broker
William C. Robison and his pariner Barney
Asheim were accused of selling a house with
a “clear title” when there really was a mort-
gage against it. Shortly before the storm
broke, Robison resigned as chairman of the
Republican central committee of Multnomah
County, let his broker’s license expire June
30. In circuit court, Asheim promised to pay
off the disputed mortgage. Neither were real-
tors. The Robison firm was suspended in
1949 and again in 1951 from realty board
membership for nonpayment of dues.

DIED: Eric Mendelsohn, 66, in Mt. Zion
Hospital in San Francisco on Sept. 15 after
a brief illness.

After Eliel Saarinen, Men-
delsohn was the first to
go among the brilliant
group of half a dozen
internationally  famed
architects who started
the Twentieth Century
on its modern architec-
ture. Born in East Prus-
sia, he saw action with
the German Army in

» ! World War I, but in
MENDELSIEN 1933 he had to flee
Hitler’s racial persecutions, settled first
in England, later in Palestine. In 1941 he
came to the US, where he became a citizen
in 1947. He established his home in San
Francisco in 1945 with hopes of helping re-
make that city “so that everyone would have
a view.” But heavy demands on his time de-
signing hospitals, synagogues and public
buildings allowed him little opportunity for
residential planning. His best known house
was the elaborate residence in Palestine of
the late Dr. Chaim Weizmann, first president
of Israel. The Leon Russell home in San
Francisco almost made up in size for being
his only US house commission. Other deaths:
Col. Alfred T. Holley, 81, president of
the Oritani Savings & Loan Assn., Hacken-
sack, N.J., since its founding in 1911, Sept.
2 in Hackensack; Nathan C. Goldstein,
55, Brooklyn realtor, MAI and secretary and
executive director of the Columbia Society of
Real Estate Appraisers, Sept. 6 in Brooklyn;
Ralph B. Lloyd, 78, one of the largest land-
owners in Portland, Ore., where he was about
to launch a huge shopping center project
with an Allied Stores department store as its
hub, Sept. 9 in Los Angeles; Gustave H.
Ensel, 55, regional appraisal supervisor for
the Ohio Turnpike Commission and 1951
president of the Toledo, Ohio Real Estate
Board, Sept. 17 in Toledo; Dr. John M.
Gries, 76, housing author and economist,
head of the division of building and housing,
Bureau of Standards (1921-28), former chief
of the construction division, Department of
Commerce, executive secretary of the Presi-
dent’s Conference on Home Building and
Home Ownership (1931) and former Federal
Home Loan Bank Board member, Sept. 23 at
Piqua, Ohio.

HOUSE & HOME



:
:
4

The duette Custom Sliding Door Cabinet by Miami-Carey. (Model SD1820FL) '

new €5§§§ﬁ§%§ Miami-Carey’s Sliding Door Bathroom Cabinet
with Twin Compartments ... twice as much storage space!

The duette Deluxe Sliding Door Cabinet by Miami-Carey.
(Model SD1818FL)

Finished in baked-on gleaming white enamel. Twin
storage compartments and sliding mirror doors. For
recess or wall-hung installation.

Sovpon on other side of this page.

Here is a bathroom cabinet that’s roomier, more beautiful than any
you’ve seen before. It’s the duette Sliding Door Cabinet by Miami-
Carey, in four smart models—all so roomy, so brilliantly styled, so
low in cost you can fit them perfectly into your plans, even for
inexpensive homes!

Dollar for dollar, no other cabinet can match the duette for functional
styling and utility. Mirror doors slide open at a finger’s touch. Inside
in twin compartments—more than double the storage space of most
ordinary cabinets. Room galore for medicines, cosmetics, shaving needs,
all the items that have a way of “cluttering” bathrooms short on
storage space.

These new duette cabinets are ideal for new construction and re-
modeling. So ask your Miami-Carey dealer for all the facts—or mail

please turn the page ————p

\\“\‘m Of NFURp ”’b%
<+ Guaranteed by "
Good Housekeeping
oy 5
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Specify freedom from topsy-
turvy bathrooms . . . New L B
duette by Miami-Carey |

745 Aventisto |

3 1 Available with or without tubular
-~ ’p« fluorescent light and shade,
= //g plus switch and electrical outlet.

MIAMI-CABINET DIVISION—THE PHILIP CAREY MFG. CO




they're all-new

and crammed with salesfmaking features

SLIDING DOOR CABINETS
another leader from MIAMI-CAREY

® Twin Sliding Mirror Doors (mirrors first quality
plate glass, copper protected)

® Fluorescent tubular light with shade, plus switch
and electrical convenience outlet (optional)

@ Twin Storage Compartments

® Stainless Steel Toothbrush Rack in each
compartment (Custom models)

@ Razor Blade Chute in each compartment
(Custom and DeLuxe models)

® Crystal Glass Shelves (8 in Custom,
4 in DeLuxe)

@ Easy to Install

. , d“ﬂtte Customodel SD1820FL) features
L fluorescent tubular light unit with curved translucent
shade, plus switch and electrical convenience

outlet; welded one-piece steel construction; snow-

white baked enamel interior finish; Stainless Steel

B x e = “picture frame” trim. Over 3450 cubic
5% ~ ; ; inches of storage space. For recessed mounting.
25%" x 64" ) ) Also available—duette Custom Model SD1820
24" x 4K" - without light unit.

