
ENERGY STAR Qualified  HomesENERGY STAR Qualified  Homes

Sales TrainingSales Training



SALES TRAININGSALES TRAINING

PREPARATION QUESTIONSPREPARATION QUESTIONS

•• Who is the right audience?Who is the right audience?

•• What outcome is desired?What outcome is desired?

•• What followWhat follow--up is needed?up is needed?

First Owners/MarketingFirst Owners/Marketing--Sales VP, Sales VP, 
than agentsthan agents

More ENERGY STAR messaging in More ENERGY STAR messaging in 
marketing and sales processmarketing and sales process

Quarterly meetings recommendedQuarterly meetings recommended



SellingSelling
ENERGY STAR Qualified  HomesENERGY STAR Qualified  Homes



OUTLINEOUTLINE

•• Why Energy Efficient is BetterWhy Energy Efficient is Better
•• A Changing World A Changing World 
•• Selling Energy Efficient HomesSelling Energy Efficient Homes
•• ENERGY STAR Sales ToolsENERGY STAR Sales Tools
•• Your Action PlanYour Action Plan



WHY ENERGY EFFICIENT IS BETTERWHY ENERGY EFFICIENT IS BETTER

LAWS OF PHYSICSLAWS OF PHYSICS……

•• Driving forces are from More to LessDriving forces are from More to Less
-- HeatHeat
-- MoistureMoisture
-- Pressure (e.g., wind)Pressure (e.g., wind)

•• Where there is a Driving Force, air moves Where there is a Driving Force, air moves 
through largest hole with least resistancethrough largest hole with least resistance

•• One Out = One InOne Out = One In
•• Warm air holds more moisture than cold airWarm air holds more moisture than cold air
•• All action is at the surfaceAll action is at the surface
•• Mean Radiant Temp. dominates comfortMean Radiant Temp. dominates comfort



WHY ENERGY EFFICIENT IS BETTERWHY ENERGY EFFICIENT IS BETTER

CONTROLLING AIR FLOW: INSULATIONCONTROLLING AIR FLOW: INSULATION

Resists Heat FlowResists Heat Flow

Air FlowAir Flow

……need need Air BarrierAir Barrier



WHY ENERGY EFFICIENT IS BETTERWHY ENERGY EFFICIENT IS BETTER

ENERGY STAR FOR HOMES SPECENERGY STAR FOR HOMES SPEC

Tight Ducts,Tight Ducts,
TestedTested

RightRight--SizedSized
ES Equip.ES Equip.

Build it Tight, TestedBuild it Tight, Tested

HERS Index: HERS Index: 
85 in South; 85 in South; 
80 in North; 80 in North; 
or equivalent or equivalent 
packagepackage……

ES Qualified WindowsES Qualified Windows

EffEff. Water . Water HtrHtr..

IECC Insulation IECC Insulation 
Properly InstalledProperly Installed

Continuous Air BarrierContinuous Air Barrier

ENERGY STAR Qualified ENERGY STAR Qualified 
Lighting, Fans, or Lighting, Fans, or 
Appliances Appliances 



WHY ENERGY EFFICIENT IS BETTERWHY ENERGY EFFICIENT IS BETTER

PERFORMANCE ADVANTAGEPERFORMANCE ADVANTAGE

Unless you break the laws of Physics,Unless you break the laws of Physics,
ENERGY STAR Homes Improve:ENERGY STAR Homes Improve:
•• ComfortComfort
•• Air QualityAir Quality
•• DurabilityDurability



WHY ENERGY EFFICIENT IS BETTERWHY ENERGY EFFICIENT IS BETTER

COST ADVANTAGECOST ADVANTAGE

Monthly   Annual
Utility Savings Utility Savings $35       $420$35       $420

Added Mortgage  Added Mortgage  $15$15 $180$180

Cost SavingsCost Savings $20$20 $240$240

= $1,000= $1,000’’ss for typical ownership periodfor typical ownership period



WHY ENERGY EFFICIENT IS BETTERWHY ENERGY EFFICIENT IS BETTER

ENVIRONMENTAL ADVANTAGEENVIRONMENTAL ADVANTAGE

Less Energy Used = Less PollutionLess Energy Used = Less Pollution



WHY ENERGY EFFICIENT IS BETTERWHY ENERGY EFFICIENT IS BETTER

SUMMARYSUMMARY

With ENERGY STAR, you are selling: With ENERGY STAR, you are selling: 
•• Better performing homes,Better performing homes,
•• That costs less; andThat costs less; and
•• Help the environment.Help the environment.

