ENERGY STAR for Homes Sponsor Best Practice Survey Results
EPA asked sponsors implementing ENERGY STAR Qualified Homes Programs to complete a survey indicating which best practices they currently engage in. The following table shows, in order of prevelance, the percent of responding sponsors who checked off each best practice recommendation:
	PROGRAM DESIGN
	%

	A.1   Consider most effective incentives (e.g., strategies worked in similar markets) 
	93%

	A.3   Develop training for builders on how to sell the value of energy-efficient homes 
	93%

	A.7   Develop builder sales training 
	93%

	A.9   Develop point-of-sale materials/templates (displays, fact sheets, owner manual) 
	93%

	A.10  Create an effective ‘value’ message for recruiting builders 
	86%

	A.4   Set aside funding for consumer education
	86%

	A.11  Incorporate partner recognition (e.g., awards, advertising, PR, builder listing) 
	79%

	A.12  Develop local HERS infrastructure 
	79%

	A.5   Choose most effective options for educating consumers (e.g., consult research) 
	71%

	A.13  Develop technical support (e.g., reference materials, how-to guides) 
	64%

	A.2   Consider incentives matched to business priorities (e.g., linked to sales staff)
	57%

	A.6   Develop consumer testimonials 
	50%

	A.14  Develop train-the-trainer for technical subjects
	36%

	A.8   Develop train-the-trainer for sales programs 
	29%

	MARKETING AND IMPLEMENTATION
	 

	B.11  Provide builder sales agent/real estate agent training 
	100%

	B.6    Educate consumers on value of ES (e.g., PR, Adv., Web, Outreach Campaign) 
	93%

	B.25  Provide technical support 
	93%

	B.1    Provide/promote incentives, but allocate significant resources for marketing 
	86%

	B.16  Consistently and effectively convey effective ‘value’ message 
	86%

	B.12  Provide guidance on how to use available marketing tools 
	79%

	B.20  Sponsor ENERGY STAR events 
	79%

	B.22  Recruit/nurture the HERS infrastructure 
	79%

	B.5    Provide funding for builders to educate consumers (e.g., coop advertising) 
	71%

	B.10  Cross market with other ENERGY STAR qualified products 
	71%

	B.18  Publish articles in local HBA newsletter 
	71%

	B.24  Provide tight QA/QC for HERS verification 
	71%

	B.14  Promote ENERGY STAR Marketing Toolkit
	64%

	B.17  Provide partner recognition (e.g., awards, listing on the program Web site, ads) 
	64%

	B.19  Provide performance feedback to builders 
	64%

	B.21  Promote successful builders to attract their competitors 
	64%

	B.2    Consider incentives for model homes promoting the ENERGY STAR brand 
	50%

	B.7    Develop consumer testimonials 
	50%

	B.9    Provide training for appraisers and lenders 
	50%

	B.15  Provide an ENERGY STAR homeowner manual template or insert information 
	43%

	B.23  Look for opportunities to facilitate a regional HERS association 
	43%

	B.8    When growth is sufficient, integrate ENERGY STAR into regional MLS 
	36%

	B.4    Link incentives to homes events (e.g., Parade of Homes)
	29%

	B.13  Provide train-the-trainer for sales training  
	29%

	B.26  Provide train-the-trainer for technical training
	21%

	B.3    Consider incentives linked to builder sales person to better motivate ES sales
	14%

	EVALUATION
	 

	C.9    Track program data (e.g., number of labeled homes, builder partners, raters) 
	93%

	C.10  Conduct builder surveys to measure satisfaction and identify most useful tools 
	71%

	C.4    Conduct homeowner surveys 
	57%

	C.11  Evaluate integrity of the HERS process 
	57%

	C.12  Evaluate delivery of key technical measures (e.g., tight ducts, TBC) 
	57%

	C.1    Establish baseline energy costs with utility billing analysis 
	50%

	C.2    Evaluate energy savings with utility billing analysis 
	50%

	C.3    Evaluate actual peak-demand reduction 
	50%

	C.7    Monitor effectiveness of all sales training 
	43%

	C.5    Measure impact of all marketing efforts 
	36%

	C.6    Monitor frequency of and types of homeowner complaints 
	36%

	C.8    Monitor effectiveness of sales/marketing tools 
	36%


Based on the survey results, sponsors of ENERGY STAR qualified homes programs are most engaged in Program Design best practices with 60% or more utilities currently undertaking 10 of 14 (71%) of the Program Design best practices.  All but one sponsor indicated they develop point-of-sale materials and most said they support builder sales training and consumer education. There are 60% or more of responding sponsors currently engaged in 16 of 26 (62%) of the Marketing and Implementation best practices, and 2 of 12 (17%) of the Evaluation best practices.  Under Marketing and Implementation, all sponsors said they conduct builder sales and/or realtor agent training.  Most sponsors said they provide/promote incentives, educate consumers and convey the value of ENERGY STAR qualified homes, and provide some technical support.  Under Evaluation, all but one sponsor said they track ENERGY STAR qualified homes data.  A majority said they engage in conducting builder and homeowner satisfaction surveys and some evaluation of the HERS process and delivery of key technical measures.
