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ENERGY STAR. The simple choice for energy efficiency.

ENERGY STA

Tips for Participating in GoToWebinar

Us'e-th-is button to expand or Fie View help @)~ —ax If you will listen in using the
minimize your toolbar at any :
time = L speakers on your computer:
: 2 Sound Check =m 2 e Select the “Computer
. (®) Computer audio _ Audio” button
@ (O Phone call e Unmute your desktop
. . . i i i
Use this button to indicate your @ MUTED * CI:Ck gn —Mdlo Szt.:;'f_ Ifl
response to Agree/Disagree and Jack Mic (Realtek High Definition... Mekesaxin S anpc ey by
Y/N questions.

If you are using your telephone: Speakers / Headphones (Realtek..

e Select “Phone Call” button
e Dial in and enter your access ¥ Questions
code

e Enter your audio pin and press #

Everyone will be muted, but
you can type in questions at

[Enter a question for staff] * any time and we’ll answer
them at the end of the
Ex presentation.
Sample Webinar
‘Webinar IDx 796-134-563
&8 GaToWebinar
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Agenda

« Using the Toolkit
e What's new in Version 2
e Client Profiles Overview

« Activities in the toolkit

- Q&A
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ENERGY STAR. The simple choice for energy efficiency.

Utilizing the Toolkit: Builders and Developers

Why use the Sales Training Toolkit?
. Market Distinction

. Energy-efficient & green homes sell faster and for

higher value
Best Practices for Delivering
. Training staff at all new community developments

. Deliver as one training or as several small segments

during a series of regular team meetings.

. Offer training to all team members, including
administrative and customer service staff, so that all are

able to discuss ES value and benefits with customers.

<EPA
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Utilizing the Toolkit: Energy Rating Companies

Why use the Sales Training Toolkit?

« Offerto deliver the training directly to builder team,
as a value-add or optional paid service.

Best Practices for Delivering
e Schedule a MESA tutorial with new builder clients

 Walk-through Sales Training Kit content with Sales
Manager to identify areas of customization.
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Access the Sales Training Toolkit through your My ENERGY STAR Account (MESA)

ENERGY STAR Certified Homes Resources: ENERGY STAR Certified Homes Builder's Sales Kit
The ENERGY STAR Certified Homes Builder's Sales Kit provides the builder, the sales manager, or s
= Builder Orientation Video individual responsible for training staff with the necessary tools and materials to implement an Selling the Uah{:a of
* Partnership Terms & Commitments engaging in-person sales training during your regularly scheduled sales meetings. E:EEEE g[ﬂls
= Linking Opportunities The goal of this training is to apply customized value propositions to various client profiles to sell e
= Better is Better Videos New more ENERGY STAR certified homes. The class participants will use a Participant Guide combined : - F
) with in-class activities and an optional field activity to meet this goal. <
= Better is Better Flyer New
= Better is Better Booklet The trainer will facilitate the learing process by using a(n):
* Co-brandable Better is Better Brochure 1. Trainer's Guide that provides the course agenda, learning objectives and step-by-step
* Co-brandable Homeowner Maintenance Guide New instructions on how fo prepare for the training.
» Co-brandable Banners 2 Participant Guide to assist the sales team in facilitation of activities.
« Co-brandable Yard Signs 3. PowerPoint with speaker's note; outlining the purpose of eac_h slide a_nd Dptlonal narration.
= == = === =TT 4. Newly developed resource, Selling ENERGY STAR that provides talking points that
- e S_ales_'fremlng_KltEpdited 1 participants can pick and choose from to highlight the value and proven track record of the —
* Communicating the Benefits of ENERGY STAR (Silent Sales ENERGY STAR program.
Signs) New 5. Optional 8-question quiz and answer key to test the participants.

6. Certificate of completion (instructions and printing tool) to provide to participants who have successfully completed the training.

This kit is to be used in combination with your own sales experience and market knowledge, and the two modules or individual activities

WWW. e n e rg ysta r . g Ov/m e S a can be utilized in any format that helps your team.

To download the entire Sales Training Kit, click the following link:

Need help with accessing MESA?
Contact energystarhomes@energystar.gov

<EPA 3
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ENERGY STAR. The simple choice for energy efficiency.

3 Key Resources To Host a Training

1. PowerPoint Slides 2. Participant Guide 3. Trainer’s Guide

Selling the Value of Selling the Value of
ENERGY STAR® ENERGY STAR®
Certifled Homes Certified Homes

Participant Guide Participant Guide

SEPA Module 1 of 4 T T
9
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The Trainer’s Guide includes notes with additional context, explanations, & marketing
concepts to assist you in hosting a training.

