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ONE 

SOFT SPOT 

for the 

Contractor 

"Tue modern builder can specify 

The “OVERHEAD DOOR” for all 

garage installations and then dismiss 

the matter from his mind. The respon- 

sibility then becomes ours, and remains 

ours. He specifies, we do the rest. 

Representatives of this company, 

through its nation-wide sales and serv- 

ice organization, will measure the open- 

ing, deliver the doors on the job, make 

installation if desired, and thereafter 

render service to the owner. That’s 

our business. 

The contractor doesn’t tie up a dollar 

in extra time or service, and at the 

same time he reaps a rightful profit. 

His customer has the finest garage 

door in the world, backed by a com- 

pany that cheerfully shoulders full 

responsibility for its continued perfect 

operation. 
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The above “OVERHEAD DOOR,” 21’ wide by 12’ high, operated by electrically contro‘led chain 
hoist, has been giving uninterrupted service for three years in a Cleveland, Ohio, public garage. 

EXACTLY TEN YEARS AGO, in 1921, the first “Overhead 

Door” was manufactured and sold. That door has given and is 

continuing to render today the utmost in dependability and 

uninterrupted service. Ten years ago The “Overhead Door” 

marked a new step in garage door design, operation and engi- 

neering—today it is known wherever modern garage doors are 

used. “Overhead Door” sales and service extend throughout 

the world, and “Overhead Door” service engineers see that 

every door bearing our name works with complete satisfaction. 

Doors installed ten years ago are operating perfectly today be- 

cause of this nation-wide service plan, and because of it, will 

be working equally well ten years from now. Today every 

owner of an “Overhead Door” realizes the soundness of his 
investment. 

Copyright, 1931, O. H. D. Corp. 

OVERHEAD DooR CORPORATION 
Dept.3111 

Hartford City, Indiana, U. S. A. 
Made In Canada by 

Overhead Door Company of Canada, Limited, Toronto, 3, Ontario 

FOR ADVERTISERS’ INDEX SEE NEXT TO LAST PAGE 
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LOOKING AHEAD 

WITH THE EDITORS 

January, 1932 

President's Conference on Home Building 

FTER more than a year of delib- 

A eration and study, the thirty-one 

committees of President Hoo- 

ver’s Conference on Home Building and 

Home Ownership will meet in Wash- 

ington on December 2 to 5 to present 

their final reports. The American 

Builder and Building Age has been 

well represented officially on these com- 

mittees and Messrs. Johnson, Mathew- 

son and Lane of our editorial staff will 

be in attendance throughout the meet- 

ings to report them fully for the benefit 

of our readers in the January issue. It 

is expected that many constructive sug- 

gestions will be forthcoming, many of 

them equal in value to the Hoover home 

financing plan announced on November 

13, and described in detail in this De- 

cember issue. 

CITY PLANNING AND ZONING 

TYPES OF DWELLINGS 

FUNDAMENTAL EQUIPMENT 

DESIGN 

AOUSING AND THE COMMUNITY 

SUBDIVISION LAYOUT 

KITCHENS—WORK CENTERS 

LARGE SCALE OPERATIONS 

CONSTRUCTION 

TAXATION 

RATION 

NEGRO HOUSING 

BLIGHTED AREAS AND SLUMS 

HOUSEHOLD MANAGEMENT 

RECONDITIONING, REMODELING 

INCOME AND THE HOME ‘ 

UTILITIES FOR HOUSES 

HOME FURNISHING AND DECO- 

A simple enumeration of the names of 

the committees comprising the Confer- 

ence is enough to show the wide scope 

of this study. They are listed below. 

If we can settle the problems—or 

even a few of them—suggested by this 

range of committee study, the home 

building industry will be off to a good 

start for its 1932 operations. 

In addition to the discussion of these 

fundamental business questions, the 

January American Builder and Build- 

ing Age will also present an unusual 

collection of home designs, together 

with some very practical how-to-do-it 

craft problems and discussions. Nine- 

teen thirty-two looks like a home build- 

er’s year. In the meantime we wish our 

readers, one and all, a Merry Christmas. 

—The Editors 

INDUSTRIAL DECENTRALIZATION 

AND HOUSING 

LANDSCAPE PLANNING 

FINANCE 

FARM AND VILLAGE HOUSING 

BUSINESS AND HOUSING 

HOMEMAKING 

HOME OWNERSHIP—LEASING 

HOME INFORMATION SERVICES 
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@ In the Magic Chef line there is a gas range to meet every building 

requirement ... from the modest bungalow to the most pretentious 

apartment. Instead of merely a single gas range of limited appeal, 

Magic Chef is a complete line of models that meets every requirement 

of size, design, taste and price. To make its appeal still stronger, the 

Magic Chef line has advanced features of efficiency, convenience, and 

economy found in no other gas range. 

© These features include the famous Red Wheel Oven Heat Regulator 

... Safety type gas valves ... specially designed three-in-one non-clog 

top burners, efficient at every point from simmering heat to hot, fast 

fires... the sanitary high burner tray which conceals pipes and valves 

and protects them from spattering grease ... the distinctive cooking 

top covers ... the smooth, sanitary oven linings . .. the rackless, 

reversible broiler pan which reduces chances of fats catching fire... 

the broiler extension carriage. 

e@ Backed by extensive national advertising and accepted by house- 

wives as the standard for modern gas ranges, Magic Chef will help 

materially to make your properties more attractive to home hunters. 

MAGIC CHEF « Series 700 

COMPLETE LINE 

that meets every building need 

Patents Pending 

Patents Pending 

MAGIC CHEF - Series 500 

= _ MAGIC CHEF ; Series 00 

Look For The RED WHEEL 

When You Buy a MAGIC CHEF 

AMERICAN STOVE COMPANY 

- World’s Largest Manufacturer of Gas Ranges 

Patents Pending NEW YORK - PHILADELPHIA - ATLANTA .: CLEVELAND 

MAGIC CHEF ; Series 29 CHICAGO - ST. LOUIS - LOS ANGELES - SAN FRANCISCO 

FOR ADVERTISERS’ INDEX SEE NEXT TO LAST PAGE 
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HOME FINANCING RELIEF IN SIGHT 

OOD news for the home building industry was 

released from Washington on November 13 when 

President Hoover announced the details of his plan for 

a system of home. loan discount banks, and stated that 

he would recommend to Congress at its forthcoming 

session the adoption of this plan and the enactment of 

the necessary legislation to give it immediate effect. 

Elsewhere in this issue, our Washington editor pre- 

sents the complete text of the President’s proposal. A 

careful reading of it will reveal the breadth and sanity 

and the constructive helpfulness of this plan to overcome 

what is admittedly the greatest stumbling block to pres- 

ent day home building and a general revival of business, 

—namely, the difficult, expensive and, in many localities, 

impossible financing of new homes and home improve- 

ments. 

This problem of the home builder and the home owner 

has been considered for some time by the Administra- 

tion. Several different plans have been studied and con- 

sidered, among them, the central mortgage bank plan 

advanced by the National Association of Real Estate 

Boards, the federated building and loan plan of the 

United States League of Building and Loan Associa- 

tions, and the proposal to broaden the Federal Reserve 

system to admit real estate paper to discount. The plan, 

however, that was finally evolved and is now advocated 

by the President seems to combine the best features of 

all of these other proposals ; and the constructive thought 

that went into them has evidently contributed effectively 

to this final result. 

Builders Should Support This Plan 

THe AMERICAN BUILDER AND Buitpinc Ace heartily 

endorses the Hoover home loan discount bank plan, and 

urges its readers to inform themselves thoroughly re- 

garding it and then to exert their influence for its prompt 

«doption by Congress. A genuine upturn in the build- 

ng, improvement and furnishing of homes, and in all 
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the myriad industries and employments that follow in 

the train of nation-wide home building activity, can be 

expected by early next spring if this far-reaching finance 

plan is approved by Congress and put into operation. 

President Proposes Regional Discount Banks 

Analyzing the President’s proposal, we find that it 

provides for several regional discount banks, one in each 

Federal Reserve district, operating-under federal super- | 

vision but financed, owned and managed by the mort- 

gage loaning institutions and agencies now serving this 

field. No public money would be appropriated for this 

cause, nor does this proposal launch the government 

into the home building business. A capital structure of 

from five to thirty million dollars for each of the regional 

discount banks is considered adequate at the start, the 

funds to be subscribed by the banks and mortgage loan 

institutions affected. Temporarily, some government aid 

may be needed to round out the capital stock of some 

of these new discount banks, but any such government 

stock interest, according to President Hoover’s state- 

ment, would soon be transferred over to additional banks 

and loan associations that would want to join. 

General supervision and control of these regional dis- 

count banks would rest in a federal home loan board 

with headquarters in Washington. The function of these 

discount banks would be to take over sound first mort- 

gages on homes, after first giving the property a careful 

appraisal, advancing up to 50 per cent of the face value 

of the mortgage, if a short-term straight mortgage, or 

up to 60 per cent if a long-term amortized mortgage. 

However, the President emphasizes the importance of 

sound appraisals as the necessary background for this 

plan ; and it would be the current appraised value of the 

property which would regulate its discount value at these 

banks ; so that, no matter how liberally the mortgage had 

been written, its discount worth would never be greater 

than 25 per cent of the actual current value of the prop- 

erty, if on a straight mortgage, or 30 per cent, if on an 

amortized mortgage. 
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Better Market Provided for Present Loan Firms 

The establishment of these regional home mortgage 

discount banks would give the present loaning institu- 

tions a constant and practically unlimited market for 

their first mortgages which conform to the sound, con- 

servative standards to be set up by the home loan board. 

The banker or building and loan official could almost 

- instantly get the release of 50 per cent of his short-term 

funds and 60 per cent of his long-term amortized mort- 

gage funds for other business use, such as loaning on 

additional first mortgages. These, in turn, could be 

rediscounted, and this process continued indefinitely with 

the result that every capital dollar would be made to 

do the work of two. 

Illustrating this by a concrete case, suppose a building 

and loan association has placed a $4,000 six per cent 

five-year mortgage on a home conservatively appraised 

at $8,000. The association, needing funds for additional 

financing, offers this mortgage to its regional discount 

bank. Two thousand dollars could be borrowed at, say, 

four per cent interest, and this in turn could be loaned 

on a home valued at $4,000, this mortgage being for 

$2,000 at six per cent. On this mortgage, in. turn, 

$1,000 could be borrowed at the regional discount bank, 

again at four per cent interest ; and this $1,000 could be 

loaned on a third mortgage on a property valued at 

$2,000. This again could be discounted at the regional 

mortgage bank and $500 of additional working capital 

secured. Adding all of these sums together, we find 

that the building and loan association which originally 

advanced $4,000 of its funds for the first of this series 

of mortgages at six per cent interest has been able to 

secure from the discount bank, through a series of loans, 

a total which approaches the $4,000, although it never 

quite reaches that amount. This additional capital has 

been secured at a lower rate of interest and has permitted 

the building and loan association practically to double 

its amount of mortgage business, thus financing double 

the amount of home improvements. 

Sale of Mortgages Unhampered 

Whenever an investor is found who wants to buy a 

mortgage outright, the loan association or bank calls back 

one of its mortgages from the regional discount bank 

and sells it over the counter. Thus, the regular mort- 

gage investing market is served without interference 

from the new plan. 

It appears that this proposed plan will greatly improve 

the market for first mortgages and reduce the cost to 

the loaning institutions of handling them, with resulting 

lower rates and fees, which the home builder and home 

buyer now have to pay. The market is improved in 

two ways; first, because of the confidence engendered 

by the standardized, scientific appraisals that will become 

general in the home building field as a result of the 

operation of this federally supervised system ; and second, 

because of the automatic market which these discount 

AMERICAN BUILDER AND BUILDING AGE 

banks will provide for the loaning agencies, which will 

operate practically to double their working and loanable 

funds, as indicated above. Confidence in first mortgage 

investments will be restored to the general public, and 

the fear of having its funds frozen in slow moving or 

unsalable mortgages will be removed from banks and 

other loaning institutions. 

Home Loan Bonds as Good as Government Bonds 

What is really the most important feature of Presi- 

dent Hoover’s plan for this home loan discount bank 

system is the bond issue. Bonds up to an amount twelve 

times the capital stock of each district bank ‘would- be 

authorized for sale to the general investing public. These 

bonds would be secured by the first mortgages held by 

the bank, the pledges of the member banks and the cap- 

ital stock of the discount bank itself, all under federal 

supervision. This would make a bond of the very high- 

est type, second only, if these banks are properly con- 

ducted, to United States Government bonds. These 

bonds should find a very large market at a comparatively 

low interest rate. 

The sale of these bonds will furnish the bulk of the 

capital on which this entire system of home loan dis- 

count will operate. This feature gives to the plan a 

much broader base to rest on than a mere pool of bank- 

ers’ funds. No matter how large such a pool might 

be, it would not be adequate for very long to meet the 

requirements of the stupendous, nation-wide home build- 

ing industry. But, with the sale of these well secured 

bonds to the investing public and in the investment 

markets of the entire country, the financial support for 

home building becomes just as large as- the need for 

new homes. 

Plan Widely Endorsed 

President Hoover has received for his plan encour- 

aging endorsements from the leaders in Congress and 

also from prominent bankers, building and loan officials, 

builders and contractors, architects, real estate men, 

manufacturers, chambers of commerce, etc. Many of 

the messages received proffer help in putting the neces- 

sary legislation through Congress. Many of the mes- 

sages characterize the President’s plan as a “most con- 

structive” one, calculated to serve in the double capacity 

of relieving the present critical situation in the home 

mortgage field by giving new liquidity to many sound 

mortgages now frozen, and secondly, of providing new 

funds and confidence for the resumption of much needed 

home building and home improvements. All agree that 

the resumption of home building on a nation-wide scale 

is the most promising road out of the depression and 

up into general employment and prosperity. 

In reading these messages of endorsement, however, 

the AMERICAN BuILDER AND Buitpine Ace is struck 

by the fact that many seem to be looking upon this plan 

primarily as something to relieve distress among present 
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home owners, rather than as a means for putting the 

building industry on a sound appraisal basis and pro- 

viding funds for needed new home building and im- 

provements. As an example of this attitude, note the 

following message received by the President from a 

Congressman from a western state: 

“Home credit plan announced this morning heartily ap- 

proved. Believe will provide mighty stimulus to home con- 

struction. There are throughout our land, however, thousands 

of home owners who are losing their homes because mort- 

gages negotiated in more prosperous times now coming due 

and unemployment or reduced earnings make their payments 

at due date impossible. These conscientious, hard working 

citizens stand to lose life savings by foreclosures. Suggest 

in development of home credit plan means be provided for 

refinancing these mortgages particularly on urban and small 

suburban homes on basis which will enable these small home 
owners to preserve their equities and thus maintain their 

courage and morale, continue their confidence in their gov- 

ernment and hold them as the backbone of our citizenry.” 

Politics and Tax Money 

Must Be Kept Out 

The home loan discount banks must not be regarded 

as charitable institutions for the rescuing of poorly 

financed buildings of the past. They must look forward, 

and not backward. The President assures us that all 

operations will be based on sound appraisals at present 

values, and that no mortgages in default will be eligible 

for discount. This is a wise provision and should be 

scrupulously adhered to. The politicians must be kept 

out of this business. If organized and conducted by busi- 

ness men, the Hoover home loan discount banks will be 

a success. If politics gets in, along with doles of public 

money, the plan will soon wreck itself by becoming 

loaded up with frozen and depreciated mortgages. 

Nation-wide Appraisal Service and Standards 

The AMERICAN BUILDER AND BuitpiInGc AGgE has 

always stood for good design, thorough construction and 

financing based on honest appraisals. Because of the 

loose organization of the home building industry, these 

high grade standards, in the past, have been very diff- 

cult to maintain. The large proportion of responsible, 

experienced builders have seen the good reputation of 

the industry blackened and besmirched by the operations 

of the gyps and the jerrys. No form of supervision or 

regulation up to this time has seemed adequate or broad 

enough in its coverage to rule out these incompetents, 

even though they have been in the minority. Now, 

through this financing proposal, President Hoover offers 

the home building industry for the first time an effective 

control for quality construction and for honesty in 

financing. He states that mortgages will be discounted 

only after sound appraisal. This will mean the setting 

up of a competent appraisal committee in every commu- 

nity. The home loan board at Washington would formu- 

late the rules and regulations to guide these appraisal 

committees, so that uniformity would be secured. Sound 

appraisals are fundamental to this industry. Here, for 
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the first time, is offered the means for achieving a uni- 

fied, nation-wide appraisal service that will have author- 

ity and will command respect. Nothing could be more 

far-reaching for the establishment of sound construction 

practice in the home building field. 

The Industry "Set to Go" 

The cost of home building materials has come down, 

the efficiency of labor has increased, and wage rates are 

being readjusted to present conditions. The price of 

vacant land is very much deflated; which leaves only 

the cost of financing to be tackled and brought down 

to a reasonable figure in order to have the entire home 

building enterprise priced attractively in line with the 

deflation and efficiency in other commodities. President 

Hoover’s home loan discount bank plan will reduce the 

cost of first mortgage financing and, inevitably, second 

mortgage rates will also come down. Thus is removed 

the great obstacle to the revival of home building. 

We will await with keen expectations the action by 

Congress on this very constructive recommendation from 

the President. 

HIGH WAGES 

ARE HOLDING BACK BUILDING 

the leading editorial the American BuILDER AND 

Buitp1nc AcE for August put the question: “Must 

Building Wages Come Down?” We pointed: out that 

many contractors, perhaps a majority, were paying less 

than published union scales; that the wage situation was 

in a chaotic state, with some men paying full scale while 

others secured reductions by various under cover meth- 

ods. It was shown that while living costs had gone 

down, building wages had gone up, but that at the same 

time it was generally acknowledged that the productiv- 

ity and efficiency of labor was at a high level. 

Events of the past four months now point conclusively 

to the fact that building wage reductions are in order. 

Not secretly or by roundabout or sub rosa means, as is 

widely practiced, but frankly and out in the open. It is 

time for the unions to acknowledge the public demand 

that building wages line up with those in other industries 

and with lower commodity prices. 

The wide publicity given the building industry as the 

Big Push that will restore prosperity brings with it a 

new responsibility. People have been told it is the patri- 

otic thing to do to build now, that they should make 

sacrifices if necessary to do so. Again and again they 

have heard how every dollar spent in construction rolls 

through the entire structure of American business, put- 

ting men to work, starting factories, sending orders for 

building materials and specialties to the far corners of 

the earth. Now many people with an embarrassing habit 

of asking questions are saying: what is the building 

industry itself doing? It has gratefully received all 

this accolade, but has it done its share to further in- 

creased construction? Have construction prices been 
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reduced to the point where it is economically and finan- 

cially desirable to build? Has the industry done every- 

thing it can to bring about rock bottom prices? 

We honestly believe that contractors and home build- 

ers have done everything that is humanly possible to 

lower building costs excepting reduce wages. Not only 

have they cut overhead and operating expenses to the 

bone, but they have taken jobs which return practically 

no profit, and which certainly do not recompense them 

for the risk involved. Building material prices, too, have 

hit rock bottom; in fact, they have gone too low for the 

welfare of the important manufacturing and distribution 

divisions of the industry Realty values have dropped 

drastically, in many cases fifty per cent or more. The 

only important group which has not publicly accepted a 

reduction in income is that made up of wage earners. 

We believe their turn has come. It is true that the aver- 

age efficiency of labor is at a high level, but this may 

also be said of workers in the iron and steel, automotive, 

public utilities, and other industries that have finally 

accepted wage cuts, and the railways are now seeking 

reductions. 

Westchester Builders Ask Wage Cuts 

of 25 and 30 Percent 

One evidence of the sentiment developing all over the 

country is the resolution recently passed by the Build- 

ing Trades Employer’s Association of Westchester 

County, New York, representing more than 100 con- 

tractors in the various building divisions. This reads: 

“The executive committee recommends to the board 

of governors that the several trade associations meet 

with their respective trade unions; that they seek a 

modification of the present scale of wages, such modi- 

fication shall consist of a reduction of 25 per cent be- 

low the present scale for mechanics and 30 per cent 

below the present scale for laborers and helpers. 

“That the modification shall become effective on De- 

cember 1, 1931, and shall continue until December 31, 

1932. 

“That the various trade boards shall solicit the imme- 

diate co-operation of the trade unions in effecting such 

“modifications to the end of eliminating the peril now 

menacing the principle of trade unionism and of stimu- 

lating a revival of business in the building industry, and 

report the result of their conferences to a meeting of 

the Chairman of Agreement Committee on November 

30, 1931.” 

While we do not believe that the 25 and 30 per 

cent reduction asked for by the Westchester organiza- 

tion can be indiscriminately applied, the resolution is an 

indication of the sentiment among this group of con- 

tractors in an important building community. 

Something Important to Advertise 

A widely advertised reduction in building costs made 

possible by lower wages would be a great stimulus to 

construction at this time. Nothing could do more to 

hasten a return to normal volume. As stated by Louis 
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K. Boyson, chairman of the realty finance committee of 

the National Conference on Construction, in a recent 

address before a U. S. Chamber of Commerce group, 

buildings that are needed are being held up because 

construction costs have not paralleled the downward 

swing in average income of buildings. Capital, he says, 

will not again be attracted to the construction industry 

unless the physical cost of building drops to the level 

of its income value. 

According to Mr. Boyson’s figures, rents have de- 

clined about 30 per cent since 1924 and in addition taxes 

have mounted sharply. Building costs have not come 

down enough to make investment attractive in the face 

of these figures. Announced reduction of wages in the 

building industry would serve to dispel doubts along 

these lines and would attract more money to building. 

Wage reductions will undoubtedly entail hardships 

and meet with opposition as they have in other indus- 

tries. But it is quite certain that most building work- 

men will prefer a job, at slightly lower wage levels, than 

no job at all. Lower wages will mean more construction 

and consequently more work for everyone. That is 

more desirable than that a few should have wages above 

the average of other industries while a great many seek 

the breadline or other charity. Moreover it is very pos- 

‘sible that the extra work created by such a move will 

more than compensate for the loss in hourly wage rate. 

Accompanying any official reduction in building wages 

that contractors and labor leaders may bring about, 

however, should go some greater guarantee of security 

and permanent employment. The chief cause of un- 

employment, seasonal fluctuation in building activity, is 

a difficult problem, but as data presented in recent issues 

of AMERICAN BUILDER AND BUILDING AGE in its Winter 

Building program show, it is not impossible to regulate. 

Planned construction, extending over the whole year, 

will stabilize the builder’s business and give steady em- 

ployment to his men. If workmen can be assured of 

more steady employment, they will not be unwilling to 

accept a justified wage reduction in line with the lower 

cost of living. 

NATIONAL HOME SAVINGS DAY 

HE observance of December Ist as National Home 

Savings Day, a suggestion of the National Associa- 

tion of Real Estate Boards, is a proposal we heartily 

endorse. By thus setting aside one day of the year for 

special emphasis on home owning and of saving to buy 

a home, public interest may be greatly stimulated. The 

down payment bugaboo that holds back so much home 

building can best be overcome by savings accounts 

started well in advance of construction. Once a place 

is made in the family budget for a certain sum each 

month to go toward a new home, the down payment 

will be quickly amassed. If National Home Savings 

Day can do even a little to get people to take this im- 

portant first step toward home ownership, it will in- 

deed merit the energetic support of all men in the 

construction industry. 
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MERRY CHRISTMAS 

IN THE KITCHEN 

Home improvements are the best gift to all the fam- 

ily, so Franklin H. Bivens, Vice President of the South- 

ern Counties Gas Company, Los Angeles, built this 

home and installed a magic chef range in the kitchen, 

feeling quite certain his wife would be pleased. She. 

was—and how!—as the saying is. pea a 
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HOME LOAN DISCOUNT BANKS! 

