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Live The
Difference

Editor’s note: Jon Gillan, vice president 
of sales for T.W. Lewis, answers this month’s
home builder question.

Q: Why is it that when I shop for a new
home, the costs aren’t negotiable? Why can
I make an offer on a resale home with an es-
tablished market value, but not with a new
home in an undeveloped area?

A: The simple answer is to
say that it is the difference
between buying something
new and buying something
used. The value of something
used is typically the price
someone will pay for it.
With new merchandise, there
is a “suggested retail” price
even if there are discounts
available, such as the case

with incentives for the new home purchaser.
The more revealing answer is that there are

many reasons why the home building indus-
try hasn’t embraced a “let’s make a deal” or
“what’s your best price?” attitude. The fact of
the matter is that home builders really can’t
negotiate with each buyer—it just wouldn’t
work for either party, especially the purchaser.
Let me explain:

First off, an important point has already
been established within the question itself—“a
resale home with an established market value”
is different than a “new home in an unde-
veloped area.” Let’s ponder that for a moment.

Obviously, each resale home can have
many different qualities compared to the
home next door. But in determining a resale
asking price there is usually a starting place
because there is historical evidence (past re-
sales) of what others before have been willing
to pay for “like” homes in the same area. Con-
versely, there is nothing to compare to price-
wise in an undeveloped area. In appraiser
lingo this is a “no comps” classic problem.
So how is a new home price determined?

Like any retail business, the overall costs
associated with producing and selling a prod-
uct, plus the anticipated profit are what deter-
mines the price. Since the home building mar-
ket is so incredibly competitive, it pretty
much assures that each builder will offer its
product at the lowest price possible with a
barely acceptable profit margin in hopes of
garnering a share of the sales in that area.
In other words, home shoppers are already
getting the seller’s lowest price without hav-
ing to negotiate.

In contrast, a resale homeowner is trying
to maximize their return with that one trans-
action. They are hoping that they can find
someone that falls in love with their one
home and pays their price with little, if any,
negotiating.

Firm pricing of new homes creates a fair
playing field for everyone. The new home
process is very long, lasting from six to 12
months on average before the closing takes
place. The last thing a builder needs is for a
buyer to be upset because they were not as 
effective at getting as low a price as their new
neighbor. The process is emotionally chal-
lenging enough for most, and adding the
feeling that they paid more than others who
bought roughly at the same time could
severely affect the purchaser’s experience
from that point on. That’s a risk that home-
builders just can’t afford to take, even if it
meant they could get a little more for some
of their homes.

There are just too many reasons for home-
builders to stay clear of single-home negotia-
tions. I think that is why the new home
purchase can be such a great value.

No negotiations
in new home
purchases

Gillan

Anthem
at Merrill Ranch

Del Webb improves
upon its Anthem
concept in a new
master plan in Florence
By Jo-an Holstein

aybe you can’t argue with success.
But if you’re Del Webb, you can
build on it.

The developer created Anthem
north of Phoenix, which was
named best masterplanned com-

munity in the nation by the National Association
of Home Builders in 2001. Now, Del Webb is of-
fering Anthem at Merrill Ranch in Florence. The
3,200-acre community will include 9,100 homes
with an estimated build-out in 2012.

While the new Anthem has similar amenities
as its sister community including a water park, a
golf course and a community center—it has some-
thing the original Anthem doesn’t: an active-
adult component. It’s called Sun City Anthem,
and it’s accompanied by two all-ages neighbor-
hoods—Anthem Parkside by Pulte and Anthem
Parkside by Del Webb.

“We are excited to bring our first multi-gener-
ational Anthem community in Arizona to the
East Valley,” says Brad Schoenberg, vice presi-
dent of operations for Pulte’s East Valley division.
“Outstanding recreational amenities and a great
lifestyle for all ages are the hallmark of this new
Anthem community.”

According to Jacque Petroulakis, director of
public affairs for Pulte Homes in Arizona, com-
bining distinct all-ages and active-adult neigh-
borhoods in one master plan creates “a lot of
synergy and opportunity.” For example, she says
the strong sense of volunteerism generally found
among Sun City residents can benefit not only
the Anthem community, but also the greater 
Florence area.

Like its predecessor, the new Anthem at Merrill
Ranch appears destined to be a hit. When it
opened this spring, the community’s sales were
first by appointment to meet demand and now
are open to the public. The first residents move
in this month.

M

Located in Florence, Anthem at Merrill Ranch is a combination of Del Webb’s most successful master plan concepts: Sun City and Anthem.

— See ANTHEM, Page NHA8
The Communities of Del Webb

Anthem Parkside is an
all-ages community
with homes by Del
Webb/Pulte Homes.
All 21 floor plans 
in the two series 
are modeled, and
each series has its 
own information
center. Extra storage,
spacious master suites
and large patios
are features of
the homes at Parkside.

Got questions?
Need to learn about building, financing

or buying a home? Want advice on how
to choose a community?

E-mail us at newhomes@pni.com.
We'll forward selected questions to Valley
homebuilders, so you can get expert
advice straight from the source.
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Lofty living
Large-scale builders turn
to condos and townhouses
NHA 3
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Getting
Started
Builders offer
advice and
special programs
for first-time
home buyers
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*All prices, terms, and conditions are subject to change at any time. Ameridream down payment assistance program requires buyers to qualify for an FHA loan and the
seller reserves the right to revoke this program at any time. Some communities and floor plans are not eligible for the Ameridream program. See sales office for details.

