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I \EY WAYS TO ADD GREEN TO YOUR MARKET APPEAL
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r.cc.tsrudl ol honrcown.is bltnrg gr..n hdm.sfrdifs rbr nllu$rf villgkrw cxlo-
nentiall) ovc hc next Mo ),cirs. Brs.don nnrkctcscri.h in.l ., $! ky 01 hdn.bulcr,
rhe $udyby M.Griw t{illConen,rlnr ard dr. Nfionxl Aso.irrnD ofHdh. Ruilds\

d.tcrnr incd swd,nds of rll lunN$NB ii. iwiro ofgr..n t urlJn,s, rn.l 8 p*rtrt r.c
cxremely knowledgcrblc abotrt grccn pn rics. Build(s n,terc$cd n, mcdlg tl, is gtu* i'rg

dcmand fron environn,cntrlly corscnrrs ho[..buyms hrvc ] biord sp..krh oliurlt.iing
oppotunnics ivail.,blc Rr i,,.ms.wircncs, cdu.rnn, ind ti(rhrs.

Aligring with regional or mtion.l prcgrxns, $rh is ENEIT(IY STA lto r g.!.n1ntnr
b,rk d p.dg6h liondr U.S.EnvinhDorJ l,rce(ion Ag.nq,ind U.S. Dcp$ncnt of Enftg) 08;6
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access to an onl ine market ing toolki t ,
brochures, fact sheets and outreach
campargn marenars.
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tools lbr L'uil lcrs. ENERGY STAR pirrnss, [r exanple,
hav. &.c i.(ss b in oDhrc n,ark*ins kn'lkn, brccbu.e", fa6 shetts .nd
otrtu.h .rn\rrisn nftrials.'thc prrgnm also gi"es panne's thc
opporonity to lnvc hrk to drcn wcbsn s ion tb. ENERGY STAR
snc, wlridr provid.s i sour.. of pupccti'c leads.1J'c"e buit-n' nr.keti,tg
renrccs rnd I'nnd rccognnion ficlp builden itri* buyeN i,rere$ed nr
goinggrccr hblicaw.rcn.s ofthe IINERGY STARhbtlis now ovct
65 p((nt, .r-otulnrg R, a rc.cDt litnJ.wnl. sn y." lr s x lxbcl rhe
Amcri.an .onsumer rccognizes ind und.Nun.ls, an.l thri.r! b. vJurbl.
R,buildcrs; sN|sjonlthln P$s.,.dnmrni.ations.oordrhtor ror
liNllRGYSTAR.c"dodJ prdgrxn$.Todat.,noie,1, 5,000Luillc6
rc panneringwirh IjNI]RGYSTAR,nd ncrilt 850,000 ENEI{GI
S lARqu.lilicd honr.s hlvr b.cn 6uili rtuss thc Uft.d Stats.

M.nrE Honrcs, i l.idi'1g builde.ol lurty tuson honsrnJ
.omnunnies iir north.ft N.wJcncy, conmttc.{ iour yurs rgo to olfcr
only ENERGY STAR hdmcs Andr.* (nibis, 6.11 .r:n+d l;i M:ion.
Hones, srys homes rb* nrer thc pregnnr! *rndrrds rppc:l to drn
buycn bccrur thy arc mo-* cftcrcr."TypicJly, (buyus) *c noving lion
hdu$s i|rr w.r. .xp.nsiv. to orvn, ud dry unt hom s t, oliir l'wcr
miftd n.e rni energy .o$s .lors with rll rlt rn,cniricsl hc siys.
The builde. uscs ENER(]Y STAI( promotio'Dl m:triils ro .xphin drc
.osr srvn,gs to .nstonus, rs wcll rs pcrsor:l :.tounts ln'n currcnt grcer
hdn$woss r drs rl,reugh trcd, hoh.s, to exphin dr $cps tbt rc
nJ<cn ro mrkc tlrm norc efficicnt.