Details of Home Financing Plan 

which is to Be Submitted to Congress 

PLAN for the establishment of twelve Home 

Loan Discount Banks, one in each Federal Re- 

serve District, if so many should be necessary, 

under the direction of a Federal Home Loan Board, 

each with an initial capital of $5,000,000 to $30,000,000, 

which would make it possible to finance a total of ap- 

proximately $1,800,000,000 of advances to borrowing 

institutions, was announced by President Hoover on 
November 13. After many months of study and con- 

sultation with the representative groups most interested 

this plan was announced by the President as the one 

which he will propose to Congress at the opening of 

the session in December with a view to aiding in the 

revival of home construction. 

The district home loan banks would issue bonds or 

short term notes to investors, secured by the obliga- 

tions of the borrowing institutions, and would make 

loans to building and loan associations, savings banks, 

deposit banks and farm loan banks upon their obliga- 

tions. The plan, which has been evolved after consid- 

eration of various plans suggested by different organi- 

zations, has met with general approval, the President 
said, from those to whom it has been submitted in 

its form as now outlined, although it is subject to still 

further refinement and consideration as to details. He 

described the plan as being intended to meet the fol- 

lowing four purposes: 

Home Owning to Be Made Easier and Safer 

“1. For the present emergency purpose of relieving 

the financial strains upon sound building and loan asso- 

ciations, savings banks, deposit banks and farm loan 

banks that have been giving credit through the medium 

of small mortgage loans on urban and farm properties 

used for homes. Thereby to relieve pressures upon 

home and farm owners. 

“2. To put the various types of institutions loaning 

on mortgage in a position to assist in the revival of 
home construction in many parts of the country and 

with its resultant increase in employment. 
“3. To safeguard against the repetition of such expe- 

riences in the future. 

“4, For the long view purpose of strengthening such 

institutions in the promotion of home ownership par- 

ticularly through financial strength thus made available 

to building and loan associations.” 
“The immediate credit situation” the President 

said, “has for the time being in many parts of the coun- 

try restricted severely the activities of building and loan 

associations, deposit banks including country banks, 

and savings departments, savings banks and farm loan 

companies in such a fashion that they are not only not 

able to extend credit through new mortgages to home 
and farm owners, but are only too often unable to re- 
new mortgages or give consideration to those in diffi- 

culty, with resultant great hardships to borrowers and 

a definite depreciation of real estate values in the areas 

where such pressure exists. 

Real Housing Shortage Accumulates 

“A considerable part of our unemployment is due 

to stagnation in residential construction. It is true that 

there has been some overbuilding in certain localities 

in the boom years. But even in these localities the inev- 

itable need is obscured by the tendency of the popula- 

tion to huddle temporarily due to unemployment. The 

real need steadily accumulates with. increasing popu- 

lation and will become evident and insistent as we come 

out of the depression. 

“The high importance of residential construction as a 

matter of employment is indicated by the fact that more 

than 200,000 individual homes are erected annually in 

normal times, which with initial furnishing contribute 

more than two billions to our construction and other in- 

dustries. This construction has greatly diminished. Its 

revival would provide for employment in the most vital 

way. As a people we need at all times the encourage- 

ment of home ownership, and a large part of such action 

is only possible through an opportunity to obtain long 

term loans payable in installments. It is urgently im- 

portant, therefore, that we provide some method for 

bringing into continuing and steady action the great 

facilities of such of these great national and local joan- 

ing concerns as have been under pressure and should 

provide against such difficulties in the future. 

“The farm mortgage situation presents many diffi- 

culties to which this plan would give aid.” 

President Hoover has consulted with representatives 

of the various groups granting credit on mortgage loans 
for the home and farm, as well as government officials 

HOME LOAN BANK PLANBFA 

UBSTANTIAL endorse- 

ment of the President’s 

plan to revive home build- 

ing through better home 

mortgage financing was im- 

mediately given by leaders 

in Congress as well as by 

prominent bankers, building 

and loan officials, builders - 

and realtors, following his 

announcement of the details 
of his proposal. Numerous 

telegrams warmly endorsing 

the program were received 

at the White House. They 

came from many sections, 
and were from important 

political, financial and build- 

ing interests. 

Senator Fess, chairman of 
the Republican National 

Committee, and Senator 

Smoot, chairman of the Sen- 

ate Finance Committee, ex- 

pressed unqualified approval, 

while Representative Steag- 

all of Alabama, ranking 

Democrat of the House 

Banking and Currency Com- 

mittee and its probable 

chairman, sanctioned the 

basic idea. 

“I heartily favor the Pres- 

ident’s plan, since it is con- 

crete in proposing a pro- 

gram to care for the long- 

term credit situation, as the 

Federal Reserve does for 

the short-term credits,” Sen- 

ator Fess said. 

Senator Smoot telegraphed 
this statement: “I heartily 

approve the recommenda- 

tion of President Hoover 

for the establishment of 

banks as an aid to home- 

builders and for the exten- 

sion of agricultural mort- 

gages. There is no question 

but what the beneficial re- 
sults from this important 

move will be felt throughout 

the United States.” 

Representative Steagall 

said: “Any sound plan 

which enlarges credit facil- 

ities at this time and will 

absorb non-liquid assets is 

desired. ' The President’s 

suggestion has possibilities 

of constructive service.” 

Among the telegrams re- 

ceived by the President were 

the following: 

i | el aie en 

"0 nA tt MR 4S BC. 
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SIPROPOSED BY PRESIDENT HOOVER 

By HAROLD F. LANE 

Washington Editor, American Builder and Building Age 

and other economic agencies, and as a practical solu- 

tion from the various needs and the various ideas ad- 

vanced he proposes the following general principles 
for the creation of an institution for such purposes: 

How the New Home Loan Banks Would Operate 

“(a) That there be established twelve Home Loan 

District Banks (if necessary) one in each Federal Re- 

serve District under the direction of a Federal Home 

Loan Board. 

“(b) The capital of these Discount Banks shall be 

initially of minimum of five to thirty million as may 

be determined by the Federal Board upon the basis of 

the aggregate of such mortgage loans and probable needs 

of the particular district. 
“(c) The proposed Discount Banks to make no in- 

itial or direct mortgages but to loan only upon the obli- 

gations of the loaning institutions secured by the mort- 

gage loans as collateral so as to assure and expand the 

functioning of such institutions. 

“(d) Building and loan associations, savings banks, 
deposit banks, farm loan banks, etc., may become mem- 

bers of the system after they have satisfied the condi- 

tions of qualifications and eligibility that may be fixed 

by the Federal Board. 

“(e) The mortgage loans eligible for collateral shall 
not exceed $15,000 each and shall be limited to urban 

ANBFAVORABLY RECEIVED 

mn WwW Ye tlle 

H. S. Kisser, president, 

National Association of Real 

Estate Boards, Springfield, 

Ohio— Deeply appreciate 

your splendid announcement 

of the mortgage bank plan 

as an administration meas- 

ure. It will bring hope and 

courage to millions. I have 

tonight wired my executive 

committee to meet in Chi- 

cago next Wednesday to or- 

ganize support for your 

great plan and help you put 

it through Congress as soon 

as possible. 

Wi1am E. Best, presi- 
dent, United States Building 

and Loan League, Tulsa, 

Okla—Your announcement 

regarding Home Loan Re- 

serve System being widely 

acclaimed in building and 
loan circles. In my judg- 

ment it is the most construc- 

tive proposal since estab- 

lishment of Federal Reserve 

Banking System. You will 

find complete agreement on 

objectives and great benefit 

will come to home builders 

ard home owners from 

strengthening hume financ- 

ing system and assisting 

building and loan associa- 

tions in refinancing short 

term mortgages. Count on 

our full cooperation. 

Harry CREECH, president, 

Cleveland Trust Company— 

Your plan for regional bank 

to loan on mortgages meets 

the approval of the entire 

banking group in this sec- 

tion. The establishment of 

a bank of this kind will in- 

spire confidence and give 

much needed relief to home- 

owners. 

Wm. A. STARRETT, general 

building contractor, New 

York City—May I congrat- 

ulate you on your splendid 

accomplishment in effecting 

plan for residential mort- 

gage relief as reported in 

morning papers. Your plan 

takes a place of equal im- 

portance with your National 

Credit Association plan and 

cannot but furnish a like 

stimulation to speedy return 

of confidence and industrial 

revival. 

and farm property used for home purposes. 

“(f£) The maximum amount to be advanced against 

the mortgage collateral not to exceed more than 50 

percent of the unpaid balance on un-amortized or short 

term mortgage loans and not more than 60 percent of 

the unpaid balance of amortized long term mortgages, 

and no advance to be made on mortgages in default. 

Such loans are to be made on the basis that there are 

sound appraisals of the property upon which such mort- 

gages have been made. In other words, given sound 

appraisals, there will be advanced in the case of short 

term or unamortized loans 25 percent of the appraisal 

and in case of amortized long term loans, 30 percent 

of the appraised value of the property. 
“(g) The Discount Banks as their needs require from 

time to time to issue bonds or short term notes to in- 

vestors to an amount not to exceed in the aggregate 
twelve times the capital of the issuing bank. The bonds 

of these Discount Banks would be thus secured by the 

obligations of the borrowing institutions, the mortgages 
deposited as collateral against such obligations and 

the capital of the Discount Banks. These bonds to be 

acceptable for security for government and postal de- 

posits. The result would be a bond of high grade as 

to qualify and security. 

Capital Stock Subscribed by Member Institutions 

“(h) If the aggregate initial capital of the Discount 

Banks should in the beginning be fixed at $150,000,000 

it would be possible for the twelve banks to finance 

approximately something over $1,800,000,000 of ad- 

vance to the borrowing institutions which could be fur- 

ther expanded by increase in their capital. 
“(i) It is proposed to find the initial capital stock 

for the discount banks in much the same way, in so far 

as is applicable, as the capital was found for the Fed- 

eral Reserve Banks—that is, that an organization com- 

mittee in each district should first offer the capital to 

the institutions which would participate in the service 

of the Bank. And as was provided in respect to the 

Federal Reserve Banks, if the initial capital is not 

wholly thus provided, it should be subscribed by the 

federal government; and further somewhat as was pro- 

vided in the case of the Federal Land Banks other in- 

stitutions using the facilities of the Discount Banks 

should be required to purchase from time to time from 

the government some proportionate amount of its hold- 

ings of stock if there be any. In this manner any gov- 

ernment capital will gradually pass over to private own- 

ership as was the case in the Federal Land Banks.” 

Basis for Action by Congress 

“The above details of the proposal are put forward 

as suggestions in order to give clarity to the central 

idea rather than as inflexible conclusions”, the Presi- 

dent said. “The whole plan would necessarily be sub- 

ject to the action of Congress and many parts of it will 

no doubt need development. 
“There is no element of inflation in the plan but 

simply a better organization of credit for these purposes. 
“This proposed institution does not in any way dis- 

place the National Credit Association which occupies 

an entirely different field of action.” 
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How to Get Things Started 

Building Activity Can Be Stimulated In Your Community Now 

By Forming A Local Committee of Building Interests 

OR many years, AMERICAN BUILDER AND BUILD- 
ING AGE has strongly advocated the formation of 

local groups to attack common problems of the build- 
ing industry. And now, more than ever before, we are 
in need of local organization and co-operation. In con- 
nection with its national campaign to stimulate construc- 
tion this winter, AMERICAN BUILDER AND BUILDING 
AGE strongly advocates immediate organization of local 
building groups to achieve common ends. In this article 
are given methods of successful local organization which 
may be followed. We will be glad to assist interested 
readers in getting further information about the organ- 
izations here described. —THE EDITORS 

F leading builders in every city of the country actually 

realized what local organization and co-operation could 

do for their business, building construction through- 

out the nation could be stimulated almost immediately 

by the formation of building committees of the type that 

are effectively operating in some localities today. Here 

are just three of the beneficial activities that any local 

body of associated building men can bring about with- 

out the necessity of high pressure tactics of any kind: 

1. Scheduling a program of needed building construc- 

tion that ought to be followed in the community. 

2. Rousing of the community to the need of this con- 

struction to reduce unemployment. 

3. Release of credit for the required construction. 
It may be difficult for the individual builder or building 

supply dealer alone to carry out such a program but in 
league with each other and with the architect, the banker, 

and the realtor such a program is not only quite feasible, 

it is well nigh indispensable at the present time. 

A Need of Long Standing 

The need for such local organization has long been 

pointed out by the AMERIcAN BuILDER AND BUILDING 
AGE, but recent events now dictate the almost absolute 

necessity of forming strong local organizations of build- 

ing men in as many communities as possible. Recent 

developments that now make local federations impera- 

tive in the construction industry are: 
1. The immediate necessity of reducing unemployment by 

winter construction programs that ought to be worked 
out by local building federations. 

2. The recent formation of a national federation of various 
building groups that must depend for its proper func- 
tioning on the activity of local units of some kind. 

3. The probable enactment of some national scheme for 
easier home financing. Local benefits from such a 
scheme will depend a great deal on the quality of con- 
struction. Some form of local supervision will there- 
fore be necessary and it is best that such supervision 
be handled by a local federation of building men. 

An Organized. Industry in Philadelphia 

That the “present situation in the construction field 

has demonstrated that organization of individual trade 

groups in the construction field is no longer sufficient” 

is a fact brought out by the Philadelphia Federation of 

the Construction Industry, recently organized to bring 

together the building, architectural, building supply, real 

estate, and banking interests in that city for the common 

good of the entire building and construction industries. 
Up to the time of the formation of this federation in 

Philadelphia there was no facility for uniting the various 

building interests for a joint consideration of problems 

of vital interest to all of them. “Integration of the in- 

dustry as a whole” has now been effected in the city of 

Philadelphia and the construction industry of that city, 

through its single federation, is now prepared to carry 

out the following plan: 

To protect and promote generally the various interests of 
individuals, firms and corporations in the construction in- 
dustry. 
To provide a clearing house of information for all phases 
of the industry. 
To improve the ethical standards which govern the rela- 
tions of different groups and trades within the industry. 
To promote sound credit standards and practices. 
To encourage the settlement of trade disputes of all kinds 
by commercial arbitration. p 

Organization activities of the Philadelphia Federation 

of the Construction Industry will be divided into eight 

categories: Research, Engineering, Information, Credit, 

Public Relations, Arbitration and Membership. 

Credit Information 

Two of the most important activities of the Philadel- 

phia Federation will be conducted in the Research and 

Credit divisions. The general functions of the Credit 

Bureau will be to improve credit standards by: (1) The 

collection and dissemination of credit information con- 

cerning individuals and firms doing business in the local . 
field, and (2) The development of standard practices in 

the granting of credit. It will be a city-wide bureau 

designed and operated for the benefit of all branches 

of the industry. 
An important and significant part of the Federation’s 

program will be the development and operation of a re- 

search department to provide an authoritative source of 

information for bankers, realtors, architects, investment 

builders, bonding companies and others concerned with 

basic trade problems. Objective studies of building 

projects will be made, and facts will be gathered and 

published to enable bankers and operative builders to 
anticipate with some degree of accuracy the extent and 

location of the demand for various types of houses at 

any given time. 

Membership 

Active membership in the Federation is limited to es- 

tablished individuals, firms and corporations of proven 

character engaged in any branch of the construction 

industry within the territory covered by the Federation. 

The policies and program of the Federation are formu- 

lated by a Board of Governors composed of delegates 

appointed by Trade Association members and the repre- 
sentatives of trade divisions of the Federation elected 

by active members in their divisions, thus providing for 

a balanced cross-section of the opinion of the entire 

industry. 
Administration of the policies and program deter- 

mined upon by the Board of Governors is vested in an 

(Continued to page 70) 
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THE PESSIMIST. 

Thinks of Excuses 

27 

THE OPTIMIST 

Goes After Business 

OPTIMISM PLUS ENERGETIC SELLING 

BRINGS NEW WINTER BUSINESS 

been made, but present business conditions in 

the building industry have brought out a new 

one that beats them all. 

A pessimist is a man who spends so much time think- 
ing yup reasons why business is bad that he hasn’t time 

to do anything else. An OPTIMIST is one of that small 

but energetic group that is keeping the wheels going 

around. He believes there is business to be gotten and 

is going out with a strong selling campaign and bring- 

ing it in. 

One of the biggest reasons why the building industry 
is not humming today is that we have too many dead- 

from-the-neck-both-ways pessimists and not enough live- 

wire optimists. 

There is plenty of building business both new and of 

the modernizing and remodeling type for those who are 

aggressive enough to go out after it. An increasing 
number of surveys and statistical investigations reveal 

the growing need for new construction. What is required 
now is a strong selling drive by builders to bring this 

need out into the open and transform it into immediate 

building activity. 

An example of the optimist is illustrated by the tele- 

Aes definitions of pessimists and optimists have gram shown on the next page of this article. Here is a 
man who was aggressive enough to go out and secure 

an exceptionally fine order before he even had equip- 

ment enough to handle it. In his telegram he is rushing 

the manufacturer to start shipment, and in doing so he 

is spreading business all along the line, creating employ- 

ment for many men. 

Hardly a day passes but we hear of the profitable 

business brought in by someone with optimism and 

enthusiasm who went out and sold his idea and got 

immediate results. Right now there is an especial need 

for low-cost houses, which people can buy out of their 

normal savings. Energetic optimists are planning small 

houses to fill this need, and then going out to the people 

in their communities who have been hoarding money in 

socks or teapots because they do not know of a safe way 

to invest it, and selling these homes. 

Certain oil burner dealers and salesmen are getting 

fine business results by showing the advantage of. home 

investment. They are selling oil burners and basement 
remodeling programs by assuming that the customer has 

the necessary money in a four per cent savings account, 

and comparing the advantages of such a home investment 

with the twenty or thirty dollars interest they might 
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All Phones Irving 4590 BE AN OPTIMIST: 

GO AFTER BUSINESS 

A. H. WESTIN, Pres. 
JOS. VINCI, Treas. S. J. JOHNSON, 

cs % ‘ot Par 

oumenaL cnnces 
3654 IRVING PARK BLVD. 

Chicago, Ill. pao Se 

Mr. Bernard L. Johnson 
105 W. adams St. 
vhicago, Ill. 

My Deer dir. Johnson: 
e 

that business is on the upturn. 

our plan will interest you. 

ere familiar with the true merits of our work. 

No doubt many of them are in need of the work we do. 

and we will register them under your name. 

in Chicago or its suburbs. 

co-operation. 

fortunete this winter. 
of prospects. 
of cheer. 

card back to us We 

Sincerely yours, 

THE 

aL ee 
President 

Like All Good Sales Letters, This One Encloses a 

Business Reply Card. The satisfied customer is 

urged to fill in names of prospects.. The card 

requires no stamp and has the contractor's address 

printed on the opposite side. 

receive on the savings account. 

These men are stressing the safety of an investment 

in the home, pointing out that there is no need to worry 

~ about stock market fluctuations or stability of local banks 
when the same amount of money invested in the home 

will bring dividends every month in the year and add 

to the value and salability of their property. 

This is good selling ammunition. The National Asso- 
ciation of Real Estate Boards suggests a different angle. 

They have appointed December 1st as National Home — 

Savings Day, when people throughout the country will 

be urged to become their own landlords. Builders are 

urged actively to co-operate with realtors in making this 

day a real stimulation to the public’s interest in home- 

building. 

One of the best Christmas-selling stunts that has been 

called to our attention is that of giving a Christmas 

basket to the needy for every prospect suggested by a 

satisfied customer. 

A letter is sent to all persons for whom work has 

been done, asking them to suggest prospects for work 

and enclosing a reply card on which they can fill in names 

of such prospects. In return for this information, in 

“CONTRACTORS 
S. D. ANDERSON, Vice-Pres. 

Secretary 
INTERIOR HOME MODERNIZING 

DIVISION 

October 6, 1931 

Ie PROSPERITY just sround the corner? 
We have been hearing this on all sides and truthfully believe 

But we ere not going to wait. 
It is our purpose to help and if you will read on, we believe 

Your home hes been ROXEMENTED and you 
May we ask you 

to kindly check over your list of friends and ——. 
ome oO 

them, or probably you, may be interested in interior alterations - 
an improvement such ss the tiling of a bathroom or kitchen or 
the making over of @ space in the attic or basement for ea 
playroom for the kiddies which can be done very reasonably now. 

Kindly send names on the enclosed card 
In each case 

where we contract for their work before the Xmas Holidays, we 
will provide a Ames Basket to be given the needy tagged with 
your name and delivered according to your directions anywhere 

These bascets will be generous and 
in proportion to thé amount of work ordered through your 

This plan we are confident will prov 
an acceleration to PROSPERITY and provide cheer to the less 

Do YOUR part and send us the names 
Remember your acting now may provide a basket 

Please fill in the names and send the 

NT CO. 
A Christmas Basket for the 

Needy Is Offered by This 

Stucco Contractor in Return 

for Names of Prospective Cus- 

tomers. It is'a good idea as it 

cleverly ties in help for the un- 

* employed and needy with good 
business-getting practice. 

==) WESTERN 

=| UNION 

120A 
CASH OR CHG) 

AC. WHLEVER. reer wee-cammoent | —== MEWCOMS CAMLTON, PecowanT = Send the fol — a Decl Recs sal 
St. John, N.B., Can, 

9/13/72 

®. E. Dunn Mfg. Co. 
Hollend, Mich. 

FINANCES ARRANGED FOR MACHINE AND EQUIPMENT AS AGREED UFON 
STOP @&IRING FIVE HUNDRED TOMORROW STOP ARCHITECTS HERE 
ADVISE ADHSRENCE TO YOUR STANDARD SIZE BRICK STOP MAKE NO 
CHANGE STOP ORDER FOR ONE MILLION REQUIRES DELIVERY COMV¥ENCE 
QUICKLY AS POSSIBLE RUSH’ ORDER TO UTMOST STOP SHIP MACHINE 
BEFORE END OF MONTH IF POSSIBLE 

Stonecraft Corporation Ltd. 

“THE QUICKEST, SUREST AND SAFEST WAY TO SEND MONEY IS BY TELEGRAPH OR CABLE 

This Telegram Was Sent by a Concrete Products Manu- 

facturer Who Had Optimism and Enthusiasm Enough to 

Go Out and Get a Fine Order Even Before He Had 

Enough Equipment Installed to Handle It. You may be sure 

he not only got the equipment in time but wil be out 

getting more orders before this one is filled, for he has 

the right spirit. 
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each case where a contract is let. before the Christmas 

holidays, the builder agrees to provide a Christmas basket 

to be given the needy, tagged with the name of the cus- 

tomer who has given the information. 
This plan not only stimulates business but does a very 

worthwhile bit of local charity. 
Many government, state, and local organizations are 

conducting drives to get people to engage in home mod- 

erninzing and improvement this winter. The optimists 

in the building business are taking advantage of this 

drive in their behalf and are co-operating in every way 

possible with local unemployment committees. 