“Zero Move in”
For a limited time at select Calex Homes Communities,

we are offering “zero move-in!”*

The home of your dreams
has never been closer.

Visit one of our beautiful communities for more details.

Sunset Farms- 99th Ave & Broadway
(from the $190’s) 602-330-3954

Crestfield Manor- Felix & Arizona Farms Rd.
(from the $160’s) 480-677-2878

Skyline Ranch- Hunt Hwy and Gary Rd.
(from the $190’s) 480-458-5990

Dobson Place II- Gilbert Rd. & Galveston St.
(from the mid $300’s) 480-917-7332

Visit our website at
Calexhomes.com for more information.

�
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By Erin Ryan
mpty-nesters may want
to downsize. Working
professionals want to live
closer to working centers.
Busy families don’t want
the hassle of yard, pool

and exterior maintenance. And
first-time home buyers want to
enter the market at an afford-
able price point.

According to the Arizona
Real Estate Center at Arizona
State University, at least 3,300
new condominiums are being
built this year throughout the
Valley. Condos and townhouses
may have seen a heyday in the
1970s and ’80s, but their afford-
ability, convenience and desir-
able locations are making them
popular once again.

Options
Condominium residents 

typically own only the airspace
of their unit—no yards and no
actual lot because there are
usually other residents above or
below you, as well as next to
you. With townhouses, residents
own the actual plot of land,
usually including a small yard,
and they share side walls with
other residents but none above
or below. Both of these options 
are also referred to as attached
residences.

Because the recent venture
into condominiums in the
Valley started with million-
dollar high-rises and apartment
conversions, some residents
have been hesitant to enter the
market, believing that the
options were not for them. But
with new condo construction,
David Walls, division president
of Monterey Homes, says the
idea that condos are just 
apartments with a mortgage
is unfounded.

“Our units are about 1,100 to
1,900 square feet, much larger
than apartments. You get up-
graded standard features and a
two-car garage, unlike an apart-
ment,” he says. “Our features
are just like what we put in our
houses, but smaller and mainte-
nance-free. And the condo
complexes are smaller than
most apartments.”

Builders make a point to
dispel the apartment myth.

“There’s a misconception that
it’s going to be like apartment
living,” says Diane Byrne,
Cachet Homes’ vice president 
of marketing and designated
broker. “But they come in, and

they’re eyes get as big as 
saucers. There is nothing about
these that feels like an apart-
ment. You don’t have outdoor
staircases, the spaces are large,
there’s privacy and the security.
I would just challenge every-
body to come in and take a look
because they will be surprised.”

Location
To live where you work and

play used to be only a dream to
Valley residents breaking into
the housing market. But build-
ers recognized that there were
residents who refused to spend
so many hours in their cars
commuting to work. “In a more
urban setting, you’re very close
to where dining is, where
shopping is, stadium, arts, it’s
all right there,” says Linda
Hanford, Toll Brothers’ senior
marketing manager.

The desire to be closer to
working centers and the heart
of the city is true even for 
luxury buyers, especially when
new single-family housing de-
velopments are built farther and
farther away. “Virtually all of

the new homes are getting out
to Buckeye and Pinal County.
There are some in Scottsdale,
but most of those are in the
million-dollar range, so it cuts out
most of the market,” Walls says.

In response, builders are
constructing attached-living
communities in the Camelback
corridor, Scottsdale, Chandler,
the Desert Ridge area of north
Phoenix and Mesa. “It became
apparent that before too long
there wouldn’t be as much
property at the upper-end left.
We’re seeing some trends of
people wanting to move back
closer to in-town locations. We
could significantly reduce people’s
drive time and they could still have
a new home,” Walls says.

Of course, condominium
options are available in the
suburbs as well. Master plans
including Verrado feature these
complexes, were residents can
take advantage of amenities.

Convenience
The condo and townhouse

lifestyle is often described as
“lock and go” because residents
don’t have to worry about yards
or anything else, even if they go
out of town. “It’s a low-mainte-
nance lifestyle. Common areas
are maintained by the home-
owners association, so the
owner doesn’t have to maintain
a yard and pool,” Stacie Mac-
Donald, vice president and sales
and studio for KB Home. “We’re
planning these communities for
a convenient factor. Enjoy your
home and enjoy your community

without being pressed for time.”
The convenient location and

maintenance aren’t the only ad-
vantages of these urban living
options. A community and
social network is also readily
available, if you want one.
“You’re not right on top of your
neighbors like an apartment
complex, but you’ve got a pool,
cabana, barbeque…If you want
to be more social, you can hang
out with your neighbors. The
larger communities sometimes
will include recreation centers,”
Walls says.

Affordability
With the median cost of hous-

ing in the Valley at $265,000
now, some buyers are hesitant to
buy a home. And home builders
want to keep options available to
meet all levels of demand.
“We’ve seen and experienced in-
credible price acceleration in the
market,” Byrne says. “As we look
at where we’ll built or at what
price to be affordable, we have
to build higher density.”

Even with all those conven-
iences and a great location, per-

haps the biggest advantage of
purchasing townhouses or con-
dos is the lower price tag. This
makes attached living especially
attractive to first-time home
buyers. “If you can’t afford a
single-family home now, this is
another option,” Walls says, add-
ing that his luxury condos start
in the $300s, while other entry-
level builders have options for as
low as the middle $100s. “That’s
what people are paying for the
smallest home in Buckeye. For the
same price, you’re right in town.”

Are you a
condo convert?

Toll Brothers

Residences on Main in Scottsdale is
one of Toll Brothers’ two condomin-
ium communities in the Valley.