…… this is a great story, this is a great story, 
but you must commit to selling it!but you must commit to selling it!



OUTLINEOUTLINE

•• Why Energy Efficient is BetterWhy Energy Efficient is Better

•• A Changing WorldA Changing World
•• Selling Energy Efficient HomesSelling Energy Efficient Homes
•• ENERGY STAR Sales ToolsENERGY STAR Sales Tools
•• Your Action PlanYour Action Plan



A CHANGING WORLD:A CHANGING WORLD:

ENERGY STAR ENERGY STAR ‘‘BRANDBRAND”” AWARENESSAWARENESS

65%+65%+ awareness in 2004awareness in 2004

70%+ 70%+ households would recommend  households would recommend  

95%95% likely to buy again in futurelikely to buy again in future



26% 31%
24% 28% 28%

38%
30% 28% 26% 31% 30% 27% 26%

30%

36%

34%
32% 34%

32%

33% 33%
25% 16% 17%

13%
8%

35%
23%

31% 28% 25%
17%

23% 24%

20%

10% 7%

6%

3%

GH Seal AHA FDA USDE Cons.
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Tremendous Influence
Great Deal of Influence
Some Influence

Source: Fairfield Research, May 2003

A CHANGING WORLD:A CHANGING WORLD:

ENERGY STAR ENERGY STAR ‘‘BRANDBRAND”” AWARENESSAWARENESS



A CHANGING WORLD: A CHANGING WORLD: 

NEW APPRECIATION FOR RISING COSTSNEW APPRECIATION FOR RISING COSTS

http://cagle.slate.msn.com/caglecards/main.asp?image=/news/GasPrices2005/images/tab3.jpg


A CHANGING WORLD: A CHANGING WORLD: 

WILL YOU BE PREPARED?WILL YOU BE PREPARED?

Small Cars in Focus As Gas Prices Rise

By MATT MOORE
The Associated Press
Tuesday, September 
13, 2005; 11:52 AM 
Power Information 
Network expects the 
number of compacts 
and sub-compacts on 
the U.S. market grow 
to grow from 33 this 
year to 40 in 2010.



A CHANGING WORLD: A CHANGING WORLD: 

INCREASED BUILDING DIAGNOSTICSINCREASED BUILDING DIAGNOSTICS



A CHANGING WORLD A CHANGING WORLD 

DEFECTS NO LONGER HIDDENDEFECTS NO LONGER HIDDEN



JD Powers & Associates JD Powers & Associates 
2005 Builder Quality Rankings2005 Builder Quality Rankings

A CHANGING WORLDA CHANGING WORLD::

QUALTIY RANKING OF BUILDERSQUALTIY RANKING OF BUILDERS



A CHANGING WORLD: A CHANGING WORLD: 

ENERGY STAR QUALTIY ADVANTAGEENERGY STAR QUALTIY ADVANTAGE

““Our subcontractors send Our subcontractors send 
their best crews because their best crews because 
they know their work will be they know their work will be 
inspected.inspected.””

ENERGY STAR Partner Astoria Homes, NevadaENERGY STAR Partner Astoria Homes, Nevada



A CHANGING WORLD:A CHANGING WORLD:

SMARTER CONSUMERSSMARTER CONSUMERS

~80%~80%
of New Homes Buyers use the Web of New Homes Buyers use the Web 

before purchasing a new homebefore purchasing a new home



A CHANGING WORLD:A CHANGING WORLD:

CORPORATE LEADERSHIP AWARENESSCORPORATE LEADERSHIP AWARENESS



OUTLINEOUTLINE

•• Why Energy Efficient is BetterWhy Energy Efficient is Better

•• A Changing WorldA Changing World

•• Selling Energy Efficient HomesSelling Energy Efficient Homes
•• ENERGY STAR Sales ToolsENERGY STAR Sales Tools
•• Your Action PlanYour Action Plan



