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Agenda

« The Value of ENERGY STAR

« The Sales Process

- Engaging Real Estate Professionals

- Examples of Effective Sales and Marketing Techniques
* Resources to Help Sell the Value of ENERGY STAR
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The Value of ENERGY STAR for
Builders and Raters
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ENERGY STAR Certified Homes ICF

Build better Sell more
homes effectively
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Selling More Effectively

» Location

» Location

« Location

* Price

* Curb Appeal

« Amenities
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Selling More Effectively

* Cost-effective.

* Meaningful
Improvement in
efficiency.

« Equal or better
performance.
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Market Recognized Value ICF

Number of ENERGY STAR Certified Homes
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Market Recognized Value

Annual Market Share of ENERGY STAR Certified Homes
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Market Recognized Value

* 100% Corporate Commitments:
— Beazer Homes
— KB Home
— Meritage Homes
— NVR, Inc.

* Plus, over 4,000 builder partners.
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ENERGY STAR Benefits Summary

* A higher value home.

« Improved control over product quality.
* Reduced risk from building failures.
 Increased customer satisfaction.

* Improved brand positioning.
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The Sales Process
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The Sales Process for Builders

1) Introduce the company through an elevator speech

2) Evaluate and understand each prospective homebuyer
by asking questions

3) Fulfill buyer needs by sharing talking points important to
your buyer

4) Point out features
5) Close the deal
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Elevator Speech

“100% of our homes are ENERGY STAR certified. These
homes are up to 30 percent more energy efficient than
other new homes in our market and up to 50 percent
more efficient than resale homes on the market. AND,
these homes are verified by a third party rater. In the end
this means your home will be more comfortable, higher
guality, and save you money on your utility bills.”
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EPA’s Consumer Messaging

+ “Better is Better”

— The home has been designed and built to standards well
above most other homes on the market today.

— Better quality, better comfort, and better durability.

— Better value for today, and a better investment for
tomorrow.

— Better processes of inspections, testing, and verification to
ensure that it meets strict requirements set by EPA.

* Four Pillars: peace of mind, enduring quality, wall-to-wall
comfort & proven value
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Peace of Mind

* The result of a home that is built
better

» Improved confidence that savings
will be delivered
o Satisfaction of a result of;

— A home built to rigorous
requirements

— Independent testing and inspections
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Enduring Quality

« Better built home

— A durable home built to last

— Integrated whole-house approach
« A combination of energy-efficient

features, high quality materials,
and equipment
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Wall to Wall Comfort

* A Dbetter way to live

— Consistent temperatures from
room to room

— Minimized leaks and drafts

— Reduced indoor pollutants

— Reduced noise from the outside
— Minimized hot and cold spots
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Proven Value

* A better investment for today
and tomorrow

— Uses up to 30% less energy
than code-built homes

— Reduced utility bills
— Lower maintenance costs

— Label to help differentiate
when resold later
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Asking Questions

« Sales staff can use a needs assessment to ask open-
ended questions to learn more about prospective
homebuyers:

— “What prompted your visit today?”

— “Why are you considering buying a new home?”
— “Can you tell me about your current home?”

— “Can you tell me a little about your family?”
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Talking Points

- Based on asking questions, builders can highlight the
features and benefits they believe the homeowners

would be interested In:

— Child with asthma? Talk about how certified homes are
designed to have reduced indoor air pollutants as a result
of the automated ventilation system installed to industry
standards that helps provide fresh air throughout the
home.

— Live in an old house? Talk about the high quality insulation
Installed correctly and verified by a third party rater that will
keep heat out in the summer months and keep the cold out
In the winter months.
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Sales Psychology

* People HATE wasting money.

«  Work with your builder to determine projected average
dollar savings for the homes they sell and put it in the
context of money not wasted

— “You won’t waste money on utility payments each month
like you would with another house... and if/when fuel
prices increase, that means you will be even better off.”
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Sales Process Summary

« Don’t Sell energy efficiency
— Sell feelings emotions that are associated with it

« Remember to sell to the decision maker
« Don't sell savings, sell not wasting
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Engaging Real
Estate Professionals
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Why Engage the Real Estate Industry

« Agents help sell homes:
— Lead generation
— Consumer education
— EXxplaining options and
benefits that are not available

within the existing home
market

« Appraisers set the value of
homes:
— Ensure that energy efficiency

and other features are
properly valued
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What’s Missing?

* Real estate agents and appraisers often have limited
knowledge of energy efficiency and benefits of programs
like ENERGY STAR Certified Homes

« Appraisers:
— Lack consistent values for efficiency improvements

— Lack comparisons
— Do not understand changing standards
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Education

« Educate real estate agents and professionals to
understand the value of upgraded energy efficiency
features

* Provide hands on site visits and walk-throughs as to
differentiate the homes you work on from code-built
homes

« Give a presentation and training with your builder on the
energy efficient features of the homes you build

 Hold a blower door and duct blaster demonstration
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Enhancing Agent’s Sales Message

» Energy efficiency works to enhance agent’s standard
sales story of:
— Price, location, floor plan, amenities
* Energy efficiency allows agents to focus on what
consumers want:
— Lower utility bills
— Improved comfort and quality

 This can:

— Decrease buyer’s remorse
— Improve their long-term relationships with their clients
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How to Connect

* Agents:

— Use local organizations such as NAR Chapters, Local Chamber
of Commerce, Ecobrokers, local Appraisal Institute chapter

— Look at top performers and award recipients to determine who to
target

— Attend open meetings and networking events
— Offer to do free presentations

« Appraisers:
— Host a meeting at your local Appraisal Institute
— Connect through your real estate agent
— Use LinkedIn and social media

« Work with your builder(s)!
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Engaging Real
Estate Professionals Summary

« Work with Realtors to help them understand importance
of energy efficiency.