Iiiddnion ro narnnmlfrcgf.nN, builders llvJcii pun* with
rcgionrl prognN for snnilar incntives. larthC.ali Hou"t'", fi.
exrmplc, is agrccn buildingpNgfanr in !h.Sdtrdus il,ri hrs..ti'
6.d nrore tlmn 5,000 honr.s sincc i.s i'rcspdn i'i 1999, i.rd ing k)
Sean ahyth ins 6eld operrtiors mrnager i,r lJrrthC.rft Houst. The
EarthCraft Housc p<rg.rn alsoo[c^ n,rk.ring nxirnars su.h rs
logos, yard signs.n.l btu.hufcs $ g.ddn briltnlg partnes. An.t ir gors
orc*ep tu*he.by hdpi"gtf,i'r rg.i$on hdw ro s.ll r ..difi.d Enh-

Vrgmd\ Milbr (:uron Hon ,6k4 e orati@ dprlot h rotfrrn drttutn&
tinead oJlots. th6 

^atu.al rrs jft rlra "ss r bal oJ knp.t d anJ tuhbhtl
rl's, whnb 

'bo 
h.lr' r.tai" h$t.

These bur lders are us oiewENFBGYSIAfr  qude r-"s
to bfng you a whoe no!vleve o1

comfort, efficiencv, and performa nce.
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XNInGv STA l@ oatr.d., ,'at.rink nn b. o6ton'i..11 with b'il.Lr

"n"r'. 
Alo"s A'ith ndwtiri,r to'ts, bsil.l.r' trarc i" ttu bcntjts oJ

fNlRGv S'lhRr r .rlrcd,l i,t". ft.os"itio".

H.N,n t" . l \nr . . . , l -u, l .h, , , i l ,N, , r t . l , ,8h fcd; . ,n. ,n. ,  fd l1
custom homcs;s orc ofthc list buiLd(s n, Arhnu to ofl.r 100
pcrccnt lrnhCralt Housc fionrs.'Wcuw tlE vrnmgcs oigrccn
buildingcarlyon bccausc wcrrcrlwrys r1,nrg to irnprovcour nrctl,o,1
and dclivcr: bctcr homc to our buycrsl'sa),s ToriEw,n& uLa prcsi
ddr ot(rpomr onnnunications an.l nr.rkcdrg lirr Havcn I'KTcr-
tics.Thc t'uilder iocuscs on the hcrkh rnd cnvironmcntJ bcncfits of
.on$nrtnnl and marcrialsuscd in grecn building that anract about
50 pcrcorofbulcF. Havcn Prcfcricshu.s thc usc oftarnraldchydc
frc.insuhtn n rnd. fresh -!ir v.nrihtbn syscb forh..lrhierindoor
rn; .n..gy-.lllri.ni rpplirn..s; rnd r i..mnc clihinatbn sy$.n ti..
froh .hen,i.xls."(lreen huillnrg.dJs vrl,eii sd mny siys tu ibe
hoocs md livcs ofou. custoM6. It m.ins th.y.rn hive rbc.utiful
hohr wirl, ,ll thd ih.nnns rhat rho hclps pucr rhc hdlth ofthri.
frnilies $d rhr cnviionn\entl

John Ainslic, .o'ownc. of Ainslic-Widcncn r.usom rnd
nciglborhoul hom t uiLlcr rnd d.velopd in vnginir, rgrNs bui.6 L
cquti,,ggr€cn t uilding wirh qmlirti Ai'NLc-W cn.r r.(Ddy.onnnir-
tcd to b lding ErrthCnft Housc hones. But drc chrngc rrun! mcnt
mainriining th. high siandirds rlrcady nr phcc. Fbr drc mo* pan, wc
waerlrcadyusingmrterialsandconstruction mcthods dut would mcct
|  . 'ahr tu l i  Hod'c rJnd. ' rd. .  Arr^[c, . rp " \ \c, . " :  g 'owr12,"  ro**
ofthc bcncdts ofgccn buildins antDs honrbuycs, and our asNiatio.
wnh I  . ,nh{ r . ' l i  Hour b. ,  wryror, l  inro r ls nurh