SELLING ENERGY EFFICIENT HOMESSELLING ENERGY EFFICIENT HOMES

TEN LAWS OF SELLINGTEN LAWS OF SELLING

1.1. If you donIf you don’’t tell your story, you give t tell your story, you give 
it away. it away. 



SELLING ENERGY EFFICIENT HOMESSELLING ENERGY EFFICIENT HOMES

TELLING YOUR STORYTELLING YOUR STORY

TypicalTypical
Story Story 
PricePrice
LocationLocation
FacadeFacade
Floor PlanFloor Plan
AmenitiesAmenities

ENERGY STARENERGY STAR
Govt.Govt.--Backed LabelBacked Label
33rdrd Party InspectedParty Inspected
Energy EfficientEnergy Efficient
Building ScienceBuilding Science
Advanced Tech.Advanced Tech.
More Comfort/IAQMore Comfort/IAQ
Improved DurabilityImproved Durability
Reduced PollutionReduced Pollution

++ More Story/BuyersMore Story/Buyers
EndorsementEndorsement
Quality AssuranceQuality Assurance
Cost ConsciousCost Conscious
QualityQuality--BuiltBuilt
Less ObsolescenceLess Obsolescence
Comfort/HealthComfort/Health
Low MaintenanceLow Maintenance
EnvironmentalEnvironmental

==



SELLING ENERGY EFFICIENT HOMESSELLING ENERGY EFFICIENT HOMES

TELLING YOUR STORY: WEB SITESTELLING YOUR STORY: WEB SITES



SELLING ENERGY EFFICIENT HOMESSELLING ENERGY EFFICIENT HOMES

TELLING YOUR STORY: BILLBOARDSTELLING YOUR STORY: BILLBOARDS



SELLING ENERGY EFFICIENT HOMES SELLING ENERGY EFFICIENT HOMES 

TELLING YOUR STORY: RADIO ADSTELLING YOUR STORY: RADIO ADS



SELLING ENERGY EFFICIENT HOMES SELLING ENERGY EFFICIENT HOMES 

TELLING YOUR STORY: ADSTELLING YOUR STORY: ADS



SELLING ENERGY EFFICIENT HOMESSELLING ENERGY EFFICIENT HOMES

TEN LAWS OF SELLINGTEN LAWS OF SELLING

1.1. If you donIf you don’’t tell your story, you give it away.t tell your story, you give it away.

2.2. People buy on emotion and justify People buy on emotion and justify 
with facts.with facts.



SELLING ENERGY EFFICIENT HOMESSELLING ENERGY EFFICIENT HOMES

PROVIDING FACTS: SIGNAGEPROVIDING FACTS: SIGNAGE



SELLING ENERGY EFFICIENT HOMESSELLING ENERGY EFFICIENT HOMES

PROVIDING FACTSPROVIDING FACTS: : CHECKLISTSCHECKLISTS



SELLING ENERGY EFFICIENT HOMESSELLING ENERGY EFFICIENT HOMES

PROVIDING FACTSPROVIDING FACTS: : BROCHURESBROCHURES



SELLING ENERGY EFFICIENT HOMESSELLING ENERGY EFFICIENT HOMES

TEN LAWS OF SELLINGTEN LAWS OF SELLING

1.1. If you donIf you don’’t tell your story, you give it away. t tell your story, you give it away. 
2.2. People buy on emotion and justify with facts.People buy on emotion and justify with facts.

3.3. People buy benefits, not features.People buy benefits, not features.



SELLING ENERGY EFFICIENT HOMESSELLING ENERGY EFFICIENT HOMES

SELLING BENEFITSSELLING BENEFITS: : BROCHURESBROCHURES



SELLING ENERGY EFFICIENT HOMESSELLING ENERGY EFFICIENT HOMES

SELLING BENEFITSSELLING BENEFITS: : BENEFIT LABELSBENEFIT LABELS



SELLING ENERGY EFFICIENT HOMESSELLING ENERGY EFFICIENT HOMES

TEN LAWS OF SELLINGTEN LAWS OF SELLING

1.1. If you donIf you don’’t tell your story, you give it away. t tell your story, you give it away. 
2.2. People buy on emotion and justify with facts.People buy on emotion and justify with facts.
3.3. People buy benefits, People buy benefits, notnot features.features.

