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We provide solutions; we do not sell products!

-It Is our job to move help move the market
forward!

Find your builder’s pain point and solve it

Demonstrate value!

Know your product; be the expert!



Marketing to and Closing New
Builders

» ecoHOME PERFORMANCE LABEL Home buyers are
looking for:

ADDRESS: 10908 Magic Hollow Court, Raleigh, NC 27614
ASSESSMENT DATE: 9/19/2012 | HOUSE SIZE: 3424 sq. ft.

ESTIMATED
» THIS HOME FEATURES: MONTHLY

* Advanced Framing for Tight Construction

and Properly Installed Insulation ENERGY COSTS - N u m be rS
LN ]
* Innovative HVAC System Air Sealing

* High Efficiency Heat Pump $
* High Performance Windows

ENERGY STAR Labeled Appliances *actual costs may vary

Independent Third Party Inspection and Testing - s - Fe at u re S see
‘ ’ HERSe

SCORE
15014013012011011090 60 50 40 30 20 10 21

Typical Standard Nei Zero I

Existing Home Mew Home Energy Home - H
The Home Energy Rating System (HERS) index is a nationally recognized system for assessing a
home's energy performance. A new home built to the 2006 IECC scores a 100. One paint in either rr m r
direction indicates the home is either 1% more or less efficient then the 2006 IECC reference
dasign home. A lower score indicates a more energy efficient home, resulting in lower energy bills. s HoM Es
*This sticker is infended for comparison purpeses only. Actual energy savings and energy use is dependent
upon oecupantis). Estimates are based on modeling from Architectural Energy Corporation’'s REM/Rate v 12 M‘ﬂ?@m&
B 2012 Southern Energy Management :
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Builders are looking
for ways to sell more
houses utilizing:
-Silent sellers

-Educated sales staff

-Collateral with their
logos
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-Demonstrate
that you can
provide to them
the tools to help
them sell
whatever
program they
are participating
in
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m [ terramorhomes.com/ecohome/index.asp

HOMES

Feon onin VIP List: [

Homsa witheTouch AboutUs = ecoHOME

m [} www.stantonhomes.com/ecoHOME.aspx

Stanton Homes e
Building exceptional living experiences 919-278-8070

Home | Floor Plans | Communities | Featured | Design/Build | Build on Your | Acce | MIL Suites | Military | Share

Inepections &

Every Stanton Home includes ecoHOME certification

919-278-8070

| About ecoHOME “ Compare it “ How it Works “ How it Looks ‘ More Green Ideas

Peace of Mind,

Your Stanton Home will INCLUDE* ecoHOME
Third Party Energy Certification to help -
ersiire ot home ie ensrav emGanEwith Built In.
. : smart decisions at every step.
Visit a Learn How.

The ecoHOME certification in your new home Click Here

Model Home indicates that the construction is designed to
provide higher levels of energy
efficiency, per the national HERS index, Featured Lity A a
PLUS better indoor air quality and water Homes Quality Assure

efficiency than standard code-built homes. coHOM Hy

()

Click photos for more

Through ecoHOME, energy efficient information

technological and scientific advancements will
be built-in, inspected, and qualified to

Featured make your home more comfortable, while
1 lowering your energy bills.
Video Tours z“?‘\ High Performance Windows
Click Here Quality Assurance L] N AME w 2

Your ecoHOME Qualified Home is inspected and tested by Southern Energy Management or an

5 approved independent third party. Your ecoHOME verification includes HVAC and duct pen
Sd e system leakage testing, whole-house infitration testing and additional quality control measures More Information
& 3 throughout the design and construction of your home, providing peace of mind that every . N
vy energy efficient feature has been thoroughly inspected and verified by a trained and certified
technician.
High Performance Windows
Top 5 ’ All ecoHOME Qualified Homes include low-e high performance windows as a standard
feature. Installation includes air-sealing around all windows with specially selected and applied
Floor Plans NN i Ae el ik R AR windt s A5 AL The Lowery
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Whatyou see inthis screenshotiz 2ll | have sofar.

Compliance Rubrics - Environmental Programs and Codes

(\
WD

g B B 8 &

o

Program Name Eco Home

Effective Dates 1/1/2013 to |1/1/2020

Contact Information

Name Laurie Colwander
Title _Project Manager
Address |101 Kitty Hawk Drive

Morrisville, NC 275600

Email laurie@scuthern-energy.com

Notes

Southern Enexgy Management designed the ecoHOME certification program 4
for new home construction with simplicity in mind: straightforwaxd =
standards designed to measurably improve enexrgy efficiency with clear
consumer marketing. In addition, a web based management system
provides answers when you need them, while third-party verification

Logo | Choose Fie | No file chosen

eCOoOa

HOME

MEALTMY. COMPORTABLE. EFFICIENT

logos should be 150px wide

(Update ] [Delete ]

CSASH

@ 2013 All Rights Reserved Energylogic Inc

o‘.

SASH

-Partner with
other companies
that will help
make your
builders’ jobs
easier
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The statistics are on your side!
-Certified homes sell faster and sell for more!

Utilize more stringent building codes in your favor
-In many cases, builders almost have to use
Raters
-Once your foot is in the door, you have the
opportunity to sell them more!

