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Forward-Looking Statements 
  This presentation and accompanying comments contain forward-looking statements within the meaning of the Private Securities 

Litigation Reform Act of 1995. Such statements include those regarding the Company's outlook and expectations for 2012 and 
2013,  including home price appreciation, cost increases and their impact on margins; plans to address cost and scheduling 
pressures;  expectations to grow net margin and net income as closings and revenue increase; expectations for strong closings and 
revenue growth in 2012; community count growth in 2012 and 2013; and expectations for a deferred tax reserve reversal in the 
next few quarters; all of which are subject to significant risks and uncertainties.  

 Such statements are based upon the current beliefs and expectations of Company management, and current market conditions, 
which are subject to significant risks and uncertainties. Actual results may differ from those set forth in the forward-looking 
statements. The Company makes no commitment, and disclaims any duty, to update or revise any forward-looking statements to 
reflect future events or changes in these expectations.  

 Meritage's business is subject to a number of risks and uncertainties. As a result of those risks and uncertainties, the Company's 
stock and note prices may fluctuate dramatically. The risks and uncertainties include but are not limited to the following: weakness 
in the homebuilding market resulting from the current economic downturn; interest rates and changes in the availability and 
pricing of residential mortgages; adverse changes in tax laws that benefit our homebuyers; the ability of our potential buyers to sell 
their existing homes; cancellation rates and home prices in our markets; inflation in the cost of materials used to construct homes; 
the adverse effect of slower orders absorption rates; potential write-downs or write-offs of assets, including pre-acquisition costs 
and deposits; the availability of finished lots and undeveloped land; our potential exposure to natural disasters; the liquidity of our 
joint ventures and the ability of our joint venture partners to meet their obligations to us and the joint venture; competition; the 
success of our strategies in the current homebuilding market and economic environment; the adverse impacts of cancellations 
resulting from small deposits relating to our orders contracts; construction defect and home warranty claims; our success in 
prevailing on contested tax positions; the impact of deferred tax valuation allowances and our ability to preserve our operating loss 
carryforwards; our ability to obtain performance bonds in connection with our development work; the loss of key personnel; our 
failure to comply with laws and regulations; the availability and cost of materials and labor; our lack of geographic diversification;  
fluctuations in quarterly operating results; the Company's financial leverage and level of indebtedness; our ability to take certain 
actions because of restrictions contained in the indentures for the Company's senior and senior subordinated notes and our ability 
to raise additional capital when and if needed; our credit ratings; successful integration of future acquisitions; government 
regulations and legislative or other initiatives that seek to restrain growth or new housing construction or similar measures; acts of 
war; the replication of our "Green" technologies by our competitors; our exposure to information technology failures and security 
breaches; and other factors identified in documents filed by the Company with the Securities and Exchange Commission, including 
those set forth in our Form 10-K for the year ended December 31, 2011 under the caption "Risk Factors“ and updated in our recent 
Quarterly Report on Form 10Q, all of which can be found on our website. 
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Higher Sales Pace Driving Y/Y Order Increases 

3 

Industry average 

orders per community: 

6.1 in 1Q12 

7.8 in 2Q12 

7.0 in 3Q12    

Net Order Growth (y/y) 3Q12 2Q12 1Q12 4Q11 3Q11 

MTH 33% 49% 36% 5% 28% 

Median homebuilder 29% 30% 34% 18% 15% 

Meritage has outperformed the median homebuilders’ 
net order growth 4 of the last 5 quarters 

What’s driving higher sales pace for Meritage: 

 Better community locations in best submarkets 

 Greater energy efficiency 

 Fresh and improved home designs 

Average Orders per Community 



Meritage in Many of the Best Markets  
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Meritage is in 11 of the top 20 markets with the 
most new homes permit activity over the last year 



Lots Predominantly in Better Submarkets  

84% of total lot inventory is in A & B submarkets – less 
than 20% of our lot inventory was purchased before 
the market bottom (pre-2009) 

Meritage Homes - Total Lot Inventory by Submarket Rank 

Submarket 
Rank Finished Lots 

Under 
Development  Controlled Total  

Percent 
of Total 

A 3,096 3,840 1,947 8,883 50% 

B 1,731 3,782 611 6,124 34% 

C 712 525 84 1,321 7% 

D 626 888 0 1,514 9% 

Total 6,165 9,035 2,642 17,842 100% 
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Total Lots Controlled at 
9/30/2012 