Cachet Homes
www.cachethomes.net
• Encore at Grayhawk,
Scottsdale: (480) 419-7656
• Serenity Shores at Fulton
Ranch, Chandler: (480) 802- 8990
• Crescent Falls at Fulton
Ranch, Chandler: (480) 802-8991
• Vallarta at Verrado,
Buckeye: (623) 478-2176

KB Home
www.kbhome.com
• Hunter Ridge, Phoenix:
(602) 305-7600
• Retreat at Daravante,
Phoenix: (602) 283-8340
• Muirfield Village, Mesa:
(480) 354-6555

Toll Brothers
www.tollbrothers.com
• The Villages, Aviano at 
Desert Ridge, Phoenix:
(480) 419-9300
• Residences on Main,
The Mark and The Regency,
Scottsdale: (480) 675-9400

Monterey Homes
www.montereyhomesphoenix.com
or (480) 515-8583
• Sandalo, Scottsdale
• Andare, Phoenix 
• Monterey Ridge, Phoenix
(opening in August)
• Madison Place, Phoenix
(opening in September)
• Monterey Pointe, Phoenix
(opening in September)

FYI

Buyers find smaller, maintenance-free
homes an attractive alternative

Cachet Homes

Toll Brothers



No offer for sale or lease may be made, and no offer for sale or lease may be accepted until issuance of the Final Arizona Public Report. ROC#144869. ©2006 Standard Pacific Homes 6710 N. Scottsdale Rd., #150, Scottsdale, AZ 85253
* Offer on selected inventory homes at selected locations. Subject to buyer qualification and approval through Family Lending. Rates and terms subject to change without notice. Subsidy includes principal and interest only; taxes, insurance
and any mortgage insurance or 2nd mortgages not included. Subsidy for 3 to 6 months depending on the loan program. Restrictions may apply.

PEORIA
The Villages at
Sonoran Mountain Ranch
67th Ave. & Dynamite
From the low 300s
(623) 376-8360

The Meadows at
Sonoran Mountain Ranch
67th Ave. & Dynamite
From the low 400s
(623) 537-0693

SURPRISE
The Villages at Surprise Farms
175th Ave., south of Bell Rd.
From the mid 200s
(623) 748-9342

The Meadows at Surprise Farms
175th Ave., south of Bell Rd.
From the high 200s
(623) 533-3570

MARICOPA COUNTY
The Villages at Cortessa
Olive, 1 mile west of the 303
From the low 200s
(623) 444-6694

The Meadows at Cortessa
Olive, 1 mile west of the 303
From the mid 200s
(623) 444-7245

The Crossings at Cortessa
Olive, 1 mile west of the 303
From the mid 300s
(623) 444-7240

The Crossings at Savannah
Camelback Rd., 1 mile west of 303
Coming Early Fall 2006
(480) 627-7500

GOODYEAR
The Meadows at Canyon Trails
East of Cotton Ln., north of Yuma
From the high 200s
(623) 932-4589

The Crossings at Canyon Trails
East of Cotton Ln., south
of Van Buren
From the mid 300s
(623) 932-4784

AVONDALE
The Villages at Donatela
Avondale Blvd.,
north of McDowell Rd.
From the mid 200s
(623) 474-2994

The Meadows at Donatela
Avondale Blvd.,
north of McDowell Rd.
From the high 200s
(623) 478-1486

PHOENIX
The Villages at Hurley Ranch
Lower Buckeye,
east of 91st Ave.
From the low 200s
(602) 647-0869

The Meadows at Hurley Ranch
Lower Buckeye,
east of 91st Ave.
From the mid 200s
(602) 647-0869

The Villages at Laveen Meadows
67th Ave. & Baseline Rd.
From the high 100s
(602) 237-0596

The Meadows at Laveen Meadows
67th Ave. & Baseline Rd.
From the high 200s
(602) 237-0663

MARICOPA
The Villages at Glennwilde
Honeycutt, 1mile east of Route 347
From the high 100s
(520) 568-7591

The Meadows at Glennwilde
Honeycutt, 1 mile east of Route 347
From the mid 200s
(520) 568-7591

CHANDLER
The Meadows at Eagle Glen
Gilbert Rd., south of Germann Rd.
From the mid 300s
(602) 647-0843

GILBERT
The Villages at Vincenz
Williams Field Rd., east
of loop 202
From the mid 200s
(480) 988-2322

The Meadows at Vincenz
Williams Field Rd., east
of loop 202
From the mid 300s
(480) 988-0423

The Crossings at Vincenz
Williams Field Rd., east
of loop 202
From the mid 400s
(480) 988-0197

QUEEN CREEK (COUNTY)
The Crossings at Montelena
Hawes Rd., south of Ocotillo Rd.
From the low 400s
(480) 458-5739

PINAL COUNTY
The Villages at Laredo Ranch
Schnepf Rd., north of Combs
From the high 100s
(480) 655-5783
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entertaining, growing a family
or relaxing outside.

KB Home doesn’t quiz you,
but still asks all the questions
in a more conversational way
to help you decide what you
need. “Our consultant at the
studio guides them through the
options,” says Stacie MacDon-
ald, vice president of sales and
studio. “It’s very personalized.

You’re not sitting down at a
desk. We give you descriptions
and ask what is most important
to you.”

For those buyers who don’t
have a degree in interior deco-
rating, the Home Gallery also
offers color studios, where peo-
ple can select a favorite color
and see an entirely coordinat-
ing palette for walls, cabinetry,

countertops and accessories.
The builders know that some
people need their hand to be
held throughout the process.

