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 Introduction to integrated design 

 

 Value to Raters and builders 

 

 Pre-construction support best practices 

 

 Integrated design in the field 

 

 

 

 

 



EXAMPLE PROCESS FLOW: 
RATERS WORKING WITH BUILDERS 

Image courtesy of Building America 

INTEGRATED DESIGN BY THE NUMBERS 



INTEGRATED DESIGN BY THE NUMBERS 

BUILDING AMERICA’S BEST PRACTICE SERIES 
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FOUR COMMON APPROACHES 

DESIGN MEETING 

 

 

 

SCOPE OF WORK REVIEW 

 

 

 

PRE-CONSTRUCTION (OR SEMI-ANNUAL) TRADES MEETINGS 

 

 

 

SUPER SECRET APPROACH 



1. DESIGN MEETING 

 Who has been invited to a meeting with the building 

designer/architect, builder and HVAC designer? 

 What happens in these meetings? Does the Rater 

typically have a voice? 

PRE-CONSTRUCTION SUPPORT 



2. REVIEWING/WRITING SCOPES OF WORK 

 As a Rater, who has a scope of work that specifically 

identifies pre-construction support? 

 Does your scope of work allow you to review and write 

other trade scopes of work? 

PRE-CONSTRUCTION SUPPORT 



3. PRE-CONSTRUCTION ON-SITE MEETING 

 When and where do these meetings typically take place? 

 What types of builders do you work with that have  

pre-construction on-site meetings for every project? 

PRE-CONSTRUCTION SUPPORT 



Reinforces your role as a technical consultant for the builder and subs 

 Unique opportunities to provide the builder with valuable feedback 

 Identify process improvements and help avoid future warranty issues 

 Central point of contact for the subs to communicate with each other and 

the builder 

RATER VALUE PROPOSITION 



BRAINSTORM! 



HISTORICAL RATER PERSPECTIVE 

LESSONS LEARNED 

 Builders and consumers have access to 

more information than ever before. 

 Working with builders can be a simple and 

short process when only peripherally 

involved with high-performance homes… 

 Or it can take years of work, with 

constantly evolving relationships and 

contracts, to achieve consistent 

performance. 



THAT SUPER SECRET APPROACH… 

Sales team, design team, build team, purchasing team…who do you 
want to work with 

 



 Offers your learned solutions for their use 

 

 Supports the builder in implementing a new 

product and/or process 

 

 Gives the builder access to incentive programs, 

rebates, credits, product  

buy-downs, technical support, training  

and program resources 

 

BUILDER VALUE PROPOSITION 



HOW TO DELIVER ON BUILDER VALUE PROPOSITION 

 Come prepared 

o Initial Model completed 

o Early Checklist completed 

o Includes questions to be answered  

o Opportunities to improve 

o Instances where possible conflicts lie 

 Come ready to discuss incentives 

o Utility 

o Code 

o Tax credits 

o Labels and the MLS 

o What else? 

 Request to have plans available 

o Consider lessons learned with previous builds that pertain to these designs 



 Can reduce costs 

 Minimal change and increased oversight of construction schedule 

and quality of work 

 Provides the builder with post-construction cost and performance 

data  

INTEGRATED DESIGN: VALUE TO THE BUILDER 



Don’t be afraid to offer “design” to the process 
(This is integrative “design” after all.) 

 
 Energy modeling changes the building. It’s easier earlier in design. 

 
 Know the team’s goals at the start, or better yet, help set them! 

 
 The more you interact with field personnel, the more valuable you are 

to the design team. You have seen what works and what doesn’t. 
 

 Help the trades have a voice at the table… What would the HVAC team 
say if they could be there? 
 

 KEY: Bundle your services. (And charge enough!) 
 
 

BUT I’M NOT PART OF THE DESIGN TEAM! 



TECHNICAL CONSULTING 

 Where is the best place to focus limited resources? 

 Review builder’s scope of work with individual trades  

to make sure key items are included 

 

 

 

PRE-CONSTRUCTION BEST PRACTICES 



What are builders struggling with? What was the most 
challenging part of their last home? 