Join and be active in local HBAs and green building
councils
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Starting and selling your own
program rooted In energy
efficiency and building science

Be ready for a hefty investment of time, energy,
and resources ($$9%)

You need a team of experienced green building
professionals
-One person CANNOT do this alone

Program has to have credibllity

RESNET

EnergySmart Program



Starting and selling your own
program rooted In energy
efficiency and building science

Begin with the HERS Index Score!

i Za\
Build a marketable brand 9&,& .

EEEEEEEEEEEEEEEEEEEEEEEEEEEEEE

Program must have sales and marketing tools
available to builders and their real estate/sales
agents



Starting and selling your own

program rooted In energy
efficiency and building science

Yard signs
Silent Sellers
@l Brochures
Sales Trainings
Websites

Etc.
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Starting and selling your own
program rooted In energy
efficiency and building science

COMFORTABLE. EFFICIENT.

JOIN THE PROGRAM

Do you build energy efficient homes and not get credit for the work you
do? With the ecoHOME certification, you are able to market the energy
efficiency features of your homes without breaking your budget and
adding additional product and administrative costs. Complete the form
now to inquire further about the ecoHOME program, or call 1-866-575-
9151 today*

RESNET

RESIDENTIAL ENERGY SERVICES NETWORK

A RESNET EnergySmart Program

Check out builders who have already joined the ecoHOME program:
ot 35 T
’ ¥, Ty

& PN - e

North
)

Carolina

200HOME Builsers

HOME ECOHOMEDIFFERENCE CERTIFICATIONPROCESS @i gy il VAN ECOHOME+

"Our spec home that SEM certified ecoHOME has siready been

sold! in fact, if closed just a couple months after it was certified.

We sre delighted with the program and it sllowed us to easily

i the energy effici feat to our home buyers.
We have sfarfed two more specs, both of which will aiso be
ecoHOMEs." - Geoff Bowen, Princeton Builders

For more information about certifying your next home under the
ecoHOME program, please complete the contact form below!

You need a website

List your builders on
your website

Testimonials from
builder/homeowners
are key
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Expanding into green
verifications

Differentiator
-Typically more complicated to do than energy

efficiency programs

Make the customers you already have buy more

Make the process as easy and as seamless for
the builder as possible



Expanding into green
verifications

As you do when selling to builders, provide them
with solutions and this time do so in lieu of
causing problems

Standardize checklists for builders that build the
same basic product time after time\J

Take what does NOT add
value out of the system




Expanding into green
verifications

Training fees are common but varied with some
programs requiring travel for trainings

Yearly fees are also common but varied

Finally, many green programs require per house
fees which can be substantial ($200-$500/house)



Expanding into green
verifications

Green programs requirements add-up and cost
the end user (consumer) $$$

All of these fees and requirements discussed
add-up!

Green iIs GREAT, but the benefits are even
tougher to quantify than energy efficiency
programs



Expanding into green
verifications

If you convince a builder to build green homes,
you then have to provide them the tools to sell
green homes

If you are not selling it, you are giving it away!



Expanding into green

verifications

BRIAR&CHAPEL’

Newland mem

Homefinder

Being Green

Discover Your
Perfect Place

®f
Stay Informed

First Name

Last Name

E-mail Address

State of Resid

Legal Notices News Blog Contact

Green principles

A community, like any pine tree or robin, is a living, grow
responsibility to make the Briar Chapel™ community ar
live for generations to come. It is our respect for this lan
innovative ways to build new homes while minimizing o

Start with the land. We made an effort to preserve the n
along streams. Virtually all existing wetlands are being |
biological diversity, protect wildlife, and protect water qu
forested buffers, greenways, and public parks planned i
life of the project.

Water is life. Preserving large amounts of open space,
sediment control practices, and incorporating storm wa
improve water quality. Plus the reclaimed water spray in
demand for potable water.



Expanding Iinto green
verifications

@

Home Innovation
NGBS GREEN REGISTERED

SEEKING

NGBS

CERTIFICATION

EEEEEEEEEEEEEEEEEEEE

APPLIANCES

MEALTMY. COMFORTARLE. EFFRCIEMT.™



Certified homes sell for more and sell quicker!

CLOSED SALES
DETACHED

Tre Trinngle's GREEM Zoprais B,

wallty Appraisals, LLC.

Triangle MLS Total

Units Sold

Karin Argeris

M.C. Certified Residential Appraiser

JVEW CONSTRUCTION
Ist - 3rd Quarter 2012

Avg. 5q.
Ft. Diff
vs. Non
Cert

Avg. 5q.
Ft.

% Diff vs.

MNot-Cert

Average
Sale
Price/SF

Avg. Sale
Price
Diff vs.
Hon Cert

Avg. Sale
Price

% Diff vs.

Mot-Cert

Average
Days on
Market

Avg. Days
on Market
Diff vs.

HNon Cert

Avg. Days

on Market
% Diff vs.
MNot-Cert

5.7% |

Mote: Limitations include:

- Unknown undercount for properties not indicated as certified
- Unknown overcount for properties improperly indicated as certified
- Unknown undercount for properties not listed in MLS

Data from Triangle MLS as of September 30, 2012




Questions?