Financing
With such rapid changes in

the Valley’s housing market in
recent years, lenders and mort-
gage companies seem to be
around every corner. But most

homebuilders work directly
with a mortgage company as a
partner to streamline the proc-
ess. “New home buyers are of-
ten compelled to look at price
first,” says John Waldron, vice
president of sales and market-
ing for Brown Family Commu-
nities. “We introduce our sales
people to programs that speak
to that first-time home buyer.

We do a lot of training because
we want it to be a positive
experience.”

One thing that Waldron says
will make the experience less
scary for the maiden home-
buyer is to get pre-qualified.
“It’s a big help before you get
too far into the process, and it
gives you an idea of what
you’re comfortable with for a
monthly payment,” he says.
MacDonald agrees, and says
that most first-time home buy-
ers’ questions are financial, and
the pre-qualification can give
them peace of mind. The build-
er’s mortgage partner will re-
search the best programs based
on customers’ needs, whether
they don’t want to put a lot of
money down or have been sav-
ing for years.

With home builders now of-
fering a one-stop home shop-
ping process, finding a home
doesn’t have to be so arduous.
In fact, Pederson says that most
purchases happen within 60
days of active searching.

By Erin Ryan
uying a home is a great
investment, but it’s also
one of the biggest pur-
chases you’ll ever make.
For first-time home
buyers, whether you’re

coming from mom and dad’s or
are used to renting, the compli-
cated process of choosing floor
plans, accessing financing or
even talking to a builder can be
intimidating. Fortunately, home
builders are helping the unini-
tiated navigate the course.

“Every buyer has something
that’s internally important to
them,” says Andy Pederson, re-
gional vice president of market-
ing for Richmond American
Homes. “If they want to live
near family and friends, they
want to be in a certain area. If
they’re a growing family, they
want something that they can
get more out of.” Once you de-
termine what’s most important
to you, web-based virtual tours
and a few miles in the car will
help you narrow down the hun-
dreds of condominium com-
plexes and residential commu-
nities cropping up. Once you
decide which community is best
for you, the fun part can begin
with deciding what you’ll put
inside.

Features and floor plans
“The make-up of your house-

hold will be the major deciding
factor on choosing the floor
plan meant for you,” says Sara
Taylor, marketing coordinator
of Engle Homes’ Arizona divi-
sion. She recommends consider-
ing three main factors: size, en-
tertainment space and arrange-
ment. Think about bedrooms
and bathrooms for your family
and any frequent guests, a great
room or formal dining room,
and where things will go, in-
cluding whether you want the
master bedroom separate from
the other bedrooms or if a Jack-
and-Jill bathroom will work for
your children.

Choosing countertops, floor-
ing, appliances, lighting and the
long list of other features can
be just as overwhelming as
choosing a floor plan or com-
munity location. “As a first-
time home buyer, this can be
the scariest part since their
knowledge base of options can
often be minimal at this point,”
Taylor says. A consultation with
your builder often can help you
reach a decision. Engle Homes’
buyers meet with eight different
experts, in flooring and coun-
tertops, lighting and ceiling
fans, cabinets, appliances,
structured wiring, home enter-
tainment, pools and landscaping.

“A lot of people don’t really
know what their style is,” Pe-
derson says. So consultants at
Richmond American offer their
Home Gallery as a place to see
all the different options without
getting overwhelmed. They
even give quizzes to the buyers,
where there’s no wrong answer,
to get an idea of what the buyer
needs and likes in a home for

Home shopping for beginners
Builders guide first-time home buyers through the process

Brown Family Communities

Fred Ledo, Brown Family Communities’ West Valley sales manager, meets with first-time home buyer Shirley York to go over her new home.

If you’re new to the
home-buying game, you
might want to study the
important terms and what
they’ll mean to you and
your bank account.
Mortgage:

A document of the lien
on a property taken by a
lender as security for the
repayment of a loan.
Qualification:

The process of determin-
ing whether a prospective
borrower has the ability,
assets and income to repay 
a loan. Qualified borrowers
may ultimately be turned
down because, although they
have demonstrated the
capacity to repay, a poor 
credit history suggests that
they may be unwilling to pay.
Pre-approval:

A commitment by a
lender to extend a mortgage
loan to a borrower, prior to
identifying a specific prop-
erty. The lender checks the
applicant’s credit.
Underwriting:

Examining all data about
the borrower’s property and
transaction to determine
whether the mortgage
should be issued.

Home-buying
dictionary
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August 11, 12 and 13
Fri 12-6 Sat 10-6 Sun 10-5
Phoenix Convention Center
formerly Phoenix Civic Plaza

Sponsored by

AZ Home & Design Magazine

and The Creative Designer

602-277-6045

Remodeling
Home Improvements
Home Building
Interior Design

Visit over 700 exhibits.