4.4. If others say it; it must be true.If others say it; it must be true.



SELLING ENERGY EFFICIENT HOMES SELLING ENERGY EFFICIENT HOMES 

IF OTHERS SAY IT: ADSIF OTHERS SAY IT: ADS



SELLING ENERGY EFFICIENT HOMESSELLING ENERGY EFFICIENT HOMES

IF OTHERS SAY IT: TESTIMONIALSIF OTHERS SAY IT: TESTIMONIALS

Bill Bill EicheEiche HomesHomes
Spirit Lake, IASpirit Lake, IA



CONTEXT FOR SELLING EFFICIENT HOMES: CONTEXT FOR SELLING EFFICIENT HOMES: 

IF OTHERS SAY IT: 3IF OTHERS SAY IT: 3RDRD PARTY TESTINGPARTY TESTING



SELLING ENERGY EFFICIENT HOMESSELLING ENERGY EFFICIENT HOMES

TEN LAWS OF SELLINGTEN LAWS OF SELLING

1.1. If you donIf you don’’t tell your story, you give it away. t tell your story, you give it away. 
2.2. People buy on emotion and justify with facts.People buy on emotion and justify with facts.
3.3. People buy benefits, People buy benefits, notnot features.features.
4.4. If others say it; it must be true.If others say it; it must be true.

5.5. You have to ask questions to target You have to ask questions to target 
benefits.benefits.



SELLING ENERGY EFFICIENT HOMESSELLING ENERGY EFFICIENT HOMES

ASKING QUESTIONS: AGENT TRAININGASKING QUESTIONS: AGENT TRAINING

What are you looking What are you looking 
to improve from to improve from 
your last home?your last home?

•• CostCost

•• ComfortComfort

•• Upkeep w/Old HomeUpkeep w/Old Home

•• Family HealthFamily Health

What our homes What our homes 
means to youmeans to you……

•• $1,000$1,000’’s lower s lower 
ownership costownership cost……

•• Better comfort and Better comfort and 
quietquiet……

•• Less maintenance Less maintenance 
headaches and costheadaches and cost……

•• Improved indoor air Improved indoor air 
qualityquality……



SELLING ENERGY EFFICIENT HOMESSELLING ENERGY EFFICIENT HOMES

TEN LAWS OF SELLINGTEN LAWS OF SELLING

1.1. If you donIf you don’’t tell your story, you give it away. t tell your story, you give it away. 
2.2. People buy on emotion and justify with facts.People buy on emotion and justify with facts.
3.3. People buy benefits, People buy benefits, notnot features.features.
4.4. If others say it; it must be true.If others say it; it must be true.
5.5. You have to ask questions to target benefits.You have to ask questions to target benefits.

6.6. People retain 10% of what they hear People retain 10% of what they hear 
and 90% of what they experience.and 90% of what they experience.



SELLING ENERGY EFFICIENT HOMESSELLING ENERGY EFFICIENT HOMES

EXPERIENCES: TECHNOLOGY DISPLAYSEXPERIENCES: TECHNOLOGY DISPLAYS



SELLING ENERGY EFFICIENT HOMESSELLING ENERGY EFFICIENT HOMES

EXPERIENCESEXPERIENCES: : TECHNOLOGY DISPLAYSTECHNOLOGY DISPLAYS



SELLING ENERGY EFFICIENT HOMESSELLING ENERGY EFFICIENT HOMES

TEN LAWS OF SELLINGTEN LAWS OF SELLING

1.1. If you donIf you don’’t tell your story, you give it away. t tell your story, you give it away. 
2.2. People buy on emotion and justify with facts.People buy on emotion and justify with facts.
3.3. People buy benefits, People buy benefits, notnot features.features.
4.4. If others say it; it must be true.If others say it; it must be true.
5.5. You have to ask questions to target benefits.You have to ask questions to target benefits.
6.6. People retain 10% of what they hear and People retain 10% of what they hear and 

90% of what they experience.90% of what they experience.