28%" x 6% " (without
shade)

e Overall Size: [ width  Height  Depth
Custom (without light)  38%s"
DeLuxe (without light) 36%"
Custom Light Fixture — 38% "
DeLuxe (with light) 36%"

> | x| x|

©
S— e
-
Separate mirror and separate storage compartment
for Him and for Her—no more “waiting turn”; no
more bathroom clutter. 2
Huette DeLuxe aiodel sp18187L) reatures WETT e St Ty
fluorescent tubular light with matching metal : ' | AR 4

shade, electrical outlet and switch—a lavish '

cabinet at a budget price. Beautifully finished ‘

inside and out in baked-on gleaming white f
enamel. For recessed or wall-hung installation. i

Also available—Model SD1818 without light : 4 Pred -
unit. : ‘
Note: duette DeLuxe furnished in special colors
if desired, when ordered in lots of 50 or more,

e

MAIL COUPON TODAY

Write Dept. A-10
for detailed information on new
duette Sliding Door Bathroom Cabinets by Miami-Carey

Mirror doors are framed in Stainless Steel, slide
smoothly in specially designed metal channels. Each
mirror door has aluminum back and Stainless Steel
door pull. (duette Custom)

MIAMI
ADDRESS
Miami-Cabinet Division—
The Philip Carey Mfg. Co.
CITY STATE A Middletown, Ohio

Litho in U.S. A.
BATHROOM CABINETS « MIRRORS « MATCHING ACCESSORIES « KITCHEN AND ATTIC VENTILATING FANS
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VARLAR

Stainproof Wall Covering

AND SAVE THOUSANDS OF
DOLLARS YEARLY!

Soap and water washes VARLAR
fresh and clean without injury to
surface or colors ... up to 25,000 times

Put the skids under the high cost of cleanliness.
Decorate with Varlar and your redecorating materials
for years to come cost as little as the water from

your faucet and a box of soap!

That's right! Stains that put an early end to other
wall finishes, wash off Varlar with just soap and plain
water . .. actually up to 25,000 times. Grease, grime,
smoke, food stains, crayon, lipstick, ink, Mercurochrome
—and many more—vanish to leave your walls always
fresh, always new looking, always inviting. And, Varlar

offers amazing resistance to fire, vermin and abrasion.

There's no doubt about it! Varlar, now available in
more than 235 attractive styles, is the truly modern,
functional wall covering. See for yourself why Varlar’s
popularity continues to grow ... send for free testing

samples today!

VAR LAR Stai‘np‘rOOf Wall COUering

a product of United Wallpaper, Inc.

OCTOBER 1953

Send for your FREE TESTING SAMPLE of Varlar Wall Covering

A 2¢ postcard pasted to this coupon
will show you what VARLAR can save you

VARLAR, Dept. HH-103
Merchandise Mart, Chicago 54, lllinois
Please send FREE TESTING SAMPLE and full Information on VARLAR Stainproof
Wall Covering. | am particularly interested in VARLAR for
[JHomes ([ Hotels [ Clubs [ Theatres [ Apartment Buildings
O Hospitals [ Schools [ Restaurants [ Stores [ Office Buildings

Name.

Address

City. Zone State

73.



NOW!

Have the Sales Advantage
of a Quality Folding Door
yet actually
Cut Construction Costs!

with

ST

folding door

Now you can be one of the hundreds
of builders who spark house sales
with folding doors—and actually cut
your construction costs at the same time.
With “Spacemaster,” by the makers
of famous “Modernfold” doors, you
save on initial cost, because

“Spacemaster” usually costs less than
wood doors and necessary extras...
you save on preparation costs because
you can eliminate trim and wood
casing...you save on installation time,
because “Spacemaster” goes up with
8 screws in 10 minutes...and you szve
on labor costs, because you can elim-
inate fitting, mortising, planing, sand-
ing and painting. With “Spacemaster”
you get all these advantages—and
quality too.

check these fﬁ/ﬁﬂfm quality features!

1. Shallow metal track, covered when door 6. Vertical steel rods, two on each hinge,
is closed, almost invisible when door is open. welded, not crimped.
2. Quiet, “sure stop’ slides. 7. Compression Springs at bottom of door o
3. Balanced Hinge Construction, both top equalize fabric tension.
and bottom for smooth operation. Sizes: Two heights; 6’ 6” and 6’ 8'2”; Three

4. Vinyl-coated, heavy-textured fabric m::xi’:num extension widths; 2’ 6.”, 3’0" and
covering. Durable, fade resistant, easy to 47 0% Doors can be used as pairs.
wash with soap and water. Color: Popular “Decorator Gray,” that
5. More folds per opening for better appear- blends easily with any color scheme.

ance.

Find out how you can spark sales with
“Spacemaster.” See your building supply
dealer or local *“Modernfold” distributor.
Clip coupon for more information.

- ST

NEW CASTLE PRODUCTS
New Castle, Indiana
New Castle Products
P. O.: Box 561 /
New Castle, Indiana

|
|
Gentlemen: Give me full information on {
|

modernfold

DOoOORS

here’s how easy it is to
install *'Spacemaster’!

Step 1: Cut drilled track to opening

|

]

i

| “Spacemaster” doors.
width. Mark and drifl holes in header. |

|

I

i

|

I

Step 2: Slide track onto door. Lift into

Name...oviveniniinnnn. [ PR PPN trenasereraen |
opening and insert screws,

COMPANY . aerieersenenannnn I teanenees I
Step 3: Screw 4 spring-steel clips to
jamb. Snap jamb post over clips. That's
all. Average tested time for entire oper-
ation—11 minutes, L

Address.
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BOOK REVIEWS

THE NORTHWEST ARCHITECTURE OF PIETRO
BELLUSCHI.

Edited by Jo Stubblebine. An Architectural
Record book. F. W. Dodge Corp., 119 W, 40 St.,
New York 18, N. Y. 100 pp. 8"x11”. Hlus. $6.50

Romantic is a word that has frequently
been used to describe Pietro Belluschi’s
architecture and the work of other archi-
tects which has even a faintly sensual flavor.
But the appellation is really more a com-
ment on the state of today’s architectural
design in general than on Belluschi. It indi-
cates how narrow and specialized in their
efforts are most of the other acknowledged
“good” architects, how much they have be-
come limited, repetitive stylists of one par-
ticular kind or another, very easy to label.
Belluschi differs; he goes out after a variety
of effects. But since everyone has to be cat-
egorized these days, he must too.