NORTH VALLEY
Arroyo Norte — Coming Soon!
866-TO-PULTE • pulte.com

The Paseo
623-551-6495 • From the mid $200’s

Montana Tierra
- Vista Series
623-516-4795 • From the high $200’s
- Canyon Series
623-516-4795 • From the mid $300’s

Stetson Valley
- Harmony Series
480-226-5168 • From the mid $200’s

- Legend Series
623-915-5882 • From the mid $300’s

- Treasure Series
623-587-1740 • From the low $400’s

- Discovery Series
623-587-0707 • From the high $400’s

- Pioneer Series
623-879-6161 • From the low $500’s

- Centennial Series
623-581-2844 • From the low $600’s

WestWing Mountain
Now Selling Models and
Completed Homes
623-825-5696 • From the low $400’s

Tierra Del Rio — Coming Soon!
866-TO-PULTE • pulte.com

Northgate
- Ridgerock Series
480-677-5969 • From the low $200’s

- Ledgestone Series
480-677-1504 • From the high $200’s

WEST VALLEY
Canter Run at Cortessa
623-536-1055 • From the mid $200’s

White Tank Foothills
623-518-3401 • From the mid $200’s

Verrado
623-215-8342 • From the low $300’s

Heritage at Tartesso
623-386-3847 • From the high $200’s

Vista de Montana
623-474-6009 • From the high $100’s

Canyon Trails — Coming Soon!
866-TO-PULTE • From the high $200’s

Bailey Commons
Pre-Selling by Appointment Only
602-253-8589 • From the high $100’s

Paseo Pointe
- Primavera Series
602-237-7908 • From the mid $200’s

- Hacienda Series
602-237-4172 • From the low $300’s

- Maravilla Series — Coming Soon!
866-TO-PULTE • pulte.com

Laveen Crossing
- The Groves at Laveen Crossing
602-237-1181 • From the low $200’s

- The Breezes at Laveen Crossing
602-237-3777 • From the low $300’s

EAST VALLEY
525 Town Lake
Pre-Selling by Appointment Only
866-TO-PULTE • From the high $300’s

Bella Via
- Provincia Series
480-840-6917 • From the mid $200’s

- Palazzo Series
480-840-6989 • From the mid $200’s

- Artista Series
480-840-6979 • From the high $200’s

- Giardino Series
480-840-6606 • From the low $300’s

- Portofino Series
480-840-6983 • From the low $400’s

- Villagio Series — Coming Soon!
866-TO-PULTE • pulte.com/bellavia

Senita
- Cactus at Senita
520-568-0770 • From the high $100’s

- Wildflower at Senita
520-568-0655 • From the low $300’s

Remington Heights
480-888-2596 or 480-987-2147
From the high $200’s

Taylor Ranch — Models Now Open!
480-987-2272 • From the low $200s

Copper Basin
- Sonoran Collection
480-987-8619 • From the high $100’s

- Terra Collection
480-888-8106 • From the high $200’s

Anthem at Merrill Ranch
520-413-6175 • From the high $100’s

Elizabeth Ranch
520-723-1136 • From the high $100’s

Martin Valley — Coming Soon!
866-TO-PULTE • pulte.com

Pulte/Del Webb Realty, brokerage for Pulte Home Corporation, 15111 North Pima Road, Scottsdale, AZ 85260. Prices reflect base prices, are subject to
change without notice, and reflect the buyer electing to use Pulte Mortgage for financing. Lot premiums may apply and options are extra. The Arizona
Department of Real Estate may not have inspected or approved project(s) and public report may not have been issued for the project. No offer to sell may
be made and no offer to purchase may be accepted before issuance of a public report for a project. ROC # 079383 © 2006 Pulte Home Corporation.

To determine whether a home is a good value, you’re smart to consider more than its price. At Pulte

Homes, we have the know-how and the buying power to provide you better value in a home. We can

offer you more included features, longer warranties, better energy efficiency, and professional customer

service that brings us back to check on things three times in the first year. While our level of detail and

attentiveness might be uncommon, we think giving you more for your money is the way it should be.

To appreciate true value, visit Pulte.com/arizona.

THAT’S THE WAY IT SHOULD BE.

Visit any Pulte Homes community today.

THAT’S THE WAY IT SHOULD BE.
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Noon-6 Wednesdays.

Friday, July 21, 2006 NHA7

Compiled by Cara LaBrie
KB Home and Countrywide

KB Home Loans, a joint venture
between KB Home and Country-
wide Home Loans
Inc., announced a
special rate lock pro-
gram to allow new
home buyers to lock
an interest rate while
a home is being built.

The home buyers
can lock-in a rate
while their homes are under
construction, protecting them
from possible rising rates. If
the rates are lower when their
homes are ready, they will be
financed at the lower rate.

“We understand that today’s
buyers need a level of comfort
throughout the building process.
Interest rates are constantly
changing, and we don’t want
that to stop them from buying
the home of their dreams,” said
Greg Williams, president of KB
Home’s Phoenix division. “This
program ensures that they know
what rate they’ll have when
their home is ready giving them
the peace of mind to move for-
ward with the exciting process
of buying a new home.”

The rate lock protection is
available for up to 14 months
during the course of construc-
tion. Home buyers have the op-
tion to “roll down” to current
market rates when their home
is complete if rates are lower.

Engle Homes opens
neighborhood in Estrella
Mountain Ranch

Estrella Mountain Ranch
announced the opening of The
Links, a new neighborhood by
Engle Homes. The Links includes
four floor plans sized from 2,391
to 3,313 square feet with four or
five bedrooms and three-car 
garages. Homes are priced from
the low $400s.

Standard features at the
neighborhood will include 42-
inch maple cabinets, granite
kitchen countertops, profession-
ally designed landscaping and
Engle Homes’ 10-year limited
warranty. Available options (per
floor plan) include bonus rooms,
dens, Jack-and-Jill bathrooms
and four-car tandem garages.

Upon completion, The Links
will include 82 homes. Two
model homes are under con-
struction and are expected to
open later this summer.