7.7. Once value understood; Once value understood; 
price becomes less important.price becomes less important.



SELLING ENERGY EFFICIENT HOMESSELLING ENERGY EFFICIENT HOMES

PRICE LESS IMPORTANTPRICE LESS IMPORTANT: : EXAMPLEEXAMPLE

Audio Audio CasetteCasette to CD:to CD:
•• EasierEasier to use to use 
•• BetterBetter SoundSound
•• MoreMore DurableDurable
•• Fraction of CostFraction of Cost to Produceto Produce
•• Twice the price!Twice the price!



SELLING ENERGY EFFICIENT HOMESSELLING ENERGY EFFICIENT HOMES

PRICE LESS IMPORTANTPRICE LESS IMPORTANT: : BROCHURESBROCHURES



SELLING ENERGY EFFICIENT HOMESSELLING ENERGY EFFICIENT HOMES

PRICE LESS IMPORTANT: TRAININGPRICE LESS IMPORTANT: TRAINING

Ideal Homes; Norman, OKIdeal Homes; Norman, OK
•• Training:Training:

Professional Sales Consultant Specializing in Professional Sales Consultant Specializing in 
Real Estate and Energy EfficiencyReal Estate and Energy Efficiency

•• Continuous Improvement:Continuous Improvement:
Role PlayingRole Playing

•• Accountability:Accountability:
‘‘MysteryMystery’’ ShopperShopper
Salesperson Performance ReviewsSalesperson Performance Reviews



SELLING ENERGY EFFICIENT HOMESSELLING ENERGY EFFICIENT HOMES

TEN LAWS OF SELLINGTEN LAWS OF SELLING

1.1. If you donIf you don’’t tell your story, you give it away. t tell your story, you give it away. 
2.2. People buy on emotion and justify with facts.People buy on emotion and justify with facts.
3.3. People buy benefits, People buy benefits, notnot features.features.
4.4. If others say it; it must be true.If others say it; it must be true.
5.5. You have to ask questions to target benefits.You have to ask questions to target benefits.
6.6. People retain 10% of what they hear and People retain 10% of what they hear and 

90% of what they experience.90% of what they experience.
7.7. Once value understood; price becomes less important.Once value understood; price becomes less important.

8.8. A confused consumer never closes.A confused consumer never closes.



SELLING ENERGY EFFICIENT HOMESSELLING ENERGY EFFICIENT HOMES

NO CONFUSION: BILLBOARDSNO CONFUSION: BILLBOARDS



SELLING ENERGY EFFICIENT HOMESSELLING ENERGY EFFICIENT HOMES

NO CONFUSION: SIGNAGENO CONFUSION: SIGNAGE



SELLING ENERGY EFFICIENT HOMES SELLING ENERGY EFFICIENT HOMES 

NO CONFUSION: ADSNO CONFUSION: ADS



SELLING ENERGY EFFICIENT HOMESSELLING ENERGY EFFICIENT HOMES

NO CONFUSIONNO CONFUSION: : SIMPLE LANQUAGESIMPLE LANQUAGE



SELLING ENERGY EFFICIENT HOMESSELLING ENERGY EFFICIENT HOMES

TEN LAWS OF SELLINGTEN LAWS OF SELLING

1.1. If you donIf you don’’t tell your story, you give it away. t tell your story, you give it away. 
2.2. People buy on emotion and justify with facts.People buy on emotion and justify with facts.
3.3. People buy benefits, People buy benefits, notnot features.features.
4.4. If others say it; it must be true.If others say it; it must be true.
5.5. You have to ask questions to target benefits.You have to ask questions to target benefits.
6.6. People retain 10% of what they hear and People retain 10% of what they hear and 

90% of what they experience.90% of what they experience.
7.7. Once value understood; price becomes less important.Once value understood; price becomes less important.
8.8. A confused consumer never closes.A confused consumer never closes.

9.9. When the customer knows more than When the customer knows more than 
the the salespersons,thingssalespersons,things usually donusually don’’t t 
go well.go well.



