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CAUTIONARY NOTE CONCERNING FORWARD-LOOKING STATEMENTS

Various statements contained in this annual report on Form 10-K, including those that express a belief, expectation or
intention, as well as those that are not statements of historical fact, are forward-looking statements. These
forward-looking statements may include projections and estimates concerning the timing and success of specific
projects and our future production, revenues, income and capital spending. Our forward-looking statements are
generally accompanied by words such as “estimate,” “project,” “predict,” “believe,” “expect,” “intend,” “anticipate,” “potential,” “plan,”
“goal” or other words that convey the uncertainty of future events or outcomes. The forward-looking statements in this
report speak only as of the date of this report, and we disclaim any obligation to update these statements unless
required by law, and we caution you not to rely on them unduly. We have based these forward-looking statements on
our current expectations and assumptions about future events. While our management considers these expectations
and assumptions to be reasonable, they are inherently subject to significant business, economic, competitive,
regulatory and other risks, contingencies and uncertainties, most of which are difficult to predict and many of which
are beyond our control. The following factors, among others, may cause our actual results, performance or
achievements to differ materially from any future results, performance or achievements expressed or implied by these
forward-looking statements:

•economic changes either nationally or in the markets in which we operate, including declines in employment,
volatility of mortgage interest rates and inflation;
•continued or increased downturn in the homebuilding industry;
•continued volatility and uncertainty in the credit markets and broader financial markets;
•our future operating results and financial condition;
•our business operations;
•changes in our business and investment strategy;
•availability of land to acquire and our ability to acquire such land on favorable terms or at all;
•availability, terms and deployment of capital;

•continued or increased disruption in the availability of mortgage financing or the number of foreclosures in the
market;
•shortages of or increased prices for labor, land or raw materials used in housing construction;

•delays in land development or home construction resulting from adverse weather conditions or other events outside
our control;
•issues concerning our joint venture partnerships;
•the cost and availability of insurance and surety bonds;
•changes in, or the failure or inability to comply with, governmental laws and regulations;
•the timing of receipt of regulatory approvals and the opening of projects;
•the degree and nature of our competition;
•our leverage and debt service obligations; and
•availability of qualified personnel and our ability to retain our key personnel.

•additional factors discussed in Item 1, "Business;" Item 1A, "Risk Factors;" and Item 7, "Management's Discussion
and Analysis of Financial Condition and Results of Operations."
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PART 1

