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Tips for Participating in GoToWebinar
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If you will listen in using the 
speakers on your computer:
• Select the “Computer 
Audio” button
• Unmute your desktop
• Click on Audio Setup if 
you’re having any difficulty.

Everyone will be muted, but 
you can type in questions at 
any time and we’ll answer 
them at the end of the 
presentation.

Use this button to expand or 
minimize your toolbar at any 
time.

Use this button to indicate your 
response to Agree/Disagree and 
Y/N questions.

If you are using your telephone:
• Select “Phone Call” button
• Dial in and enter your access 
code
• Enter your audio pin and press #



Agenda

• Using the Toolkit

• What’s new in Version 2

• Client Profiles Overview

• Activities in the toolkit

• Q&A
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Poll Questions



Using the Sales Training Toolkit



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. 

Utilizing the Toolkit: Builders and Developers
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Utilizing the Toolkit: Energy Rating Companies
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Why use the Sales Training Toolkit? 

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

Best Practices for Delivering 

• Schedule a MESA tutorial with new builder clients

• Walk-through Sales Training Kit content with Sales 
Manager to identify areas of customization. 



Access the Sales Training Toolkit through your My ENERGY STAR Account (MESA)

www.energystar.gov/mesa

Need help with accessing MESA? 
Contact energystarhomes@energystar.gov
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http://www.energystar.gov/mesa
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3 Key Resources To Host a Training

1. PowerPoint Slides 2. Participant Guide 3. Trainer’s Guide 
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The Trainer’s Guide includes notes with additional context, explanations, & marketing 
concepts to assist you in hosting a training. 
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Module 1:

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

3. Describe the features and benefits
Activity #1: Better is Better Video 

Module 2:
4. Craft value propositions for ENERGY STAR

Activity #2: Better is Better Brochure 

Module 3: 
5. Apply a value proposition to a customer profile

Activity #3: Value Propositions

Module 4: 
6. Apply value propositions in a role-play scenario

Activity #4: Role Play

Updated modules for a more flexible format



You spoke, we listened. New and refreshed resources 
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Client Profiles Based on Market Research 
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Homeowner
ship



• More likely to be ages 25–44

• Likely to have children under 18 in the household

• Well-educated, with a bachelor's degree or higher

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

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



• Most are 45 or older

• Equally likely to be men or women

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

• More likely to have a high household income 
($75k+)

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

• Environmentalists
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Client Profiles – True Believers



• 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.

• 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.
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True Believers are knowledgeable about the environment and want to preserve natural 
resources.



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

• 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.

• 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.
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Connecting with True Believers



Sales Training Toolkit 
Activities



Activity #1 Better is Better Video
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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 at the top 
also provide a reference for key benefits.



Activity #2: Better is Better Brochure
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Directions: 
The instructor will assign you the following client 
profiles
• True Believers
• Concerned Parents
• Cautious Conservative
• 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.
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Activity # 3 Value Propositions

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



Activity #4 Role Play
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Directions: During this activity 
you will be working in pairs to 
role-play meeting a client for the 
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.



Poll Question



Submit questions here

Any questions? 



Web:

Home: www.energystar.gov/newhomespartners

Technical: www.energystar.gov/newhomesrequirements 

MESA: www.energystar.gov/mesa

Brice Lang
U.S. EPA
Jr. Partner Support Manager
ENERGY STAR Certified Homes
Lang.Brice@epa.gov

ENERGY STAR Certified Homes 

@energystarhomes

facebook.com/energystar

Social Media:

Nicole Economu
ICF
Account Manager
ENERGY STAR Certified Homes
Nicole.Economu@icf.com

Inbox Support
energystarhomes@energystar.gov

http://www.energystar.gov/newhomespartners
http://www.energystar.gov/newhomesrequirements
http://www.energystar.gov/mesa
mailto:Rick.Gazica@icfi.com
http://www.facebook.com/energystar
http://www.twitter.com/energystarhomes
mailto:energystarhomes@energystar.gov
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