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The Need for Efficient 
Homes



Pushing Efficiency

What are your motives for creating efficient homes?
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In the U.S.

• One birth every 8 seconds
• One death every 12 seconds
• One net migrant every 35 seconds
• Net gain of one person every 14 seconds
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The Consumer’s Path 
to Purchase



Consumer Path to Purchase
Research objectives:
• Generate insights regarding the purchase process for new 

homes:
• Path to Purchase
• Key influences to purchase
• Consumer needs/priorities

• Gain an in-depth understanding of how to position benefits of 
efficient new homes

Interviewed recent buyers of new homes in Boise, Billings, 
Spokane, Portland

9



Consumer Path to Purchase

Consumers journey through three key steps in the Path to 
Purchase process: 
1. Explore
2. Engage
3. Execute
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Consumer Path to Purchase
1. Explore
• Consumer is interested in ownership, but passively 

browsing
• Checking listings online, casing neighborhoods, asking 

friends and family about experiences
• Exciting and highly NOSTALGIC
• Often triggered by a life event (marriage, pregnancy, etc.) 

which is associated with heightened attention to COMFORT 
and SECURITY
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Consumer Path to Purchase
2. Engage
• Consumer is getting more serious, taking a closer look at 

ownership
• Looking at finances, establishing price range, obtaining 

preapproval for loans
• Getting more emotionally invested, may become 

OVERWHELMED or APPREHENSIVE at how these realities 
will affect their dream of ownership

• In searching for a Realtor, they look for someone they can 
TRUST

Note: this is the stage when consumers start to prioritize 
features.
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Consumer Path to Purchase
3. Execute
• Consumer decides to pull the trigger

• Many don’t realize new homes are within reach when they 
begin the process

• The uncertainties that come along with existing homes can 
make this choice feel less SECURE than new home purchase

Note: Once consumers decide to buy, they become easily lost, 
confused, and stressed out
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Consumer Path to Purchase
Consumers are drawn to new construction due the 
CONTROL it offers:

• Older/existing homes may need updating or have hidden 
issues, points to SECURITY

• New homes are FRESH – they haven’t been lived in

• Consumer gets to weigh in on design – picking finishes, floor 
plan alterations, etc.

• Control allows the consumer to create a home that says 
something about themselves and their values
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The Role of Efficiency



Defining Efficiency

What are the features that make a house efficient?
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Role of Efficiency

Key finding:

• Overwhelming number of decisions during purchase 
causes consumers to deprioritize EE

• What does matter to consumers?
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Consumer Priorities

Typically prioritize:
• School district
• Distance to work
• Land/lot size
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• Builder reputation ranks high

• Quality workmanship is 
expected….actually demanded

• Yes, Energy Efficiency IS desirable

Consumer Priorities



Role of Efficiency
Consumers focus first on the structure: 
• Solid foundation – not cracking or crumbling
• Solid structure – floors level, walls straight, proper 

insulation/air sealing

After this, they are concerned with proper fit and finish:
• Cabinets are level, ductwork and landscaping are good 

to go

Energy efficiency options are desirable, but not necessary 
– Icing on the cake
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Role of Efficiency

During the sale process:

• Buyers rarely ask about EE features, even those who 
are passionate about conservation

• Builders rarely bring up EE during sales
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Role of Efficiency

Consumers trust and expect builders to make EE Choices 
for the home

Many believe code dictates an efficient home
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Well, they have to build the house to code 
and the code is energy efficient so yes, 
the house is energy efficient.

I don’t really know what KIND of insulation it is but the builder said 
they put in more than they have to so that’s good. I don’t know 
how much more though or how much better it is…”



Consumer Sensibilities
So, what features do consumers think makes an efficient 
home?

• When prompted, consumers often talk about the 
following as best ways to affect efficiency

• Beyond this, most consider more advanced features out 
of reach
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Insulation Windows Water Heater Doors



From our experience with customers, 
they either already know that we offer, 
or simply expect to receive…

• Efficient insulation, windows, heating/cooling 
systems, LED lighting and tankless water 
heaters

• Items such as solar, rain water catchment, 
and recycled products are rarely mentioned

Consumer Expectations



We are facing a VERY informed 
buyer!

Informed Consumers



Informed Consumers



What does NTH look at in terms of 
forecasting demand for homes?

Informed Consumers



What does NTH look at in terms of 
forecasting demand for homes?

Informed Consumers



This is what we are up against!

Consumer Expectations



Finding Common Ground
How can we communicate about efficiency in ways that 
speak to consumer needs/priorities?
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Dare to Compare!

Display that is used in sales 
models to highlight
Unique features of a New 
Tradition Home

Finding Common Ground





Marketing the value of the projected 
monthly utility costs.

This is done for every available plan

The HERS rating



This Roadmap highlights key steps in 
the journey
of buying and building a new home.

The Homebuying Roadmap
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