Item 1. Business
As used in this annual report on Form 10-K, unless the context otherwise requires or indicates, references to “the
Company,” “our company,” “we,” “our” and “us” (1) for periods prior to the completion of our formation transactions, refer to
The New Home Company LLC and its subsidiaries and affiliates, which we sometimes refer to as “TNHC LLC,” and
(2) following the completion of our formation transactions, refer to The New Home Company Inc. and its subsidiaries.
On January 30, 2014, The New Home Company LLC was converted into a Delaware corporation and renamed The
New Home Company Inc., which we refer to as our formation transaction.
Our Company
We are a new generation homebuilder focused on the design, construction and sale of innovative and consumer-driven
homes in major metropolitan areas within select growth markets in California, including coastal Southern California,
the San Francisco Bay area and metro Sacramento. We also seek to create unique communities via our significant land
development expertise.
Our Company was founded in August 2009, towards the end of an unprecedented downturn in the U.S. homebuilding
industry, by our founders, who are also our four most senior executives. Our founders, Larry Webb, Wayne Stelmar,
Joseph Davis and Tom Redwitz, have extensive and complementary construction, design, marketing, development and
entitlement expertise as well as strong relationships with key land sellers within each of our local markets and have
worked together for over 25 years. We believe our founders' diverse and complementary skill sets and extensive
careers provide an important competitive advantage for our company. Since our formation, we have grown from our
four founders to over 240 employees as of March 2015.
As a "new generation" homebuilder, we are focused on taking advantage of opportunities in select growth markets in
California. Our growth strategy is focused on specific markets with high demand, favorable population and
employment growth as a result of proximity to job centers or primary transportation corridors. As of December 31,
2014, we and our unconsolidated joint ventures had 22 and 54 communities, respectively, containing 929 and 3,892
lots, respectively, including controlled lots. In addition, we had 10 communities containing 1,105 lots under our fee
building arrangements as of December 31, 2014.
Since our formation, we have delivered 1,256 homes (including 465 through our unconsolidated joint venture
communities and 546 from our fee building communities). Our management team has long-standing relationships with
leading masterplan community developers in each of our core markets and, through these relationships, we are
generally invited to participate in new lot offerings. Our product offering (including homes that we are building for
our unconsolidated joint ventures) ranges in price from approximately $300,000 to $4.1 million, with home sizes
ranging from approximately 800 to 5,400 square feet. Customer-focused community creation and product
development, as well as exemplary customer service, are key components of the lifestyle connection we seek to
establish with each community and homebuyer.
As of December 31, 2014, we owned 390 lots and controlled 539 lots that are under land option or purchase contracts,
including 195 under non-binding letters of intent. Our unconsolidated joint ventures owned 3,657 lots and controlled
235 lots that are under land option or purchase contracts as of December 31, 2014. Additionally, we controlled 1,105
lots through our fee building contracts as of December 31, 2014. The lots described above represent approximately
two to three years of supply to support our current growth plan. Our land acquisition strategy has focused on the
development of entitled parcels that we can complete within approximately 24 to 48 months from the start of sales in
order to reduce development and market cycle risk while maintaining an inventory of owned and controlled lots
sufficient for construction of homes over a two to three-year period. We continually evaluate new communities and
have an attractive pipeline of land acquisition opportunities that we intend to pursue through direct acquisition and
joint venture arrangements.
The Company completed its initial public offering ("IPO") on January 30, 2014. In preparation for the IPO, the
Company reorganized from a Delaware limited liability company ("LLC") into a Delaware corporation, issuing
8,636,250 shares of common stock to the former members of the LLC in the Company's formation transactions, and
changed its name to The New Home Company Inc. As a result of the IPO, the Company issued and sold 8,984,375
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shares of common stock (including 1,171,875 shares sold pursuant to the underwriter's exercise of their option to
purchase additional shares from the Company) at the public offering price of $11.00 per share. In accordance with the
terms of the IPO, with net proceeds received from the underwriter's exercise of their option to purchase additional
shares, the Company repurchased 1,171,875 shares of its
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common stock issued to a member of the LLC in connection with the Company's formation transactions. The
Company received proceeds of $75.8 million, net of the underwriting discount, offering expenses and the repurchase
of shares. Upon the close of the IPO and as of December 31, 2014, the Company had 16,448,750 common shares
outstanding.
Refer to Part II, Item 6 "Selected Financial Data" and Item 7 "Management's Discussion and Analysis of Financial
Condition and Results of Operations" of this annual report on Form 10-K for selected financial and operating data of
the Company. These items should be read in conjunction with our consolidated financial statements and the related
notes included elsewhere in this annual report on Form 10-K.
Our Competitive Strengths
We believe the following strengths provide us with a significant competitive advantage in implementing our business
strategy:
Experienced and Proven Leadership Supported by a Talented Senior Management Team
Our founders have worked together for various periods of up to 26 years and have successful track records of
managing and growing homebuilding companies. Their combined real estate industry experience includes land
acquisition, entitlement, master-planned community creation, land development, home construction, financing,
marketing and sales of single-family detached and attached homes in communities in a variety of markets. Prior to
forming our company in 2009, Messrs. Webb and Stelmar worked together for 11 years at John Laing Homes, from its