SELLING ENERGY EFFICIENT HOMESSELLING ENERGY EFFICIENT HOMES

SMART CONSUMERS: SMART AGENTSSMART CONSUMERS: SMART AGENTS

Ideal Homes; Norman, OKIdeal Homes; Norman, OK
•• Training:Training:

Professional Sales Consultant Specializing in Professional Sales Consultant Specializing in 
Real Estate and Energy EfficiencyReal Estate and Energy Efficiency

•• Continuous Improvement:Continuous Improvement:
Role PlayingRole Playing

•• Accountability:Accountability:
‘‘MysteryMystery’’ ShopperShopper
Salesperson Performance ReviewsSalesperson Performance Reviews



SELLING ENERGY EFFICIENT HOMESSELLING ENERGY EFFICIENT HOMES

TEN LAWS OF SELLINGTEN LAWS OF SELLING

1.1. If you donIf you don’’t tell your story, you give it away. t tell your story, you give it away. 
2.2. People buy on emotion and justify with facts.People buy on emotion and justify with facts.
3.3. People buy benefits, People buy benefits, notnot features.features.
4.4. If others say it; it must be true.If others say it; it must be true.
5.5. You have to ask questions to target benefits.You have to ask questions to target benefits.
6.6. People retain 10% of what they hear and People retain 10% of what they hear and 

90% of what they experience.90% of what they experience.
7.7. Once value understood; price becomes less important.Once value understood; price becomes less important.
8.8. A confused consumer never closes.A confused consumer never closes.
9.9. When the customer knows more than the salespersons, things When the customer knows more than the salespersons, things 

usually donusually don’’t go well.t go well.

10.10.Buyers provide best sales leads.Buyers provide best sales leads.



SELLING ENERGY EFFICIENT HOMESSELLING ENERGY EFFICIENT HOMES

BUYERS AS ASSET: OWNER MANUALBUYERS AS ASSET: OWNER MANUAL

NewmarkNewmark Homes Manual:Homes Manual:
Dallas, TXDallas, TX

•• Tells the whole story when the buyer Tells the whole story when the buyer 
is ready is ready 

•• Differentiates Differentiates NewmarkNewmark
•• Has legs (buyers keep them)Has legs (buyers keep them)
•• Low cost way to Low cost way to ‘‘ownown’’ customer for lifecustomer for life



SELLING ENERGY EFFICIENT HOMESSELLING ENERGY EFFICIENT HOMES

BUYERS AS ASSET: AFTERBUYERS AS ASSET: AFTER--SALE INFOSALE INFO

Engle HomesEngle Homes
Denver, CODenver, CO
•• Committed Buyers Committed Buyers 

Ready to ListenReady to Listen
•• Reduce Buyer RemorseReduce Buyer Remorse
•• Increase Customer Increase Customer 

SatisfactionSatisfaction
•• Use Survey to Get Use Survey to Get 

Leads/TestimonialsLeads/Testimonials



OUTLINEOUTLINE

•• Why Energy Efficient is BetterWhy Energy Efficient is Better

•• A Changing WorldA Changing World
•• Selling Energy Efficient HomesSelling Energy Efficient Homes

•• ENERGY STAR Sales ToolsENERGY STAR Sales Tools
•• Your Action PlanYour Action Plan



Tell Your StoryTell Your Story
Let Others Say ItLet Others Say It

Avoid ConfusionAvoid Confusion

ENERGY STAR SALES TOOLSENERGY STAR SALES TOOLS

•• Logos/StickersLogos/Stickers
•• Partner Recognition/AwardsPartner Recognition/Awards
•• Outreach CampaignOutreach Campaign
•• ENERGY STAR Web SiteENERGY STAR Web Site
•• Consumer BrochureConsumer Brochure

•• Sales ToolkitSales Toolkit

•• ENERGY STAR PlaquesENERGY STAR Plaques
•• Consumer Fact SheetsConsumer Fact Sheets

Facts, BenefitsFacts, Benefits
Understanding ValueUnderstanding Value

Tell Your Story, Facts, BenefitsTell Your Story, Facts, Benefits
Smart Agents, Ask QuestionsSmart Agents, Ask Questions

Understanding Value, Eye Candy Labels Understanding Value, Eye Candy Labels 
Understanding ValueUnderstanding Value

Buyers Best LeadsBuyers Best Leads



ENERGY STAR SALES TOOLS ENERGY STAR SALES TOOLS 

ENERGY STAR LOGOSENERGY STAR LOGOS

Certification MarkCertification Mark

• Where to download?Where to download?

www.energystar.govwww.energystar.gov/log/log
osos

•• Need a new user name or      Need a new user name or      
password?password?