A good idea to stimulate local interest in home mod- 

ernizing and improvement is for the builder to print up 

a list of such as is given on this page for wide distribu- 

29 

tion. Such a list may well be sent to local home owners 

as a part of a program of co-operation with your local 

committee for unemployment relief. Accompanying the 

list should be a good sales letter and, of paramount 

importance, a business reply card. Provide a place for 

the prospect to fill in items of improvement of interest 

to him, or to give names of friends who might be inter- 

ested in having such work done. 

“Give a job and improve your home,” is a slogan that 

may well be used by builders in working with the numer- 

ous local bodies now organized to stimulate interest in 

homebuilding to relieve unemployment. Every builder 

has here an opportunity to display optimism and cour- 

age as well as good business sense in working to stimulate 

homebuilding and home improvement. 

98 HOME IMPROVEMENT SUGGESTIONS* 

1—Develop recreation room in basement. 
2—Install cedar lining in one or more 

existing closets. 
3—Repair or replace gutters, leaders, or 

flashings. . 
4—Install dormer window or skylight to 

make attic space more useful. 
5—Repair existing roof; restain or apply 

preservative to wood shingles; repaint 
canvas deck roofs; stop all leaks. 

6—Reroof with wood, asphalt, asbestos or 
metal shingles, slate, clay, tile, or metal. 

7—Repair or replace hardware; correct 
sagging doors or defective windows. 

8—Install a milk or package receiver. 
9—Convert coal-fired boiler or furnace to 

burn low-cost buckwheat or pea coal. 
10—Apply asbestos or other heat insulating 

covering on pipes and boiler to reduce 
waste of fuel. 

11—Reconstruct and straighten warped 
chimneys, add chimney pots, point up 
old masonry to improve draft. 

12—Construct new outside chimney to per- 
mit introduction of new fireplaces. 

13—Clean chimney flues; clean out ash pits, 
repair flue connection, reset furnace. 

14—Install an incinerator. 
15—Modernize exterior of house by apply- 

ing shingles, clapboards, brick facing or 
stucco over present exterior. 

16—Repair porch railings, floors, steps, etc. 
17—Add new porch or enclose existing porch 

with glass to make new sunroom. 
18—Construct new removable winter vesti- 

bules for doors exposed to cold winds. 
19—Build portable screen enclosure for open 
os for summer use. 

20—Prepare window and door screens for 
next season’s use, including rewiring 
where necessary and repainting. 

21—Install full-length mirrors on bedroom 
oors. 

22—Install modern closet fittings, such as 
shoe racks, clothes hangers, linen 
shelves, storage drawers, etc. 

23—Install booster fan on warm air pipe 
leading to underheated room. 

24—Correct the heating of a cold room. | 
25—Repaint exterior of hause in fall while 

weather permits. 
26—Modernize floor plan of house by com- 

bining two rooms in one, changing or 
removing partitions, etc. 

27—Convert large closet into an extra toilet 
or shower room. a 

28—Provide extra bedroom by subdividing 
large room, by using waste space in 
attic, or by extra addition. 

29—Install wash basin in bedroom. 
30—Install door bed in sewing room, lib- 

rary, or other extra room (having a 
closet) to make it a convertible bed- 
room for occasional guests. 

31—Enlarge existing garage for extra car 
or build new garage. 

32—Remove dead wood from trees and 
shrubs and have tree surgeon repair 
decayed parts of important trees. 

33—Reconstruct dry-wells; carry drainage 
from leaders further from foundation; 
or apply waterproof membrane around 
exterior of basement walls before ground 
freezes (to forestall flooded cellars in 
spring where conditions indicate need). 

34—Modernize existing bathroom—new wall 
treatments, flooring, fixtures, medicine 
cabinet, etc. 

35—Build new closets. 

36—Provide outside accessories such as 
window boxes, trellises, bird houses, 
etc., ready for use in the early spring. 

37—Erect new fences, gates, arbors, pergolas 
and other outdoor garden structures. 

38—Construct concrete, stone or brick walks, 
terrace, or steps to house or garden. 

39—Conceal all radio wiring, including 
aerial and ground connections. | 

40—Install new concealed radio wiring to 
ermit use of extension speakers. | 

41—Install remote control for radio receiver, 
built-in speakers, etc. 

42—Modernize the kitchen arrangement for 
more efficient work. | 

43—Build breakfast nook in unused part of 
kitchen or pantry, or build new break- 
fast porch. 

44—Install new kitchen or pantry cupboards 
and closets or modernize storage space. 

45—Install oil burner, automatic  stoker 
(coal or coke), or gas burner in heat- 
ing plant. 

46—Relocate or replace radiators. : 
47—Install movable disappearing stairway 

for space economy. | 
48—Convert warm air heating plant to mod- 

ern forced circulation system for better 
heating, with humidification. | 

49—Convert one-pipe steam heating system 
to vapor-vacuum system for more uni- 
form heating and greater fuel economy. 

50—Improve operation and efficiency of 
two-pipe steam, vapor or hot-water sys- 
tem. 

51—Install new high-efficiency boiler, fur- 
nace, or air conditioning heater. | 

52—Replace common glass with ultra-violet 
ray (health) glass in nursery, sunporch, 
or other selected windows. y 

53—Install automatic heat control device. 
54—Install air-moistening (humidifying) 

equipment to create more healthful 
conditions (now possible with any type 
of heating system). 

55—Weatherstrip doors and windows. 
56-—New storm sash or double windows for 

expo rooms. 
57—Install fuel lift from basement wood 

pile to near fireplace in living or dining 
room. 

58—Install an invalid’s elevator to give 
greater freedom of movement for a per- 
son who cannot climb stairs. (Can 
installed without major alterations). 

59—Have wiring system checked over for 
compliance with insurance requirements. 

60—Modernize lighting system—relocate fix- 
tures, substitute wall brackets for chan- 
deliers, provide new fixtures. Pe 

61—Install extra electrical outlets to elimi- 
nate or reduce the need for long cords. 

62—Eliminate the nuisance of finding light 
pull cords by installing adequate wall 
switches at entrances. 

63—Install new sink in kitchen or pantry. 
64—Install an electric dishwasher. | 
65—lInstall pilot light on selected switches. 
66—Install night lights or bed lights in bed- 

room with switch at bedside. 
67—Eliminate batteries on bell call or an- 

nunciator system by installing small 
power transformer. 

68—Provide low voltage current in play- 
room for operating electric trains and 
toys. ; 

69—Modernize the laundry equipment—per- 
haps including new trays, washing 
machine, ironer or clothes dryer. 

70—Install laundry chute. | ; 
71—Remove storm windows in early spring. 

Replace old screens with more conven- 
ient type such as roll-up or outswing- 
ing. 

72—Early spring exterior painting of all 
items not repainted in the fall. 

73—Repair cracked, loose, or fallen plaster 
on walls or ceilings throughout the 

; house. 
74—Plaster basement ceiling on metal lath 

for fire protection, cleanliness, and bet- 
,ter appearance, or surface with wall- 
boards. si 

75—Cover defective plaster ceilings with 
fabric, wallboards, or pressed metal to 
eliminate future repairs. 

76—Install a ventilating fan in kitchen. 
77—Correct defective fireplaces. 
78—Install hearth and mantel for gas or 

electric. radiant heater in bedroom or 
other room lacking chimney connections. 

79—Install pine, oak, or other plank, or 
aneled walls in dining or living room. 

80—Modernize obsolete interior trim and 
doors by replacing with new. 

81—Repaint interior trim in one or more 
rooms, or throughout. 

82—Insulate roof or attic floor to reduce 
heat losses in winter and to make 
second story or attic bedrooms cooler. in 
summer. Also consider insulating side- 
walls of house for maximum _ comfort. 

83—Line unfinished attic space with insulat- 
ing boards or plaster to create extra 
room or playroom. ; 

84—Build in new bookcases, window seats, 
china closets, telephone closet or cab- 
inet, folding ironing board, children’s 
toy cupboard, work bench, etc. 

85—Dampproof basement walls on inside to 
revent leaks. 

86—Insulate cellar walls and cold water 
pipes to minimize condensation and ex- 
cessive dampness in mild weather. 

87—Redecorate with paint, plastic paint, 
wallpaper. wall fabrics, wood veneer, or 
other material one or more rooms. 

88—Kalsomine or whiten ceiling throughout 
the house. 

89—Install new hot-water heater or tank. 
90—Refinish hardwood or painted floors, or 
‘ cover existing floors with pre-finished 

or block type wood flooring. 
91—Install linoleum, rubber tile, or other 

modern decorative composition floors in 
selected rooms. 

92—Install ceramic tile floors or wainscots 
in bathroom or kitchen. 

93—Add new bathroom (by rearrangement 
of partitions or exterior addition, or in 
attic or other spare space). 

94—-Install shower enclosure in bathroom. 
95—Install modern concealed radiation. 
96—Install an electric sump pump to auto- 

matically remove water from basement 
where subject to flooding during spring. 

97—Install handrail on stairs (cellar, serv- 
ice, or main staircases); reconstruct 
cellar stairs for rue safety; install 
gate at head of stairs to safeguard 
children. 

98—Recondition driveway, applying new 
crushed stone surface; reset brick or 
flagstone walks or terrace pavements 
where lifted by frosts. 

*Courtesy THE AMERICAN HOME. 
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From the Viewpoint of a "Building and Loan" Official 

By GEORGE L. BLISS 

President, New York State League of 
Savings and Loan Associations. 

OANS from building and loan associations have 
helped hundreds of thousands of home seekers 

to have their own homes. These associations have 
been the greatest source of residential credit in this 
country. To get a representative viewpoint of a build- 
ing and loan official with regard to present credit 
conditions, AMERICAN BUILDER AND BUILDING 
AGE asked Mr. Bliss to write this article. Readers 
will understand that it represents his own views and 
not those of this publication. We are pleased to pub- 
lish it because Mr. Bliss' opinion reflects that of a 
great many men in the mortgage business and is one 
which must be seriously taken into account. 

tions of the country—which for one hundred years 

have been the one financial group operating almost 

exclusively in the home financing field—welcome the 

focusing of public attention through the Home-Owner- 

ship Conference summoned by President Hoover to 

meet in early December. Much benefit must certainly 

result from the concentrated thought that has been given 

by some twenty-five sub-committees during the past 

year to methods of increasing the enjoyment of home- 
ownership. 

Insofar as the eastern states are concerned, sugges- 

tions that funds for first mortgages on homes are inade- 

quate cannot go unchallenged by savings and loan men. 

In New York State, the savings and loan associations 

granted 12,394 mortgage loans for a total of $38,867,- 

615, during the first eight months of 1931, and on Sep- 

tember 1 had surplus funds of $20,000,000, sufficient 

to finance 6,175 more, based on the average loan. In 

adjoining states, likewise, the flow of savings funds into 

these institutions has been more rapid than the mortgage 

demand. 

Much has been said in the public press about the need 

for lowering the cost of junior financing. Savings and 

loan associations are lending about sixty per cent of 

the appraised value of a home. Where the owner is 

not prepared to pay the remainder in cash, second mort- 

gage money is admittedly scarce and, when available, 

the rate is high. That any practical plan can be formed 

to make it otherwise is doubtful. 

The amount that can safely be placed on first mort- 

gage is, obviously, the level to which values drop in 

a period of deflation, less the cost of repossession. In 

states with costly foreclosure laws or long periods of 

redemption, this latter item is an important factor. that 

is generally overlooked. In New York Sate, where the 

cost of repossession averages ten per cent of the loan 

in the case of home mortgages, it means that a first 

mortgage can be only ninety percent of the sum that 

would otherwise be lent. If $5,000 is the amount that 

might be placed, having consideration only of the eco- 

| in savings and loan and building and loan associa- 

nomic safety limit, then $500 must be deducted to cover 

the cost of repossession in the event of possible default, 

resulting in a $4,500 mortgage. 
Any sum that the owner or purchaser requires above 

this amount represents financing in the “area of risk.” 

That savings and loan associations, investing the savings 

of the people, should lend in that area is unthinkable. 

That other agencies would do it without compensation 

adequate to the risk, is rainbow-chasing. 
Anyone who questions that statement need only com- 

pare present values with those prevailing in 1927. A 

state-wide survey just completed by the New York State 

League of Savings and Loan Associations, shows that 

for $5,000 one can buy today the house that cost $6,250 

four years ago. Fancy the position of the second mort- 

gagee where such a house was sold with a down pay- 

ment of but ten per cent! 
Dreamers may chase their rainbows, but the fact re- 

mains that once in every economic cycle, home values 

will deflate some twenty or thirty per cent. When that 

stage comes (and how we all dislike to admit that it 

will!), whoever has participated in financing in the 

“area of risk” will find his fingers burned. 

The answer? There are several. 
The first is to educate the home-owner to provide 

his own funds for the owner’s equity. It is his home. 

He receives the benefit of any increase in values; he 

must assume the risk of decrease. If he wishes to share 

the risk, he must expect to pay the premium. Any sav- 

ings and loan men will testify that the larger the own- 

er’s equity, the more he enjoys his home. 
The second. If lot-sellers, builders and material men 

are impatient at such old-fashioned economics, let them 

finance the junior interest or guarantee those who do 

against loss. They will incur certain risks, it is true. 

By picking their customers, they will limit any losses. 

It borders on over-selling, but within reasonable limits, 

it will work. Certainly, if they make the sales, they 

should not expect others to assume risks that they would 

not. 

The third. Let all who are interested in aiding the 

home-owner join together to reduce the cost of repos- 

session. Just so far as the cost of repossessing, direct 

or indirect, can be reduced, just to that extent can the 

vast majority of home-owners who never default on 

their obligations be benefitted through finding the 

amount of their first mortgages increased. 
The fourth. Savings and loan leaders of the country 

are developing a plan to establish a regional Savings 
and Loan Reserve system, to be based on a membership 

of federally incorporated savings and loan associations 

and such state chartered savings and loan associations 

as might be admitted to the system. Such a program 

will result in a more plentiful supply of first mortgage 

funds for home-financing throughout the country by 

providing long-term credits to members of the system 

and by affording a mobility of credit through the flow 

of surplus funds from associations in one part of the 

country to another. 
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Simplicity. the 

Highest Art 

NATIONAL PLAN SERVICE Designs 

CHAMBER 
DINING ROOM 149°x7'9 

(2'0"*x1I'3" Compare these two designs—they are 

practically of the same size, six rooms 

each, and width 26 feet. The little home 

above follows the severe Colonial pattern 

while below the more informal English cot: 

tage style is used. 

CHAMBER. 
LIVING ROOM CHAMBER |B! i0'3"xi4'9" 

18'0" x.11'3 "3" 14'3'xil 

DIMENSIONS 
Size of Main Building ............................ 
Size Over All. 
Ceiling Height, 1st Floor .....................- ees ce 
Ceiling Height, 2nd Floor eee as eat 8 a 
Height of Basement ki Sos SVndastsbaedpcaeepn neh eonstes pulplptacicntieiceent=natte ae 

26’ 0” x 24’ 0” 
37’ 

—= fom; CHAMBER 

CHAMBER 
CHAMBER NO'x159" 
136x123" 
736-B 

STORAGE 

60" 

IyIOINING ROOM 12'0"x 12'3" 

26'0' 

LIVING ROOM 
250'x12'3' 

SUN ROOM 
50x76 
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“a Thrift. the Great- 

est Pleasure 

NATIONAL PLAN SERVICE Designs 
280" ae ; 

KEFT Onin & “0 
IN 

clo 
CHAMBER 

ara Ssh Wa a ioe’ Nee | haa 
" i The small, compact home is easy on the’ TOILET p Y 

—_ c 9 [wave ] ~ purse both at the time of building and 
iN . 

iS also later on when occupied. Less fuel GARAGE @ 
Bex Bo q coamece ae. and reduced upkeep are the rewards of 
ae a Mine WO"x120" a well built, well designed small home, like 

<i J these two. 
PORCH 

28'0"x8'0" DIMENSIONS 
= Size of Main Building 0 cecesseseeneesseeneeee ----28'-0" x 26' o” 
ee 

Ceiling Height, 2nd Floor ........... ke ee cree j 
Height of Basement... 70 id 

CHAMBER Wi x1do 

HH CHAMBE 
Hy NG x13) 

avy je 

LIVING ROOM 
231x154" 

FIREPLACE 
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The first floor plan of this common brick house is out of the 

ordinary in that the end of the living-room opens onto the porch, 

practically making the two units into one commodious room. The 

collapsible doors at the front of the porch are arranged so that 

the entire front may be thrown entirely open. A planting of 

shrubs to surround this front garden space will make an enticing 

spot here as a true outdoor extension of the living room. i 

Letting in the 

Out of Doors 

-BED-ROOM- 
“13+ G"X22-0"- 

L— 33-4" | | i 

“7 

” DINING- ROOMIE pant 
10-G@ XG-G" 

- LIVING-R : j 
15-O'*xX 2 2-0" ~ KITCHEN: 

13-0 X8-8" 
RANGE- 

° “|TABLE: 
i 
rr) Los: BLO av 
” = 

r HALL} BE D- ROOM 
10-O"*x12-4" 

* PORCH: 
15"-O"x g'- 7" 

| cCLOS 

FIRST FLOOR SECOND . FLOOR 
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Spanish and English 

More than a dash of the picturesque is required to suit the 

taste of home builders on the Pacific Coast. : Spanish designs 

in white washed brick and stucco and English designs in 

stained shingles are popular. Here we show two unusual ex- 

amples. They commend themselves both west and east to 

those looking for individualtiy in home planning. 

cewvews 

LOOR P > 
—— ae fe CU ee 

- LVING cant 
2:32-@ ¥ 14 

. DINING - 2A 
14% 13 

L 
FIRST -TlooR- | PLAN - NO- 7729 * 
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The Row House: One Answer to the 

By ARTHUR E. ALLEN 

Row housing undoubtedly permits economies in construction 

and in the future will probably be erected in increasing quan- 

tities in metropolitan areas. Housing experts are now favoring 

this kind of housing to provide low cost homes where land values 

are comparatively high. Builders in big Eastern cities have long 

utilized the row house to meet a public demand for a low cost 

home with mass appeal and many builders have been highly suc- 

cessful in this field. The author of this article has designed row 

houses that have been the most successful in the East. He gives 

five features that low cost homes must have in order to sell in 
the present market. 

ARTHUR E. ALLEN 

In the past two years, Arthur E. Allen has 

created the designs for approximately 5,000 

row houses erected on Long Island, New 

York. These include the homes m such suc- 

cessful developments as Gibson Homes, 

Valley Stream; Laurelton Homes, Laurel- 

ton; Island Housing, Flushing; Droesch 

Homes, St. Albans; Auburndale Heights, 

Inc., Auburndale; United Associate Homes, 

Forest Hills West; Moss Homes, Bayside; 

N answer to what the average home seeker wants it 

is easy enough to reply: “The greatest value for his 

money”. But this gives little indication of the mani- 

fold requirements that must be met in designing a house 

to achieve a completed home that will exert a broad 

appeal to many individual tastes. It must be remem- 

bered that hundreds of prospective buyers, each with 

his own particular desires will test the builder’s efforts, 

and that success will be measured in terms of how many 

of these prospects are turned into definite sales. 
It may be argued that what is ultimately offered to 

Brunswick-Praver-Nasoff, Laurelton; Mer- 

rick Gables, Merrick; Mezick Homes, 
Queens Village. Before studying to be an 

architect, Mr. Allen was a building me- 

chanic; he knows the game thoroughly. 

the public, and the selling cost thereof, is a result of 

competition among the builders. That is, if a builder 

introduces a new feature, others must necessarily in- 

clude the same feature in order to compete upon an 

equal basis. For instance, the converting of a large 

Pp 
L 

COLONIAL HOMES v 

f 
Flushing, Long Island : 

New York b 

ISLAND HOUSING : 

CORPORATION b 

Builders = 
fe 

% 

The Colonial style is very  &* 

adaptable to row housing ga®*’ 

and it has a lasting appeal.® - 

It is a style in which many ees 

variants can be introduced fail Te 
and will probably become — , an ty 

increasingly popular. The s ’ se 
homes illustrated here sell™ 4 SEPA RRR le em ee 

for $8,990. 
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DOROTHY VERNON HOMES 

Philadelphia, Pa. 

SMITH, MCGOWAN & DONNOLLY 
KITCHEN DEN Build 

1Q" 1¢8 i) 
DINING ROOM ee “a sini 

ASTI x 10°25" 1310" 85" 

Philadelphia builders are past masters in the art of 

constructing the row house. Here is an attractive 

row of stone-faced homes, erected on lots 18 feet 

Closet 9 Closet wide and 102 feet deep. They contain tile batns 

and have hardwood floors throughout. 

LIVING ROOM BED ROOM 
No. I. 

17'S" x 15° S* 
14'8"x 10'S" 

arEry 

FLOOR PLANS OF DOROTHY VERNON HOMES 

part of the basement space of the low-priced homes on 

Long Island into a lounge-den, completely finished and 

with a wood-burning open fireplace, is now an accepted 

feature of this type of home. | 

But to say that this innovation and others were 

brought about by the initiative of one builder tells only 

part of the story. There is still to be explained from 

what sources the builder drew his ideas. Often it is the 

buyer, himself, who suggests, in a general: way, the 

features that ultimately go into: these low-cost homes, 

TAVERN HOMES 

LAURELTON HOMES, INC., Builders 

Long Island, N. Y. | 

Tavern Homes are among the latest and most successful 

types of row housing. They are of solid brick and stone and 
sell for $7,990. Terms are $500 cash on contract and $490 

on title with a monthly payment of $69.95 to pay all carry- 

ing charges. Sixty-eight were sold in three weeks. 
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THE LATEST LUXURIES 

INTERIORS OF 

Laurelton, Long 

This unusual room in the basement of each 

Tavern Home is 32 feet long and 1!9 feet, 

6 inches wide. It has wood-panelled walls 

and ceiling, built-in book case, a utility 

closet and a wood-burning fireplace. The 

kitchen, shown below, contains the latest 

model gas range, McDougall cabinets, 

electric refrigerator and a tiled alcove sink. 

and it is then the task of the builder to select specific 

items and to fix the quality for price ratio of these 

units. 
I have found, in my experience, that interviews with 

home buyers yield valuable information regarding the 

everyday needs and desires of the home prospects and 

I often ask home owners questions with regard to the 

convenience of interior arrangements, light and ventila- 

tion, interior finish, etc. Their answers enable me to 

shape the designs of row houses as closely as possible 

to the many individual tastes. 

There are so many features to be considered that it 

is difficult to enumerate them. However, I have come 

to the conclusion that there are five particular qualifi- 

cations that must be met, if a home is to have a broad 

appeal among people of all walks of life, within the 

low cost field. 

These are: 

1—Brick construction, at a cost less than $10,000 with 

a price range of $6990 to $8990 to be preferred. 