formation in 1998, ultimately serving as its Chief Executive Officer and Chief Financial Officer, respectively. In
2001, Messrs. Webb and Stelmar led the leveraged buyout of John Laing Homes for $190 million (representing a
purchase price of approximately 1.0x book value), resulting in GMAC/RFC becoming the majority owner, and
successfully orchestrated the timely sale of John Laing Homes in 2006 for $1.05 billion (representing a sale price of
approximately 3.4x book value). Mr. Redwitz joined John Laing Homes in 2002 as President of its Laing Luxury
Division, having served previously as President of Taylor Woodrow’s Southern California division from 1999 to 2002.
In addition, Mr. Davis brings over 40 years of land development and entitlement experience and served for eleven
years as President of Irvine Community Development Corporation, a subsidiary of The Irvine Company and developer
of the Irvine Ranch, a 125,000 lot master-planned community containing approximately 40 villages located in Orange
County, California.
We believe that our founders’ extensive experience, relationships, local market knowledge and reputation provide us
with a competitive advantage in being able to acquire land, create masterplans, obtain entitlements, build quality
homes and complete projects on budget and on schedule. Our executives are supported by a talented senior
management team that was assembled at a time of dislocation in the homebuilding industry and hand-picked to build
deep organizational strength designed to ensure execution of management’s business plan.
Significant Land Positions in Our Markets to Support Growth Plan
We believe that we have strong land positions strategically located within our core markets, many of which were
acquired during the downturn and are controlled at favorable prices. The prior experience of our founders in the
creation of thoughtful land plans and consumer-driven architecture provides us the ability to create unique
communities, and enhance the value of our homes. Our Southern California assets are well located along key
transportation corridors in major job centers in our submarkets. In the San Francisco Bay area, our assets are located
within and around the Silicon Valley, a major employment center. In Sacramento, our assets are located in infill or
existing master-planned communities, located near major employment centers, with a concentration of larger
technology and medical companies and strong school districts.
Focus on Attractive Growth Markets in California
We are currently focused on identifying unique sites and creating communities that allow us to design, construct and
sell consumer-driven single-family detached and attached homes in major metropolitan areas in coastal Southern
California, the San Francisco Bay area and metro Sacramento. These markets are generally characterized as infill
markets with barriers to entry, job growth and increasing populations, which can create growing demand for new
housing.
History of Operational Discipline
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Our management team possesses extensive and valuable expertise, including the growth and operation of a much
larger homebuilder controlled by a large public company. The perspective gained from this experience has helped
shape the strict discipline and hands-on management approach that we believe has been a key component of our initial
success. With financial accountability at the project level, our strict operating discipline is a key part of our strategy to
increase returns while effectively managing risk. However, like other growing companies, we face challenges in
expanding our operations while trying to manage risk and maintaining our disciplined and hands-on approach.
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We also have strong relationships with several institutional joint venture partners. As of December 31, 2014, we had
12 unconsolidated joint ventures with total assets of $521.6 million. We believe these relationships help maximize our
return on equity and provide us the ability to participate in certain unique opportunities. Our 12 unconsolidated joint
ventures consisted of eight homebuilding joint ventures and four land development joint ventures.
Absence of Legacy Issues Allows Us to Focus on the Growth of Our Business
Our absence of legacy issues enables us to focus on the growth of our business, as opposed to diverting attention and
resources to manage troubled assets or other legacy issues. The majority of our land inventory was accumulated
following the close of our IPO in January of 2014. We do not have any existing distressed assets or liabilities to
manage, unlike many competitors that were affected by the unprecedented downturn in the real estate markets that
resulted from the recession during 2008 and 2009. All of our real estate assets were acquired and are located in
markets that we targeted after the downturn commenced.
Our Business Strategy
Our business strategy is focused on creating lasting neighborhoods through exceptional design, craftsmanship and
homeowner experiences by people doing the best work of their lives. Our operations are focused on major
metropolitan areas located in coastal Southern California, the San Francisco Bay area and metro Sacramento. Our
business strategy is driven by the following:
Disciplined Acquisition of Attractive Land Positions
We believe that we have strong land positions strategically located within our core markets, many of which were
acquired or that we acquired control over during the downturn in the market. We believe our professional reputation
and long-standing relationships with key land sellers, including master plan community developers, brokers and other
builders, as well as our institutional investors and joint venture partners, enable us to acquire well-positioned land
parcels in our existing markets as well as new target markets. The strength of these relationships often provides us
with a first look at acquisition opportunities and allows us to negotiate terms based on our reputation for delivering on
our promises.
In addition, we plan to continue to leverage the strength of our land planning and land development expertise in each
local market to position us to add value to our land, capture incremental profit opportunities and provide a steady
supply of lots to support the significant planned growth of our homebuilding business. The experience and extensive
relationships of our land acquisition professionals helps us to achieve entitlements in a timely manner in order to
reduce market risk. We only seek to acquire land where we believe our development and entitlement skills can help us
earn a risk-adjusted return that is accretive to our overall return on land or that is in excess of existing market
