
THE PERFORMANCE-BUILT HOUSE By Pat Huelman

¯ "Build Tight-Ventila.t,.e. Rivl~t"
GivesYou A Competitive Edge

This series has usually focused on the
technical merils of building tighter buildings
to control moisture and energy flows while
using mechanical ventilation to provide
indoor moisture control and good indoor air
quality. The~:e has been considerable discus-
sion about the new Minnesota Energy Code
and the Residential Ventilation Standards
Task Force, including the potential role of the
Category One- ai~ight with mechanical ven-
tilation - construction option. And we know
that the Energy Code also makes reference to
a major revision in 1998 that will mandate
tighter construction and balanced mechanical
ventilation along with higher insulation lev-
els. In this issue we will break away from the
technical and regulatory i~;sues and focus on
how you can use these same features to
develop a competitive advantage in today’s .
market.

S̄ell the Package with
the Benefits

The story al~ays sounds the same - every-
body wants an energy efficient home but
nobody is willing to pay for it. I think there
really are a couple of underlying issues here.
Are all new homes energy efficient? How
can a consumer distinguish between various
builders’ energy claims? If your homes have
superior energy performance, you should
provide potential buyers with credible
resources - including computer analysis, third
party endorsed,neat, or past customer
testimonials.

However, lel’s not forget that buying a
house is an emotional decision. Energy effi-
dency just isn’t very emotional. So let’s set
it aside a minute and discuss some other ben-
efits that mighl be easier to sell to the aver-
age new home buyer.

¯ 5nproved Conffort
Today’s home buyers can be very demand-

ing when it comes to comfort. They don’t
like cold drafts. They like even temperatures

throughout the house, They insist on a nice
cool bedroom in the summer, a warm bath-
room in the morning, and many want the
ability to control temperatures throughout the
home. ’

These desires Can be successfully statis-
fled with a good insulation, air sealing, and
window package to eliminate, and. a properly
sized heating and cooling system with care-
fully sealed ductwork to ensure uniform
distribution.

¯ Reduced Maintenance
This one may require a little discussion

with the homeowner. Do you ever have win-
dow Condensation in your current home?
Have you experienced siding or paint prob-
lems with a previous home? Have you ever
had ice dams on your house? Did your old
house ever get.too dry in the winter? Have
yo9 ever seen premature failure of the roof
sheathing or shingles? Did you know that it
i~; possible to ruin your insulation and even
damage the structural components of your
home if moisture is not carefully controlled?

Again a well-insulated, airtight house with
a mechanical ventilation system can enhance
the performance of the building materials,
windows, and interior furnishings. In fact,
these features are your buyers’ best insurance
against premature product failure or deterio-
ration for the biggest investment they will
ever make.

¯ Healthier Indoor Air
This should be an easy one. We have a

very health-conscious public today. They
think of their home as their castle from all of
the evils in the world. They will spend more
than one-half of their life in their home.
They should be very interested in making
sure it is a safe retreat for.them and their
family.

You can provide a healthier indoor envi-
ronment by carefully selecting the building
materials and furnishings, eliminating the
spillage of combustion gases back into the

home, control-
ling moisture
levels to reduce
biological contaminants (ie. mold and dust
mites), and providing a continuous supply of
fresh, filtered air.

Buy the Package With
Enew Savings ,

Now let’s come back to the energy side of
the equation. Most all of the features neces-
.sary for a comfortable, durable, and healthier
house will provide significant energy bene-
fits, as well. First, you may actually be able
to reduce some of your construction costs by
going to smaller equipment, simpler venting,
or switching to new systems (ie. integrated
space.and water heating system). Second, the
monthly energy savings can be used to help
pay for the increased house cost. A good
energy package should result in a $300 to
$500. savings per year over code construction
for an average home in our climate.

For instance, let’s assume that the energy,
moisture control, and indoor air quality
upgrade is $1 to $2 per square foot of heated
floor area. For a typical home that might be
$4;000. At today’s interest rates, this will
increase the monthly mortgage payment
approximately $35. If the energy savings are
$400 per year.- or $35 per month - the home
buyer breaks even the first month when pay-
ing bills.