If, however, Belluschi really deserves this
rather distrustful tag of romantic in an un-
romantic world, then a professional’s be-
lief in emotion is romantic too. This new
book indicates how strongly this belief is at
the root of Belluschi’s work, in his ex-
pressed conviction that architecture should
be sympathetic, that it should take forms
which laymen will “feel” and enjoy. The
text unabashedly talks about Architecture,
capitalized, but the core of its conversation
comes through as his aspiration to comfort
and protect people with fine buildings, not
make a brave show of design:

“No one can possibly know enough about
man to draw immutable laws. . . . A
painter, a sculptor, a composer may be
haughty, detached and even arrogant, but
not an architect, because he has a social
task to perform.

“We have taken away many of the estab-
lished forms, so cherished by our ancestors,
and have replaced them with stark utilitar-
ian ones, which give little nourishment to
the senses. We have taken away from the
man in the street all the stereotyped little
ornaments, cornices, cartouches and green
fake shutters, but we have not been capable
of giving him back the equivalent in emo-
tional value. The fact is that after three
decades of rather cold functionalism, we
have come to the realization that emotion is
a great force in our everyday world; it per-
vades our actions, our political motives, our
very happiness — yet emotions have not
been given the guidance they deserve. . . .

“Our immediate task, it seems to me, is to
show our concern for the emotional needs
of our clients and to show them that we are
not reluctant nor unable to impart richness

continued on p. 80
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Lowest priced Delco forced air furnace
ever made reduces new home costs!

nvew DELCO-HEAT

OIL-FIRED FORCED AIR FURNACE
FEATURES NEW, MODERN,
MASS PRODUCTION
WRAP-AROUND DESIGN FOR
LOWEST BIDDING PRICE
EVER OFFERED
BUILDERS !

Costly frills and extras

eliminated without sacrificing quality

To offset rising costs, General Motors Delco-Heat
now offers you top-quality, top-performance heating
units at new, low prices for truly profitable installa-
tion. The new economy OBC75-H oil-fired Condi-
tionair is compact —only 25x265x66% for use in
closets or other small out-of-the-way spots. 75,000
Btu/Hr. output. Has new wrap-around steel cabinet
with Delco Green enamel finish. The 16 ga. steel
heat transfer unit is seam welded to eliminate
combustion leaks. The Circle-Air Radiator adds an
extra heating surface —improves efficiency. Other
great Delco features are the Quik-Action stainless
steel combustion chamber; Delco-Heat Pressure Oil

For 2 good deal -

Burner powered by the vibration-free Rigidframe
Motor; centrifugal blower; replaceable air filter;
wrap-around wipe sheets; knockouts in side panels
that permit installation of filter at either position;
and base pan with knockout for floor return.
Similar in every detail, the new Model GBCS0-H
answers all your needs for an economy Gas-Fired
Conditionair. Both models shipped assembled.
For warm air, hot water or steam installations —
gas- or oil-fired —for every kind of heating problem,
contact your Delco-Heat Distributor. Or write
Delco-Heat, Dept. HAH, Rochester 1, N. Y. In
Canada, Toronto 13, Ontario.

General Motors Engineering

Delco Production Skill

GENERAL

LA

EA'. wm' D Elm “\x‘ ...Your keys to Sales Success

.. a complete line of automatic oil- and gas-fired conversion burners, Conditionair forced warm air furnaces, boilers, and electric water systems.

OCTOBER 1953
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I REVIEWS continued

to the background of their lives, or to pro-
vide the kind of emotional fullness which
played such an important role in the great

periods of the past. ...

AN

O X
emson ' ; “...We architects, of the common work-
ing variety, who must be front-line men,
oJal ies

facing frustration and compromise; we,
who must understand, absorb, and give
visual form to so many of the forces which
make our world move, must not be ashamed
to listen nor to understand what lives
around us . . . not disdainful, temperamental
stars—but men of vision among men.”

A philosophy like this demands versa-
tility in style, not inflexible dogma, and Bel-
luschi has done more than talk this. He
has built it. Witness his Equitable Building
in Portland:

100% ventilation in hot weather. Even 10(7% sotantion in celd ivedther
when it rains, partially opened lou- prolec ’

vers let air in . . . keep rain out. Keeps out snow, sleet, stormy winds.

Denison Jalousies are the most versatile windows ever developed for _ B R Sl
modern living. The recently perfected weatherstripped storm sash, As compared with one of his wood houses,
interchangeable with screen, provides a revolutionary new prime his “barns”:

window for protection in any climate.

Besides providing new, sparkling beauty for regular windows, Denison
Jalousies are used for doors . . . convert open porches to extra all-
purpose rooms . . . make breezeways more useful. They have demon-
strated their value in offices, factories, schools and hospitals.

Builders and Contractors find that new homes . . . and homes modern-
ized with Denison Jalousies . . . attract more attention — sell faster!

DENISON’S ADVANCED ENGINEERING
HAS PROVIDED THESE FIRSTS IN
QUALITY JALOUSIE CONSTRUCTION!

® FIRST complete vinyl weatherstripping!

e FIRST adjustable tension-sealf louver For.Exfra-
clipli Satisfaction—
® ]1:}11}3:"1‘ built-in drip cap with full over- JD A(‘)LS:SSIE

*Jamb Weatherstripping. Pat. Applied For.
-‘-Copyright 1953 Denison Corp.
fPat. Applied For.,

DENISON CORPORATION
1890 N. E. 146th Street, Dept. HH

PDenison
&®
. B l'l ¥ ' | | North Miami, Florida
O Ol.a 011 Please send further information on

I Denison Jalousie windows and doors. | am a

: [0 Builder [] Architect [] Dealer []Distributor

available. KD wunits shipped in | Name

K. E. Richardson

Today the earnest, Ttalian-born Belluschi
is only 54 years old. At present he is steer-
ing the architectural department at Massa-
chusetts Institute of Technology (a very
unromantic spot) and collaborating in the
Boston Center design (little romance. much

DEALERS! DISTRIBUTORS!