 
 

 Ventilation: The codes are confusing and the options are diverse 
 

 Heating for low loads: Get estimated peak load early and help right-
size the system approaches 
 

 Water heating: Get the design team focused on location early 
 

 
 

BUT I’M NOT PART OF THE DESIGN TEAM! 



 

TIER 3 HEAT PUMP WATER HEATERS 

 Where can I get them? 

 Are rebates available? 

 Are they ductable? 

 

 

DRAIN WASTE HEAT RECOVERY 

 Is this a good alternative? 

 How should I plumb this in? 

 

HOT WATER EXAMPLES 



HOT WATER DISTRIBUTION 

 Was the hot water system planned out? 

 How much water is okay to waste? 

 How long must Ms. Johnson wait for hot water? 

 How much heat energy does that timered or    

constant recirculation system cost? 

 

DEMAND-BASED RECIRCULATION 

 When should you consider this system? 

 Should I put in a dedicated return line as a backup? 

 What are the best systems and plumbing strategies? 

 

CASE STUDY HOT WATER DISTRIBUTION 



WHICH EXAMPLE IS BEST FOR PLUMBING DISCUSSION? 

DESIGN MEETING 

 

 

 

SALES TEAM BUY IN 

 

 

 

SCOPE OF WORK REVIEW 

 

 
PRE-CONSTRUCTION (OR SEMI-ANNUAL) TRADES MEETINGS 



SPACE CONDITIONING FOR LOW-LOAD HOMES 

 

 Ducted or ductless mini-splits? 

 

 What should I consider when going ductless? 

 

 Should I pre-wire for backup heat? 

 

 Are gas boilers and gas furnaces on the table? 

 

OTHER COMMON EXAMPLES 



PROGRAM RESOURCES 

 

 

 

 

 





WHICH EXAMPLE IS BEST FOR DHP DISCUSSION? 

DESIGN MEETING 

 

 

 

SALES TEAM BUY IN 

 

 

SCOPE OF WORK REVIEW 

 

 

PRE-CONSTRUCTION (OR SEMI-ANNUAL) TRADES MEETINGS 



RANGE EXHAUST MAKE-UP AIR 

 

Do yourself (and the fan) a favor and add some pressure 
relief. 

 

 How will I predict the pressure effects of the range 
exhaust? 

 

 How well will the hood function? 

 

 Active or passive make-up air system? 

 

 How do I temper the incoming air? 

 

 

CASE STUDY: RANGE EXHAUST 



RESOURCES 

 

 

 

 

 



WHICH EXAMPLE IS BEST FOR DHP DISCUSSION? 

DESIGN MEETING 

 

 

 

SALES TEAM BUY IN 

 

 

SCOPE OF WORK REVIEW 

 

 

PRE-CONSTRUCTION (OR SEMI-ANNUAL) TRADES MEETINGS 



WHOSE SCOPE ARE WE TALKING ABOUT? 

 What’s in your scope? 

 Does the builder present you: 

o as an enforcement arm? 

o as a resource? 

o as a bridge to trades? 

 What should be in your scope of 

work in order to do your job the 

best way possible?  



PROCESS 

 Initial modeling 

 Can you get the sales team on board? 

 Blueprint phase 

o Envelope 

o Space conditioning and ventilation 

 Pathways for certifications 

o Set up specific pathways 

o Manage choices and trade minimum requirements 

 After construction completion—feedback loops 

o Cost data 

o Performance/billing data 

 

EXAMPLE: WHAT TO CONSIDER IN MAKING 
SURE YOUR SCOPE COVERS YOUR WORK 



 

 

 

BE THE EXPERT, OR FIND SOMEONE WHO IS 

 Somewhere, someone has done it. Call them.  

 Partnerships with trades and manufacturers. 

 Program and/or provider resources. 

 Building America Solution Center 

RESOURCES 

http://energy.gov/eere/buildings/building-america-solution-center


Thank you! 
 
 
 

Look for Dan and Preston on LinkedIn 