Now you may still have one small prob-
lem. Can the buyer qualify’ for an extra
$4,000 of mortgage. Yes. Many lenders are
beginning t6 incorporate the benefits of ener-
gy savings in their mortgages process.
Several of the key players in the’ secondary
mortgage market are recognizing this through
a vehicle called the EnergyEfficient
M~rtgage (EEM). The EEM will allow the
borrowing ratios to be "stretched" an addi-
tional 2 percentage points for an "energy effi-
cient" home. For a typical buyer, this repre-
sents $5,000 to $10,000 more buying power
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providing ample funds to cover the energy
efficiency, moisture control, and indoor air
quality package. In fact, your buyer will
probably have mortgage ability left to buy
other features or upgrades, as well.

It’s a win/win situation. You get to
increase your sales of performance-built
houses and reduce your callbacks. The
homeowner gets all the benefits and perhaps
an extra feature or two+ due to the increased
btiying power of the energy efficient
mortgage.

There are many partners who can help you
build your competitive edge with the "build
tight - ventilate right" approach. Start with
your utility company. Minnesota has several
exceptional utility programs focusing oq effi-
cient, durable, and healthier homes, includ-
ing the Energy Advantage Home, The
Energy Intelligent Home* and the Triple E
Home. Also work with your subcontractors
and Suppliers. They should be very .interested
in working with you on product, pricing and
promotion. Don’t forget your lender - they
will be the key to the energy efficient
mortgage.

Whether it’s building the performance-
built house or marketing it, it’s important to
use a team approach..Just like houses, teams
must be carefully built with time, �ommuni-
cation and respect. The investment will be
returned - a quality team can create opportu-
nities that you may have never found by
yourself.

Pat is ~eaching two energy seminars at the
BAM Conference on April 19.

NAHB Notes:
[] Roy Lund, Lurid Builders, was nomi-

nated for 1996 Area IONafional Vice
President.

[] Duane Willenbring, Willenbring
Construction, was named Co-chair of
the National Membership Committee.

To Keep Your
Market Share,

"l’ou Better
Get The Fax,.

The b~st w_ay" to sell new
construction directly to buyers.

~dore and more, and local builders like
national builders are you to compete with
going after your cus- the ’big boys." List
tomers - your market with 1-800-FAX-HOME
share. You see, they and your home will
think by spending immediately be tound
millions on advertisingu b̄y people looking in
they can take over your your area and price
marketplace niche, range.

Now you can fight .
back. Join Minnesota’s
top builders as they
sign up with the Move-
Organizers-~’~
and 1-800-

FAX-HOME.

This revolu- [~
fionary system
allows buyers
to search for
new construc-
tion and
receive FREE An example of o

fax brochure

What does it cost?
Surprisingly, very little.
Just a $250 annual fee,
$25 per home and a. $1

charge per
brochure
requested.
Best of all,
what you’re
paying for is
"gu:aran teed
advertising"
- buyers
only request
brochures for
homeshigh-quality

fax brochures
with pictures/
illustrations maps and
detailed descriptions.

they’re very
interested in.

(Ju,st try the system and
we re sure you’ll
immediately see the
benefits of listing with
1-800-FAX-HOME. In
the Twin Cities Metro
Area, just dial CALL-
HOMe or 225-5466.)

More important, the
system allows regional

So try the system
today. Call back and
press "9" on the open-
ing menu for more
information and an
application lojoin. Or
give os a call a( (6121
835-1180 and we’ll be
happy to give you the
FAX on keepingyour
market share with the
.MoveOrganizers"~’ and
1-800-FAX-HOME.

Money
Send for

Protecting Trees
from Construction
Damage

publication’s tex~ numerous
drawings and tables explain
the growing conditions needed
for health~, trees and the
construction techniques used
to maintain those conditions.
Based on years of university
research, the information is
presented in an understand-
able and practical style.

Request Item # FO-6135-AD
Send 54.00

¯ check or money order payable
to University of Minnesota

and rn~il to:
MES Distribution Center
Universi~ ofMinnesota

1420 Eckles Avenue
St. Paul, MN 55108-6069
MN resident~ ~nd businesses

add 7% sales ta:c