Certain desirable territories

unlimited combinations of sizes, I real estate). It is a safe assumption that
I Address teaching, he is still learning, that this im-
: City State portant architectural career isstill ascending.

continued on p. 86
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30 range at builder prices

...of course, it's electric!

New WESTINGHOUSE Range has big cooking
capacity. Adds appeal while saving space and money!

In only 30" of floor space, you can add
a home-merchandising feature at little
cost.

This Speed-Electric Range will appeal
to your prospects’ wives because it is long
on the features they like: 24" Miracle
Sealed Oven, 4 fast-heating Corox® Units,
divided platform top, Tel-A-Glance Con-
trols, Single Dial Oven Control, Oven
Signalite, appliance outlet, infra-red

broiling and a big storage drawer.

You’ll like the “zero” rating by Under-
writers’ Laboratories, Inc., which allows
installation against adjacent cabinets; the
price,and the prestige of the Westinghouse
name in your kitchens.

Ask your Westinghouse Distributor for
complete specifications and installation
data on Model HE-244 Range, or write
direct.

WESTINGHOUSE ELECTRIC CORPORATION

Electric Appliance Division + Mansfield, Ohio

Makers of Refrigerators, Ranges, Laundromats®, Dryers, Dish-
washers, Water Heaters, Vent Fans and Food Waste Disposers.

DE LUXE IMPERIAL 30

In addition to regular features,
this HDA-244 range has a Look-in
Oven Door, interior oven light,
a Super Corox surface unit,
electric clock, automatic oven
timer, minute timer and fluores-

YOU CAN BE SURE-.-IF |T'S ‘ ‘eStinghOUSC cent light on control panel.

OCTOBER 1953

KING SIZE OVEN CAPACITY—
Miracle sealed to allow baking in
any rack position.
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They provide

"We like Glide-All Sliding Doors for several
reasons,” says Oliver M. Rousseau, Pres., of
Oliver Rousseau Construction Co., San
Francisco. "They're simple and economical
to install and they provide more accessible
closet space.” You'll like them for the same
good reasons. Choose from overhead or
bottom roller types in 8-ft. floor-fo-ceiling
or 6-ft. 8-in. standard heights,

"Glide-All Sliding Doors are not only highly
practical,” says M. L. Bartling, Jr., of Fonde-
Bartling Builders, Knoxville, "they're beau-
tiful @s well. It was for both these reasons
that we installed them as room dividers in
Knoxville's Living House.” You, too, will like
the eye and buy appeal of these durable,
trouble-free doors. They're available in
modern flush or recessed panels, which may
be painted, papered or waxed in natural
finish,

Wherever they're used .'hey’e easiest to install

e

Doors are mounted by
Top track is easily Aluminum bottom engaging top rollers in
mounted on ceiling channe| is simply top track ~then engag-
with screws. =~ screwed to floor. I ing bottom guide in

floor channel.
Write today for new low price schedule and specification bulletin.

4 Woodall Plants Coast-to-Coast
Save You Shipping Time and Costs!

Write to Plant nearest you

CHICAGO, 3510 Oakton St., Skokie, Iil.  LAUREL,
Miss., P, O, Box 673 ¢ NEW YORK, Glen Cove Rd
Mmeola, N.Y.  SAN FRANCISCO, 1970 Carroll Ave.

Glide-All Sliding Doors are a product of

WoobaLL [nDusTRIES [NC.
DETROIT 34, MICHIGAN
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REVIEWS continued

A STUDY OF FEDERAL HOUSING POLICIES. By C.
W. Smith, director, Housing Research Founda-
tion and Div. of Construction Technology, South-
west Research Institute. 12.p. summary report.

Here is a frank and timely critique of
federal housing policies by Southwest Re-
search’s C. W. Smith. In brief:

Homebuilders are either dependent upon,
or are almost completely influenced by, the
policies of financing institutions supplying
them credit to build houses and credit with
which to buy houses.

The mortgage insurance program has be-
come a dominant influence on mortgage
lending practices and determines the price
and type of houses produced and the fami-
lies eligible.

Hence they effectually control the entire
character of the homebuilding business.

The basic problem

So far credit has been made easier for
home buyers, but homebuilders have not
been given an incentive to produce the best
housing values,

Appraisal policies

IFHA has maintained minimum construction
standards as the only criteria applied in
judging the eligibility of a property for
FHA insurance.

Actually, observations and surveys dis-
close widespread discrimination on the part
of FHA district architects and appraisers
against the houses that impartial authorities
(and the public) regard as the best de-
signed. Any innovation or deviation from
the norm creates problems of judgment for
FHA staff personnel. A hackneyed plan
that has been “through the office” thousands
of times is likely to receive a higher ap-
praisal than one which reflects thought,
imagination and detailed study on the part
of a skilled architect to achieve improved
convenience, livability and value. We sub-
mit that any deterrent to innovation is a
deterrent to progress.

We have never had too many good homes

-in the USA. We have always had too many

poor houses. Who knows how many houses
would be eagerly bought if they were bet-
ter designed and represented greater values?

It is likely to become increasingly diffi-
cult to sell even one million poorly designed
houses each year. The public might buy a
million and a half homes each year if de-
signs were constantly improved and values
constantly increased.

We suggest that FHA establish qualifi-

cations for mortgage insurance on a basis

continued on p. 190
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Wide Andersen Casements bring the mountains into this western
living room in a Colorado home by Elizabeth and Gordon
Ingraham, architects.