2—The exterior to be attractive enough, and with 

EXTERIOR MAIN BATHROOM 

Brick and Cut Stone 
Cypress Trim 
Clay Tile Mansard Roof 
Copper Leaders and Gut- 

ters 
Concrete Sidewalks 
Reinforced Concrete Streets 

and Driveways 
Ornamental Fence for Yard 
Murray Hill Clothes Drier 

FIRST FLOOR 
Massive Batten Door with 
Wrought Iron Hardware 

Vestibule with Closet 
Extra Lavatory 

STUDIO LIVING ROOM 
Wood-burning Fireplace 
Leaded Glass Studio Win- 

dows 

Walls tiled 5 feet high in 
pastel shades 

Colored Built-in Tub, Toilet 
and Pedestal Basin 

Metal Medicine Cabinet 
with Venetian mirror 

DRESSING ROOM 

Modernistic Vanity Table in 
Colored Glass 

MASTER'S BATHROOM 

Colored Tile and Fixtures 
Separate Shower Stall 
Chromium Plate Glass Door 

Metal Cabinet with Vene- 
tian Mirror 

Needle Spray Shower 
Closets 

POPULAR FEATURES IN THE SPECIFICATIONS 

DINING ROOM 

Leaded Glass Windows 
Craftex Walls and Ceiling 

KITCHEN 

Electric Refrigerator 
Console Mode Gas Range 
McDougall Kitchen Units 
Colored Tile Drainboards 

and Back Splash 

Chromium Plated Faucets 
Built-in Ironing Board 
Linoleum Flooring 
Rear Delivery Entrance 

BREAKFAST NOOK 

Furnished with Table and 
Four Upholstered Chairs 

Artistic China Cupboard 
built in corner 

LAUNDRY 

Porcelain Tubs and Sink 

LIBRARY DEN 

32 feet x 19 feet, 6 inches 
Panelled Walls & Ceiling 
Wood-burning Fireplace 

EQUIPMENT 

Celotex Insulation 
Oak Floors and Stairs 
Bakelite Switches 
Plenty of Base Plugs 
Brass Plumbing 
Chromium-plated Fittings 
Metal Weatherstrips 
Metal Corner Guards 
Jacketed Boiler 
Craftex Decorations 
Window Shades 

IN 

TA 
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IN ROW HOUSING 

TAVERN HOMES 

Island, New York 

The dropped living rooms in Tavern Homes 

are 10 teet, 8 inches high. The leaded 

glass studio windows are a combination of 

clear and tinted panes. This room contains 

a wood-burning open fireplace and built-in 

bookcase. The Toes lans below reveal 

that there are three bedrooms and two 

complete baths in Tavern Homes, in addi- 

tion to the finished room in the basement. 

The price is $7,990. 

Baier [tie UP 

O% Launory 

Coal bin 

Dininc Room 
up 

ei 
16-2°x 13-4" 

Finisteo Room 

32*0'x20-6 

Clos. 

FLOOR PLANS OF TAVERN HOMES 

Beo Room 

14-6 'x I-10" 

39 

sufficient individual changes 

in the brick finish of each 

unit, to warrant an investi- 

gation of the interior. 

3—An attractive and eco- 
MASTERS nomically modern kitchen, 

BED Room ‘with the most modern of 

15-0"x 14-4" mechanical equipment and 

with an adjoining breakfast 

nook, Color is an important 

aid to attractiveness, and 

this should be carried out 

not only on the walls and 

woodwork, but also on the 

equipment, including the 

stove, kitchen cabinets, drain 

boards, etc. 

4—An up-to-date and effi- 

cient bathroom, that includes 

a dressing alcove. Again, color is a par- 

amount requirement of this room, which 

should have color harmonies in the tiled 
walls and floor and chromium fixtures. 

5—A living room of sufficient size to 

become a worthy background for a 

charming home setting, in good taste. A 

studio effect, with a high ceiling in which 

are exposed cross-beams of rough tim- 

ber, and a. wood-burning open fireplace, . 
is essential. It must be remembered, al- 

ways, that this is the first room into 

(Continued on page 72) 

Two complete bathrooms and an extra lav- 

atory are contained in each Tavern Home. 

The main bathroom has colored tile and is 

equipped with colored tub, toilet, pedestal 

basin, metal medicine cabinet, Venetian 

mirror and special steel casement windows. 

It also contains a full size dressing room 

with modern vanity table in colored glass, 

triplicate mirrors, closets and drawer. 
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By 

JOHN C. FISTERE 

ITH property values in 

almost every city at 

such heights that every 

possible trick of design and con- 

struction must be practiced to 

bring adequate returns on build- 
ing investments, efficient utiliza- 

tion of space has become the 
controlling factor in the planning 

of commercial buildings. . 
Perhaps this has always been 

so to a certain extent, but the im- 

portance of the ratio between 

total area and net rentable area 

has never been given so much 
attention as it is receiving at the 

present time. Furthermore, to 

produce the highest per square 

foot rental possible and to plan 
for the maximum daylight and 

fresh air has become an absorb- 
ing study for builders. 

It is interesting, in this con- 
nection, to review certain facts 

on the rental value of the various 

floors in commercial buildings, 
particularly in relation to the 

value of store space. A recent 

survey by the National Associa- 
tion of Building Owners and 

Managers revealed that in build- 
ings 8 stories, store rents pro- 
duce 35 per cent of the income; 
in buildings of 12 stories, 24 

per cent of the income; and in 
buildings of 15 stories, 18 per 

cent of the income. The same 
survey showed that store rents 
are from 2% to 4 times higher 

per square foot than the office 

Space in the same building. 
One of the deductions from 

consideration of these facts is 
that the maximum amount of 
store space should be obtained 
for that purpose in every commercial building. The im- 
portance of shops and stores in a rental scheme has 

already led to one innovation in building construction, 
the setting back of columns to permit greater areas of 
glass on the lower floors for the display of merchan- 
dise. The customary structural design calls for set- 

back columns up to the second floor, giving the same 

free area on the second floor as on the first. In a re- 
cent statement, William F. Lamb of the firm of Shreve, 

Lamb and Harmon, architects for the Empire State 
Building, asserted that the second floor had become 

almost as valuable as the first from the angle of mer- 
chandise display, pointing out that on busy streets the 

second floor level was more visible to a larger number 

of passers-by than the ground floor level. Hence, the 

AMERICAN BUILDER AND BUILDING AGE 
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Remodeled Stores and Shops Bring Larger Income Than Other Rental Types. Job under 
construction at Madison, Wis. 

Modernizing Makes} ‘ 

Shops and Stores} / 

conclusion that second floor stores are destined for 

greater popularity than they have ever enjoyed. There 
is, however, one important element in a discussion of 

stores above the street level—and that is the transpor- 
tation of customers from the sidewalk to the second 
floor. Stairways and ramps are not inviting to women 
shoppers (or to men either, for that matter) ; and ele- 

vators are not designed to carry the constant, heavy 

traffic which such a plan would produce. Some have 

already found the solution—and others are finding it— 

in the installation of escalators. 
Department stores were the first to recognize the ad- 

vantages of this form of vertical transportation in han- 

dling of heavy traffic. A study of New York department 
stores by an elevator company revealed that the upper 
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Bank Customers Brought to 2nd Floor by Escalator. 
Stores on Ist Floor. 

s} Second Floor 

s} Attractive 

stories of those buildings in which escalators were used 
handled approximately twice as many customers per 

square foot as the upper floors of those buildings which 
depended solely upon elevators and stairs. In many 

stores, escalators are used only for the first two floors 

and basement; but there are some buildings in which 
this means of travel is employed for as many as eight 

stories. 
Two actual cases will tell the escalator story better 

than a mass of generalities. Kugler’s restaurant in. Phil- 

adelphia occupies two floors in one of the busiest sec- 

tions of the city. When the restaurant was first opened 
on that site, a stairway led to the second floor, which 
had been designed to handle banquet crowds and what- 

ever overflow there might be from the main restaurant. 
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Escalators Handle Large Crowds Easily and 

Make Upper Floor Shops As Popular As 

Those on Ground Level. 

The immediate success of the restaurant, however, 

convinced the management that a second floor cafe- 

teria would produce more revenue than was then com- 

ing in, At first, the innovation did confirm the accur- 

acy of their prediction, but soon they noticed that many 

of their patrons preferred to wait on the first floor 

rather than walk up a single flight of steps. The pro- 

blem having established itself, the solution was not long 

in being found. An escalator was installed to haridle 

the traffic to the second floor—and soon it became more 

popular than the first, due partially, no doubt, to the 

fact that patrons wished to get away from the noise 

and clatter of the street. 
The Old Merchants National Bank and Trust Com- 

pany building in Battle Creek, Michigan, provides an- 

other example with a slightly different moral. The loca- 

tion of the building in the center of the business dis- 

trict made the first floor more desirable for rent-pro- 
ducing occupancy than for banking purposes. Conse- 

quently, the main banking room was located on the 

second floor, to which access is gained by two escala- 

tors flanking a broad stairway directly in front of the 

main entrance. In this way, the bank, so to speak, ate 

its cake and had it too; for the first floor produced the 
desired revenue and the escalators gave the second floor, 

first floor convenience. 
The increased use of escalators offers two opportun- 

ities for the promotion of business by builders—one in 

the field of modernization and the other in the devel- 

opment of an all-store type of building with two or three 
stories. In the promotion of either of these types of 

business, the sales argument is the same—greater rev- 

COST OF IMPROVING 255 LINEAL FEET 

OF STORE FRONTS 

Running foot cost Per cent 
SURCNINE Gs io 5S obo ceccinceddeoees $0.56 13 
Gramite, Mates) ccccciccscccccess 14.50 14.50 
PEON ce dadddcedudinan deans eee 2.00 -56 
SOONG SEMIN eos ccecddeccesdaedcs 15.50 3.88 
CHR GIN oo s cacccdnvasicceces 11.00 2.76 
COI aes hawaccdestewnae sudeos 2.00 50 
Waterpedafitg, sla 2.666. ccicc cows 1.47 38 
MURONONNU GR Jad docduaeldevincngeeas 4.85 1.23 
SERVER oar ses Se edtankweedvewes 16.50 4.07 
IN oece ce caddcsincatensedwe 147.50 36.29 
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PI ha Se cacucd<ewancaraaeses 5.03 1.23 
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NNN graces oie dra Seeas rcamuns 10.30 2.54 
See PEO ECOT EL OCT ECCT CECE 42.14 10.35 
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WOM ca decicdectewancacddeeaaa 1.75 48 
A WIE. oe cece ec cnstevons ss 8.00 1.96 
TI Si dias Saws decdacewmes 1.30 .32 
Ge EAN 5 od okisicdcecewecciess 17.78 4.38 
SIE oo oe goo cic cacecwene 9.10 2.24 
AS HOES «oo occ ecee cess 28.80 7.06 

ROMER Do ov dlas.envaenusdaewomsion $405.48 100.00 
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enue. Nothing is more convincing to an owner than 
that. In the second place, the use of escalators in this 
connection is a comparatively new idea, and a new idea 

is easier to sell than an old one. That escalators are 
certain to come into prominence is indicated by two 

prominent examples in New York at the present time 

—one, the installation in the new Cities Service Build- 
ing, and two, the installation in the new annex of the 

Metropolitan Life Building. 
Since the thought of the entire building world has 

turned within the last few years to modernization, and 

since that type of work is easier to promote under pres- 
ent financial conditions, let us consider definite possi- 

bilities in that field. One of the possibilities has already 

been suggested by the Battle Creek Bank. Let us say 
that another bank occupies the ground floor of a three- 
story building in a busy neighborhood that is devoted 

chiefly to shops, stores and office buildings. Business 
expands, and the demand comes for more space. The 

bank worries along with overcrowded facilities, until a 
builder with his eyes open for business appears on the 

scene with a plan for modernizing which will not re- 
duce the revenue of the building, and which will give 
the bank the amount of space it requires. The plan, 
as he outlines it, is to renovate the ground floor into 
shop space—both street front and arcade. The arcade 
shops are to flank a stairway and escalator to the sec- 

ond floor banking room, and the third floor is to be 
devoted to the dependent departments of the bank which 

do not require space directly off the banking floor. The 
rent from the shops at more than twice the per, square 
foot rental obtained from the former office space gives 

the bank the same amount of revenue. - 
Would a bank president listen to such a proposition ? 

Of course, he would. 

TABLE OF PERCENTAGE OF RENT TO 

GROSS SALES FOR VARIOUS TYPES 

RETAIL STORES 

Type of store— Percentage 

Automobile AGencies ...0cccescesccccccveceee 2 
Automobile accessories ............eeeeeeeee 10 
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IND ooo niceiesww ew: os ssw Ween Kaew s-oeiele 12 
PND iis ocisvckosuesawscdssweresme® 15 
NER 5 665 dio 0 -5,516,5:8:5'04 049.0599 0% 9 
PNT iE sb haisioico sss enusséununseusesse 8 
Shoes—men’s, women’s, children’s............ 8 to 10 

DEE AcGgcakaiasncakscsweucncseuswe ee 5 to8 
AIRES i Gica Garin esioin: dale wo we wowace 8 to 10 

MINIS Bichon bussarewsess6e esse inaweegaeccied 6to8 
Trunks and leather goods..................0% 12 
oe | ee rer 10 

AMERICAN BUILDER AND BUILDING AGE 

Another example. A two story building in a city 

where office vacancies are running as high as 18 per 
cent, and where store vacancies are less than 5 per 

cent (such as New Haven, Connecticut) is to be re- 
painted on the interior as a means of filling the second 

story space devoted to offices. The painting contractor 

mentions the work to a friend, a general contractor, who 
is also on the lookout for more business. The general 
contractor knows the realty market well; he knows that 
second story stores would be a valuable innovation in 

the town, and he convinces the owner that he ought 
to remodel the entire building along lines similar to 

those suggested in the bank plan. The contractor gets 
a job, and the owner gets a greater net return from his 

building than he had received when the building was 
new. ; 

Before discussing new building work, it might be 

well to state a few facts on percentage costs of remod- 
eling store fronts. This seems to be one of the most 
intricate of all problems since conditions vary so much 

on different jobs. The table on page 41 is based on the 
findings of W. E. Malm, prominent Cleveland building 
manager. 

In promoting the two and three story building for 

stores, no matter whether the building is to be erected 
for an independent owner, the problem is one of satis- 
fying the demand for store space. There is no rule of 
thumb to determine whether new stores are needed; all 

one can do is to make an accurate survey of the neigh- 

borhood, both as to the character it possesses at the 
time the building is contemplated and as to its char- 

acter within ten years. The successful store demands 
above all things—a good location, which means that 
the pedestrian traffic count must be high, that the type 

of pedestrian traffic is of the purchaser type (not 
schoolchildren, day laborers, etc). Competition must 
be ascertained by a careful checking of the type of 

stores in the immediate vicinity, and the type of stores 

required. If the survey is made intelligently and thor- 

oughly, a close approximation of future tenancy can be 
determined. 

Naturally, there must follow an estimate of the rev- 

enue to be expected. Since the percentage method of 
storé rentals is growing in favor all over the country, 

the table on this page should be of assistance in figur- 

ing the return on the building. 

The figures quoted hold for both first and second 
story stores, since perecentage figures only are given. 

In actual square foot rentals, the comparative prices 

will have to be determined by the character of the job. 

If escalators are not installed, the rent obtained from 
the second floor will not be so much as it would be if 

the added service were there. In the first place, the 
volume of business would not be so great, and in the 

second plance, the lessee would not feel that he was re- 
ceiving as good as a ground floor location. 

Whether escalators can be installed or not is a prob- 

lem that cannot be solved until the facts are known. The 
practical difficulties of installing escalators are practi- 
cally non-existent for the builder. Manufacturing com- 

panies are eager to work in co-operation with builders— 
both as to estimating the cost of the work and the actual 

installation of them. The most important point to re- 
member in connection with escalators is that they do 
not occupy as much space as is commonly supposed. 

The area requirements for an escalator with a capacity 
of 4,000 persons per hour are only approximately 84 
square feet on each floor that it serves. The space un- 
derneath the escalator, beyond the six-foot headroom, 
may be used for a concession stand of some kind. All 

escalators are built at an angle of 30 degrees, and 
travel at a standard speed of 90 feet per minute. 
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The 

Homey Pennsylvania Type Dwelling Built at Larchmont, N. Y., William 

C. Halbert, Jr., Architect; Eighth-Inch Scale Drawings Presented 

HIS house of eight rooms with built-in garage, 

three baths and a game room has been given a look 

_| of great comfort and naturalness by following the 
informal lines often observed in the century-old farm- 

houses of eastern Pennsylvania. The upright, simulating 

the older part of such a dwelling, is a straight gable sec- 

tion solidly based on a heavy stone wall at the front and 

around the entrance door. Then the wing extending 

across to the left has the graceful sweep of a low gambrel 

roof design with two well-placed dormers and a massive 

chimney to lend interest. The combination of these two 

roof types, the high gable and the low sweeping gambrel, 

achieves a charming result. 

_As would be expected in a home of this type, the inte- 
lior is extremely comfortable and cheery, and the 
arrangement of the rooms is interesting. By excavating 

WORKING DRAWINGS OF THIS HOME ON THE NEXT FOUR PAGES 
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House of the Month 

deeply for the basement proper, then arranging the 

garage floor just slightly below grade, the house is given 

a half-step arrangement with rooms on six different 

levels. In the upright, we get two bedrooms and bath 

over the garage, seven steps up from the living room, 

dining room and kitchen section of the wing. Then, 

seven steps up from these two bedrooms, we find two 
more in the wing over the living room and dining room. 

The maid’s room and bath and a storage place are again 

five steps up under the roof of the main section of the 

house. 

Such an arrangement is considered convenient and 
step-saving, and is more conducive to quiet and privacy 

than the more conventional arrangement with all cham- 

bers together on one floor. 

Eighth-inch scale plans presented on next four pages. 
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AN ANSWER 

N July, 1931, there appeared in the 

AMERICAN BUILDER AND BUILDING 

AcE an article entitled, ““What Is Good 

Architecture?” This article was written 

by Mr. Joseph B. Mason, and contained 

so many ideas which would manifestly 

excite the torrid architectural tempera- 

ment, that it seemed evident that there 

was sly deliberation in the writing of the 

essay. It is no doubt true that there de- 

veloped as many different answers to the 

question contained in the title, as there 

were authors anxious to sign themselves 

to letters. These few words are to pres- 

ent one answer, and perhaps to encour- 

age a worthy exchange of ideas. 

In his discussion Mr. Mason stayed 

within the limitations of home architec- 

ture. He illustrated his article with two 

photographs, one of some small archi- 

tectural merit, bearing the caption, “Do 

you like this Prize-winner?” the other a 

terrific corruption of a design originally 

developed by an architect, and having the 

title “Or do you prefer this Best-seller ?” 

These two pictures appearing directly 

under the title gives birth to a natural 

inference—‘“that which sells is good.” 

In opposition to this theory allow me 

to present another answer to this ques- 

tion of what constitutes good architec-— 

ture, and I will try to substantiate my 

answer with various “wherefors” and “becauses”. Here 

it is—“Good architecture is that building investment 

which results in a permanent improvement to the com- 

munity.” : 

The definition presupposes that to be sound archi- 

tecturally, a building must be a sound financial invest- 

ment. No building has a right to existence, nor is it 

financially sound, unless it answers a real human need. 

This is in direct opposition to the theory of home build- 

ing which has its initial concept in the idea of selling. 

_It is opposed to the idea of a high-pressure sales organ- 

ization, which through the impulse of sustained public- 

ity distorts all out of shape already over-developed 

ground. It is opposed to the idea of making design and 

construction subservient to sales. 

I am safe in saying that every city of any size in the 
land can offer blocks and blocks of shambles, which 

perhaps five years ago were the “niftiest” and “latest’’, 

standing as a mute argument for the financial unsound- 

ness of reckless, sell-regardless promotion. This point 

needs no argument; we just call the reader’s attention 

to streets and subdivisions in his own city. These sham- 

bles are the result of making sales the prime objective, 

and design and construction secondary. My argument 

is sound psychologically. If the large idea is to sell, 

the builder is going to do those things in design which 

are catchy, jazzy and for the moment, but which sell. 

To be sure, an enlightened intelligence five years hence, 

may see that the broken up messy brick work, which 

looked so rustic, has become an abortion and a misuse 

of materials; and that which looked so cute once, has 

AMERICAN BUILDER AND BUILDING AGE 

A design conceived by an architect, copied many 

times, and finally taken over verbatim by a plan 

book concern, which is said to have sold 1,000 

plans of it in one year. 

become a hideous heart-ache which unfortunately the 

owner must spend his life with. A buyer is not trained 

to judge of architecture. An appreciation of true archi- 

tecture is a gradual growth, and results from constant 

contact with it; so, often too late, the buyer finds that 

what he thought was good, he has learned by education 

is terrible. 

My argument is sound ‘psychologically as it relates 

to construction. I do not believe that many builders in- 

tentionally build poorly, but if the important idea is 

that of selling, the builder is certainly going to build 

within limits which will allow him to sell at a profit. 

The easiest place to assure him of this profit is the 

unseen structure. The temptation is to make his con- 

struction just good enough, without that factor of 

safety which is essential to permanent construction. 

This matter of early depreciation due to jazz design, 

and poor construction, as seen so often in the specula- 

tive home, has been taken cognizance of by the soundest 

financial intelligence of the country. The president of 

a building and loan association, which has more than 

$40,000,000 in resources says that his association has 

established the policy of lending 70 to 80 percent of 

the appraised value of houses that are suitably located, 

properly designed, and built in accordance with good 

construction practice—ten to 20 percent more than is 

safely possible in the absence of these qualities. 

Rome C. Stephenson, as president of the American 

Bankers Association says in a specially granted inter- 

view : 

“The home owner builds one or two houses in a lifetime; 

TO “WHAT Si 
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One of the abuses of the design on the opposite 

page: which depreciates the value of the original 

ouse. Changes in senna unimportant details 

have stolen away much of its charm. 

the architect hundreds. Today experience counts. We find 

that the architect‘ in relation to his client functions as a 

governor on a steam engine. Even in a modest home, the 

client is anxious to express his—usually her—individuality; 

but uncurbed individuality, freakishness, unwise expenditure 

is usually detrimental to the loan, rental, and resale of the 

property. The capable architect, while expressing this indi- 

viduality, also tactfully diverts it into modern conveniences 

and money saving equipment such as insulation, proper heat- 

ing equipment, etc. He is also able to plan economical ar- 
rangements, such as piping construction for any particular 

plan or building site. In addition to all this the house is 

in good taste as a unit. 

“I find, therefore, if a conscientious and capable architect 

is employed in building a home, his fee is offset by the 
increased dollar value he is able to give his client, as well as 

an added rental and quick sale value, which goes hand in 
hand with wise construction, and which increases the loan 

value at the bank from 12 to 16 percent.” 

_Mr. H. S. Kissell, president of the National Asso- 

ciation of Real Estate Boards says, “Mortgage institu- 
tions recognize what they call the ‘loan value’ of good 

architectural design. They know that the mortgage on 

a building which carries out the principles of good 
architectural design is, other things being equal, a safer 

mortgage than one on a building freakish, hodge-podge, 

or repellent in its external appearance, wasteful or 
unbeautiful in its interior arrangement.” 

The same institutions which are concerned with the 
first value of a home are concerning themselves, from 
this time on, with the factor of permanent value. They 

by GEORGE C. WRIGHT 

A.1L.A., Indianapolis 

are finding themselves burdened with a 

larger investment in houses than could 

possibly be realized by sale: This is, at 

least, partially due to jazz design and 

poor construction. These institutions are 

going to be more particular as to the 

elements of design and construction from 

this point on. This can be verified by one 

sufficiently curious, by making inquiry 

at the local building and loan association. 

I have done so, and the result has been 

universally to the advantage of a house 

designed by an architect. 

The final item in my definition of good 

architecture is that of responsibility to 

the community. As well as answering 

the needs of the home owner, and ex- 

pressing the individuality of the occu- 

pants, a house has a responsibility to its 

community. It should turn a happy face 

to its neighbors. It should be an addi- 

tion rather than a deduction; it should 

step up valuations, rather than decrease 

them. 
I believe that our definition compre- 

hends all that could be asked of good 

architecture. It anticipates economy in 

layout, efficiency in functioning, sound- 

ness in construction, and satisfaction in 

design. Without these things a building 

fails as a permanent investment. 