Call the ENERGY STAR Hotline:Call the ENERGY STAR Hotline:
11--888888--STARSTAR--YESYES

http://www.energystar.gov/logos
http://www.energystar.gov/logos


ENERGY STAR SALES TOOLS ENERGY STAR SALES TOOLS 

ENERGY STAR STICKERENERGY STAR STICKER

•• Needs to be on Needs to be on 
EVERYEVERY qualified qualified 
home ! home ! 

•• Label is primary Label is primary 
way to identify way to identify 
homeshomes
–– Certificates are Certificates are 

optionaloptional



ENERGY STAR SALES TOOLS ENERGY STAR SALES TOOLS 

PARTNER RECOGNITIONPARTNER RECOGNITION

•• ENERGY STAR Partner Locator ENERGY STAR Partner Locator 
(NOTE:  Changes Coming)(NOTE:  Changes Coming)

Service Area/Telephone #/HotlinksService Area/Telephone #/Hotlinks
100% Builder Commitment100% Builder Commitment
Advanced Lighting PackageAdvanced Lighting Package

•• AwardsAwards
–– Achievement AwardsAchievement Awards

-- Builder/Raters (50/150/300+)Builder/Raters (50/150/300+)
-- Providers/Sponsors (250/500/1000+)Providers/Sponsors (250/500/1000+)

–– Partner of the YearPartner of the Year
-- Transforming marketsTransforming markets
-- Effective marketing w/labelEffective marketing w/label



ENERGY STAR SALES TOOLS ENERGY STAR SALES TOOLS 

OUTREACH PARTNERSHIPOUTREACH PARTNERSHIP

•• Opportunity to work with EPA to increase Opportunity to work with EPA to increase 
ENERGY STAR awareness in your marketENERGY STAR awareness in your market

•• Partners fund a min. 8Partners fund a min. 8--week ad placement; week ad placement; 
EPA customizes ad (local partner names, EPA customizes ad (local partner names, 
logos, web site) and funds a complementary logos, web site) and funds a complementary 
ad (no builder names)ad (no builder names)

•• Requires participation from at least 3 Requires participation from at least 3 
partners (min. two must be builders)partners (min. two must be builders)

•• Need a local champion to make it happen Need a local champion to make it happen 



ENERGY STAR SALES TOOLS ENERGY STAR SALES TOOLS 

OUTREACH PARTNERSHIPOUTREACH PARTNERSHIP



ENERGY STAR SALES TOOLS ENERGY STAR SALES TOOLS 

OUTREACH PARTNERSHIPOUTREACH PARTNERSHIP

•• New guidelines and ad templates posted New guidelines and ad templates posted 
on Web site nowon Web site now

•• Commitment forms accepted firstCommitment forms accepted first--
come, firstcome, first--servedserved
–– No later than by March 31No later than by March 31
–– Funds typically gone much soonerFunds typically gone much sooner

•• EPA matching capped at $20K this yearEPA matching capped at $20K this year



ENERGY STAR SALES TOOLSENERGY STAR SALES TOOLS

ENERGY STAR COUPON PILOTENERGY STAR COUPON PILOT

•• Concept:  CrossConcept:  Cross--brand promotion opportunitybrand promotion opportunity
•• Implementation:  Local retailers offer coupons for Implementation:  Local retailers offer coupons for 
discounts on ENERGY STAR products when consumers discounts on ENERGY STAR products when consumers 
visit ENERGY STAR new home modelsvisit ENERGY STAR new home models

––Win/win Win/win –– more traffic for builders, more traffic more traffic for builders, more traffic 
for retailersfor retailers

•• Results of Las Vegas Pilot:Results of Las Vegas Pilot:
––Both retailers and builders pleasedBoth retailers and builders pleased
––Still assessing sales impacts, but we know that Still assessing sales impacts, but we know that 
many, many coupon books were distributedmany, many coupon books were distributed



ENERGY STAR SALES TOOLS ENERGY STAR SALES TOOLS 

NEW BROCHURESNEW BROCHURES

For Recruiting New Builders:For Recruiting New Builders:
““Join The ENERGY STAR PartnershipJoin The ENERGY STAR Partnership””
(NOW UPDATED FOR NEW SPEC !)(NOW UPDATED FOR NEW SPEC !)