Build nature’s changing beauty
right into living room walls

Living room with Casement Picture Window Unit—Mattern and York,
Jamaica, N. Y., architects.

You know your customers want the advantages of
an open plan . . . homes that permit them to blend the
beauty of the outdoors with their daily living. Why
not give them what they want with versatile Andersen
WINDOWALLS?

Andersen WINDOWALLS open up the living room to
welcome sunshine and fresh air. They also form
weathertight walls to shield the homeowner against
cold blasts when the weather is wet or wintry. That’s
the function of Andersen WINDOWALLS—superbly
engineered window units, precisely built of beautiful,
insulating wood.

COMPLETE WOOD WINDOW UNITS

BAYPORT, MINNESOTA

WINDOW SPECIALISTS FOR 50 YEARS

View for the Living Room (Continued) .







Humphrey & Hardenbergh, Inc., architects

Perfect link to
outdoor living

eitoreslls

TRADEMARK OF ANDERSEN CORPORATION

WHERE NATURE’S BEAUTY makes a
perfect meeting with a well-planned interior,
you’ll find Andersen WINDOWALLS. In this
home, Andersen Gliding Window Units, with
transoms of Andersen Flexivent Windows,
open the home to lovely wooded surroundings.
Yet they place a transparent wall between the
owner and uncomfortable weather. They are
both windows and walls — the ideal meeting
point for indoor and outdoor living.

dﬂndvum

BAYPORT ¢ MINNESOTA ;.
WINDOW SPECIALISTS FOR 50 YEARS
Werite for Detail Catalog or Tracing

Detail File; or see Sweet’s Files for specification
data. WINDOWALLS sold by millwork dealers.

View for the Living Room (Continued) .




sash
operations
from one

unit

Outswinging casement sash

The garden moves into the living room with
this corner installation of Flexivent Windows

Provide ventilation with the view...

No strongman tactics needed. Sash lift right out. u Se

R Ltk TL ..‘.;_. 2

ANDERSEN

Here is the new Andersen Flexivent Window Unit. Flexi-
vent, like the three other Andersen Windows you’ve seen here,
brings fresh air plus trouble-free, weathertight operation to
today’s homes.

Particularly for project builders and designers, for those
interested in low-cost fenestration, the new Flexivent offers
famed Andersen quality in an economical, highly weathertight
window.

There’s no limit to combinations of new AndersenFlexivent
Windows. Makeyour ownselection . . . stacks, ribbons, groups.

BAYPORT, MINNESOTA

If you want the nation’s outstanding double hung
window, use the Andersen Pressure Seal Window
Unit. Only Andersen has the special wedge-like device
that permits effortless sash removal and assures ex-
treme weathertightness.
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This issue of House & Home is dedicated to all who have understood the tragedy of our

decaying houses and neighborhoods and dedicated their time and their

talents to meet the challenge.

Architects, builders, bankers, realtors, planners and public officials, they are

mustering new forces in government and new forces in private industry to

revitalize our neighborhoods and restore our homes. They are offering new

dignity for millions of human beings and new security for billions of dollars.

Outstanding among the many to whom this issue is dedicated are:

Guy T. O. Hollyday

commissioner, Federal Housing Administration
former president, Fight Blight, Inc., Baltimore

Yates Cook

prophet of rehabilitation

head of NAHB Housing Rehabilitation Dept.
former director, Baltimore’s Housing Bureau

Alan Brockbank

past president, NAHB
father of the Homebuilders’ trade-in program
chairman, NAHB Rehabilitation Committee

Fritz Burns

past president, NAREB and NAHB
chairman, NAREB’s Build America Better Council

and

Laird Bell

president, Citizens Committee to Fight Slums, Chicago

William A. Clarke

first vice president, MBA

member, Self-Help Housing Committee, American Friends Service
Committee

James Downs

mayor's coordinator of Housing and Redevelopment, Chicago

Roy Fisher
reporter for Chicago Daily News
chief writer of its series on slums

Henry T. Heald

chancellor, NYU

member, Housing, Welfare & Health Council, New York City
former chairman, South Side Planning Board

Philip Klutznick

member, Illinois State Housing Board
former commissioner, PHA

Reginald Isaacs, AIA

chairman, Dept. of City and Landscape Planning, Harvard
former director of planning, Michael Reese Hospital

Ferd Kramer
president, Metropolitan Housing and Planning Council, Chicago

James Rouse

former chairman, Advisory Council on the Baltimore Plan

Richard Hughes
first vice president, NAHB

Earl Kribben

member, Citizens Committee to Fight Slums, Chicago
vice president, Metropolitan Housing & Planning Council, Chicago

Dr. Edward R. Krumbiegel

commissioner of health, Milwaukee

James Ritch
building inspector, Charlotte

Oskar Stonorov, AlIA

architect, Quaker Philadelphia redevelopment project

Elizabeth Virrick

chairman, Advisory Board on Slum Clearance, Miami
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Round Table panel

FOR THE AMERICAN BANKERS ASSOCIATION FOR THE

Paul Bestor

Committee on Real Estate Mortgages
Savings and Mortgage Div.