It is, perhaps, unfortunate that a dis- 

cussion of this kind relating to home architecture, can- 

not be brought to a close without contrasting the archi- 

tect and the so-called home-builder. Perhaps, however, 

this is just as well, and that through discussion we may 

discover the proper limitations of each, and thus how 
they may best co-operate. 

I believe there can be found a real basis of co-opera- 

tion. I believe sincerely that the architect has something 

which the home-builder could do well to incorporate 

into his scheme of things; and certainly the home- 

builder has plenty that the architect needs. 

I am wondering if this would not be the proper 

opportunity to correct the prevalent idea of an archi- 

tect. He is not a long-haired, dreamy-eyed artist, who 

applies the garnishment to an already fixed layout. He 

is a very serious minded analyst who organizes a build- 

ing efficiently, designs it structurally sound, engineers 

(Continued to page 74) 

“Good architecture is that building 1n- 

vestment which results in a permanent 

improvement to the community’’— The 

architect and home-builder co-operating 

in design and sales can make good archi- 

tecture a common inheritance of our 

American community life. 
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Winter Building Statistics 

By E. L. GILBERT 

Research Director, American Builder and Building Age 

INTER vacations for build- The above figures refer only to 

ers are rapidly becoming a 7.6% | December new construction and alteration jobs 

thing of the past, for science costing more than $5,000 each; the 

and human ingenuity have made great 7.5% | November ——. of small. ee 

strides in the battle against Old Man jobs which are not included in ‘the 

sApocy cts an nce lesitleate it tim ee and more difficult to find a legiti ve . " 

excuse for loafing through the winter ° sibly two and half billion dollars are 

months; even the claim of lack of 8.6% | September spent annually for modernization 

business can often be traced back to work, and of this sum_ probably 

a 8.8% | August = Dotiod trom November Ist to March oing after winter work. 
: Today concrete can be poured dur- Ist each winter. The experienced 
ing very cold weather through the 9.3% July builder need ag be —— mod- 

roper use of heat, protection, and ernization work is profitable. 

cn al neh and non- 9.49, J At this particular time builders are 

SS SS wide distribution. Temporary hook- i ts 

up of the heating plant allows me- 9.4% May they can point out that building costs 
chanics to work inside half-finished are lower than they have been in 

structures with temperatures approxi- : ; years. In addition, winter contracts 

mating a pleasant June day. 9.7% April for modernization work will fall 

— : sie right in line with the campaigns 
Statistics Show Winter Building - ; which are being waged everywhere 

Activity 8.8% | March to reduce unemployment. 
Studies of building records cover- There are in the United States 

ing the a years se — a 6.1% | February tna — oe on sai 

IS a great deal more winter Dullding of a residential nature which can be 
being done than the average person 6.3% | January modernized with resultant profit to 

the owners. Certainly some of these suspects. Of course, it is common 

knowledge that when a skyscraper is 

being erected the job continues right 

on through the coldest weather ; what 

is not generally known is the fact that between the least 

active month, February, and the most active month, 

April, there is a difference in activity representing only 

three and one-half per cent of the total for the year. 

Based on building records covering the last five years, 

here is the way building activity has been divided by 
months : 

During JANUARY 

‘During FEBRUARY 
During MARCH 

During APRIL 

During MAY 

During JUNE 

During JULY 

During AUGUST 

During SEPTEMBER’ 

During OCTOBER 

During NOVEMBER 

During DECEMBER 

of each year 6.3% of the year's work was done 

of each year 6.1% of the year's work was done 

of each year 8.8% of the year's work was done 

of each year 9.7% of the year's work was done 

_of each year 9.4% of the year's work was done 
of each year 9.4% of the year's work was done 

of each year 9.3% of the year's work was done 

of each year 8.8% of the year's work was done 

of each year 8.6% of the year's work was done 

of each year 8.5% of the year's work was done 

of each year 7.5% of the year's work was done 

of each year 7.6% of the year's work was done 

During December of each year, as shown by the above 

table, there is normally one-tenth of one per cent more 

of the total building done than during November. This 

seems like a very small amount—until you recollect that 

the total building market for even so poor a year as 

1931 will total about $5,000,000,000! And one-tenth of 

one per cent of this huge total means that there will be 

five million dollars more work in December, 1931, than 
in November of the same year. : 

_ Building Volume by Months 

Based on 5 Year Averages 

buildings are to be found in every 

neighborhood. 

More than 400,000 private garages 

are. built annually and of this number probably 80,000 
are constructed during the winter months. A campaign 

can be successfully promoted in the average town to in- 

duce owners of good cars to provide suitable shelter for 

the automobiles which represent a considerable invest- 

ment to them. It is decidedly unbusinesslike for the 

owner of a $1,000 and up ‘automobile to allow his ma- 
chine to remain in a flimsy little shack or exposed to the 

elements. 

New Construction Needed 

In 1929 residential building activity began a decline 

which scraped bottom during the latter part of 1930 and 
the first few months of 1931. Thousands of families 

in all parts of the country “doubled up” and thus auto- 

matically lessened the normal demand for new residen- 

‘tial construction. But since June of this year the trend 

has been gradually upward and authorities predict that 

residential building activity will become more and more 
pronounced from this time forward. 

Regardless of whether we have a depression our 

population increases year by year. Each year thousands 

of young couples get married and require homes of their 

own; the increase in the number of “home units” 

required for maturing population each year greatly 

exceeds the number of “home units” which are elimi- 

nated by death, etc. 
Also, no matter how great the depression, natural 

disasters such as fire, flood, tornado, etc., continue to 

make their appearance. These things create more build- 

ing work. (Continued to page 72) 
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Good Construction Simplified 

‘New Materials and Service Are Designed to Help the Builder 

. Produce Better Work at Lower Cost 

For further information on any 

of the products mentioned on 

these pages write American 

Builder and Building Age, In- 

formation Exchange, 105 W. 

Adams St., Chicago. 

OTHING could be of greater interest 

to the builder and his client than bet- 

ter work at lower cost. Toward that 

end, the producing side of the building in- 

dustry is lending splendid co-operation. Old materials and 
equipment are being improved, new ones are being devel- 

oped, and services are being produced which make for more 
effective designing and planning. 

Of all the parts of the home, the kitchen alli, probably, 

the greatest problem. It requires special study to design a 

kitchen which is at once attractive, practically arranged and 

into which the correct equipment is correctly fitted. 

Kitchens Planned by Experts 

Many builders, contractors, dealers and architects do not 
have the opportunity to make a special study of kitchen 

design. The prospective home owner, the housewife who 

./7 : 

0 
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One of a Series of Kitchen Designs, in Cthies Offered with Plans 

and Specifications Prepared by Experts to Aid the Builder, 

Architect and Owner. 

will use the kitchen, does not have the facilities to make 

such a study. All these have long recognized the need for 

special kitchen service. Now such a service can be obtained. 

A copyrighted series of kitchen designs has recently been 

developed. Each plan includes a colored perspective, a 

blueprint floor plan, and a specification sheet suggesting pos- 

sible equipment available to fit the plan. Each plan is detailed 
to provide for the correct amount of space, the proper 

arrangement of equipment, the right size refrigerator, and 

range, storage space to meet the family needs, ample ventila- 

tion, proper light and electrical outlets, and even suitable 

wall material. 
The designers of this series are women with years of 

experience in kitchen planning and ap- 

pointments. 

Equipped with this service, the archi- 

tect, builder or dealer is fully prepared 

to sell kitchens, in new homes or in 

remodelling work. The prospective 

owner is afforded an opportunity to 

select a particular design which fits 

her taste and need, knowing that it 

has been scientifically worked out and 

can be reproduced from materials and 

equipment readily available. 

Tile Walls for Everybody 

The desirability of clay tile for bath- 

room and kitchen walls has long been 

recognized; but because of their cost 

they could not be included in planning 

Ceramic Tile Clipped to Metal 

Lath Is Inexpensive to Install, 

and Does Not Crack. 



Asphalt Shingles with Coated Edges Last Longer 

and Afford Beautifully Effective Roofs. 

most homes. A large portion of the cost has been in the 

setting of the clay tile. Now, however, a new method of 

setting has been perfected which saves most of this costly 

labor and produces a superior job as well. 
With this new method a piece of sheet metal is nailed to 

the wall, right over the old plaster in remodeling work. It 

is so punched as to form clips or grippers which project at 
right angles. To set the tile it is only necessary to “butter” 

the bottom of each tile with a small amount of mortar and 

press it into the clips. 
When the tile are all in place the joints are filled with 

cement, the surface trued with a board and hammer and the 

excess cement wiped off. The work takes only a fraction 

of the time required for old fashioned tile setting and because 
of the metal lath backing the tile will not crack if the build- 

ing settles or there is shrinkage. 

Sealed Edge Shingles 

Turning to the exterior of the house we find some new 

developments in the way of roofing which should be of 

interest. One of these is a coated asphalt shingle made by 

a new process, designed to afford longer life and greater 

beauty without increased cost. 

These shingles have no cut edges. The edges are coated 

with asphalt and a layer of mineral granules. It is stated 

that tests show that this edge coating adds years to the life 

of the shingles. At the same time it forms a beautifully 

rounded edge which, with increased thickness and deep 

shadow lines, enhances the beauty of the roof. The in- 

creased thickness of the exposed portion, where the wear 

comes, also increases the durability of the roof. 

All Types of Roofing Offered 

A company which has long been 

known for its fine line of stained cedar 

shingles, has made additions to its line 

which include a complete line of port- 

land cement and asbestos shingles. 

These are offered in a wide variety of 

colors and textures, and with rough 

and square butts, adapting them to 

almost any type of roof and archi- 

tecture. 

This company: is also offering hand 

split shingles, which are sawed smooth 

on the back. These provide for the 

rough texture so greatly desired today. 

A Wide Variety of Colors and 

Textures Are Available in As- 

bestos Cement Shingles. 

AMERICAN BUILDER AND BUILDING AGE 

They come both stained and unstained. Stains for pre- 

serving wood and renewing the color of old shingles have 

also been made available to meet a growing demand. 

Building Paper That Stretches 

Another of the manufacturers of stained shingles has re- 

cently come out with a building paper that stretches. The 

stretch, which is said to be more than one inch to the foot, 

prevents tearing and breaking at the nails. 

This paper is also proof against wind, water and moisture. 

It is made of two sheets of high grade kraft paper crinkled 

and impregnated with a special asphaltic compound. It looks 

much like leather and will resist a pull of 20 pounds per 

nail without tearing. When punctured it clings to the nail 
preventing the penetration of moisture at the nail hole. 

Steel Nailer Joists Improved 

~During the last few years, the steel nailer joist has won 

well-deserved popularity because it eliminates shrinkage 

cracks, permits the passage of pipes and conduits through 

its open web and allows the flooring to be nailed directly to 

the wood strips. 

Wood strips, no matter how thoroughly seasoned, are 

subject to expansion and contraction and have a tendency 

to loosen from the steel. One manufacturer is now produc- 
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Nailer Joists, with Wood Strips That Have Been Treated to Prevent Moisture Absorption and Are 
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Clamped between Flanges with Indentations That Grip the Wood, Eliminate the Shrinkage Problem. 

ing a nailer joist in which the problem of expansion and 

contraction of the wood is eliminated. 
The nailer strip is dried to a certain degree of moisture 

content and is then immersed in a waterproofing compound 

for a period of two hours. Results show that a strip so 

treated is practically impervious to the absorption of addi- 

tional moisture and so will not loosen from the joist. 

To make the strip doubly secure, the two upstanding 

flanges of this joist are provided with a series of indentations, 

placed along the upper edges at intervals of 3% inches. 

These are staggered from one side to the other. These are 

embedded in the wood. 

All-Steel Floor Construction 

Following the development of the light steel joist, atten- 

tion has been centering on steel floor construction, One 

of the recent developments in this field is a floor constructed 

from a solid, rolled steel shape, with fillets and sharp, true 

edges, which is not subject to buckling, warping or bending. 

The longitudinal ribs formed by the interlocking flanges 

of the sections used, form a horizontal plate girder of great 

stiffness which distributes the stresses uniformly. 

The sections of this floor may be riveted, bolted or welded 
together. For light floor loads, such as dwellings, apartment 

houses, hotels, institutional and educational buildings, the 

individual sections need not be attached to each other.. 

These floors eliminate all temporary plank flooring, all 

wood forms, all reinforcing steel for floor slabs, and all 

reinforcing mesh or fabric for floor slabs. They can also 

be used in roof construction. 

And All-Steel Roof Decks 

Steel roof decks are also attracting a lot of attention these 
days. The plates for the deck illustrated are rolled from 

special copper-bearing steel, and finished with a coat of light 

gray semi-gloss paint. On special order either tight coat 

galvanized or toncan sheets can be furnished. 

The plates are formed in three widths, 6, 12 and 18 inches, 

the 18-inch being standard. Reinforcing ribs, 1% inches 

deep, with a %4-inch base, are rolled into the plate 6 inches 

on centers. These ribs are uniform in cross-section until 

near one end where they become sufficiently smaller to per- 

mit easy end lapping without distorting the deck in any way. 

The laps are always made directly over the purlins. 

The sides of the plates are designed so as to interlock. 

In erection, the depending flange of one plate nests into the 

channel flange of the next. 

Left: All-Steel Floors Are Exceptionally 

Rigid and Facilitate Rapid Construction. 

Below: These New Steel Roof Decks Are 

Incombustible and Inexpensive. 
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Veteran Staff Men Honored 

Johnson, Morris and Smith Chosen as Vice-Presidents of 

American Builder Publishing Corporation 

S a sequel to the election of Henry Lee and 

Samuel O. Dunn, formerly vice-presidents, to 
the chairmanship and presidency, respectively, 

of the American Builder Publishing Corporation, as 

noted in last month’s issue, other elections and appoint- 

ments have been made as follows: Bernard L. Johnson, 

editor of the AMERICAN BuILDER AND BuILDING AGE, 

has been elected vice-president and a director; Robert 

H. Morris, business manager of this publication, has 
been elected vice-president and a director; and Delbert 

W. Smith, dean of the advertising sales staff, has been 

elected vice-president. 
The service of these three individuals in the building 

and publication fields has been notable. Mr. Johnson 

has been editor of the AMERICAN BUILDER AND BUILD- 

ING AGE and of its predecessor publications, the AMER- 

“ICAN BUuILpER, and the American Carpenter and 
Builder, for more than twenty-two years, starting in 

February, 1908. Mr. Smith began a year earlier, join- 

ing the advertising staff of the old American Carpenter 

and Builder early in 1907. Both of these men were 

born in eastern Michigan and together attended Kala- | 

mazoo College and the University of Chicago, grad- 

uating in 1906. When first out of college, Mr. John- 

son specialized in architecture and engineering, and 

Mr. Smith in business administration and merchandis- 
ing. From the first they have been effective units in 

the development of the AMERICAN BUILDER. 
Mr. Morris came into the AMERICAN BUILDER or- 

ganization through the purchase of Home Building 

and its merging with the Building Developer, and 

afterwards with the AMERICAN BuILper. Prior to this, 

Mr. Morris had had a great deal of experience in work- 
ing with contractors, dealers and manufacturers. Fol- 

lowing the war, he was engaged overseas in the export 

business, was field secretary of the National Builders’ 

Supply Association, was then associated with a promi- 

nent merchandising and research agency, and was active 
in the organization of the National Better Home Build- 

ers’ Association. 

As business manager of the AMERICAN BUILDER AND 
Buitptnc Ace, Mr. Morris has collected all pertinent 

facts and data to put the sale of advertising space on a 

thoroughly modern and scientific basis. He has directed 
intensive fact-finding surveys of the building industry, 

amassing such a fund of information that he is now 

recognized as one of the best informed merchandising 

counselors in the building and construction field. 
Mr. Johnson, in addition to editing the AMERICAN 

BuILpEr, has found time to write and compile a number 

of books on home building, construction details and 
allied subjects. He has also served as editor of the 

Woodworkers Review, Dealers’ Building Material 
Record, Cement World, Farm Mechanics, and the 

Building Developer. He was awarded Honorable Men- 

tion in the 1930 Editorial Awards by the Associated 
Business Papers for the best editorial. He is a member 

of the President’s Conference on Home Building and 

Home Ownership, serving on the Home Modernizing 

Committee. 

Mr. Smith’s contribution to the cause of good busi- 

ness and constructive merchandising in the building 

field has been outstanding for more than twenty years. 

Covering the states of Ohio, western Pennsylvania, 
Indiana and Michigan, he has built up a relationship 

of confidence and loyalty among manufacturers, sales 
executives and advertising agency counselors that is 

almost unique in the business paper field. 
The addition of these three new vice-presidents to 

the official family of the Simmons-Boardman organiza- 

tion emphasizes the control of the AMERICAN BUILDER 

AND BuILpinG AGE by men long experienced in this field 

and intimately associated with the publication through- 

out the period of its development. 
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Building Activities 

The Month's News of the Industry 

Construction Investment 

Trust Now in Operation 

HE Construction Investment Trust, 

Oscar Rosenthal’s project to put 

the Chicago building industry back on 

its feet, received the approval of the 

State of Illinois and was officially 

launched on November 14, and started 

functioning immediately. 

The Illinois Securities Commission 

has authorized the issuance of an ini- 

tial 1,000,000 shares of $50 each, or a 

total par value of $50,000,000. Another 

million will be issued when needed 

and then another, and so on. Already, 

according to Mr. Rosenthal, this first 

$50,000,000 has been pledged by labor 

and by labor employers and manu- 

facturers. 

125,000 Union Men Pledged 

The Chicago Building Trades coun- 

cil, comprising 125,000 union men, has 

pledged the subscription of each mem- 

ber to 10 shares, which would total 

$62,500,000. At present, according to 

Mr. Rosenthal, there are only about 

30,000 men working, so this would 

mean only $15,000,000 at the start. He 

points out, however, that gradually the 

other men will start making payments 

as work begins and wages are paid. 

In addition, the building trades coun- 

cil, by resolution, has asked the unions 

to take as much as possible from their 

treasuries and invest in the trust. Al- 

ready the Painters’ District council 

has investéd $10,000; the Electrical 

Workers No. 134, $10,000; the Bridge 

and Structural Iron Workers, $5,000, 

and the Hod Carriers and Laborers, 

$5,000. Other unions are acting as 

rapidly as the matter can be brought 

up at regular meetings, it was said. 

Builders Take Up Plan 

In addition to the unions, practically 

ali the important building industry or- 

ganizations of employers have ap- 

proved the Rosenthal plan, and em- 

ployes of builders, architects, realtors, 
and material dealers, as well as the big 
construction and material interests 

themselves, are expected to subscribe 
heavily for shares in the trust. 

Money will be available at reason- 
able rates, with the commission only 

large enough to cover the actual ex- 

pense of operation. 
One of the first steps taken by the 

new organization was a decision to call 

on the governor of Illinois to start a 

modernization program, similar to that 

Coming Events 

Dec. 2-5, 1931—The President’s Con- 

ference on Home Building, final 

General Session, Washington, D.C. 

Dec. 7, 1931—National Homes Finance 

Corporation, First Annual Stock- 

holders Meeting, Congress Hotel, 

Chicago. 

Dec, 7-8, 1931—National Builders Sup-- 

ply Association, Annual, Hollen- 

den Hotel, Cleveland, Ohio. 

Dec, 7-9, 1931—Associated Leaders of 

Lumber and Fuel Dealers of 

America, Annual, Congress Hotel, 

Chicago. 

Dec. 12, 1931—Massachusetts Retail 

Lumber Dealers’ Association, An- 

nual, Hotel Statler, Boston. 

Jan. 9-15, 1932—American Road Build- 

ers Association, Annual Conven- 

tion and Road Show, Statler and 

Book - Cadillac Hotels, Detroit, 

Mich. 

Jan. 12-15, 1932—Ohio Association of 

Retail Lumber Dealers, - Annual, 

Toledo. 

Jan. 13-14, 1932 — Retail Lumber 

Dealer’s Association of Indiana, 

Annual, Claypool Hotel, Indian- 

apolis. 

Jan. 14-16, 1932— Mountain States 

Lumber Dealers Association, An- 

nual, Cosmopolitan Hotel, Denver, 

Colo. 

Jan. 18, 1932—Associated General Con- 

tractors, Hotel Schroeder, Mil- 

waukee, Wis. 

Jan. 18, 1932—National Association of — 

Real Estate Boards, Annual Mid- 

Winter Meeting, Jefferson Hotel, 

St. Louis, Mo. 

Jan. 19-21, 1932—Northwestern Lum- 
bermen’s Association, Annual, 

Minneapolis Auditorium, Minne- 

apolis, Minn. 

Jan. 20-22, 1932—Pennsylvania Lum- 

bermen’s Association, Annual, 

Bellevue-Stratford Hotel, Phila- 

delphia. 
—_—__—_ 

undertaken in Indiana, in the interest 

of unemployment relief. 

Rosenthal Heads the Trust 

Mr. Rosenthal, president of the Con- 

struction Investment trust, is presi- 

dent of the National Association of 

Building Trades Employers and also 

head of the Builders: Association of 

Chicago and the [Illinois Builders 

league. He is an officer or director in 

a long list of national organizations. 

N. C. Mather, vice-president of the 
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trust, is vice-president of the Lord & 

Bushnell Lumber Company and presi- 

dent. of.the U. S. General Underwrit- 

ers. J. B. Cornell is secretary-treas- 

urer of the trust. 

In’ addition to Mr. Rosenthal and 

Mr. Mather, the other directors of the 

trust are Patrick F. Sullivan, president 

of the Chicago Building Trade coun- 

cil; A. J. Druecker, president of the 

Material Dealers Association of Chi- 

cago; William Schlake, president of 

the Illinois Brick Company; and T. J. 

' McGuire, president of the Moulding- 

Brownell corporation. 
—— > 

Promote Rotating Employ- 

ment 

RRANGEMENTS for a series of 

meetings throughout the coun- 

try for the purpose of securing adop- 

tion of the rotating employment plan 

wherever practicable on construction 

operations are being completed by 

Col. William A. Starrett of New 

York, vice-president of the Associated 

General Contractors of America and 

the member of President Hoover’s Or- 

ganization on Unemployment Relief 

who has been delegated to promote 

employment rotation in the construc- 

tion industry. 
——<g—_—_. 

Oil Burner Firms Merge 
MERGER of the Silent Auto- 

matic Co. and the Timken-Detroit 

Co., under the name of the Timken 

Silent Automatic Co., has been an- 

nounced. The merger is to be effective 

as of Jan. 1, 1932. In the meantime the 

two companies will be operated inde- 

pendently, but with a community of 

interest non-existent in competing 

firms. 

Col. Fred Glover, president of the 

Timken-Detroit Axle Co., has been 

named president of the Timken Silent 

Automatic Co. No change in the per- 

sonnel is contemplated for the present. 
————_ 

Wales Named President 

RED A. WALES has recently been 

elected President of Aluminum 

Colors, Inc. Mr. Wales became asso- 

ciated with this company shortly after 

it was organized in 1929, and in the 

capacity of Vice-President, was ac- 

tively engaged in the development of 

the Alumilite process for treating and 

coloring aluminum and its alloys. 