Activity #1 7\

Better is Better Video o\

ENERGY STAR Certified Homes

Directions: While watching the Better is Better video, list one or two benefits that align with each feature on the left.
Note that the ENERGY STAR pillars above also provide a reference for key benefits.

Note to Trainer: -

Features: Benefits to the customer: | Before Ei’arﬁng, it may be h-ElllprI.I.. to review |
["d A complete Thermal Enclosure System -
.with comprehensive air sealing, quality-installed insulation, /’\\ r-h'ﬂ dfffﬂrﬂn'ﬂﬂ b'EIWEE” d f-ﬂ'ﬂ'rur-ﬂ ﬂ'ﬂ'd d
d high-perf indows. - -
R /X benefit. What's the difference? A feature is
¥4 High-efficiency Heating, Ventilating, and Cooling System  _| 2 . - ] " [
.thatis designed and installed for optimal performance. ] Note to Trainer: | an EI‘IJ"EEIWE EEPEEF ﬂf a p.fﬂdut:t. A bEﬂEﬁf
_| Before starting, it may be helpful to review | ] . & P - o B
the difference between a feature and a answers the question “What’s in it for me?
Comprehensive Water Management System _ | benefit. What's the difference? A feature is B ] - —
to protect roofs, walls, and foundations from moisture _lan ﬂﬂfﬂf«‘fi:'l‘-' ﬂspe‘{fﬂfawpf:ﬂdUCI-Afef?EE; | ﬂ'ﬂ'd pmwdﬂs a Fﬂf”ﬂ' to t.h-ﬂ' customer. Fﬂr
damage. _ | answers the question “What's in it for me?” | . .
and provides a value to the customer. For example high performance windows protect
Energy-Efficient Lighting and Appliances example fugh performance mnd_om protect — . - |
to help keep utility bills low, while providing high-quality | your fumiture from harmful UV light (feature) I your furniture from harmful UV hght ffﬂ'ﬂ'tum}
performance and longevity. | and.rhey will save you trme.and' money by not B ] . . |
having (o replace your furnitureinthe near and they will save you time and money by not
™3 Third-party verification L feEmEs — . . . |
.ENERGY STAR builder partners don't just claim that their 7 - h.ﬂw.l']g fto f'E'p.,Eﬂ'E your furﬂfmm In th-ﬂ' near
homes are energy efficient; they back it up with independent .
inspections and testing by a Home Energy Rater. ﬁ.l'rurﬂ fhﬂ'ﬂﬂ'ﬁﬂ.
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Updated modules for a more flexible format

1. Identify ideal ENERGY STAR clients
2. Differentiate between:
O Average new homes

Module 1: 0 ENERGY STAR certified homes

3. Describe the features and benefits

Activity #1: Better is Better Video

4. Craft value propositions for ENERGY STAR
Module 2: Activity #2: Better is Better Brochure

5. Apply a value proposition to a customer profile
Module 3: Activity #3: Value Propositions

6. Apply value propositions in a role-play scenario
Module 4: Activity #4: Role Play

ENERGY STA

11
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You spoke, we listened. New and refreshed resources

Selling ENERGY STAR

Putting the little blue label in context

For over 25 years, EPA's ENERGY STAR program has been America’s resource for saving energy and protecting the
environment. While approximately 90% of American households recognize the litfle blue ENERGY STAR label, many
asspeiate it only with consumer products and appliances. Home buyers may not know much about the brand or that an
enfire new home can be cerfified. The information below highlights the value and proven track record of the ENERGY STAR
program.

ENERGY STAR Program

ENERGY STAR is the government-backed symbol for energy efficiency,

providing simple, credible, and unbiased information that consumers and

businesses rely on to make well-informed decisions.

« ENERGY STAR and its partners have saved American families and
businesses $430 billion on their energy bills since 1392,

« The ENERGY STAR label can be found on more than 70 product

categories.

ENERGY STAR Certified Homes

» ENERGY STAR certified homes are independently verified fo meet EPA’s sirict
+CERTIFIED requirements for energy efiiciency; typically designed and built to be 10-15% more
NEW HOME energy efficient than a home built to code.
* The ENERGY STAR label provides home buyers with a clear way 1o identify better
built, more comfortable, and energy-efficient homes.

= ENERGY STAR certified homes are designed and built with tried-and-true best
building practices to deliver a home with better durability and reduced utility and
maintenance costs.

