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Overview of Meritage Homes 
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 7th largest homebuilder by 2015 U.S. 
closings 
• 9 states,  21 markets, 254 communities 
• Headquartered in Scottsdale, AZ 

 Leader in energy-efficient homebuilding 
 
 

Key Statistics – 2015: 
 6,522 homes closed 
 Revenue up 
 Profits down 
 Driven by increasing cost in the industry 



How do typical customers buy a home? 



The Mother of Invention 
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Customer Priorities 

 

• Location 

• Price 

• Floor Plan 

• ? 



“Green” features climbing the scale of  
top features desired 
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http://bldr-media.com/portal/wts/ccmcjx2euQi6efmyDLiMjkzLmPsrocd


Consumer Choice drives change 
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     81% 
say higher energy efficiency would cause them to 

choose one new home over another. 

 



84% 
think energy-efficient homes are healthier homes. 

 



Benefits, not Features 
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Setting New Expectations 



WIFM 



 
 
 
 
 
 
 
 
 
 
General Information: 
 
 
Conditioned Area:  1640 sq.ft 
House Type:   Single Family Detached 
Bedrooms:    3 
 
 
 
 
Annual Estimated Energy Use  

 
 

Lyon’s Gate New to Code  Average Resale  
 
Heating   $  49   $ 101   $ 194 
 
Cooling   $ 320   $ 645   $ 987 
 
Hot Water   $   2   $ 254   $ 266 
 
Lights / Appliances $ 517   $ 599   $608 
 
Photovoltaics  ($ 347)  ($    0)  ($   0) 
 
Service Charge  $ 180   $180   $180 
 
 
Total    $ 720   $1,779  $2,235 
 
 
Your actual costs may be higher or lower than those illustrated, depending on individual lifestyle, number of 
persons living in the house and SRP’s fuel cost adjustment factor.  SRP reviews the adjustment factor every six 
months, with any change made effective on July 1st and/or November 1st



Residential Green and Energy Efficient 
Addendum 



Better is Better 
Advantages of advanced features: 

• Low Utility Costs (Energy Label) 

• Healthier (VOCs, Merv 8, SPF, Sealed attic …) 

• More Comfortable (Low e2 windows, SPF, Conditioned attic, 
TStat…) 

• Cleaner (Merv 8, SPF, sealed attic…) 

• Quieter (Low e2 Windows, SPF, sealed attic …) 

• Safer (SPF, sealed attic, water management, Low Vocs) 

• Not Economically Reproducible in Resale 

• Municipal Partnerships (Development Time) 

• Appraisal Value / Underwriting Value / Resale Value 
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Portents of the Future 
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McKinsey Energy Efficiency Report 

• The research shows that the US economy has 
the potential to reduce annual non-
transportation energy consumption by 
roughly 23, eliminating more than $1.2 
trillion in waste—well beyond the $520 
billion upfront investment that would be 
required. The reduction in energy use would 
also result in the abatement of 1.1 gigatons 
of greenhouse-gas emissions annually—the 
equivalent of taking the entire US fleet of 
passenger vehicles and light trucks off the 
roads.  
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Cash Flow 
Analysis 
Example: 
4.6 kW 
system in 
AZ 

 
Assumptions 
 10% down, 30-yr 

FMR at 4.6% 
 Current 

Electricity Avg. 
rate of $0.12 per 
kWh 

 Electricity rate of 
inflation = 4% 

 



• Cost / Benefit 

• Consumer Awareness 

• Green Washing 

• Transactional 

• Change 

Challenges 



Renewable Energy:  peak 
reduction / Duck Curve 



Win/Win:  Load Leveling 

• Solar design to demand peak (western orientation) 

 
• Smart 62.2 Ventilation 

 
• Smart Appliances 

 
• Smart Tstat Control  

 

• Embedded Thermal Mass 



Thermal Mass / R factor 

• Conduction 
– Concrete 0.08 
– Wood 1.0 

– Fiberglass 3.5 

– Ureathane foam 
• 3.5-6.0 

• Storage / Delay 
• Thermal Emittance 

– 70 to 90 
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• PT to Footer w/ thermal break and subsurface 
insulation  
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Thermal Mass from Isolated Slabs 



Top of Wall Continuous 
Concrete Bond Beam   

Horizontal Rebar(2) 

EPS Foam Shell 
High Efficiency Insulation to 
R-32 

6”, 8” or 9”  Wall Profile 

Continuous Concrete Base 

ShearStrip® Technology 
Eliminates Vertical Rebar 

Concrete Stud 

Metal Top Caps 

ShearStrip® 
Steel Stud Mounting 
Surface 

Insulated Concrete Panels 

• Faster construction 
• Stronger 
• More durable 
• Precision engineered 
• Energy efficient 
• Rot/Mold/Termite-proof 
• Cleaner, Healthier, 

Safer 
• Quieter 



HercuWall® Job Site 



Lessons Learned 
• Buyer Sophistication 

– “Nothing is wrong” 

– Temporal Discount 

– Total Monthly Cost of Ownership 

• Industry Sophistication 
– Appraisal 

– Underwriting 

• Sustainable Sustainability 
– Cost / Benefit 

– Assured directs / Unsure returns 

– Business Strategies / Rebates 

– Warranty 
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Solar Benefits for the homebuyer 
• Further reduce energy costs 

– Meritage Homes focus on energy efficiency 
– SunPower help bring energy costs down close to Net Zero 

• Monthly cash flow positive 
– The decrease in energy costs can be more than the increase in the mortgage 

payment  - and utility rates keep increasing! 
• Better pricing through Meritage 
• Low-Interest Mortgage 

• Federal Income Tax Credit 
– 30% of the system value off next year’s taxes 

• Greater home value 
– $5,000 per Kilowatt of system size premium 
 (CA) 

• Warranty 
– Roof warranty is not affected 
– 25 year warranty on SunPower products 

• Easy 
– Direct Solar Consultation 



GET MORE 



BE HEALTHY 



LIVE BETTER 



Questions? 
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Thank you! 

Meritage Homes 
www.MeritageHomes.com 
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CR Herro, VP Environmental Affairs 
 CR.Herro@MeritageHomes.com 
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