« Have builders request “Green” certified appraisers who
are trained to give value to energy efficient upgrades
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Examples of Effective Sales and
Marketing Techniques
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Examples of Effective Sales and Marketing
Techniques
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Examples of Effective Sales and Marketing iEi:
Techniques

You may be wondering
why the window has an
ENERGY STAR
sticker?
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Examples of Effective Sales and Marketing iEi:
Techniques

What homebuyer
doesn’t want to
talk about Ducts?
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Examples of Effective Sales and Marketing —E-—
Techniques IF

Will my house
have a sticker
In the shower stall?
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Examples of Effective Sales and Marketing iEi:
Techniques

I'll never go
down there
anyway...
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Examples of Effective Sales and Marketing
Techniques

Nor there...
Except to change
the filter every
month
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Examples of Effective Sales and Marketing
Techniques

| like the brushed
nickel... but the
cyan blue doesn’t
match the walls
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Examples of Effective Sales and Marketing
Techniques Summary

» Use cues to prompt questions

* Provide simple answers that highlight knowledge

- Sell against competition, make your customers ask for
the “Carfax”
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Resources to Help Sell the
Value of ENERGY STAR
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Marketing Resources - Brand ICF

* Press releases
« Leadership in Housing
 Partner of the Year

i
s

Using the ENERGY STAR® Marks:
[ ]
L O g OS A Quick Reference Guide for New Homes Partners

ENERGY STAR
PARTNER

LEARN MORE AT
energystar.gov

)

CELEBRATING

YEARS OF
ENERGY STAR
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Marketing Resources - Website ICF
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Marketing Resources - Brochure ICF
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Marketing Resources - Factsheets

INTERNATIONAL

Features of ENERGY STAR® Certified Homes

Enargy afficiancy guidalinas sat bytha U.5. Enviranmamtal Protaction Agancy

A COMPLETE THERMAL ENCLOSURE SYSTEM

'fou want your homa 1o ba conforishle na mattar whit rom
yau'ra in ar what tha weathar is auiside. Comprahansive sir
sanling, propary installad insalation, and high-performence
windowe worktagether in an ENEREY STAR cartifiad
heoma do dalivar batter condort, hmrdurllilial. reduced
maintanance costs, and kwar monthly utiiy bils. During
construction, ENERGY STAR builder parinars must nest all of
the ragui of EP&'s tonprehansiva themal enclsurs
systom inspection ta ensure that—
= 'faur new hone is tightly sealad to reduze leaks
and drafis.
*  Camestlevelsof insulrtion ara selected 1o provide
whol-housa gomort.
= Inuulstian iz installed prapedy o delver the
bestperformance.
Whan builders mest these rigaraus requiramants, you gata
homa with 1 ranplats tharmal anckesura systan—a bettar
approsch to building » batter hone,

AR SEALING

Atypicsl home conbains & halF-mile ofaracks end gaps
behind walls and around windesws and doars, along with
hiundrads af hakasfor pipes, vents, ducts, lighting, and wirng.
Sanling thesa apenings with a camprehansiva air saaling
packega halpsta signficantly raduca drafis, moisturs, dust,
pollan, pests, and naise. Tha best tima 1o saal thasa is during
the eonstruction procass bacsuse aooass ta ortical arcas
oen be limiad once tha hauss i conpletad.

ENERGY STAR buider parners saal tha halas inthe framing
for plunbing, electrical, and heating, vamtiatian, snd cacling
systuns. Thay usa cauks, frams, and ather techniques—
peying particular atbamtion 1o thasa eroes hatwaan tha
cardiioned (hearted aracakd) end uncandiGioned space of your
home. One grast exanpla of this is found ot the stic acoass
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o creats & tight sal sround the panel (along with nsulstianl
This is & detailthet is scommanly missing in many ather hamas
and pan hava & real impact on your camiort end uiilicy bills.
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sqaled home also means better air quality lacause dir,
polen, pests, and moisture can't gat in. Inaddtion, gaad
sqaling practices halp protact your hama sgainstmol and
meisture danaga thet cen be caused by andensatian.

PROPERLY INSTALLED INSULATION

‘While it's important to heve tha right anaunt of insuletian
inyourhoma, it's the quakty of tha installsion that nakas
allthe differenca in gatting tha bast perfarmanaa. ENERGY
STAR buildar parmars can choese from nany diffarant
typas of nsuletian—including batts; Hawn-in, spreyed, or
injarted faans; and rigid sheats—ta ansurs thetyou get a
blenkat of camfart around your naw home. Insulation levels
ara commanky reted by R-valug, or rasistanoeta hast Aaw;
the highar tha R-valug, the mare rsistence. Insulatian
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Thermal Enclosure System
HVAC System

Water Management System
Lighting & Appliances
Independent Testing &
Verification
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Marketing Resources - Certificate ICF
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Summary and Key Takeaways

- ENERGY STAR provides a platform to discuss energy
efficiency to consumers

- Work with all facets of sales process to increase
awareness

- Make the discussion easy, know the answers by
Influencing the question
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