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• Bruce Mast, Build It Green

• Anthony Roy, Earth Advantage



Agenda
• Intro to the Visible Value Blueprint
• Steps 1 & 2: Document and disclose inventories
• Step 3: Provide education and training
• Step 4: Reflect improvements in for-sale listings
• Step 5: Incorporate data into appraisals



Green investments add 
market value to homes

• Economic analysis of 1.6 
million homes sold in CA, 
2007-2012

• Homes with green label 
showed 6% price premium

The Opportunity
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Presenter
Presentation Notes
Kok, Nils, and Matt hew E. Kahn (2012), The Value of Green Labels in the California Housing Market, http://www.builditgreen.org/_files/Marketing/ValueofGreenHomeLabelsStudy_July2012.pdf 

Economic analysis of 1.6 million homes sold in CA, 2007-2012 (70% new construction)

4,321 were certified under Energy Star Version 2, GreenPoint Rated, or LEED for Homes

“Hedonic Pricing Analysis” controlled for variables known to influence home prices

Homes marketed with a green label showed 6% price premium




Building a Virtuous Cycle
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Green 
improve-

ments
provide 
multiple 
benefits

Home 
buyers 

demand 
green 
homes

Green certs 
on MLS 
provide 

transpar-
ency

Demand 
drives green 

premium, 
reflected in 
appraisals

Market 
premium 

drives green 
investments



The Blueprint
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1. Document Upgrades

2. Disclose Inventories

3. Continuing Education

4. Green MLS Usage

5. Appraiser Designed Valuation 

Studies

6. IT Solutions: HPXML

7. Work with Lending Institutions

Presenter
Presentation Notes
Pamela

Step by step guide for helping efficiency advocates learn how to best engage the real estate community

Written by Elevate Energy and National Home Performance Council – located for free on Elevate’s VHPHC site

Seven steps, but we’ll focus on the first five with a little bit of six thrown in.  

Free on the internet



Blueprint Step 3
Capitalize on existing high-quality continuing 
education and designation training



Buyer’s Agents ≠ Listing Agents
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Buyer’s Agents Want
• Max purchase value
• Differentiate from Zillow
• Inspect to avoid surprises
• Happy clients!

Listing Agents Want
• Max sales price, fast sale
• No liability for marketing 

claims
• Avoid negative disclosures
• Happy clients!

Presenter
Presentation Notes
Quiz class for their perspectives on buyers’ agent versus listing agent wants and needs before showing animations



Green Value to Listing Agents
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Listing Agents Want
• Max sales price, fast sale
• No liability for marketing claims
• Avoid negative disclosures
• Happy clients!

Green Building Offers
• Features + Benefits = Sale
• 3rd Party Verified Performance Claims
• Focus on positive differentiators
• Market differentiation



Green Value to Buyer’s Agents
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Buyer’s Agents Want
• Find best home client can afford
• Inspect to avoid surprises
• Differentiate from Zillow
• Happy clients!

Green Building Offers
• Access to financing & incentives
• Home improvement solutions
• Source of the source!
• Reasons to reconnect with past clients



BIG’s Engagement Strategy

In resale market, focus 
on Buyer’s Agents

In new home market, focus 
on Listing Agents



• NAR Green Designation 
training

• Directory of Green Realtors
• Home buyer marketing 

campaign

Buyer’s Agent Engagement
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Presentation Notes
2011-2015:  Trained 1000 professionals throughout CA



1. Free training 
2. Ongoing support
3. Continuing Education Units
4. Strong partnerships with 

local associations

Keys to Success
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• Trained 600+ NAR Green Designation Realtors

2014-2015 Training Results
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Have Not 
Referred 

Any Clients
32%

Referred 
Clients

64%

Don't Know
5%

Client referrals to Energy 
Upgrade California after 

training

Have Not 
Referred 

Any Clients
55%

Referred 
Clients

9%

Don't Know
36%

Client referrals to Energy 
Upgrade California Prior to 

training

Presenter
Presentation Notes
Ability to show that buyer’s agents refer customers to utility programs is important for justifying utility investments in real estate training.

Unable to show that listing agents refer customers to utility programs



• 155,397 page views at www.smart-homebuyer.com
• 657 Homebuyer resources downloaded
• 78 homebuyer leads to a certified Realtor
• 2.3 clients / Realtor pursued green upgrades

Home Buyer Marketing Campaign 
Results
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Presenter
Presentation Notes
Resources include rebate and financing lists, "homebuyers guide to green upgrades"

323 homebuyer clients of green-certified realtors who have performed green home upgrades or plan to in the near future*

* this survey is in progress as we continue to call realtors. We've surveyed 137 realtors so far, out of the 600+ trained and certified. So thus far, it appears that each certified realtor has 2.36 clients in 2015 that have performed or will perform upgrades.


http://www.smart-homebuyer.com/
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