 17,842 lots 

Colorado

1,075

Nevada

306

Florida

1,267

California

1,280

Active 

Adult
2,377

Arizona

4,814

Texas

6,148

North 

Carolina
575



Features designed to work in concert to deliver 
maximum efficiency at lowest cost 6 

Integrated Suite of Extreme Energy-Efficient Features 



Redesigned Product – West Region 
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Denver, CO – Fallbrook (Crestone Plan 

No. California – Sonata (Thorpe Plan) 

Tucson, AZ – Rancho Vistoso (Sierrra Plan)  

Phoenix, AZ –  Villages at Val Vista (Coronado Plan) 



Redesigned Product – Southeast Region 
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Orlando, FL – Windermere (Hawthorne Plan) 

Raleigh, NC – Greycliff (Cameron Plan) 

Raleigh, NC – Blackstone Meadows (Hensley Plan) 

Orlando, FL --  LeParc (Wimberley Plan) 



Redesigned Product – Central Region 
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Austin,TX – Garlic Creek (Glen Rose Plan) 

Houston, TX – Jasmine (Aliana Plan) 

Houston, TX – Silver Ranch (Candlewood Plan) 

Dallas,TX –  Inwood Hills (Chapparal Plan) 



Home Price Increases Exceeding Cost Increases 
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ASP has risen by $7K/unit since 2011 and direct GM 
has risen $4K/unit, for a 51 bps improvement in GM% 

Metrics per Unit ($000’s) FY2011 3Q12 Change since 
2011 

Pct% 
Increase 

ASP $263 $280 $17 +6.5% 

Avg Lot cost $55 $60 $5 +9.1% 

    Lot cost% of ASP 20.9% 21.4% +50 bps 

Avg Direct Cost $153 $158 $5 +3.3% 

   Direct Cost% of ASP 58.0% 56.5% -150 bps 

Construction Overhead $8 $7 ($1) -12% 

   Const. O/H% of ASP 2.9% 2.5% -40 bps 

Direct GM $48 $52 $4 +8.3% 

  GM% of ASP 18.2% 18.7% +50 bps 
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Leveraging Increased Closings for  
Greater Earnings Growth 

Higher home closings leveraged with price and margin 
increases, managed overhead growth and interest 
capitalized to assets under development 

Increased closings 
drive higher earnings 
due to: 
 
• Price increases 
• Gross margin 
increases 
• Overhead growth 
slower than revenue 
growth  
• Greater portion of 
interest capitalized 
 

  3Q12  3Q11  Change  

Home closing revenue $334,880 $217,534 54% 

Gross profit $62,154 $38,070 63% 

Gross margin 18.6% 17.5% 110 bps 

Commissions and other sales costs $25,855 $19,708 31% 

   -- as a percent of home closing revenue 7.7% 9.1% -140 bps  

General and administrative expenses $19,209 $16,466 17% 

   -- as a percent of total revenue 5.6% 7.6% -200 bps  

Interest expense* $5,009 $7,517 -33% 

   -- as a percent of total revenue 1.5% 3.5% -200 bps  

Pretax income (excl South Edge charge) $16,123 ($2,028) n/m 

* Interest expense decreased due to a greater portion of interest incurred 
capitalized to assets under development (land and homes in construction) 
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Why Invest in Meritage? 

Many opportunities to grow, with a  history of 
outperforming the industry as a whole 

• Operating in 11 of top 20 homebuilding markets in U.S. 

• Located predominantly in the best submarkets with few 
legacy lots 

Market Position 

• Setting the standard for energy-efficient homebuilding 

• Cutting edge Strategic Market Research 

• Improved home designs and features 

Industry 
Leadership 

• Employee focus – hiring, training, benefits 

• Sales management systems 

• Marketing – online, local and sales offices 

Organizational 
Capabilities 

• Among the highest sales growth & orders/community 

• Increasing margins 

• Fixed cost leverage 
Earnings Growth 

• High liquidity 

• Low net debt/capital 

• No near-term debt maturities 

Strong Balance 
Sheet 