= More than 1.8 million ENERGY STAR certified homes have been built to date

«  Families [iving in ENERGY STAR cerlified homes have collectively saved more than
$350 million on their utility bills_

More information on EPA's ENERGY STAR Ceniified Homes program

<EPA

Communicating the Benefits of
ENERGY STAR® Certified Homes

Silent Sales Signs

This resource provides examples of display methods and recommended language that can be usedto showcase
the benefits of ENERGY STAR certification for homebuyers. These tools are particularly important for builders to
successfully highlight many of the energy efficient features found in ENERGY STAR certified homesthat are not

readily visible.

Use the benefit statements below on printed placards, brochures, or other resources throughout your model
home or apartmentto draw attention to ENERGY STAR Certified Home features. Customize the placards by
adding your logo or more detailed information about the specific features that have been incorporated into your
homes.

Recommended Language

Feature Benefit

Third-Party Verification ENERGY STAR certified homes undergo more inspections and
testing than typical homes. Gain peace of mind knowing that
[Builder Name]'s homes are independently verified to meat all
ENERGY STAR program requi s,

EMNERGY STAR Label and Certificate These resources indicate that a home has been third-party
verified to meet ENERGY STAR program requirements and may
contribute toward higher appraised value if shared with real
estate professionals at time of resale.

‘Whole-House Approach to Design and Construction | Afully integrated approach to design and construction provides
a home with better durability, better comfort, and reduced utility
and mai 108 COStS.

Wall-to-Wall Comfort You'll enjoy consistent temperatures between and across every
roomin the house. Warm and cold spots have been minimized so
your entire living space is comfortable year-round.

Air Sealed Thermal Enclosure A comprehensive air sealing strategy minimizes leaks through
the outer walls, windows, doors and other openings. Sealing
these holes eliminates drafts and keeps utility bills low.

Air Sealing Awell-sealed home means better air quality hecause pollen,
pests, and moisture can't get in as easily.
Properly Installed Insulation Insulation in ENERGY STAR homes is independently verified to

help maintain consistent temperatures throughout. reduce

e

Congratulaions on your rew ENERGY STAR certifiad homa! To ensune your boma is
oparating at its highest eficiency, ENERGY STAR recommands following thesa simple
cpersing and mainensnce guidelines

Living in an ENERGY STAR sarlied homs:
Rt

sk A

KEY RESOURCES FOR
ENERGY STAR HOMES PARTNERS

A Complete Heating and Cooling System

Proper Syviem Dengm and lusbty brissilesen =

. e LRI e iy i
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Client Profiles Based on Market Research

Homeownership

_— :_i I! # | .“".. —
- Cautious Working Class
True Believers Concerned Parents : :

* High-income, well- » Middle-income buyers, * Older professionals and *Younger, lower-income
educated professionals. often married with retirees; majority 60+ years buyers; often blue-collar.
Attitudes + Behaviors * Driven by quality/brand. children. old. » Driven by affordability.
* Driven by concern for * Desires to be comfortable
family. and not waste resources.

<EPA 13
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ENERGY STAR

Profile of people who've purchased certified energy efficient homes, 2015-2017

e More likely to be ages 25-44
e Likely to have children under 18 in the household
e Well-educated, with a bachelor's degree or higher

e Water and energy conservation are significantly
more likely to be important to them in the way it
affects their daily purchase choices and activities

e They are significantly more likely to be concerned
about the environmental impact of their energy
use, and to be anxious about climate change

 Significantly more likely to have purchased ENERGY
STAR appliances, windows, air conditioning system,
and electronic products

SEPA | .
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Client Profiles — True Believers

e Most are 45 or older
e Equally likely to be men or women

 More likely to be white-collar workers,
professionals, and retired

e More likely to have a high household income
(S75k+)

e More likely to not have children under 18 present
in the household

* Environmentalists

15
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True Believers are knowledgeable about the environment and want to preserve natural

resources.

<EPA

 They’re very concerned about climate change and
are extremely likely to believe that personal
energy conservation habits can make a real
difference in preventing it.

* They will choose to make their homes more
energy efficient over making them more
comfortable or beautiful.

e Their biggest energy concern is the environmental
impact of their energy use.

* “Having an energy-efficient home is one way to
help improve the environment” is one of their
favorite messages.

16
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~ [ENERGY STAR

Connecting with True Believers

e Communicate that an ENERGY STAR certified home
purchase offers an important opportunity to embrace/live
out their environmental values.

e They are quality/brand driven. Communicate that ENERGY
STAR certified homes are higher-quality homes.

 They are likely to be early adopters of technology, so stress
that ENERGY STAR certified homes have the
“latest/greatest” features and incorporate “smart home”
technology if possible.

e Communicate YOUR environmental initiatives and
message around protecting the environment and saving
natural resources. They are the most likely to want an
overall ENERGY STAR certification for their home.