Trust Co. of New Jersey, president

FOR THE AMERICAN INSTITUTE OF ARCHITECTS

Edmund R. Purves
executive director

Oskar Stonorov

American Friends Service Committee

Rehabilitation Project architect
FOR LOCAL GOVERNMENT:

Dr. E. R. Krumbiegel
commissioner of health, City of Milwaukee

G. E. Morris
supt. of building
Building and Safety Dept., City of Los Angeles

Edward S. Silver

NATIONAL ASSOCIATION OF HOME BUILDERS

Emanuel M. Spiegel
president

Richard G. Hughes
first vice president

Alan E. Brockbank
past president
NAHB Housing Redevelopment Committee, chairman

Rodney M. Lockwood
past president

John M. Dickerman
executive director

Herbert Colton
general counsel

G. Yates Cook
Department of Housing Rehabilitation, director

Philip M. Klutznick
American Community Builders, Inc., board chairman

chief asst. D.A., Kings County, N.Y. FOR THE NATIONAL ASSOCIATION OF MUTUAL SAVINGS BANKS
Joseph Wolff Harry Held
commissioner

Dept. of Buildi & Safety Engi ing, City of Detrou
FOR THE LIFE INSURANCE ASSOCIATION OF AMERICA

John G. Jewett
vice president

Housing and Mortgage Committee, chairman
Bowery Savings Bank, N. Y., vice president

E. C. Egerton
Seaman’s Bank for Savings, N.Y.
vice president and mortgage officer

Prudential Insurance Company of Americo FOR THE NATIONAL ASSOCIATION OF REAL ESTATE BOARDS

Karl Maier

Northwestern Mutual Life Insurance Co., manager of residence
loans

Board of Public Land Commissioners, Milwaukee, chairman

Charles R. Van Anden

New York Life Insurance Co., vice president FOR THE
Milford A. Vieser

Joint Committee on Housing and Mortgage Lending, chairmun

American Life Convention and Life Insurance Assn. of America

Mutual Benefit Life Insurance Co., vice presidens

FOR THE MORTGAGE BANKERS ASSOCIATION FOR THE
Brown Whatley
president
James W. Rouse FOR THE

board of governors
Citizens Committee for Baltimore Plan, former chairman

Ferd Kramer

Charles B. Shattuck
president

Fritz Burns
Build America Better Committee, chairman

NATIONAL RETAIL LUMBER DEALERS ASSOCIATION

H. R. Northup
executive vice presideni

Norman Mason
past president

NATIONAL SAVINGS AND LOAN LEAGUE

Oscar Kreutz
executive manager (up to Oct. I, ’53)

US SAVINGS AND LOAN LEAGUE

Norman Strunk
executive vice president

board of governors FOR THE URBAN LAND INSTITUTE

Chicago Metropolitan Housing and Planning Council. presiden

Samuel E. Neel
general counsel

John McC. Mowbray
president
The Fight Blight Fund, Baltimore, president

Leaders of attack on blight agree

OTHERS

CHAIRMEN

100

TAX EXPERT

Sylvanus Felix
Felix, Douglass & Griffin, Oklahoma City

ECONOMISTS

Miles L. Colean
W ashington, D.C.

James C. Downs Jr.
Real Estate Research Corp., president
Mayor’s Housing and Redevelopment Coordinator, Chicago

Thomas Moses
VA Mortgage Committee, American Legion, chairman

James Steiner
US Chamber of Commerce

FEDERAL OBSERVERS:

Albert M. Cole
HHFA administrator

Guy T. O. Hollyday
FHA commissioner

Walter L. Greene
FHA deputy commissioner

Roy E. Larsen
president, TiMe Inc.

Andrew Heiskell
vice president, TimMe Inc.; publisher, Lire

P. 1. Prentice
vice president, Time INc.; editor and publisher, House & Home
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Ferd Kramer: “Bankruptcy faces
many of our cities if a solution to
this problem is not found.”

Fritz Burns: ‘“‘Rehabilitation of
old buildings is like half-soling
a pair of shoes. There is no
glamour in it; it is just good

common sense.”

Among Round Table participants were (Il to 1):
Lire Publisher Andrew Heiskell; HHFA’s Albert
Cole; Tive Inc. President Roy E. Larsen; H&H
Editor and Publisher P. I. Prentice; FHA’s Guy
Hollyday; FHA’s Walter L. Greene.

Photos: Lire—Richard Meek

Edward Silver: “Rehabilitation could be

done if more of us became dedicated to

understanding that unless we do it, even
a city like New York can become the great-

est slum in the world.”

on recommendations to every city

Textbook on

conservation drafted at
House & HoMmE Round Table
calls on architects,
builders, realtors,
mortgage lenders and
suppliers to assume

primary responsibility

OCTOBER 1953

At the joint request of the National Association of Home Builders, the National
Association of Real Estate Boards and the Mortgage Bankers Association, House &
HomE invited the outstanding leaders in housing conservation to gather at a Round
Table to develop a textbook on conservation and a common program they could
recommend to every community. The Round Table was held in collaboration with
LirE magazine.

Architects, builders, planners, economists, bankers, lenders, material suppliers
and government officials—they came from all over the country to pool their knowl-
edge and experience in the recommendations.

With them as observers sat the federal officials upon whose interest and colla-
boration the success of conservation will so largely depend: Albert M. Cole, ad-
ministrator of the Housing and Home Finance Agency; Guy T. O. Hollyday, com-
missioner of the Federal Housing Administration; and Walter Greene, deputy
commissioner.

The members of the Round Table are listed on the opposite page. Their report
and their recommendations fill the next 12 pages.
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The stakes in saving AMERICA’S USED HOUSING

are millions of blight-threatened lives and billions of blight-wasted dollars.
They can be won only through a new kind of partnership
between government and the men whose business it is

to provide better homes

For so vast a problem

Blight is marching across our citics, spreading decay faster than any present program can cure it

Lire—Andreas Feininger
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there can be no quick,

OCTOBER 1953

no cheap, no easy solution

Perhaps thé most pressing challenge to private enterprise and the profit system in
America today is the challenge to conserve and improve the 50 million homes in
which we live, and most particularly the challenge to save and improve the 30 mil-
lion urban homes. Certainly this is the Ne. 1 challenge to civic leadership, the No. 1
challenge to local government.

Now the men whose business it is to create good new housing—builders, realtors,
mortgage bankers, architects and suppliers—are taking the lead in a nationwide
uprising to raise the standard of living in old housing too. This new leadership
and the new enthusiasm it is kindling are one of the year’s most exciting economic
developments and one of the most significant, for the cost of our failure to conserve
our housing is too heavy to endure.