•• What is ENERGY STAR?What is ENERGY STAR?
•• What Makes a Home ENERGY STAR?What Makes a Home ENERGY STAR?
•• Why is ENERGY STAR Good for Customers?Why is ENERGY STAR Good for Customers?
•• Why do Builders Partner with ENERGY STAR?Why do Builders Partner with ENERGY STAR?



ENERGY STAR SALES TOOLSENERGY STAR SALES TOOLS

NEW BROCHURESNEW BROCHURES

For Educating Consumers:For Educating Consumers:
““ENERGY STAR New HomesENERGY STAR New Homes””
(ALSO UPDATED FOR NEW SPEC)(ALSO UPDATED FOR NEW SPEC)

•• What is ENERGY STAR?What is ENERGY STAR?
•• How Do Homes Qualify as ENERGY How Do Homes Qualify as ENERGY 

STAR?STAR?
•• Homeowner BenefitsHomeowner Benefits



ENERGY STAR SALES TOOLS ENERGY STAR SALES TOOLS 

CONSUMER FACT SHEETSCONSUMER FACT SHEETS

Updated Consumer Fact Sheets in developmentUpdated Consumer Fact Sheets in development
(due late(due late--March)March)



ENERGY STAR SALES TOOLSENERGY STAR SALES TOOLS

ENERGY STAR SALES TOOLKITENERGY STAR SALES TOOLKIT

Produce Customized ENERGY STAR Produce Customized ENERGY STAR 
PointPoint--ofof--Sale MaterialsSale Materials
•• Multiple flyers, placards, and sales guidance Multiple flyers, placards, and sales guidance 
•• Highlight specific features of builderHighlight specific features of builder’’s  s  

ENERGY STAR Qualified HomesENERGY STAR Qualified Homes
•• Customize with:  BuilderCustomize with:  Builder’’s logos, Images of s logos, Images of 

builderbuilder’’s homes and featuress homes and features
••Library of energyLibrary of energy--efficiency images and efficiency images and 

descriptions provideddescriptions provided



ENERGY STAR SALES TOOLS ENERGY STAR SALES TOOLS 

ENERGY STAR SALES TOOLKITENERGY STAR SALES TOOLKIT



ENERGY STAR SALES TOOLS ENERGY STAR SALES TOOLS 

ENERGY STAR SALES TOOLKITENERGY STAR SALES TOOLKIT



ENERGY STAR SALES TOOLSENERGY STAR SALES TOOLS

ENERGY STAR SALES TOOLKITENERGY STAR SALES TOOLKIT

Updated Sales Toolkit in developmentUpdated Sales Toolkit in development
• On-line delivery (no CDs !)
• Easier to use
• Greater flexibility, more options
• New templates

– Signage
– Advertisements
– Web banners/text
– Homeowner Manual



ENERGY STAR SALES TOOLSENERGY STAR SALES TOOLS

HOMEOWNER MANUALHOMEOWNER MANUAL

Customized document that builders can give to 
new ENERGY STAR home buyers.

• What makes my home ENERGY STAR?
– Overview of specific features

• Why was ENERGY STAR a smart buying decision?
• Understanding, operating, and maintaining my 

ENERGY STAR home
• Maintenance schedules
• Other energy-saving tips
• Resources and contacts



OUTLINEOUTLINE

•• Why Energy Efficient is BetterWhy Energy Efficient is Better
•• A Changing WorldA Changing World
•• Selling Energy Efficient HomesSelling Energy Efficient Homes
•• ENERGY STAR Sales ToolsENERGY STAR Sales Tools

•• Your Action PlanYour Action Plan



FINAL WORDFINAL WORD

PREPARING FOR STORMSPREPARING FOR STORMS

http://www.katrinadestruction.com/images/v/katrina/126284main_Katrina_082705_516.jpg.html?g2_GALLERYSID=8340f857c015866ed24af09f34e13aa5


ACTION PLANACTION PLAN……

What sales solutions do you like?What sales solutions do you like?



HOW TO REACH ENERGY STARHOW TO REACH ENERGY STAR

On the Web at:
http://http://www.energystar.govwww.energystar.gov/homes/homes
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