Ralph E. Pettit has been appointed 

Sales Engineer and will be identified 

with the promotion and sales service 

of the Alumilite process. The offices 

of Aluminum Colors, Inc., have re- 

cently been moved from 401 Michigan 

Street to 537 East Washington Street, 

Indianapolis, Ind. 



CURRENT CONSTRUCTION FIGURES 

Residential Building Shows Improvement 

in Face of Slight Total:Decline 

CTOBER was marked by a re- 

vival of business and financial 

confidence which appeared to be a 

definite indication of better conditions, 

especially since the period of depres- 

sion has continued, to a large extent, 

on the basis of general pessimism. 

This step toward recovery had not, 

however, gathered sufficient mo- 

mentum to affect the volume of build- 

ing contracts, which decreased slightly 

more than two per cent from the Sep- 

tember total. Residential building, on 

the other hand showed a gain of 

nearly six per cent over the preceding 

month. Total October contracts 

amounted to $338,205,597, which was 

divided between the various important 

classes as follows: 

Residential Buildings ..... $138,496,087 

Commercial Buildings .... 45,965,700 

NN 6 eek wiites vets 9,735,770 

Educational Buildings .... 16,125,340 

Hospitals and Institutions. 8,642,150 

Public Buildings ......... 5,359,970 

Religious and Memorial .. 4,431,020 

Social and Recreational... 18,741,690 

Public Works and Utilities 90,707,870 

My $338,205,597 

These figures cover the volume of 

contracts awarded for the entire 

United States as estimated by the 

AMERICAN BUILDER AND BuILpING AGE. 

They are based on the figures for con- 

tracts awarded in the 37 eastern states, 

as reported by the F. W. Dodge Cor- 

poration, with factors added to ac- 

count for contracts in the 11 states 

west of the Rocky Mountains, and for 

the smaller, unreported work not cov- 

ered by the Dodge reports. 

The construction volume for the 11 

western states normally amounts to 

- about 10 per cent of the volume for 

the balance for the country. During 

September the western volume fell be- 

low its normal- proportion but in- 

creases during October restored it to 

its normal place at 10 per cent. 

The Dodge reports cover only a por- 

tion of the new building, modernizing 

and repair work of less than $5,000, a 

large portion of which is carried out 

in the rural districts and small towns. 

This work normally amounts to about 

25 per cent of the reported volume, 

varying with the seasons and changing 

conditions. 
The stimulation of rural building fol- 

low the harvest season, the movement 

to provide grain storage on farms and 

the exceptionally favorable weather this 

year have pushed this volume above 

normal proportions in October and a 

factor of 27 per cent is necessary to 

account for it. 

Practically all of this work is resi- 

dential or farm buildings and has, 

therefore, been classified under the 

heading Residential Buildings in the 

tabulation. 

Associations Merged 

MEETING of manufacturers and 

association staff men of the 

North Carolina Pine Association, and 

the Southern Pine Association, was 

called recently for the purpose of com- 

pleting the details of an amalgama- 

tion of the two associations. 

This means that one board of direc- 

tors will dictate the policies of the or- 

ganized production of Southern yellow 

pine from the entire eleven Southern 

states, and that yellow pine will be made 

and marketed under one set of grade 

rules and policed by one staff of in- 

spectors. 
—_—_—<>__—_ 

Moulding Standard Revised 

COMPLETE revision of the No. 

7000 series of American Standard 
Moulding has been made and is being 

published by the Central Committee on 

Lumber Standards. This revision, 

’ which was prepared under the direction 

of a committee representing all 

branches of the lumber and millwork 

trades and the American Institute of 

AMERICAN BUILDER AND BUILDING AGE 

Architects, was designed to provide 

standard designs which would be con- 

sistent with good architecture and also 

with the current American Standard 

sizes for finishing lumber. The new 

designs are the original work of Emory 

Stanford Hall, A.I.A.. who was a 

member of the special moulding com- 

mittee. 
———_>————_ 

Dealers Reelect Hager 

HE Fifteenth Annual Convention 

of the National Retail Lumber 

Dealers’ Association, was held Octo- 

ber 27 to 30, at the Book-Cadillac Ho- 

tel, Detroit, Mich. A. J. Hager, Hager 
and Cove Lumber Company, Lansing, 

Mich., was reelected president for the 

coming year. 

Plan All-Tile House 

HE Associated Tile Manufacturers, 

Inc., have signed a contract for con- 

struction ofa residence built inside and 

out of tile, to be shown as part of the 

Housing Exhibit of A Century of 

Progress Exposition, Chicago’s 1933 

World’s Fair. This is the first con- 

tract signed for the construction of a 

building in the Housing Group. Other 

groups of building material producers 

and large individual units in the indus- 

try are making plans to erect buildings 

in the Housing Group to demonstrate 

the uses of their materials to visitors 

to the 1933 World’s Fair. The object 

of the exhibit is to demonstrate how 

attractive living quarters can be pro- 

vided at reasonable cost for people in 

moderate circumstances. 

Corresponding Designs of a 5-inch Crown Moulding in the Three 

Series. The pattern from the old 8,000 series, shown in the cen- 

ter, is too wide to be produced from kiln dried strips used for 

the manufacture of American Standard 5-inch finish; it has but 

two points of contact for machining with one point coming in the 

center of the moulding making it difficult to run without mismanu- 

facture; and its contours are uninteresting from an architectural 

standpoint. The pattern on the left is from the original 7,000 © 

series and while embodying better architectural lines, it has the 

deficiencies of the old 8,000 pattern from the standpoint of width 

and machining. The pattern on the right, from the revised 7,000 

series, eliminates all the deficiencies of the other two patterns. 
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BEST PROSPECTS FOR. BUILDING INDUSTRY Use Double-Deck Elevators 

LIE IN NEW DWELLING CONSTRUCTION 

Many Eastern Communities Are Active 

in Residential Building 

EPORTS from many leading build- 

R ing centers point to a definite need 

for single family houses and for two 

and three story apartment buildings. 

Already, in many communities, advan- 

tage is being taken of the rock-bottom 

prices now prevailing and homes are 

being constructed in good numbers. 

New York Area Active 

The metropolitan area of New York 

is particularly active at this time in 

residential construction. In the suburb 

of Larchmont, 135 dwellings have been 

sold this year and an active demand 

is reported for houses of the $15,000 

class. 
Building in Queens County, New 

York, has risen 20 per cent during the 

past year. Plans filed so far this year 

provide for the housing of 11,197 fami- 

lies. Preference for housing costing 

from $6,500 to $8,500 is reflected in the 

sales. Moderate-priced apartments, 

renting from $14 to $20 a room and 

six and seven-room houses selling for 

$6,500 to $8,500 have been specially suc- 

cessful. Long Island developers report 

a steadily increasing real estate market 

that indicates activity of boom propor- 

tions in the spring of 1932. 

Report Sale of 254 Dwellings 

One firm of Long Island developers, 

recently reported the sale of 254 dwell- 

ings during a period of six months 

for a total of $1,728,000. In this num- 

ber were represented practically every 

type of house from a modest bunga- 

low for $2,500 to a pretentious resi- 

dence for $25,000. 

Another developer reports that three 
hundred homes have been built on his 

1,000 acre tract in less than two years. 

At Bayside, Long Island, N. Y., a 
development organization has just 

opened for inspection the first of 400 
brick and stone houses which it plans 

to erect. These builders have erected 

more than 2,000 houses in other sec- 
tions of the island. y 

New Jersey Also Active 

A new development that will cost 
more than $2,000,000 has just been an- 

nounced for Nutley, N. J., where a 

tract to accommodate the building of 
250 single family dwellings has been 
purchased and is now under develop- 
ment by the Harsam Realty Company. 
Six homes of English and Colonial de- 

Sign are at present in various stages 

’ of construction. The owners are con- 

fining their dwellings to the moderate 

priced class. 

‘Reports from southern Jersey indi- 

cate that this section will be more ac- 

tive now than it has been in many 

months. . Several apartment buildings 

are being contemplated in Atlantic 

City alone. 

The Board of Realtors of the 

Oranges and Maplewood, New Jersey, 

reports for the month of September 

the largest number of residential sales 

of any September since 1926. 

Connecticut Cities Not Inactive 

Many communities in Connecticut 

are now enjoying a fair volume of resi- 

dential building. Building activity in 

the city of Bridgeport continues to 
maintain a steady level. Architects an- 

nounce that with the present low cost 

of material there is a considerable in- 

crease in the number of inquiries by 

prospective builders of one family 

houses and it is anticipated that the 

coming winter will see a marked activ- 

ity in small building construction in 

and around the city. 

Increased Activity in Philadelphia Area 

Homes seem to be leading the up- 

ward trend in the building industry in 

Philadelphia and vicinity. Many re- 

cent permits have been taken out for 

house operations. More operative 

builders are entering the field again 

and others are now considering opera- 

tions. Dwelling construction accounted 

for approximately 50 per cent of all 

work started in Philadelphia during 

the month of September. From all in- 

dications, there will be a fair amount 

of new dwelling construction during 

the fall and winter months, and it is 

likely that it will continue right into 

spring. 

New Apartments in Philadelphia 

An increase in apartment construc- 

tion in Philadelphia has recently been 

noted. Local builders and subcontrac- 

tors are interested in a number of 

apartment building projects for erec- 

tion. An apartment building, contain- 

ing 102 suites, is being planned by Karl 

F. Otto, architect. Another apart- 

ment of four stories of brick, cast 

stone and steel construction, is soon to 

be erected. Several large apartment 

buildings are contemplated for Ger- 

mantown and in Delaware County. 

OR the first time in the history of 

building construction double-deck 

elevators have been installed in a sky- 

scraper. The building in question is 

the new 67-story home of the Henry 

L. Doherty and Cities Service Com- 

panies in the heart of New York’s 

financial district. In addition, another 

innovation in office building transpor- 

R 

America's First Double-Deck 

Elevators Now Being Installed 

in the Cities Service Building, 

New York City. 

tation has been installed—escalators to 

handle the rush hour crowds between 

the 6th floor and the basement. 

Damages Are Awarded 

DECISION, important to the 

building industry as a whole, was 

recently rendered by the Supreme Ju- 

dicial Court of Massachusetts, in a 

case where the contractor substituted 

two layers of tar paper for the Cabot’s 
Quilt insulation specified in the con- 

tract. 

This decision plainly states that, al- 

though the defendant (the contractor) 

claimed to have acted in good faith, 

he is liable for damages to the ex- 

tent of the reasonable cost of making 

the structure comply with the specifi- 

cation, where he has_ intentionally 

defaulted by failure to follow the speci- 

fications. 
This-is a point on which there has 

been considerable legal confusion. 
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Machines Perform the Labor 

Man Power Is Being Displaced by Mechanical Power, 

Directed by Brain Power, in This Modern Machine Age 

For further information on 

any of the products men- 

tioned on these pages write 

American Builder and Build- 

ing Age, Information Ex- 

change, 105 W. Adams St., 

Chicago. 

This Electric Hand Saw, Speeded Up for the Cutting of Stone, 

Tile, Terra Cotta and Similar Materials Speeds Up Work on the 

Job, and Increases Profit Possibilities. 

N building, as in all other industry, man power, in the 

physical sense, is being displaced by machines. In other 

words, the man’s place in the scheme is to supply brains, 

direction, control, instead of brawn. The builder who fails 

to recognize this development and depends on old methods 

and equipment has little chance to meet competitive prices 

with quality work, and in sufficient volume to show a profit. 

But the builder who does recognize the developments of 

the machine age, and adapt his methods to them, is in a 

better position to win success today than ever before. This 

is just as true for the small organization as for the large. 

Modern machines are being developed for every type of 

work. Take, for example, present day methods of cutting 

stone, tile and terra cotta with those of a few years back. 

Electric Hand Saw Cuts Stone 

Within comparatively recent times the cutting of masonry 

materials on the job was a slow, laborious task, and of 

’ course costly because of the labor involved. Today a small 

portable, electric hand saw does the same job in a small 
fraction of the time, and does it better too. One such saw 

is shown in use cutting glazed tile during the construction 

of the Mellon Institute, in Pittsburgh. 

This saw is similar to the familiar electric hand saw for 

cutting lumber and, in fact, can be used for that purpose 

also, but has been speeded up to 3,000 r.p.m. for work on 

the hard materials. It is equipped with special abrasive discs, 

in place of saw blades, which are adapted to the various 

materials to be cut, or scored. The cutting depth is adjust- 

able from zero to 2 inches, which is the maximum capacity. 

This saw can also be mounted on a saw table for light 

cutting instead of being used for a hand saw. This takes 

Light and Easily Portable But with Ample Power, 

a Floor Surfacer Which Can Be Used to De- 

velop a Profitable Business. 

care of operation where much cutting must be done in one 

place and portability is of less importance. 

Profit in Floor Finishing 

It is not hard to remember the old laborious method of 

scraping and finishing floors by hand, in fact some work is 

still done that way. But it can’t be very profitable. Mod- 
ern floor surfacing machines do better, faster work and 

make possible greater profits. The floor finishing and refin- 

ishing business holds big possibilities, either as a special 
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MAKE MONEY 

TLL LNG doorbells | 

HERE is profitable RU-BER-OID busi- 

ness inside most every property owner’s 

door. Ring door bells and RU-BER-OID 

will help you get your share of this business. 

To some a new colorful fire-resisting roof 

laid right over the old wood shingles will 

appeal. RU-BER-OID has a complete line of 

both asphalt and asbestos shingles. You can 

offer weights, designs and colors to fit every 

pocketbook and please every taste. 

To others the thrifty suggestion of a 

brick-style siding job will arouse interest. 

This beautiful heavy slated and deeply re- 

cessed “brick-like” siding in buff, red or 

tapestry “face brick” does a double duty 

job. It inexpensively insulates as it beauti- 

fies. It stops the cost of painting forever. 

RU-BER-OI WILL HELP YOU: 

Still others may be interested in a remod- 

eling job or a new home. RU-BER-OID roofs 

will give them the most in both beauty and 

protection for their roofing dollar. Safe-n- 

dry Reinforced Building Paper used behind 

window frames, clapboards, brick veneer or 

under hardwood floors will repay its cost 

over and over again in fuel savings and free- 

dom from draughts and dampness. 

All these distinctive RU-BER-OID prod- 

ucts are nationally advertised and known. 

You don’t have to waste time proving their 

quality. They also save time in application. 

Make money on this complete line. Ring 

door bells. Your RU-BER-OID dealer or the 

nearest RU-BER-OID office listed below will 

gladly help and equip you. Call or write 

for full information, but get started today. 

.. 

The RUBEROID Co. 
ROOFING MANUFACTURERS FOR OVER FORTY YEARS 

Sales Divisions: RUBEROID MILLS—CONTINENTAL ROOFING MILLS 
SAFEPACK MILLS—H. F. WATSON MILLS—ETERNIT 

ASPHALT SHINGLES AND ROLL ROOFINCGS—ASBESTOS-CEMENT SHINGLES AND CORRUGATED SHEETS -ASBESTOS, ASPHALT, COAL TAR 

—COAL TAR AND ASPHALT FELTS AND SHEATHINGS—ASPHALT WATERPROOFING PAINTS AND CEMENTS—DRY FELTS AND SHEATHINGS 

WHEN WRITING ADVERTISERS PLEASE MENTION THE AMERICAN BUILDER AND BUILDING AGE 

PITCH AND FELT BUILT-UP ROOFS—ASBESTOS: SHEATHINGS, FELTS, MILL BOARD, PIPE COVERINCS—KRAFT WATERPROOF PAPERS Vs 

Offices & Factories: New York, N. Y.—Chicago, [1l.— Millis, Mass.— Erie, Pa.—Baltimore. Md.— Mobile, Ala. 
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Low Priced I'/) to 2-Ton Trucks 

Are Available in-9 and 12-Foot 

Lengths and All Body Types. 

business or as extra work devion the 

dull building season. 
One of the latest and most improved 

machines which has been designed for 

such work is illustrated. It has a large 

capacity on large areas but is also effi- 

cient on small areas which makes it 

highly adaptable. While provided with 
plenty of power it is, at the same time, 

light and compact and easily portable. 

One man can carry it without effort. 

This machine, which has been put 

out by a company of long experience 
in floor surfacing machine manufac- 
ture, is available on convenient terms to anyone who is 

interested in getting into the floor surfacing business. 

Making Keys Also Pays 

Another machine which offers extra profit opportunity 

is a new key cutting machine, the 

operation of which offers a striking 

contrast with the old method of filing 

keys by hand. Its operation is entirely 

automatic. With it, a smooth, finished, 
perfect-fitting key can be made in one 

operation, 
There is an automatic screw feed 

which feeds the carriage for duplicat- 

ing all makes and sizes of cylinder 

keys without the attention of the oper- 

ator; and a tension lever assures uni- 

form contact between the file and key. 

An automatic release cuts out the ma- 

chine when the key is finished. There is also a micrometer 

adjustment which permits the new key to be. cut slightly 

oversize if the old key is worn. 

The cutting of automobile keys by code is greatly simplified 

by this new machine. It does not require any depth keys, 

guides, masters or patterns of any kind. One spacing guide 

takes care of the spacing of all automobile keys and one 

depth controller for each make of key gives the correct depth. 

Completely Automatic Key 

Cutting with This ‘Machine 

Is a Good Sideline. 

AMERICAN BUILDER AND BUILDING AGE 

Sixty Horsepower Instead of Two 

Not only man power but horse power is being replaced by 

machines. Today the motor truck has almost entirely re- 

placed horse drawn wagons and the truck manufacturers are 

turning out models to meet every practical requirement. One 

of the latest of the new models is illus- 

trated. 
This is a light, 114 to 2-ton unit with 

a six cylinder 60-horsepower motor. It 

is said to be the lowest priced unit of 

its rated capacity and the lowest priced 

truck ever produced by the well known 

company which puts it out. 

Both 9 and 12-foot body lengths are 

made possibie with this unit through the 

use of two wheel bases, 131 and 157 

inches, while dual wheels are offered 

as optional equipment. On the 157- 

inch base they are provided at no addi- 

tional cost. A complete line of bodies is also offered to adapt 

this truck to all types of work. 

2 Improved Welding Equipment 

Within the last few years welding has been coming to 

the fore quite rapidly as a method of steel building con- 

struction, with the result that manufacturers have greatly 

improved the equipment for field welding. One of the latest 

announcements in this field is a com- 

plete new line of single-operator weld- 

ing sets covering 100 to 600 ampere 

ratings. 

This line includes both portable and 

stationary sets, the basic’ form being 
stationary, with but a slight change 

needed to make it portable. The vari- 

ous types include those for operation 

on either alternating or direct current 

at all standard voltages and, in the case 

of alternating current, standard fre- 
quencies. Two and 3-phase gasoline- 

engine-driven sets are also available. 

These sets offer compactness and 

light weight together with improved 

welding characteristics, They are sim- 

ple in operation and a method of con- 

trol is used for which a majority of 

welding operators show a preference. 

Here Is One of the Improved 

Types of Welding Sets Developed 

for Welded Construction. 
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ly IRA WILSON & SONS DAIRY CO. 
st 
is THE standardization on Ford equipment by one of i 

d- the country’s most successful dairy companies is manos soee seeeeaee one 
re ° e . ° 2 significant. Starting from scratch a little more than 

mn October 20, 1931 
1d a year ago, this concern now operates on a one-thou- 

~ sand-can schedule, serving forty-nine retail and fifteen sue Bite cones 

‘. wholesale routes. Contlenen: 

mn Ira Wilson & Sons Dairy Company is one hundred satiatactory in every respect that we feel we sbowd. give” at “ . you the applause you merit, 
a per cent motorized, depending on seventy-six Ford suantscr sea Tet Donte exstuatvaly after «careful toe 

e- units to maintain efficient and economic delivery a ~esuunae” 

ail service. rine 
Ie. Th liabili d f «r deli aod retail tasianons They include trucks, Light 4a! delivery cars, 
id e reliability and economy of their delivery ser- fruampration conte are unumally iow fr te creamer? Anteater. 

-d vice as well as the advertising value of the handsome Dandscne appearance of our Fords has real advertising value, 
i= e e e e es us we our z Ford units have proved to be important contributing poration costs eo iow. We tall thes all there is'us searets, 

We merely choose the best equipment - Fords, 
of factors to this Company’s success. Sincerely yous, 

a Ford delivery cars, trucks, and salesmen’s cars "OLN ;, 

ave used to fit Wilson’s varied needs. cs ensuaer 
eye President The same Ford reliability and true 

economy are at your command. 

WHEN WRITING ADVERTISERS PLEASE MENTION THE AMERICAN RUILDER AND BUILDING AGE 
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“Hedging” 

on the Zoning Law! 

Being Number Two of "COUNTER-ATTACK" 

By C. B. GRIFFIN 

Department of Buildings, Seattle, Wash. 

OU public counter jumpers know 

the kind! That particular type, 

against the unreasonable ire of 

which four feet of solid oak counter 

brass bound, unscalable under ordinary 

circumstances, seems but inadequate 

protection! 
You, veterans of the front line 

trenches, the counters of a public office 

—the “listening posts” of the army 

whose banners read “Civil Service,” 

and whose objective is that the public 

be civilly served, often encounter real 

obstacles in the way of a complete 

attainment of your worthy aims. How 

often have you seen an attack gather 

to the right or left of you along your 

linoleum-covered_ breastworks! (A 

counter man can teach a psychologist 

many things.) How often have you 

been reluctant to approach knowing 

that your first word will be the signal 

for a fusillade deadly in intent—pois- 

onous in effect! Yet, you are hopeful 

to the last! You are prepared for pun- 

ishment—you take a lot of it Some- 

times (confess it) you waiver a bit, 

wither a bit, yet you are not sold on 

the too popular idea that the public 

servant is but a step higher, or lower 

(or something) than a public enemy! 

On the Building Department Front, 
Zoning Sector: 

Lady, irate, “Say, you tell me if a 

man can build two houses on three 

lots! He’s started to dig right up close 

to my hedge and —” 

Clerk, “In what part of the City is 

this happening—in what zone? Do 

you know how much street frontage 

he has? : 
Irate, “Why, he’s got seventy-five 

feet and I planted that hedge myself 

twenty years ago when we built our 

house and —” 

Clerk, “‘Now let’s see, if they divided 

the property in half each lot would be 

thirty-seven and half feet wide, how 

wide do you suppose —” 

Irate, “The hedge is at least seven 

or eight feet wide now and —” 

Clerk, “How big do you suppose the 

houses are to be? There is no per- 

mit yet, they are evidently just dig- 

ging the — 

Irate, “Yes sir, that’s exactly what 

they ARE doing! They are practically 

digging it up by the roots arid they 

” 

surely cannot be permitted to 

ruin the looks —” 
Clerk, “The law does not prohibit 

them from building up to three feet 

of the lot line in a residence zone pro- 

vided that —” 

Irate, “Yes, providing that they 

don’t touch a twig of my hedge. It’s 

a shame that a taxpayer can’t get any 

protection for all —” 

Clerk, “The law does not prohibit 

them from building up to three feet 

of the lot line on one side provided 

that the yard on the other side of the 

house will be of sufficient width to 

account for twenty per cent of the 

width of each lot. 

Irate, “In other words, just because 

my hedge sticks over in their old lots 

about three or four feet they can come 

along and slash it all down. Why it 

took me twenty years to— Why I 

heard they are going to build two 

thirty-foot houses there! Can they 

crowd them up like that?” 