The price of failure

Because of that failure, blight is marching from block to block across our cities,
spreading decay far faster than any present program can cure it.

Because of that failure, the biggest single asset in our country’s wealth—the
$220 billion housing investment, which is more than a quarter of our $830 billion
national assets—is wasting away faster than we are building new homes.

Because of that failure, almost every city is drifting toward bankruptcy—often
too poor already to maintain adequate standards of municipal service, too poor te
raise its pay in line with rising living costs, too poor to provide all the needed new
schools, new hospitals, new highways, too poor to face up courageously to its
essential part in reversing the spread of blight.

Because of that failure, the whole $570 billion investment in our cities and the
whole economic complex founded on the city concept is threatened. Serious thinkers
talk wildly of abandoning our present cities as already beyond salvage, of making
a fresh start on other sites. Millions of plain, substantial people who never heard
this talk and theory are putting it into practice and moving out of town.

The cost of flight

However necessary some relocation on the perimeter may be to relieve over-
crowding at the center, this middle-class flight across the city line to the suburbs
is eating away the tax base of the cities. Big stores are following their best
customers to out-of-town shopping centers. Now industry is beginning to follow
its labor supply to suburban factory centers. Who will pay the mounting cost of
city government if only the poor are left behind in spreading slums? In Baltimore
the slums eat up 45% of the city’s revenue, but they pay only 6% of the taxes
—often as little as $25 per dwelling.
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he decay of our cities is the No. 1 economic problem of our day.
[t creates our No. 1 public health problem; it nurtures our No. ]
crime problem.

it is also our No. 1 human problem, for every blighted neigh-
borhood means thousands of blighted lives. It means that in mosi
cities nearly a quarter of all the people must live crowded in
blight and often in squalor, that more than a quarter of the chil-
dren must grow up without proper safeguards for their health,
without adequate space for play and recreation, without half the
opportunities which should be their American birthright.

Conservation and slum prevention must go far deeper than
physical reconstruction and modernization of old houses. Even
if every substandard dwelling is brought up to par, large areas
will soon revert to blight unless we cure the causes that made them
slums in the first place—the overcrowding, the unsafe streets, the
congestion, the horse-and-buggy traffic pattern, the bad zoning
and adverse use of nearby property, the lack of recreational facili-
ties, the lack of local social centers to vitalize neighborhood feeling
and pride.

For so vast a problem, involving so many billions of dollars and
so many millions of people, there can be no quick, there can be
no easy, there can be no cheap solution.

But whatever the cost, this much is certain: in the end it will
prove cheaper to do what is necessary to save and revitalize our
cities than to let them go sinking into decay and insolvency.

Americans can afford to spend much more on their homes than
they are spending today. We are enjoying by far the highest
living standards in all our history on everything except housing
and municipal services, where we are trying to scrimp. For hous-
ing Americans used to spend 20 to 25% of their incomes; today
the average is less than 13%.

THE DYNAMICS OF CONSERVATION

Blight can be reversed only
through teamwork of government and business
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Everybody pays the cost of slums today—even the people
who flee the city to the suburbs—

1. because most of the tax burden for city services in the slums is
carried by residents outside the slums;

2. because blight spreading from the slums threatens property val
ues in every other neighborhood;

3. because suburbs live off the central city and cannot prosper if
the heart decays. Blight is not stopped by political boundaries;
it affects and threatens the whole metropolitan area;

4. because in our democratic civilization all our lives are inextric-
ably involved with the luckless people who now must live in
slums; people we meet at every turn, people on whose intelli-
gence, cooperativeness, ambition every city’s economy depends

The conservation stakes are high, and the pay-off will not
come from halfway measures. Halfway measures can result only in
slum preservation. They cannot start urban regeneration.

The pay-off can be won only by reversing the flight to the sub-
urbs, by making in-town living once again attractive enough to
hold the taxpaying population, by giving new hope and confidence
to those thousands of families who would prefer to live in town
but now feel forced to move on out, by replacing the strong forces
now spreading blight with stronger forces revitalizing the center.

No such pay-off is likely without:

1. private reinvestment running into billions of dollars—reinvest.
ment so big and so essential it could play a major part in sus:
taining national prosperity;

2. new housing construction continued at high levels to permit
moving millions of people out of the slums to relieve over-
crowding;

o

a better answer than an unconscionably overcrowded ghetto for
the Negroes who are flocking from South to North, from farm
to city—the ghetto that makes most of today’s worst slums even
more sinister than the slums of earlier decades;

-

higher municipal revenues to provide good municipal services -
all over the city—in the slums and elsewhere; and before the
city can collect these higher revenues we may well need a new
standard of municipal integrity to give taxpayers more confi-
dence that their taxes will be spent.

Che tremendous human and material waste inherent in blight cannot be stopped by
government alone; it cannot be stopped by private enterprise alone. It cannot be
stopped without effective and uniform law enforcement against housing violators,
but it can never be stopped by law enforcement alone or by any other negative force.

Blight can be stopped only under the leadership of inspired and
dedicated men, and it can be stopped only by harnessing every
possible positive power—the dynamic of moral wrath, good citizen-
ship, and an aroused public opinion, the dynamic of neighbor-
hood pride, the dynamic of personal pride of ownership or pride
of home, and (last but not least) the dynamic of enlightened self-
interest and the hope of honest profit.

In this mobilization newspapers, magazines, churches, women’s
clubs, civic associations and political leaders must drive home the
business peril and the living tragedy of slums. The business com-

munity must provide both funds and leadership. Schools must
teach children to demand a better way of life. Neighborhood
associations must mobilize pride and sentiment, district by district.
Block organizations must exert house-to-house pressure on recal-
citrants and inspire cooperative betterment.