The Links is located within
Golf Village at Estrella Mountain
Ranch, home to Estrella Moun-
tain Ranch Golf Club, the com-
munity’s Nicklaus-designed 18-
hole championship golf course.
A daily-fee course, it is designed
to accommodate golfers with
varying abilities and skills.

For more information, visit
www.estrellamountainranch.com.

Condominiums for sale in
the Ahwatukee Foothills

WestStone Group of Compa-
nies opened sales at Vantage,
a condominium community 
located in the Ahwatukee Foot-
hills at Chandler Boulevard and
5th Avenue.

The community will include
122 two- and three-bedroom
residences sized from 1,432 to
2,067 square feet, priced from
the low $400s.

Home interiors include gour-
met kitchens, rustic wine nooks
or wet bars with stone detail,
granite slab countertops, maple
cabinetry, stainless steel appli-
ances and designer fixtures. All
homes will include fireplaces
and oversized master suites with
spacious walk-in closets, sunken
bathtubs, granite tile counter-
tops and marble shower sur-
rounds. Attached garages are
available on all residences.

The community’s clubhouse
includes a private movie theater
with plush leather lounge chairs,
a fitness center, a formal dining
area and a lounge area. An out-
door entertainment area will have
a spa, poolside cabanas, a sit-up
bar, a refrigerator, a plasma tele-
vision, grills and a fire pit.

Vantage is within walking
distance from South Mountain
Preserve, a 16,000-acre munici-
pal park with more than 58
trails for hiking, biking and
horseback riding. For the avid
golfer, there are four champion-
ship golf courses nearby, includ-
ing the private Ahwatukee
Country Club and public Foot-
hills Golf Club, Phantom Horse
Golf Club at the Point South
Mountain and Club West. Lux-
ury shopping is also a short
drive away at Chandler Fashion

Center, Chandler Festival and
The Boulevard Shops.

Last month WestStone an-
nounced its latest project, Onyx

Tower, a luxury, 22-
story high-rise proj-
ect adjacent to the
Northshore site at
Tempe Town Lake
with sales beginning
this fall.

For more informa-

tion, call (602) 957-2516 or visit
www.weststonecommunities.com.

Standard Pacific opens models
at three neighborhoods

Standard Pacific Homes
opened model homes in Pinal
County and Goodyear.

The builder has three models
open at its newest neighborhood,
The Villages at Laredo. The com-

KB Home offers 
rate lock program

— See BUILDER BUZZ, Page NHA9



MAKING THE WORLD MORE ENERGY-EF F I C I ENT,

ONE HOUSE AT A T IME .At SRP, we’re always looking to improve life

for Valley residents. That’s why we created SRP PowerWise Homes.™ Our partnership

with leading home builders has resulted in some of the highest-quality, most energy-efficient homes

in the Valley. That means SRP PowerWise Homes owners can realize some of their biggest

savings on their electric bill – approximately $300 annually.

Wise People Make Power-Wise Decisions. To learn more,

please visit srpnet.com/powerwise.

if life’s best moments happen at home…

welcome to the community
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Anthem Parkside
by Pulte Homes and Del Webb
All-ages
(866) 340-9322
www.delwebb.com/merrillranch
Sun City Anthem
by Del Webb
Active-adult
(877) 937-6396
www.delwebb.com/suncityanthem
Directions
Florence. US 60 to Ironwood Drive. South
to Bella Vista Road, then south on Hunt
Highway to Merrill Ranch Parkway.

Anthem Parkside by Pulte Homes
(all ages)
Amberwood at Anthem Parkside
3 floor plans
1,454 to 2,285 square feet
From $199,900
Tapestry at Anthem Parkside
3 floor plans
2,145 to 2,667 square feet
From $310,900
Cantera at Anthem Parkside
3 floor plans
3,549 to 4,071 square feet
From $335,900

Anthem Parkside by Del Webb
(all ages)
Celebration
3 floor plans
1,250 to 1,624 square feet
From $179,900

Harmony
3 floor plans
1,825 to 2,642 square feet
From $229,900
Enchantment
3 floor plans
1,970 to 3,159 square feet
From $257,900
Radiance
3 floor plans
3,758 to 4,223 square feet
From $396,900

Sun City Anthem by Del Webb
(active-adult)
Cottage
2 floor plans
1,373 to 1,494 square feet

Classic
2 floor plans
1,612 to 1,816 square feet
From $244,900
Premier
3 floor plans
1,960 to 2,323 square feet
From $288,900
Estate
2 floor plans
2,528 to 2,849 square feet
From $353,900

By Jo-an Holstein

L ike Arizona’s original
Anthem by Del Webb north
of Phoenix, the new An-

them at Merrill Ranch in Flor-
ence is big on amenities.

Residents will enjoy a 43,000-
square-foot community center,
a workout center, parks, a water
park, soccer and baseball fields,
a catch-and-release fishing lake,
a trail system, armadas, picnic
areas, a 32-foot rock climbing
wall, an aquatic center, a tennis
center, sand volleyball courts
and an 18-hole Gary Panks-de-
signed championship golf course
with a clubhouse, a driving
range and a café. The public golf
course will open in early 2007.

The community will have
a “vibrant, resort feel,” says 
Jacque Petroulakis, director of
public affairs for Pulte Homes 
in Arizona.

That feel extends to residents
of Sun City Anthem, an active-
adult neighborhood within Mer-
rill Ranch. They will have access
to the community’s amenities
(some at a nominal fee), plus
enjoy their own exclusive offer-
ings. These include Sun City 
Anthem’s 48,000-square-foot
community center, indoor and
outdoor pools and spas, fitness
center, indoor walking track,

outdoor trails, on-site spa serv-
ices, amphitheater, bocce ball
courts, multi-purpose rooms,
clubs and classes, putting green,
computer lab, and the ASU Life-
long Learning program.