<EPA 17
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Activity #1 Better is Better Video

Directions: =
Pillars of an ENERGY STAR certified home

While watching the Better is Better video, list
. . . gace of Min nduring Quali Wall-to-Wall Proven Value
one or two benefits that align with each feature P

* Improved confidence * A durable homa built | * Battar way to live * Batter investment for
that savings will be Lo last with an integrated -Consistent temperatures today and tomorrow:
O n t h e I eft delivered. whole-house approach. from room-to-room. -Uses 10% less energy
. * Satisfaction as a result of: * A combination of energy Minimized lesks and than homes built ta
- A home built efficient features, high drafts, code, 20% improvement
to rigorous quality materials and Reduced indoor 0N average.

requirements, equipment. pollutants. -Lower maintenance

Note that the ENERGY STAR pillars at the top || [ i | P
also provide a reference for key benefits. Activity #1

Better is Better Video

\GY STAR Certified Homes: Better is Better. ... ENERGY STAR Certified Homes

Directions: While watching the Better is Better video, list one or two benefits that align with each feature on the left.
Note that the ENERGY STAR pillars above also provide a reference for key banefits.

Features: Benefits to the customer:

A complete Thermal Enclosure System
with comprehensive air sealing, quality-installed insul

’ ‘ AS K YO U R B U | LDE R and high-performance windows.
ABOV™=NERGY STAR S

BE-I h S BETTER [ Comprehensive Water Management System

to protect roofs, walls, and foundations from moisture

www.energystar.gov/newhomes damage.

Energy-Efficient Lighting and Appliances

1o help keep ulility bills low, while providing high-guality
parformance and longevity.

Third-party verification
ENERGY STAR builder partners don't just claim that their
homes are energy efficient; they back it up with ind
inspactions and tasting by a Home Enargy Rater.

<EPA 19
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Activity #2: Better is Better Brochure

activity v Directions:

Better is Better Brochure .

The instructor will assig the following client
Your instructor will assign the following profiles: True Believer, Concerned Parent, Cautious Conservatives and Working e I n S r u C O r W I a SS I n yo u e O OW I n C I e n
Class Realists to individuals or to small groups depending on class size. In this activity read through the Better is Batter

brochure on pages 13-18 and underline words or phrases you believe will resonate with a particular client profile. For f' I

example, if you are in a group rep ing True Beli . you'll ing all words or phrases that you feel will resonate p ro I e S

with that client. Once you've finished, discuss your answers with your group or with the instructor.

o True Believers

—YOUR ENERGY STAR
oerR| CERTIFIED NEW HOME

[ )
e |BETTER IS BETTER Concerned Parents

J Cautious Conservative

e  Working Class Realists

Read through the Better is Better brochure and
underline the words/phrases you feel will
resonate with your assigned client profile.

Once you've finished, discuss your answers with
your group or with the instructor.

<EPA 20
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ENERGY STA

Activity # 3 Value Propositions

= ]
Activity #3

Value Propositions

Directions:
Use the wisdom of the crowd to create four ideal value propositions.
Part A: Creation Part B: Sharing
Step 1: Gather into groups based on the client profile Step 1. Pick a speaker to share your ideal value
assigned by your instructor in Activity £2, proposition with the whole class.
Step 2; Take tima to individually cr avalue Step 2: While groups are sharing, provide feadback by
proposition for your client profile i Ill @ space provided offering what you like or what you'd change to cralt the
below. ideal value proposition. If you agree with changes, record
changes on your flip chart or white board.
Step 3: Shar \r value propositions with yo rsmall
group and c Le one ideal value proposition Lo record on Step 3: While other groups are sharing, record their ideal
a flip chart ar wh te board to share with the :Iass Use value propositions in the spaces below in this guide.
the notes sec: t on the next page if a fiip chart or white
board is not & Ibl Once mpltynush uld have ideal value prvoslnns
for TrueBI s, Concerned Parents, Cautio
Conservat dW rking Clas: R alists.

True Believers:

Concerned Parents:

Cautious Conservatives:

Working Class Realists:

Goal:

Use your experience, creativity, and knowledge of ENERGY STAR to create
four ideal value propositions.

Value Proposition Definition:

A statement that convinces a potential consumer that one particular
product or service will offer more value than other similar offerings.

Example: iTunes

iTunes is the best way to organize and enjoy the music, movies, and TV shows you already

have — and shop for the ones you want to get. You can even tune in to free, on-demand

music stations that have been totally revamped by our Apple Music experts. Enjoy all the
entertainment iTunes has to offer on your Mac and PC.