But humanitarian interest, eleemosynary investment and volun.
teer cooperation cannot do the job alone.

Unless there is a profit in rehabilitation—reasonable
profit and honorable profit—rthe job will not be done.

HOUSE & HOME



There should be profit for the manufacturer and supplier, to
whom rehabilitation will open a great new market for lower-priced
lines. There should be profit (and security) for the banker who
must finance the improvements. There should be profit for the
architect, profit in the good design without which remodeling can
seldom add lasting value. There should be profit for the builder
to bring in his needed know-how and organizing talents. Above
all, there must be profit for the owner and real estate investor—
more profit in improving the property than in letting it decay.
However high present profits from rookeries may be, property
owners must see that the long-term security of any real estate
investment can be assured only through conservation and rehabili-
tation.

Primary responsibility for conservation and rehabilitation
must now be shared with the city government by the in-
dustry whose full-time business it is to provide Americans
with homes. For every factor in that industry—manufacturers,
suppliers, realtors, bankers, architects, builders and labor alike—
the conservation and rehabilitation of our 40 million salvageable
dwellings is a direct responsibility, a tremendous challenge and a
magnificent new opportunity.

In city after city, these substantial business interests are now
assuming the leadership in the attack on blight. The National
Association of Home Builders has made A New Face for America
its goal. The National Association of Real Estate Boards has
declared Build America Better its No. 1 objective and is sponsor-
ing “uprisings” in hundreds of communities to demand firm en-
forcement of decent housing standards. Mortgage bankers and
lenders are in the forefront of almost every Fight Blight movement.
Architects, long concerned with urban decay, are pressing redevel-
opment, and material suppliers are taking an ever more active part.

All this professional interest from those whose business it is
to improve housing augurs well for the staying power of the cru-
sades now being launched in scores of cities from coast to coast—

In Baltimore, during the program for which Yates Cook is given
great credit, the back yards above were transformed into those
at the right. “You must do a systematic, block by block enforce-
ment against property owner and against the occupant,” says
Cook. We have proved in Baltimore that “good housekeeping
can be as contagious as bad. This shows what you can do when
people work together.”
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crusades whose number and growing enthusiasm are among the
most exciting and significant portents that at long last America
will do something effective to halt the deterioration of its housing
and the decay of its cities.

The profit motive in reverse. Up to now the profit motive has
been hitched up in reverse to the ownership of slum property, cre-
ating every incentive to overcrowding and neglect and offering little
incentive to improvement.

The whole basis and theory of a free enterprise economy is that
the more desirable and essential the service performed, the more
people will pay for it and so the greater the profit. But in the slums:

1. Income is highest where overcrowding is worst. In fact, Harlem
cellars often bring higher rents per square foot than the finest
Park Ave. apartments.

2. Expenses are lowest where no maintenance is done—in fact,
many landlords consider a small fine for violations a very in-
expensive way to escape the cost of repairs.

3. Taxes are lowered as the building deteriorates.

There is small chance of making rehabilitation as profitable as
neglect for landlords until this antisocial bootleg profit is com-
pletely squeezed out of slum property by vigorous law enforcement
to prevent overcrowding and stop violations of the housing code—
if necessary, by closing the building down until minimum decency
requirements are met.

Somewhat similarly, the profit motive is often hitched up wrong
for remodeling. It is too easy for “dynamiters” to make a quick
killing on shoddy work, and remodeling has attracted so many
racketeers that neither FHA nor the public prosecutors can clean
them all out without aggressive help from the homebuilding in-
dustry and particularly from banks that handle the Title I loans.
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THE THREE STAGES OF CONSERVATION

Blight and decay must be attacked

in new homes as well as old

The blighting process is strangely insidious.

Every house starts down the pipe line that leads to decay and eventual junking
even before the first family moves in, so we need a whole new process from start
to finish to conserve our homes and neighborhoods. Some houses move along the
pipe line to blight faster than others, depending on 1) how well they were planned;
2) how well they were built; 3) how well they were maintained.

A well-planned, well-built, well-maintained house will last for
centuries, but even the best house cannot long survive after blight
destroys its neighborhood. Neighborhoods almost always decay
faster than houses, so good neighborhood planning, good neigh-
borhood maintenance and good neighborhood revitalization are
essential at each stage of the attack on blight.

Neighborhood decay is not as inevitable as it often seems, and
age alone need not bring blight. In almost any city you can find
neighborhoods of old houses so well planned that the grand-
children of the original families are still proud to live there.
Conversely, blight is already threatening many developments built
during or since World War II.

In any conservation program it is just as important to help
the owners of 10- and 20-year-old houses keep them attractive
and up to date as to force owners of 80-year houses to
rehabilitate them to make them safe and sanitary. Decay is
cumulative, and one reason today’s problem is so staggering is
that we face the cumulative effect of a century of neglect at
every stage of the aging process.

So as house and neighborhood move fast or slowly toward
decay, we must make possible three stages of conservation:

Renovation (or remodeling or modernization)—to keep house
and neighborhood in good repair, competitive with the attractive
new features of today’s new houses and new developments, suited
to the changing requirements of changing times.

Rehabilitation—to save neighborhoods on the verge of blight
from slipping across the line; to revitalize those neighborhoods
already blighted that are worth saving; to save and restore struc-
turally sound houses everywhere.

Redevelopment—to make too-far-gone neighborhoods ready
for a fresh start by demolishing all structures that have passed
beyond economic salvage.

Even in redevelopment areas, many buildings can still be reha-
bilitated much more cheaply than they can be replaced. The very
act of tearing down the junkers and so providing open spaces
and reducing densities may start a redevelopment neighborhood
on the upgrade.

Conversely, there are many buildings fit only for demolition
in rehabilitation areas and many adverse uses that must be cleared
out. In other words, there is a broad overlap between rehabilita-
tion and redevelopment, and too sharp a distinction between them
will pro