“Sun City residents can en-
gage with families and young
folks if they’d like but also have
the opportunity to have recre-
ational experiences without
them,” says Petroulakis. “It’s the
best of both worlds.”

Plans at Anthem at Merrill
Ranch also include a fire station,
places of worship and schools.

A new elementary school will
begin classes in January 2007.
Safeway will anchor a 19-acre
commercial space planned at the
entrance of the community.

Programming is key
At Anthem at Merrill Ranch,

Del Webb doesn’t stop at offer-
ing impressive amenities. The
developer looks to “engage rela-
tionships” and “facilitate” activi-
ties and programs to provide a
dynamic, connected, participa-
tory lifestyle, says John Sefton,
executive director of community

management for Anthem at
Merrill Ranch.

This means listening to resi-
dents’ input and helping to
facilitate groups and activities
around their interests. “We want
to help initiate; plant some seeds
and help them grow,” says Sef-
ton, noting that Del Webb has
provided Anthem at Merrill
Ranch with an Internet portal
that will help residents with
similar interests connect. “One
of our slogans is ‘We build the
place. You build the life.’ It’s not
a roadmap, but a philosophy.”

Newest Anthem offers amenity-rich lifestyle

Communities of Del Webb

Many of the amenities at Anthem at Merrill Ranch will be similar to its predecessor in the north Valley.

Anthem at Merrill Ranch

Sun City Anthem has four different home series ranging in size from 1,373 to 2,849

The Communities o

Sun City Anthem homes will feature 9- and 10-foot ceilings, and kitchens with Corian
tops and crown molding. Some floor plans offer courtyards and extra storage.



Now Open – New PhaseNow Open – New Phase

The Award Winning Community

Unmatched Amenities

Endless Activities

Neighborhood Personality

Great School & Playgrounds

Trails & Open Space

Neighborhood Parks

the power of community
www.PowerRanch.com
Power & Germann Roads
A Sunbelt Holdings/DMB Community

Element Homes
Harvest Meadows 602-316-3789
Homestead 602-206-9386

K. Hovnanian Homes
Parkview 480-279-9805

Richmond American Homes
Colony 480-840-6576
Medallion II 480-279-3180
Village 480-988-3913

T.W. Lewis
The Willows 480-963-3791

Trend Homes
Cypress Grove 480-782-7387
Hawthorn Lane 480-782-7387
Juniper Ridge 480-782-7387
Sycamore Terrace 480-782-7387

Trilogy at Power Ranch
Shea Homes 480-279-2101

C L O S E T O E V E R Y T H I N G.

C L O S E T O P E R F E C T.™

*Available on select inventory homes. See Sales Executive for details. All brokers welcome. Prices, terms, incentives,
materials and availability subject to change without notice. No offer for sales or lease may be accepted
prior to issuance of an Arizona Public Report. This is not an offer for sale or lease. Pricing,
specifications and inclusions will vary among SunCor communities.

®

Imagine relaxing in a backyard
as stunning as your new home –
in the welcoming community of
Palm Valley. With Golden Heritage
Homes as your builder, it could
happen today.

Palm Valley offers exceptional
schools, welcoming neighborhoods,
championship golf, public parks,
plus shopping and restaurants
nearby. It’s all just 17 miles from
downtown Phoenix. And our homes
are ready for you to move in now.
With a pool, and other amazing
incentives, there’s never been a
better time to dive right in.

I-10 west to Litchfield Rd
Homes from the $300s

INDIAN SCHOOL RD

WIGWAM BLVD

LUKE AIR
FORCE BASE
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623 -536 -5731 palmvalleyaz.com

HOMES READY FOR MOVE IN SPECIAL INCENTIVES AVAILABLE

Deals so hot we threw in a
pool to cool things off.
Including rock waterfall, and other generous incentives.*

HOMES ALSO AVAILABLE AT GOLDEN
HERITAGE HOMES AT PRESCOTT LAKES

www.GHHatPrescottLakes.com

HOMES ALSO AVAILABLE AT GOLDEN
HERITAGE HOMES AT PRESCOTT LAKES

www.GHHatPrescottLakes.com
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All floor plans
modeled and
open for tours
— ANTHEM, from Page NHA1

munity is located in the South-
east Valley off Schnepf Farms
Road north of Combs Road in
Pinal County. Five floor plans
are offered, ranging from 1,449
to 2,317 square feet with three
to five bedrooms, two to three
baths and options for a second
master suite, a wet bar, a nurs-
ery and/or a workshop. The
homes are priced from the $190s.

Standard features in the
homes include low-e, dual-
paned windows, structured
wiring, pre-wiring for security
and surround sound systems,
Whirlpool appliances, and
front-yard landscaping.

For more information,
call (602) 647-0534.

Standard Pacific also opened
six models at two neighbor-
hoods in Goodyear, The Mead-
ows and The Crossings at Can-
yon Trails. The community is
located at Yuma Road and
Estrella Parkway.

The Meadows at Canyon
Trails has six single- and two-
story floor plans ranging in size
from 1,804 to 3,247 square feet
and priced from the $280s.
Homes include three to seven

bedrooms and two to three and
a half bathrooms.

Seven single- and two-story
floor plans are offered at The
Crossings at Canyon Trails. The
homes are sized from 2,141
to 3,979 square feet
with three to seven
bedrooms and two
to four and a half
bathrooms. Homes
are priced from the
mid $300s.