‘Clerk, “Well now let’s sez—in a 

First Residence Zone they must leave 

twenty per cent of each lot open in 

side yards and that’s— The total 

width of side yards on a thirty-seven- 

and-a-half-foot lot should be seven and 

a half feet. Yes, they could build two 

thirty-foot houses there.” 

Irate, “Humph! I wish somebody 

would tell me just why I’ve been pay- 

ing taxes for all these years! Surely 

I’m entitled to some protection! It’s 

a shame that anybody can do as they 
please like that.” 

Clerk, “Well, 

but—” 

Irate, “Yes, and ‘I am sorry but’ I 

am a taxpayer and I’ve been paying 

your FAT SALARY for the last 

TWENTY YEARS and it seems to 

me you MIGHT show a little DE- 

CENCY and consideration for my 
hedge and—” 

Clerk, “As I understand the situa- 

tion, there is nothing we can do.” 

Irate, “But I am not paying you for 

doing NOTHING! I am paying you 

for doing SOMETHING!” 

Clerk, “I can do nothing. I am not 

responsible for the law but must obey 

it the same as yourself and this man 

who is evidently trying to secure for 

himself the maximum possible return 

I’m sorry, madam, 

AMERICAN BUILDER AND BUILDING AG 

In other words—” ° 
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Surety You HAVE 

Some INTELLECT 

> 

ca 

on the taxes he has been paying, out 

of which, a very small sum has been 

contributed to my salary during the 

two years I have been employed by 

the City. His contribution (the term 

will please you!). may actually have 

been greater than yours but, regardless 

of whether or not it has been, the pro- 

tection of the law must be afforded 

him as well as yourself. This is only 

just.” 

Irate, “Well, now I didn’t come up 

here to be insulted but I suppose it 

was foolish to expect anything better 

from a politician! It’s come to a pretty 

pass when a tax—when a man can 

crowd houses so close together that— 

why, I heard that he is going to build 

a double garage on that property! Are 

YOU going to let him do that?” 

Clerk, “I think that the law will per- 
mit it.” 

Irate, “But he will have to drive in 

between the houses!” 

Clerk, “That will be permissible.” 

Irate, “But are you capable of real- 

izing that there will be only about 

seven or eight feet between the 

houses? Surely you have some in- 

tellect! Or have you?” 

Clerk, “Well, I’m not so sure, now, 

but I think that seven or eight feet is 

enough to drive a car through.” 

Irate, “But how, in the name of 

goodness, are they going to get out?” 

Clerk, “Get out” 

Irate, “YES! GET OUT! You are 

exceptionally bright today, aren’t you! 

Don’t you see that they'll drive in 

between the houses and then how in 

the world are they going to be able 

to open the doors so’s they can get 
out of the car?” 

Clerk, “Couldn’t they get out of the 

car in the front or in the rear of the 
houses?” 

Irate Lady, after a startled pause,— 
“Young man, you can be just as dumb 

as you please!” 

Flounces out. 

Clerk to himself, “I wonder if there 

is a job as janitor open anywhere.” 
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RADIO 

OUTLETS 

Providing connections for 

POWER:GROUND-AERIAL 

with box cover and barrier 

fo me
et the n

ew requi
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ts 

of the Na
tional
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ic Code

 

APPROVED UNDERWRITERS GUIDE CARD NO 361 A4- SEPTEMBER 29,1931 

Underwriters have revised their requirements covering low tension 

radio circuit and power circuits in the same box. 

Numbers 2150 and 2151 are specifically designed to meet these 

requirements for installation in standard 4” square outlet 

boxes. . . Furnished complete with box cover and barrier 

for easy installation by your Electrical Contractor. 

Number 2147 for aerial and ground connections only, 

fits any standard switch box. 

Receptacles take standard plates, brass or BAKELITE. 

Finding grooves in face of receptacle lead the plug 

fingers easily into place. 

NO 215] 

The Builder can point to this new device as the last 

word in electrical accommodations for his prospects. 

These Outlets installed with MULTICOUPLER make complete radio receiving systems for apartments, hotels and 

institutions. Let us send you complete information. 

THE ARROW-HART & HEGEMAN ELECTRIC Co. 

HARTFORD, CONNECTICUT, U.S.A. 

WHEN WRITING ADVERTISERS PLEASE MENTION THE AMERICAN BUILDER AND BUILDING AGE 
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The 

Offered by Book Publishers 

"Applied Architectural Drawing" 

This book, by Towne R. Aber- 

crombie, has been prepared with the 

idea of presenting new ideas, and 

also conveying old ideas in a more 

usable form, for use as a text book 

on architectural drawing. It is pub- 

lished by The Bruce Publishing Com- 

pany, 524-544 N. Milwaukee St., Mil- 

waukee, Wis. Price, $2.00. 

“School Ventilation" 

“School Ventilation—Principles and 

Practices” is the final report of the 

New York Commission on ventila- 

tion, published in book form by the 

Bureau of Publications, Teachers Col- 

lege, Columbia University, New York 

City. It exposes the antiquated theo- 

ries on which 20 state laws are now 

based and makes recommendations for 

a model ventilation law. Price $1. 

“Underpinning” 

This book, by Edmund Astley Pren- 

tis and Lazarus White, published by 

the Columbia University Press, New 

York City, is an important cofitribu- 

tion to the study of foundations and 

underpinning. The authors are mem- 

bers of the firm of Spencer, White 

and Prentis, engineers who have been 

leaders in the study of this subject. 

Price $7.50. 

“The Orders of Architecture" 

This book covers the Greek, Roman, 

and Renaissance groups with eighty 

plates illustrating selected examples of 

their application. It was written by 

Arthur Stratton, Architect, and is 

published by J. B. Lippincott Com- 

pany, Philadelphia, Pa. Price $8.00. 

Equipment for Buildings 

Heating Equipment 

Three new booklets on _ heating 

equipment have recently been issued 

by the Heater Division of the Motor 

Wheel Corporation, Lansing, Mich. 

“Comfort for All Seasons” covers the 

Weather Control Unit for air condi- 

tioning, “The Most Modern Way of 

Heating Homes” is on the subject of 

oil-burning boilers, and “Hot Water” 

applies to automatic oil-burning water 
heaters. 

Closet Equipment 

“Tidy Clothes Closets” is the title 

of a new booklet from the Knape & 

Vogt Mfg. Co., Grand Rapids, Mich., 

which catalogs and illustrates the vari- 

ous types of hangers for modern clos- 

. ets which are made by the company. 

Fireplaces 

A new fireplace unit booklet, de- 

Check These Items Every Month and 

Write for Those You Need to Keep 

Your Files Up to Date. Any Item 

Listed Will Be Sent Free on Request 

Except Where a Price Is Noted. The 

American Builder and Building Age 

Should Be Mentioned When Writing 

for These Publications. 

scribing the Heatilator Fireplace unit 

and illustrating a number of attractive 

installations, has just been published 

by the Heatilator Company, Syracuse, 

Wt. 

Concealed Radiators 

Two new pieces of literature are 

offered by the Rome Radiation Com- 

pany, Rome, N. Y., one covering 

Robras radiators and the other de- 

voted to Rocop convectors. 

Boilers and Radiators 

A new catalog, No. 1468, on boilers 

and radiators manufactured by The H. 

B. Smith Company, Westfield, Mass..,. 

is now being offered by this firm. 

Concealed Radiators 

Erskine copper radiators are de- 

scribed in a recent booklet from the 

Erskine Copper Radiator Corporation, 

1 East 42nd St., New York City. 

_ Contractors’ Equipment 

Electric Welded Buildings 

The Lincoln Electric Co., Cleveland, 

Ohio, has issued a folder-on the ad- 
vantageous use of bar frames in arc- 

welded mill buildings. 

Paint Spray Equipment 

A new catalog of portable spray- 

painting outfits has recently been pub- 

lished by the DeVilbiss Company, 

Toledo, Ohio. 

Welding Equipment 

An entirely new type of oxy-acety- 

lene welding rod, manufactured by 

The Linde Air Products Company, 30 

East 42nd St., New York City, is de- 

scribed in a new broadside being 
mailed by this firm. 

Miscellaneous Publications 

Wood Preservation 

“For Wood Preservation” is the 

title of a booklet offered by the Cur- 

tin-Howe Corp., 405 Lexington Ave., 

New York City, dealing with the ZMA 

pressure treatment for wood preserva- 

tion. 

"Farm Buildings” 

This is the title of a new booklet 

from the Southern Pine Association, 

New Orleans, La., which contains 

AMERICAN BUILDER AND BUILDING AGE 

Builder's Library 

twenty-four pages of plans for vari- 
ous types of farm buildings. 

Better Homes in America 

Better Homes in America, 1653 

Pennsylvania Ave., Washington, D. 

C., has published two guide books for 

its 1932 campaign. The one covering 

the campaign for rural communities 

and small towns is available at five 
cents a copy, while the one covering 

the campaign for cities and towns 

costs ten cents a copy. 

"A School Field House" 

Lumber Facts No. 29 is the new 

folder of the National Lumber Manu- 

facturers Association, Washington, D. 

C., which has been issued under this 
title. It contains plans and a bill of 
materials for this building. 

Construction Materials 

"Steel Reinforcing Bars” — 

This is the title of Simplified Prac- 

tice Recommendation R26-30 of the 

U. S. Department of Commerce. It 

may be obtained from the Superin- 

tendent of Documents, Washington, 

D. C. Price, 5 cents. 

Coated Wall Fabrics 

The Columbus Coated Fabrics Cor- 

poration, Columbus, Ohio, has pre- 

pared a sample book of a few pat- 

terns from its 1932 Wal-Tex line. The 

complete line includes about 190 pat- 

terns and will be ready for the trade 

about the middle of October. 

Thermal [nsulation 

The Flax-li-num Co., St. Paul, 

Minn., has issued a broadside on its 

products Bi-Flax, a combination of 

Flax-li-num insulation and metal lath, 

under the title “Save 44% of your 

labor cost.” 

Waterproof Building Paper 

A sample book of all types of water- 

proof papers made by the Keystone 

Roofing Mfg. Co., York, Pa., is being 

distributed by this concern. It includes 

various waterproof and_ reinforced 

building papers. 

Paint 

Samuel Cabot, Inc., 141 Milk St., 
Boston, Mass., has published a booklet 

entitled “The Architects Green Book,” 
which quotes the letters of a large 

number of architects in regard to their 

experience with Cabot’s Collopakes. 

Insulation 

Two new folders on house insula- 

tion have been prepared by The Wood- 

Fibre Board Corporation, 51 E. 42nd 

St., New York City, manufacturer of 

Arborite All-Wood insulation. 
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W. C. and A. N. MILLER 

tell one of the “Secrets” of their success 

‘ 

A GOVERNMENT OFFICIAL OF A SOUTH AMERICAN REPUBLIC bought this fine home in 
Wesley Heights. Both kitchen and breakfast room boast floors of Armstrong’s Embossed Inlaid Linoleum. 

They use Armstrong’s 

Linoleum Floors to 

help sell fine homes 

T was no haphazard guess that 

decided what: floor material 
W. C. and A. N. Miller were to 

use in the rooms where floors re- 

ceive the hardest wear. These 

successful realtors in Washington, 

D.C., knew just what they were 

doing! Here’s what they write— 

“In the rooms in which we have 
used linoleum, four elements have 

determined its selection. First, it 
is more resilient than most floor- 

ing materials, and consequently is 
easier on the person who must 
spend considerable time standing. 

Second, its insulating qualities 

result in its being generally more 

healthful than a colder floor. 

Third, the ease with which it is 

cleaned makes it more desirable 

for rooms the floors of which 

might become spotted. Fourth, 

with proper care, it is practically 

indestructible. 

**We do not confine ourselves to 

any particular pattern, but gener- 

ally leave the selection of the design 

to the purchasers 

of our homes.” 

To help you sell! 

A copy of the 

*“Home Decorator’s 

Idea Book” is a 
mighty usefulthing. 

Fully illustrated in 
color. It’s free. Arm- 

strong Cork Com- 

pany, Floor Sales 

Division, Lan- 

caster, Penna. 

Armstrong’ 

Product 

& 

Armstron OS 

Linoleum Floors 

for every room in the house 

PLAIN w~ INLAID ~ EMBOSSED ~ JASPE ~ PRINTED w~ LINOFLOR ~ ARMSTRONG’S QUAKER RUGS 
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NOW READY! 

18th 

EDITION 

A Complete Revision 

Packed With 

New, Live, Usable 

Information 

idder-Parker 

ARCHITECTS’ 

and 

BUILDERS’ 

HANDBOOK 

By the late Frank E. Kidder 
Compiled by a Staff of Specialists and 
HARRY PARKER, Editor-in-Chief 
Professor of Architectural Construction, 
School of Fine Arts, University of Pennsylvania 

AWorld-FamousWork-and-Reference Book 

Among architects throughout the world Kidder-Parker’s 
“Architects’ and Builders’ Handbook” stands supreme. 
It has attained its high position through almost fifty 
years of continuous and reliable service and today repre- 
sents the best in architectural practice. 
Improved methods of construction, new material, modifi- 
cation of building codes and the acceptance by architects 
and engineers of new unit stresses have necessitated this 
complete revision. Much material of the former edition 
has been omitted, many chapters have been revised or 
rewritten, and certain new chapters have been added. A 
new Index has also been prepared. 
Through years of constant use, thousands of architects 
have come to depend upon “KIDDER-PARKER” and its 
always convenient data. From cover to cover it is author- 
itative and thoroughly reliable, since every fact is strictly 

‘up to date. 

2315 Pages — 4144 by 7 — Flexible, $8.00 

AWILEY BOOK 

alaieiieiaiiaiaiataiaiaiaialel ON APPROVAL COUPON 
John Wiley & Sons, Inc., 440 Fourth Ave., New York City 
Gentlemen: Kindly send me for ten days’ free examination 2& 
copy of “KIDDER! PARKER.” I agree to remit the price of the 
book ($8.00) within ten days after its receipt or return it 
postpaid. 

eee eee 
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Practical Job 

Pointers 

A Practical Tool Chest 

HAVE seen many types of tool chests and made quite a 

number myself, but until recently I have found none that 

were satisfactory. Recently I constructed the chest shown 

in the sketch and am so well pleased with it that I would 

not use any other type. 

The feature of this chest is the compartment for saws. 

Box FOR CHISELS -~.-- COMPARTMENT For 

Nore How SQUARE SMALL TQDLS 

Is PLACED ~ "| : 
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HAL \eAZENore How Saws 

Fi INTERLOCK UNDER 
y CZ BLOCKS THROUGH HANDLES 

Here is a Practical Tool Chest with 

Special Provision for Holding the Saws 

Firmly and Conveniently. 

They can be removed or replaced quickly and when in place 

are held firmly no matter what position the chest may be in. 

The sketch shows, quite fully the details for building this 

chest. 

Ovar N. GrANnvo_p, Comertown, Montana. 

A Non-Leaking Granary 

“HAVE found, in every community where I have been, that 

most granaries allow the grain to leak out. This is because 
most carpenters nail the studding to the floor joists and floor 

around them. This is a lot of trouble to start with and, if the 
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Here is a Tight Construction for Granary Floors 

That Will Prevent Leakage of Grain. 
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A Reader's Exchange of Tested Ideas 

and Methods, Taken from Their Own 

Building Experience. Two Dollars 

Will Be Paid for Each Contribu- 

tion Published in This Department. 

studding moves out, due to settling or shrinkage, the grain 

will leak out around the studs. Some of them actually burst 

out at the end or the floor pulls loose from the end floor joist. 

The sketch is a sectional view of the construction I use to 

avoid this difficulty. All the floor joists are notched in for 
a plate which is nailed to the studs before they are raised. 

This plate is two inches wider than the studding. This allows 

two inches on which to start the flooring without notching 

it around the studding. It also allows more nailing at the 

ends of the floor joist. 
This construction will never allow grain to leak out of the 

granary if the plates at the bottom of the studding are nailed 

properly to the floor joist. 

ARTHUR MorcaN, Perryton, Texas. 

For Bending Conduit © 

HEN it is necessary to bend conduit to fit around a 

curve, a piece of pipe with a Tee end comes in handy. 

The Tee should be of such a size that the conduit slips 

through it freely. With the conduit passed through it the 

pipe acts as a lever as shown in the sketch, and is moved 

along the conduit to get an even bend. 

W. A. WuitFieELp, 1245 E St., Lincoln, Nebr. 

MOVE ALONG PIPE 

To GeT EVEN BEND / PRESSURE 

_7 PIPE SFT. LONG 

eile, Seat 

-"T SIZE LARGER THAN 

CONDUIT 

A Length of Pipe and a Tee Form an Excellent Tool 

for Obtaining a Smooth, Uniform Bend in Conduit. 

For Chimney Work 

HE sketch shows a roof jack which has proved very 

handy in building and repairing chimney tops. The con- 
struction is plainly shown. When not in use, the bolts in 

the legs can be removed and the jack folded up. In this way 
it requires little space in storage and transportation. A pair 

of these jacks will pay for themselves on two. or three setups. . 

They are adjustable for roof pitches of one-fourth to one- 

half. C. W. Sterner, Prairie du Chien, Wis. 

g 2'x6"-7-4" LONG 

one — = 
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A Simple, Collapsible Roof Jack Used in Build- 

ing and Repairing Chimney Tops. 
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Insulate 

with 

U. S. 

MINERAL WOOL 

The perfect insulator 

COLD PROOF . . HEAT PROOF . . FIRE PROOF 

SOUND PROOF .... VERMIN PROOF 

Do — With Uncomfortable, 

Cold Rooms! 

Cold rooms in winter or hot rooms in summer can be 
made comfortable and livable the year round by insulat- 
ing with U. S. Mineral Wool. It is your best protection 
from cold, heat, sound, fire and vermin. 

Insulation will make your rooms many degrees warmer in 
winter and requires a much smaller, less expensive heating 
unit to do it. Also the same unit in a non-insulated 
house will burn about one-third more fuel. 

You save not alone on the cost of heating plant but also 
on fuel and this saving continues year after year, as long 
as the building lasts—U. S. Mineral Wool is indestructible. 
No home should be built without insulation. 

Our FREE Booklet tells you why—and explains the econ- 
omy, protection and greater living comfort it supplies. 
Send for it and free sample of U. S. Mineral Wool. 

U. S. Mineral Wool Company 

280 Madison Avenue, New York 

Western Connection 

Columbia Mineral Wool Co., South Milwaukee, Wis. 

"U.S. MINERAL WOOL CO, DEPT.B. = SSS 
280 Madison Ave., New York. 
Send FREE sample and illustrated booklet to 

WHEN WRITING ADVERTISERS PLEASE MENTION THE AMERICAN BUILDER AND BUILDING AGE 



68 

Winter is the time when the advan- 

tages of PINE CRAFT frames are 

doubly apparent. Only in these frames 

will you find double wedge-joints . . . 

wedge-shaped tongues and grooves fit- 

ting so tightly that they virtually unite 

the frame parts into a single weather- 

resistant unit. 

Pine Craft Advantages 

, PINE CRAFT wedge- 

WEDGE-JOINTS: joint weather-proofing 
includes a double wedge-joint between pul- 

ley stile and blind stop and a single wedge- 

joint between blind stop and casing. 

SIMPLICITY; "here’s nothing tricky 
or complicated about 

PINE CRAFT frames. The wedge-shaped 
tongues and grooves are self-aligning. 

They can be assembled in only one way... 

the easy way. A PINE CRAFT frame can 

be set up in seven minutes or less, using 

only a hammer and two dozen nails. 

, PINE CRAFT frames 

MATERIALS: are available in gen- 
uine Idaho White Pine, Pondosa Pine, or 

any combination of the two. 4/4 parts are 

full 25/32 inch thick. Precision machines 

and fine workmanship assure uniformity 

of size and beauty of finish. 

, PINE CRAFT frames 

PULLEYS: are equipped with Dil- 

lon Jam-proof pulleys, or Grand Rapids 

No. 18, with lifetime bronze bearings. 

Both types are available in either galvan- 

ized or lacquered finishes. 

Ask Your Dealer 

PINE CRAFT 

FRAMES 

WHITE PINE SASH CO. SPOKANE 

AMERICAN BUILDER AND BUILDING AGE 

Practical Job Pointers (Continued) 

*Photo shows 
wedge-shaped 

tongues on pulley 
stile, PINE CRAFT Frame. 

Wedge - JOINTS* 

Rack for Planing Sash 

HEN working on window sash, planing the sides 
of a tight window or installing all-around weather 

strips, the rack shown in the sketch will hold the sash 

upright and prevent unnecessary breakage of glass. This 
rack knocks down for convenient hauling and can be assem- 

bled in two minutes with a screw driver. 

The rack consists of a piece of two by four about three 

feet long. This piece is slotted at each end, deep enough 

to hold the flange of a C clamp. The clamps are held in 

the slots by two long stove bolts inserted in the ends of 

the two by four. 

Feet for the rack are made by notching pieces of hard- 

wood as shown in the sketch to receive the end of the two 
by four. . The window sash is held in the jaws of the clamps 

and protected from marring by rubber discs cut from an 

old inner tube. Once the sash is fastened in the clamps, 

the rack and sash can be moved, together, to any con- 

venient place, light, or work bench. 

Ray J. Marran, 3225 E. 28th St., Kansas City, Mo. 

Handy Vise and Rack for Holding Window Sash 

on the Job. 

Laying Off Right Angles 

N certain, somewhat rough work, accurate right angled 

corners are a necessity. Many tools and methods are 
used for getting these angles but if the ordinary straight- 

edge is fixed up as shown in the sketch, that is all that is 

necessary. 
Three-pointed steel dowels are driven into the straight- 

FOR ADVERTISERS’ INDEX SEE NEXT TO LAST PAGE 



ides 
cher 

sash 

This 

em- 

ree 

ugh 

| in 
; of 

urd- 

two 
nps 

an 

Ips, 

on- 

Mo. 

THE ISSUE OF DECEMBER, 1931 

Practical Job Pointers (Continued) 

69 

edge, one at each end and the third exactly half way 

between. On this center dowel, a length of 1 by 3 lumber 
is pivoted loosely and a fourth dowel is driven into it at the 

other end. This piece must be about half the length of the 

straight-edge and the fourth dowel, which is driven into it, 

must be exactly the same distance from the pivot dowel in 

IN\X” STEEL DOWELS ----~~ 

This Attachment for the Straightedge Makes It 

Possible to Lay Out Right Angles Accurately. 

the center of the straight-edge as the center dowel is from 

the end dowels. In other words, the distances between all 

the dowels must be exactly the same. 

To use this, the dowel at the outer end of the attached 

piece is set at the corner where the angle is to be laid off. 

Then one end dowel of the straight-edge is placed on one 

line of the angle. The other end dowel will then be on the 

other line of the angle. The user can sight along the dowels 

and make his marks at any points close or far. Regardless 

of the position of the attachment, the three outer dowels 

will always be in a position on two lines at right angles to 

each other. Morris A. Hatt, White Plains, N. Y. 
————_——— 

This Takes Up the Sag 

Zz ae i} CREEN doors have a habit 

a) FYE of sagging at the bottom, 

\ CREW after they have been in use for 

EXTRA HEAVY close tightly. This can be cor- 

PICTURE FRAME rected quite easily by the 

WIRE method shown in the sketch. 

/ Place a l-inch screw-eye at 

the top of the hinge side of 

the door, and another in the 

/ a while, so that they will not 

} 

{=} 
Qa 

a / /| bottom rail near the other side. 