21
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Activity #4 Role Play

Activity #4
Role Play

.
Activity #4

Scoring Matrix

Directions: During this activity
you will be working in pairs to
role-play meeting a client for the

Directions:
The matrix below is a convenient way to rate the sales agent's performance both in the classroom and the field,
Faor this final activity, take soma time to rate the sales agent’s performance and provide a score and feedback.

Directions:
During this activity you will be working in pairs to role play meeting a client for

the first time. If you are playing the role of the sales agent, your job will be to Concemal
convince the client to pursue the purchase of an ENERGY STAR certified home. Parents 41%
if playing the client, your job will be to represent a potential ENERGY STAR
certified home client.

See directions helow for specific steps:
1. Find a partner.

Choose who will play the sales agent first.
Use table below for hints on preparation for this activity.

Role play.

e P

Switch roles when complete with the first role play. Population Breakdown by Client Profile

Seurce: The Shetton Group Enargy Pulse Asport, 2017 edition

Think of questions that will start the conversation about

client values. Ask questions like: Pick the role of either a typical ENERGY STAR certified

- What do you like about your current homa? home client or the health-oriented ENERGY STAR certified
- What do you know about ENERGY STAR certified home?  home client.

- What would you like to change about your current home?

Be sure to confirm you understand the client’s values by

repeating back what you heard. This can be as simple as, | Do your best to represent the values of one of the two
“From what | understand you're looking for a house thatis | ENERGY STAR certified home client types.

more comfortable than the one you're in today.”

Decide whether the sales agent has convinced you to

Rovigwyaur receniiy crosted value propositions. pursue the purchase of an ENERGY STAR centified home.

Stop after you feel you have convinced the client to pursue | Let the sales agent know if you decide to pursue the
the purchase. purchase of an ENERGY STAR certified home.

Salling the Value of ENERGY STAR Carified Homes

<EPA

1 point
(Bid ot moat chjostival

| didn’t know whether my
valusswars undorstond.

No benefits were
mentionad, only features.

Featuwres were d

2 points
{Fastiatly mar objocrival

1 fokt lika the sales agent
understood my values
through cues, [&a nedding
their haads, yet itwas
never confirmed.

Benafits ware di

rnm,:«; nPn?Lrt‘u‘?ﬂNm

Tha zalas agent confirmed
they understaod my values
by repeating my valuas
backtome.

yatthey did not relate
closely to my values or
wera confusing.

Features wara discussed yat

yet| didn't understand
them.

The convarsstion soundad
“canned” or like someons
was reading from a script.

| am not convinced of tha
walue of buying an ENERGY
STAR certified home.

1 only partially
them and how tha foatures
would benafitma,

Parts o the convarsation

insimple tarms and
alignad with my values.

Faatures ware discussad
i simple tarms and |
understaod thair banafit
10 me.

The discussionhad 2
ional tona like |

wWers

I'mirmerested yez not
corvinced an ENERGY
STAR certified home has
vilua to ma.

Salling tha Valua of ENERGY STAR Certifiad Hamas

wastalking to a friand.

V'im convinced an ENERGY
STAR cartifiad hame has
value to ma and choose
1o pursug the ides of
purchzsing an ENERGY
STAR certified home

Score & Feedback

first time.

If playing the client, your job will

be to represent one of the profiles
for a homebuyer.

If you are playing the role of the

sales agent, your job will be to

convince the client to pursue the
purchase of an ENERGY STAR
certified home.
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Any questions?

File View Help @~ _Oux
* Audio B

Sound Check =mE 7

@ Computer audio
O Pheone call

% MUTED
Jack Mic (Realtek High Definition...

Speakers / Headphones (Realtek..

* QJuestions

[Enter a question for staff]

« Submit questions here

[Enter a question for staff]

______________________ s
Webinar ID: 796-134-563
B GOTOWEDINAr | Lttt
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ENERGY STAR

ENERGY STAR Certified Homes

Web:

Social Media:
Home: www.energystar.gov/newhomespartners o
Technical: www.energystar.gov/newhomesrequirements .- @energystarhomes
MESA: www.energystar.gov/mesa n facebook.com/energystar
Inbox Support
energystarhomes@energystar.gov
Brice Lang Nicole Economu
U.S. EPA ICF
Jr. Partner Support Manager Account Manager
ENERGY STAR Certified Homes ENERGY STAR Certified Homes
Lang.Brice @epa.gov Nicole.Economu @icf.com

<EPA
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