For more infor-
mation, call The Meadows 
at (623) 932-4589 or The
Crossings at (623) 932-4784.

For information about
Standard Pacific Homes, visit
www.standardpacifichomes.com.

Randall Martin unveils
models in Chandler

Randall Martin Home opened
three models at Portello at 
Dobson Crossing. The commu-
nity is located at Queen Creek
Road and Arizona Avenue
in Chandler

Portello offers six one- and
two-story floor plans ranging
from 1,644 to 2,746 square
feet. The Calistoga, Alameda
and Capistrano designs are
modeled. Floor plans include

two to six bedrooms, with two
to six baths, and a two- or
three-car tandem garage per
plan. Options include lofts,
game rooms, libraries, guest
suites and extra bedrooms 

and bathrooms.
Standard

features include
granite kitchen
countertops, choice
of maple or oak
staggered kitchen
cabinets, 8-foot 

interior doors, tile vanities in
bathrooms, rounded drywall
corners, double bowl vanities
in master baths and choice of
three interior paint colors.
Exterior features include sand
stucco finish, 8-foot entry
doors, concrete flat tile roofs,
salt finish concrete at drive-
way walks and patios, covered
patios with stucco columns
and beams, and a selection
of two professionally designed
and installed front-yard land-
scaping plans.

Pricing for Portello at 
Dobson Crossing starts from
the high $300s.

For more information,
call (602) 281-6778 or visit
www.randallmartin.com.

Calvis Wyant receives award
Calvis Wyant Luxury Homes

was one of 24 builders nation-
wide honored with an award at
the 2006 Custom Home Design
Awards ceremony in June. The
annual competition, sponsored
by Custom Homes magazine,
drew a record 487 entries repre-
senting a wide range of archi-
tectural styles and solutions.

The magazine’s independent
panel of judges selected the
winning projects. The majority
of winners represented a Mod-
ernist bent, suggesting a grow-
ing interest in mid-20th-century
design among builders and
consumers.

The winning Calvis Wyant
entry was a contemporary Para-
dise Valley custom home de-
signed by architect Ron Brissette
of Brissette Architects in Scotts-
dale. The judges favored the
project’s architectural restraint,
simple palette and continuation
of concrete block walls inside
and out. Horizontal steel over-
hangs and trellis systems pro-
vide shade, while the controlled
landscaping continues the sleek
look of the interiors. A large,
serene reflecting pool casts a
mirror image of the home.

New models open across the Valley
— BUILDER BUZZ, from Page NHA7

ebb

Every plan modeled
Each of Anthem at Merrill Ranch’s three neighbor-

hoods has an center where you can gather information
and floor plans before touring models. Impressively, each
of the community’s 30 available plans is modeled.

“There’s a nice variety. There are great room plans,
casual dining plans and formal dining plans. There’s a
lot of diversity and choices,” says Petroulakis.

Anthem Parkside by Pulte offers nine floor plans,
providing single- and two-story homes ranging from
1,454 to 4,071 square feet and priced from $199,900 to
$365,900. Depending upon the plan, you’ll find 9- and
10-foot ceilings, cozy dens, courtyards and turret-feeling
entries. Several two-story plans have family written all
over them, thanks to game rooms big enough to accom-
modate a pool table, televisions and seating.

Adding to the choices, Anthem Parkside by Del Webb
features 12 floor plans. Single- and two-story plans are
available, ranging from 1,250 to 4,223 square feet and
priced from $179,900 to $457,900. Depending upon the
floor plan, highlights of this neighborhood include
unique side entries, dramatic staircases, circular foyers
with eye-catching ceiling treatments and sizeable lofts.

Both Parkside communities offer kitchens with
pantries and nooks that blend with family or great rooms
to create inviting open areas. Look for large covered
patios, sizeable laundry rooms, lots of storage space and
master suites with spacious closets. Stylish touches in-
clude six-panel interior doors, ceramic tile entries, gar-
den tubs in master baths and crown molding on kitchen
cabinets. Many models are shown with built-in barbe-
cues, fire pits, fireplaces and water features in the back-
yard. You’ll even see a sandbox, a playhouse, a sports
court and a pizza oven!

Sun City comes to the East Valley
Like the all-ages Parkside neighborhoods, Sun City

Anthem—the first of Del Webb’s Sun City brand commu-
nities to be built in the East Valley—features carefully 
designed homes. Nine floor plans are offered, with
square footages ranging from 1,373 to 2,849 and base
prices from $205,900 to $391,400. Four elevations are
available: Spanish, Ranch, European and Tuscan.

In addition to being convenient single-story homes,
the Sun City Anthem plans embrace the best of Arizona
living with covered patios and open great rooms. Look
for large master bedrooms, 9- and 10-foot ceilings, dens,
and kitchens with nooks, Corian countertops, and cabi-
nets with crown molding and pullout shelves. Depending
upon the plan, other features include courtyards, dining
rooms, garden tubs in master baths, ample laundry
rooms with cabinets and counters, and bay windows in
master bedrooms or kitchen nooks. Don’t miss the golf
cart garage on the Providence model, the elegant op-
tional casita and dramatic entry tower on the Paramount
model or the rotunda entrance to the Regence’s master
suite. Another standout is the Lexington, with a big pan-
try, wet bar, and circular foyer with ceiling treatment.

The Communities of Del Webb

,849 square feet. All nine floor plans are modeled and four elevations are offered.

ties of Del Webb

rian counter-