opportunities. Furthermore, we have stringent underwriting return criteria that measure entitlement, development,
market and financing risks for each proposed acquisition. These risks are quantified and a numeric risk value is
determined, which is used to set our minimum required internal rate of return for the proposed acquisition.
We further seek to reduce our exposure to land risk through the use of land options, joint ventures and other flexible
land acquisition arrangements. Our joint venture strategy has been instrumental in allowing us to leverage our
entity-level capital and establish a homebuilding platform focused on high-growth, land-constrained markets.
Deliver a Diverse, Consumer-Driven Product Offering and a Superior Home Experience
We consider ourselves a local market, consumer-driven homebuilder with expertise across a wide variety of product
types and customer segments, including the entry-level, move-up, move-down and luxury-focused customer segments.
In addition to understanding the key economic drivers of demand in our markets, we focus on understanding the pool
of potential buyers, the product types sought by those buyers and the proper price point for the product types in each
market. We perform extensive consumer research that helps us create land plans and design homes that meet the needs
and desires of our specific targeted buyers. Our homes are competitively priced, but are not designed to be the lowest
cost option in the market. Our core operating philosophy is to provide a positive, memorable experience to our
homeowners through active engagement in the building process, tailoring our product to the buyer’s lifestyle needs and
enhancing communication, knowledge and satisfaction. Our selling process focuses on the homes’ features, benefits,
quality and design. Our customers’ experience is measured by an independent survey company, beginning with the
sales process. This customer feedback continues to be measured well after the buyer closes on the sale and is
ultimately used to improve and differentiate the quality of our home products, selling experience and service for our
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customers.
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A key element of our strategy is to allow all buyers to personalize their homes regardless of the price point. Unlike
many homebuilders with centralized locations where buyers must travel to select options and upgrades, each of our
communities has an on-site design center with dedicated designers who are knowledgeable about the attributes of the
homes offered in the community. The specific options and upgrades, both structural and finishes, available for the
community are selected by our buyers as they navigate the buying process. In many cases, options and upgrades
selected by our buyers can form a substantial part of the total purchase price of a home and are typically priced with
profit margins well in excess of the profit margins on the base home purchase before the options and upgrades. We
also believe that the active participation of buyers in selecting options and upgrades results in buyers becoming more
personally invested in their homes, which leads to fewer cancellations.
We spend an extensive amount of time studying and designing our products through the selection of architects,
consultants and homeowner focus groups for all levels and price points in our target markets. We believe our
diversified product strategy enables us to better serve a wide range of buyers, adapt quickly to changing market
conditions and improve performance and returns while strategically reducing portfolio risk. We believe these steps
improve the selling process, lead to a more satisfied homeowner, increase the number of buyers referred to our
communities, and enhance our operating results.
Increase Active Community Count in Our Markets
Our belief that homebuilding is a local market business supports our strategy to pursue significant opportunities to
expand our business in our existing markets. We continually review the allocation of capital among our markets,
based on both aggregate demographic information and our own operating results. We use the results of these reviews
to focus our investments on those markets where we believe we can increase our profitability and return on capital.
Additionally, we engage in limited speculative building and proceed with community development in phases where
we believe it is economically feasible to do so with the goal of optimizing community design and increasing profits.
While our primary growth strategy will focus on increasing our market position in our existing markets, we are
considering expansion opportunities through organic growth or acquisitions.
Vigilant Focus on Cost Structure
Cost control throughout our business permeates our corporate culture. Our management team maintains its focus on
controlling costs and implementing measures designed to ensure that our organization is efficient. We competitively
bid each phase of development while maintaining strong relationships with our trade partners. We manage production
schedules closely and, while respecting our valued relationships, require accountability from our vendors and trade
partners.
Description of Completed Projects and Communities under Development
Our homebuilding projects usually take approximately 24 to 48 months to complete from the initiation of
homebuilding activity. Our land projects usually take approximately 24 to 48 months to complete from the acquisition
of land. The following table presents project information relating to each of our markets as of December 31, 2014 and
includes information for all completed projects from our inception and current projects under development where we
are building and selling homes or lots for our own account or for our unconsolidated joint ventures, and all completed
projects from our inception and current projects under development where we are acting as a fee builder.
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County, Project, City
Year of
First
Delivery(1)

Total
Number of
Homes or
Lots to
Be Built at
Completion(2)

Cumulative
Homes or
Lots
Delivered
as of
December
31, 2014

Lots as of
December
31, 2014 (3)

Backlog at
December
31, 2014 (4)

Homes or
Lots
delivered
for the year
ended
December
31, 2014

Sales Range
(in 000's)(5)

Company Projects
Southern California
Los Angeles County:
Canyon Oaks,
Calabasas 2017 69 — 69 — — $1,000 - $1,400

Orange County:
Four Quartets, Irvine 2011 13 13 — — — $370 - $550
Stonetree Manor,
Irvine 2011 15 15 — — — $640 - $730

Amelia, Irvine 2014 70 6 16 15 6 $1,800 -
$2,450

Trevi, Irvine 2014
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