© As | Pull extra heavy picture wire 

#3] / = “AN y, through these eyes, tying it at 

SCREW FYE } both ends. Then screw up the 

y eyes, twisting the wire around 

/ them, till the sag is all taken up. 

' CHARLES OUELLETTE, 
/ y 880 Hudson Ave., Bayonne, N. J. 

OCREW EYES / A Simple Method of 

| F=Berrom Sk Yi Taking the Sag Out 

of Screen Doors. 

Roofing Jobs That Make 

a Name for You IS 

Metal 

Spanish Tile 

yaaa _ and Shingles 

2 one roof of Edwards Metal Spanish 
Tile or Shingles in your locality ... and 

watch the results. Edwards roofs are business pro- 
ducers. 

They give you a better profit on the investment and on 
the laying time! Interlocking joints insure perfect 
alignment and leak-tight protection. 

Edwards Metal Spanish Tile and 
Shingles are fire, lightning, wind 
and weather proof. Easy to lay, 
require no heavy roof structure. 
Made in galvanized steel or terne 
plate (tin), copper bearing steel, 
sheet zinc and pure copper. 

Get our amazingly low price on 
your next roofing job. Send roof dimensions. II- 
lustrated catalog shows installations, many over thirty 
years old. 

EDWARDS 

Embossed Metal 

CEILINGS 

and SIDEWALLS 

Finish cellars and attics with 
profitable, beautiful, low 
priced Edwards Embossed 
Metal Ceilings and Sidewalls. 
Hundreds of beautiful pat- 
terns. Beads are repressed 
and nail holes die cut. 

Edwards Metal .Ceilings and 
Sidewalls ideal for perma- 
nent, sanitary, beautiful, eco- 
nomical interior decoration— 
in homes, garages, hotels, 
hospitals, theatres, churches. 
Write for illustrated catalog. 

THE EDWARDS MANUFACTURING CO. 

542-562 Eggleston Ave., Cincinnati, Ohio 

World’s largest manufacturers of Sheet Metal Building Materials. 

WHEN WRITING ADVERTISERS PLEASE MENTION THE AMERICAN BUILDER AND BUILDING AGE 
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can use this 

one machine 

7; 

Four men can use the 

Variety Woodworker 
at one time . . . and turn out as much work and 

as good work as four machines! That’s why users 

of this remarkable machine can bid lower and make 

more money. Cut-off Saw, Rip Saw with Boring 

Attachment, Mortiser and Jointer all in one. Made 

of better materials for longer service at lower main- 

tenance cost. Every machine guaranteed. 

Write for literature and prices today. Ask, also, 

for booklets of other woodworking and saw mi 

machinery. 

AMERICAN 

SAW MILL MACHINERY CO. 

60 Main Street 

K
e
 

Hackettstown, N. J. 

MANUFACTURING 

OPPORTUNITY 

¢e Make Brick now 

for Less than $6 00 

Recessed for Lighter 
Weight. Stronger Bond 
Big Savinés in 
Construction 

A BETTER BRICK BY REVOLUTIONARY METHODS 
This LINE-PRODUCTION MAC makes brick at a stag- 
geringly low cost. Actual operating plants show a cost of less 
than $6.00 per M.—a record never before remotely approached in 
brick manufacture. Any previous process or method must give way 
to this super-machine. AUTOMATIC CONTINUOUS LINE-PRO- 
DU IN has amazed the building trade and industry. At a 
capacity of 24,000 per day, you will readily visualize what an out- 
standing MANUFACTURING OPPORTUNITY this DUNBRIK 
MACHINE offers. 

SMASH COMPETITION—CONTROL THE MARKET 
Your avenues of sales are unlimited—Common, Tinted, Face Brick, 
—any color tint, or texture. Moreover, your business, investment, 
and future growth are protected by an EXCLUSIVE FRANCHISE. 

PROFIT FROM THE EXPERIENCE OF OTHERS 
Learn why DuPont Corporation selected DUNBRIK against competitive units, and 
its wide acceptance wherever introduced. Learn about the progress of going plants, 
etc. All information is yours for the asking, and,—it may mean financial independ- 
ence for you. Write today. No obligation. 

- « COME TO HOLLAND. VISIT PLANTS IN OPERATION... 

450 W. 23rd St., Holland, Mfch. 

FOR ADVERTISERS’ INDEX SEE NEXT TO LAST PAGE 

W. E. DUNN MFG. CoO. 

AMERICAN BUILDER AND BUILDING AGE 

How to Get Things Started 

(Continued from page 26) 

Executive Committee of eleven, composed of one repre- 

sentative from each of the following general divisions 

of the industry: architecture, banking, bonding, engi- 

neering, general building contracting, general engineer- 

ing contracting, insurance, materials and equipment, 

public utilities, real estate and building, owners and man- 

agers, and sub-contracting. 

Operating Costs 

Approximate distribution of operating costs of the 

Philadelphia Federation will be made as follows: 

Architects, engineers, and construction groups.............. 35% 
Materials and equipment 25% 
Banks, bonding and insurance 30% 
Real Estate as 5% 
Utilities and transportation 5% 

Elaborate Organization Not Necessary 

In smaller cities than Philadelphia, it should not be 

necessary to build so elaborate an organization to achieve 
the ends that are’so essential just now for the local and 

national welfare of the building business. 
The city of Rochester is an example of a community 

that has conducted for a number of years a simply or- 

ganized Community Conference Board for the lengthen- 

ing of its construction year. “I believe,” says the secre- 

tary of this board, Mr. William A. Burdick, “that the 

improvement in building activity in this community 

bears evidence that Rochester has not been as severely 

affected during 1931 as have most Eastern cities.” 

The personnel of Rochester’s Community Board in- 

cludes interests both inside and outside the building 

industry. It comprises two representatives from the 

Builders’ Exchange, two from the Rochester Society of 

Architects, two from the Real Estate Board, two from 

the Municipal government, the superintendent of the 

Bureau of Buildings and the Superintendent of School 

Buildings, two from the Rochester Chamber of Com- 

merce, and one each by the City Planning Council, the 

Monroe County government and the Rochester Associa- 

tion, an organization representing the public in the 

Rochester building industry. 

Duties of a Community Board 

During its ten years of operation, the duties of the 

Community Conference Board of Rochester have been 

to act as a fact finding body for the building industry, 

plan building programs so as to help reduce the season 

of unemployment, and, in general, endeavor to place 

the building industry in the position that the earning 

power of Rochester’s 8,000 building mechanics will be 

more evenly distributed during the whole year. 

The advantages of the Community Conference Board 

are as follows: 

1. Helps provide steadier all-year ’round employment 

for building trade workers. 

Reduces contractors’ overhead by stimulating con- 

tinuous work. 

Aids the architect by partially cutting down sea- 

sonal peaks in his office. 

Helps merchants by providing steadier work to 

their customers. 

Keeps good mechanics in Rochester district by 

stabilizing conditions. 
The Rochester Board meets once a month in quarters 

furnished by the Rochester Chamber of Commerce. Be- 

(Continued to page 72) 

2 

3. 

4, 

5. 



he 

be 

ve 
id 

ty 
r- 

“a 

he 

ly 

1g 
he 

of 

he 
ol 
n- 

ne 
d- 

ne 

THE ISSUE OF DECEMBER, 1931 

INTERNATIONAL 

PRODUCTS 

LET INTERNATIONAL 

HELP YOU FIND A 

BIGGER PROFIT IN 

STORE FRONTS 

Select your prospect for a new store front, 

talk with him —send his rough ideas and 

yours to us. Our engineers will prepare 

careful plans free that, when combined 

with standardized International materials, 

will produce a beautiful job at low cost. 

INTERNATIONAL 

« « « « STEEL COMPANY » » » » 

1330 EDGAR STREET « » EVANSVILLE, INDIANA 

You need a 

HUTHER 

Dado head 

Developed from our 

own patents, this adjust- 

able groover cuts either 

with or across the grain. 

Cutters may be used 

singly, in pairs or in any 

combination necessary 

for desired cut. 

Send for one on ap- 

proval. It may be re- 

turned at our expense if 

unsatisfactory. 

Huther Bros. Saw Mfg. Co. 

Rochester, N. Y. 

Makers of Better Saws for More than Fifty Years 
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50% to 80% | 

MORE LIGHT 

Plus OTHER 

CONVENIENCES 

FOR OLD 

BASEMENTS 

At Small Cost 

Any basement equipped with wooden sash 

now can be given 50% to 80% more light, 

proper overhead ventilation and the many 

other conveniences, provided by the Vento 

“‘Premier”—Ace of Basement windows—at a 

surprisingly small cost regardless of wall con- 

struction. An ordinary mechanic averages 

not more than one hour per opening. Don’t 

overlook this possibility of extra profit on any 

of your remodeling jobs. You'll find your 

customers receptive to this idea which adds 

several times its cost to the value, conven- 

ience and comfort of ‘a home. 

See the “Premier” at your building supply or 

lumber dealer. Catalog on request. 

ENTO STEEL SASH CO. 
: , MUSKEGON MLS Lhe now's for Basements, Rigibiaaaaeas 

i 

ANTEHYDRO 

and Dependability | 

oH 46 

When time is at a premium—use “Anti- 
Hydro”. It quickens the final hardening of 
concrete, even in cold weather, and actually 
prevents freezing in temperatures as low as 
15 degrees. 

The thousands of jobs, large and small, 
from coast to coast, on which “Anti-Hydro” 
has been used are ample proof of our claim 
that it is the one dependable integral water- 
proofer for all concrete masonry. 

All supervised Anti-Hydro jobs are guaran- 
anteed for 25 years. 

Anti-Hydro Waterproofing Co. 

295 Badger Avenue, Newark, N. J. 

Please give me further details about “Anti-Hydro” and 
_ your 25-year guarantee. 

Name ; 

. Address 

WHEN WRITING ADVERTISERS PLEASE MENTION THE AMERICAN BUILDER AND BUILDING AGE 
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Establish a Profitable 
Business of Your Own! 

Put your spare time to work building 
something that will make you inde- 
pendent. 
You can hold your present vocation until 
convinced that you should devote your full 

If not a mechanic, do the selling and 
have others install—many of our agents 
make such arrangements. 
Start right now—every building, old or 
new, offers a prospect. 
There is an ‘‘Accurate’” Strip of highest 
quality for every opening—easy to install 
and safe to fully guarantee. 
Don't delay your money-making opportunity — 
Write for complete information and samples. 

ACCURATE METAL 
WEATHERSTRIP CO. 

208 E. 26th St., New York 

{ Make Big Money 
THIS WINTER — WITH THE 

ELECTRIC CARPE 
Don't wait. for the return 
of building activity in the 
Spring. Make big money 
this Winter by making and 
selling porch enclosures, 
storm sash, built-in cabinets, 
alterations, etc. Write us for 
other suggesions of ‘‘what to 
make of eo 
The only equipment needed is the 
Electric Carpenter—7 machines-in- 
one... does 35 different opera- 
tions . . . runs from light socket 
. . . requires only 4 x 6 ft. floor 
space. NOT a toy, but sells for 
over $300. Write today tor com- 
plete information. 

AMERICAN FLOOR SURFACING 
MACHINE Co. 509 So. St. Clair St. 

EASY MONEY 

ld Ake Dh Ledhnlh ehh a 

PRODUCTS 

a PART - SPARE - FULL TIME’ 

The manufacture of Colorcrete Ornamental Products,—even 
in spare time,—will pay you handsome dividends,—and,— 
on a very modest investment in mold equipment. Many 
pieces sell for 10 times cost to make. Get our big Color- 
crete Book, showing over 40 designs from which to select. 
sc mene TIME INTO MONEY DURING WIN- 

COLOR! THE DOMINATING VOGUE 
With the innovation of the Colorcreting Process, you can 
now produce beautiful and permanent colors, shades, tints, 
and textures in your products. Work is both fascinating and 
profitable. They sell on sight. Be the first to get the 
fres Colorcrete Franchise for your territory. 

FREE TRIAL 
We ship all equipment on 15 DAYS’ FREE TRIAL with 
complete MANUAL OF INSTRUCTIONS on ornamental prod- 
ucts manufacture. This is your real opportunity for an ex- 
clusive money-making enterprise. Write to-day. 

COLORCRETE INDUSTRIES 
500 Ottawa Ave. HOLLAND,{ MICH. 

Toledo, O. 

AMERICAN BUILDER AND BUILDING AGE 

tween meetings the work of the Board is performed by 

a paid assistant secretary of the Chamber of Commerce 

who devotes approximately one-fourth of his time to 

this work. The Board operates on approximately a 

$2,000 annual budget. Among the services rendered 

are an employment survey, published monthly; a run- 

ning record of building projects; a tabular report of 

building permits; and special investigations. 

A sufficient number of local co-operative bodies have 

been organized in the building industry to show that 

this method of stimulating local business is quite prac- 

ticable. Rochester’s experience proves that such organ- 

izations can be operated at very modest cost. Where 

builders in towns and cities wish to “start the ball roll- 

ing” in their communities for organization of this kind 

they. can draw freely on the experience of cities like 

Philadelphia and Rochester. Unquestionably, the local 

board, composed of men actively interested in building 

and allied fields, offers the best hope of stimulating the 

construction business this winter. 

The Row Homes 

(Continued from page 39) 

which the prospective buyer enters, and from which he 

will get his first and most lasting impression of the 

house interior. It is indeed the most important room, 

from a selling standpoint, of any ‘in the house. 

Row housing is particularly adaptable to the wants 

of the present-day home buyer for the reason that such 

type of construction enables the builders to offer all 

these interior features at a low cost. It was the public 

demand for a low-cost home, with a high standard of 

livable qualities, that brought about the development 

of row housing as the most satisfactory means of meet- 

ing their requirements. Row building permits many 

economies in construction costs. Building procedures 

may be standardized and building materials may be 

bought in mass quantities. One of the biggest savings 

is in the trench type of cellar excavation, which is pos- 

sible only in row construction. 

Although, at the present time, the trend in row hous- 

ing is in favor of the English Georgian type of archi- 

tecture, I am firmly convinced that the near future will 

bring greater favor to the American Colonial style. It 

is very adaptable to row building, and offers a simplicity 

of style that has a lasting appeal. Also a great deal of 

individuality can be accomplished for each home by 

varying the various elements that are component parts 

of the American Colonial exterior. 
—_—_—__—_ 

Winter Building Statistics 

(Continued from page 50) 

The depression slowed down residential building to 

such a degree that, as fast as general business conditions 

improve, a stronger and stronger demand will be felt 

for new residential building. The spring of 1932 should 
prove to be very different from the same periods of the 

last two years—for already there are many indications 

that business has turned the corner toward steady 
improvement. 

Statistically, there is every indication that the next 

four months can be very kind in the way of profits to 

the builder who will go out after winter building work. 

Statistics show that the big builders know winter build- 

ing is profitable; many builders with a more limited 

volume of business are learning this too. Statisticians 

will tell you that far more than twenty-five per cent 

of the total year’s volume of building work is executed 

during the months of November, December, January 

and February—in other words, business is there for the 

builder who will go after it. 
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Improved JAEGER 

DUAL-MIX Tilter! 

T= world’s biggest mixer 
manufacturer says this is the 

fastest, easiest handled Timken 
bearing 7S mixer ever built. 
Improved Dual-Mix action, 
faster discharge. Let us tell 
you about it. Send for new 
catalog and low prices. 

THE JAEGER MACHINE CoO, 
521 Dublin Ave., Columbus, Ohio 

b Priced $169 up 
F.O.B. Factory 

Beautiful Brick Effects 

deserve 

Anchor Brand 

Mortar Colors 

abl 

<¢ 

LANs. Fo 
ie} C. K.Williams & Co. 

- 634 No. 13th St. 
EASTON, PA. 

88 Kent Ave. 
BROOKLYN, N. Y. 

and 
1500 So. Western Ave. 

CHICAGO, ILL. 

[ 

YOU DO NOT FIND 

WHAT YOU WANT 

in the AMERICAN BUILDER AND 

BuILDING AGE, write us and we 

will try to get it for you. 

WHEN WRITING ADVERTISERS PLEASE MENTION THE AMERICAN BUILDER AND BUILDING AGE 
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AN 

EDGE TOOL 

is Only as Good as its Edge! 

XPERIENCED carpenters know it pays to 
keep a Carborundum Brand Combination 

Stone always at hand. They know they can 
trust their finest edges to it—the stone that 

gives a better edge with least effort and in 

less time. It keeps edge tools in perfect 
condition. 

Carried by CUTS amazingly fast because it’s made of 
Hardware Dealers genuine Carborundum Brand Carbide of Sili- 

Everywhere con—hardest, sharpest abrasive. Coarse grit 

on one side, fine grit on other side for finish- 

WE SUGGEST ing. Every stone uniform in grit and grade. 
No. 108—8"x2"x1" Wears down evenly and will last a lifetime. 
No. 109-6"x2"x1" Always has a free-cutting action; will not 
No. 110—7"x2"x1" readily fill or glaze. Use dry or with oil, as 

preferred. 

Carborundum 

REG. U. S. PAT. OFF. 

BRAND SHARPENING STONE 

THE CARBORUNDUM COMPANY, NIAGARA FALLS, N. Y. 

Canadian Carborundum Co., Ltd., Niagara Falls, Ont. 

CARBORUNDUM IS A REGISTERED TRADE 
MARK OF THE CARBORUNDUM COMPANY 

COOCUOUCUUECUGUEECOSOECEUCCEUDOOCRODEECCCCRSEROODSCORROOROCREDEROCEOERRSESRteeeseeeeege 

THE CARBORUNDUM COMPANY 
Niacara Fa tts, N. Y. 

Please send your Booklet C-2, entitled 
**How to Sharpen Wood Working Tools.” 

Bersscvsecveovveveceseesencensnsescegs GUDCCOUOAOROGROOOOCORUDORROSTOCOCER DOR OOOOR RO HORteReeeeeeneeee eee e eens 
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ALLMETAL WEATHERSTRIP 

QUALITY IN WEATHERSTRIP 

ALSO IS REMEMBERED LONG 

AFTER PRICE IS FORGOTTEN 

You know the value of quality and demonstrate it every 
time you buy a new tool or piece of working equipment. 
If a hammer isn’t properly balanced or a saw set the 
way you like it—you wouldn’t buy it at half the reg- 
ular price. 
We appreciate what good weatherstrip means to the in- 
staller and provide highest quality, accurately formed 
strip always—That is why ALLMETAL is so easy to 
install. 
Yet our prices are low.. Why not write for prices 
and samples today. 

ALLMETAL WEATHERSTRIP CO. 
231 West Illinois St. Chicago 

The Low Bid! 
Low price and low operat- 

ing costs enable the “FOUR 
IN ONE” owner to get the 

business and make a _. good 
profit. Gives long and ac- 
curate service. 
Complete catalogue on re- 
quest. 

THE vanes Foy > as 
HINE 

Dept. - 3 1524 Knowlton St., 
neinnati, Ohio . 

ouatent eae: 338 Notre Dame 
East, Montreal 

Circular rip and cross- 
cut saw, 22” band saw, 
2” Jjointer and 
boring machine. 

THIS WINTER 

If you are sick and tired sitting 
around waiting for a job to turn up 
—why don’t you get an “American” 
floor sander and make some real 
money. Pleasant inside work and no 
experience necessary. We start you. 
With our tested plan supplied free, 
the work is easy to get. 

Our new fast electrically 
driven Light Eight sander 
easily carried by one man 
enables you to handle en- 
tire job alone —No extra 
help required. 

Write today and see 
how easy it is to get 
started in this money- 
making business. 

AMERICAN 

Light Eight Floor Sander 

,@ sees eee eee ee eee eee 
§ AMERICAN FLOOR SURFACING MA- 1 
8 CHINE CoO., a 
§ 511 S. St. Clair St., Toledo, Ohio : sai 
i Please send complete information on ' 
a CO Getting into the floor sanding business. g AMERICAN SANDERPLANE 
& CO American Sanderplane. a A big labor and time 
E & saver. Sands floor edges 
p Name E a he —_ a up 
: “ 8 to the baseboar ine, 
Sttom 8 too, for stair and bench 
: City. State sanding. 

AMERICAN BUILDER AND BUILDING AGE 

An Answer to "What is Good 

Architecture?" 

(Continued from page 49) 

it properly mechanically, guides its sound financing, and 

in addition, adorns it in good taste.. To equip oneself 

for all this, requires years and years of association with 

life’s practical operations and constant training in the 

lovely things of life. His attitude of mind toward a 

building problem is the result of this training and it 

inevitably creates sound design, sound construction and 

sound equipment. Also, as a result of his training, he’s 

the poorest salesman in the world; which is the large 

reason for the general misconception of his functions. 

The home-builder, unless he is trained as an archi- 

tect in these matters of construction and design, can- 

not hope to compete with the architect. It is not reason- 

able to expect, is it? .It requires years of study and 

practice to understand strains and stresses, and to know 

scale and proportion—these things cannot be just picked 

up. The same reasoning applies to the matter of econ- 

omy in layout. The home-builder is, however, a sales- 

man, and he has much to tell the self-effacing architect 
in the matter of sales psychology. 

It is certain that, if this salesman would take the ar- 

chitecturally designed home and throw it at the pros- 

pect in the same quantities that he has heretofore 

heaved the hodge-podge, we would soon see the public 

taste in homes raising to meet this new standard, and 

then what was sold, would be good architecture. 

This then, is the fashion in which to co-operate. Let’s 

each to the calling for which he has been particularly 

trained. Many of the wiser builders have already seen 

the sound sense in this. They are employing an archi- 

tect, adding his fee to the sales price. 

U. S. PATENT 
No. 1762215 

DAHLQUIST TURBO 
Stops Dirty Hot Water 

Every Home Owner, Heating and Plumbing Engi- 
neer will welcome this device which takes advantage 
of the velocity of the incoming cold water in the 
hot water storage system to create a suction and a 
whirl which constantly sweep and scour the bottom 
of the boiler carrying every particle of foreign mat- 
ter out of the system, allowing no sediment (mud) 
to accumulate. 

PLAIN FACTS 
Hot water storage tanks of all kinds are actually 

sediment traps and eventually deliver muddy hot 
water unfit for any use. Once sediment has accumu- 
lated, it is impossible to clear the system. 

With a Dahlquist Turbo-Aquatherm installed in 
your hot water tank sediment cannot accumulate— 
it keeps all foreign matter on the move assuring 
the householder fresh clean hot water fit for cooking 

and drinking purposes at all times—those in the trade who know about the 
an erygael Turbo-Aquatherm will not install a hot water storage system 
without it. 
DAHLQUIST MFG. CO. 10 West 3rd St., So. Boston, Mass. 

COSTS 

CUT toa 

FRACTION 

as 

H & A Machines Speed Up Work 
This No. 10 Saw Table performs a wide variety of jobs at low cost in hurry-up 

manner. Highly accurate. Handles heaviest work right on the job—material up to 
2% inches thick—grooves 1” wide, 144” deep. Use it for cross cutting, ripping. 
mitering, dadoing. Plugs in nearest light socket. Economical to operate. Lasts 
a lifetime. Priced reasonably. Write today for full information on complete line 
of H & A portable electric woodworking equipment including Band Saws, Rip 
Saws, Wood Lathes, Bench Jointers, or etc. Handsomely illustrated ~~ 
i. a Act at once, and watch H & A equipment cut your costs and speed u 
5) on. 

HESTON & ANDERSON 212 Stone St., FAIRFIELD, IOWA 
ecm Co | et ee een 
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