Adverrisingrhe financial bc.eli o buyers is kcy to reachnrg rlr



lQn n,r.ktr.l1,.gr..n ho,n.os nrr strrv.f f;urd rl,. N.. I n,.drivc tu brv l

!, ..d, hoDl. is il,. t.nvtr ou.Ltrn\g rid nlinr.nrir. .o*: H ish,dl,rid1.i n.tru, .,1

! is In. , . , .ss,rh thgn r inn. ,h. ' rx\ t r ls  . l , i rk lNsr.ntr , . , l l lsr .n. .
hcrrtLs .rLt .rrorg d,r n,o* popJrr.hoi..r turgr..n h.nrs.J.lt D!,klc. prcs crr
of  l j& Cujonr l  lmcs.. ,  l { . ,Jcr rn rr* . r ln.rHc ru*on, l ,onx\  in.^thna, s. , Is
oEi ring nitr,ril lis l,citi,rgis rlr. mos ..ono.ri.rl JNi.c. l1,(cL no bcmc|vr1
tu .i$ clti.divcll .lcln u oD ou r nnJrnls fix ronrfi'r .u ctti.nar.f in tlr hi!h-
pcrfirnring hon,cs rvc Lrit,11'hc srys.

t)inklc not only l'diu* in cqubpiis his honk\ {irh skfn pn Lrc*,hcrlsois
s ell r cr*r1 or tlr vrlLrc of c.lu.i.i ns h is i.,fi ul trul$s rtrout nr benrtirs of gn cn
ti.tun s in enviu,r,entrll,r fi icn,lly honn. (iro, I'ryo s sun.cycLl rite,1 r l.rck of
cducttrr rnd rurrcncs rs thc rN$ sigrih.rr ob$.,.lf i,r NrJrisiDg.,alor h.nr.,
nr  l ) i rk l .sr i \buiLldsshd.,r , lm.rh. !  d, lu.r .bu)r 's.rh S' .d,  h,nds lv i l l
s,.(1i.lli\ v(l]sirL or+4,\ InrLs n, Eccn s.'vi(cs,., bl.,g r fNdrrnnshl.sor
g[en hone",.r.,l bu)!*"hovisit his D.,l.lhdnt\ \'.nk r!.').lvnh r sud,lsl,.r
. xrnrj,rir{ dr. ti.ru' N .n r grcdr hon. M.l l\os nn.l) nonq L,u} cA will \.trt living
io ir.l)irkl..,ln) dni.N (nhu krnnN ,nJ .klYi,. on on no,,n,dr.'lll ti idr.lll ,rr.ri-
. , ls . r  t . .hni , tL,c ' ,  \ "  h ,a n,$r l l i  n!  n,ru!  |  ! .a.  nu, . ,n dir l , . ,  s i rb]  r rJvr.hrhc
n.d, or ),on..n gd iN.l|dl.n ltc.f idr$.t ir,h. nlrkd; ht srf s. !

The Green Homebuyer
A recent green homeowner survey co-sponsored by McGraw-
Hill Construction and the National Association of Home Builders
sheds light on the awareness of green techniques and practices
among homebuyers. and tl_e decrsron making process in
choosing a green home.

The large majority of green homebuyers - a striking 71
percent are women, and 65 percent of green homeowners
are married couples. The average age of buyers is 45, Most
{79 percent) are college educated, and nearly hrolhirds have
annual incomes over S50,O0O. Interest in green building is
greatest in the southern and western states. Typically, green
homebuyers consider family and personal relationships as key
values and are willing to spend time to get the best deal, the
survey says.

Lower household operatlng costs top the list of incentives
for buyers to go green, but environmental and health concerns
are not far behind- Lisa Turner, owner of Angler Construction
in Decatur, Georgia, began offering green
renovations four years ago and has
seen firsthand the increasing
demand for green bui lding opt ions.
She notes the parallels between
her customers and the
survey's 6ndings. "People
are becomrng increasingly
aware of green building
options, and they're
looking tor builders
who can show them
how to make a differ-
ence, she says.

naturalgas ls,  , l f , )x ,  ,1,{  i  , , r ,  ,  , , , i ,


