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WHAT CONSUMERS WANT

Consumers want more daylight, comfort,
lower energy bills, better air quality
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EnergyFit Homes Initiative, National consumer survey results , Cooperative Research Centre for Low
Carbon Living, Project RP 3016 “Enhancing the market for Low Carbon Homes”
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WHAT CONSUMERS WANT

Consumers want more daylight, comfort,
lower energy bills, better air quality

88

of consumers find
homes with EE features
more attractive

EnergyFit Homes Initiative, National consumer survey results , Cooperative Research Centre for Low
Carbon Living, Project RP 3016 “Enhancing the market for Low Carbon Homes”

® Much less attractive
W A bit less attractive
m No difference

M A bit more attractive

1 A lot more attractive




WHAT CONSUMERS WANT

Consumers want more daylight, comfort,
lower energy bills, better air quality

88x O/«

of consumers find Would pay more than
homes with EE features  $100 for information
more attractive

EnergyFit Homes Initiative, National consumer survey results, Cooperative Research Centre for Low
Carbon Living, Project RP 3016 “Enhancing the market for Low Carbon Homes”

m Up to $100
m Up to 5250

m Up to $500
m More than $500 CSR




BARRIERS TO UPGRADES

Confusion with many
marketing claims

39%
© 4

and doors 6-9% High Cost $$$

Poor knowledge Uncertain ROI

BUILDING KNOWLEDGE
SEMINAR SERIES
CS'R KNOWLEDGE
YOU CAN
BUILD ON
A




BARRIERS TO UPGRADES

Tenant/landlord issue High cost to advertise

m=mmm Mmarket failure & need for government intervention m



CREATING CHANGE

= Disclosure at sale or lease seen as best policy. A ‘light touch”
Initiative as just a stroke of the pen for government and market does
all the work




POLICY LEAVERS

UN Environment program (2007)

ENERGY STAR

Energy Efficiency Rating
Very energy efficient - lower running costs
(82 plus)

81-91)

Disclosure as the
policy initiative to drive
demand for EE

NABERS

CSR



RIGHT TO KNOW

Empowers consumers — they have a “right to know” what they are
buying or renting
Make the invisible visible




IMPROVED MARKETING CHANNELS

« We see it really creating awareness at low costs and
then we can target our marketing much more

Friends/ family
Product brochures
Hardware stores
Energy rating tools
Product websites
Open for Inspections
Appliance websites
Govt info

Display homes
CHOICE publications
Energy retailers
Home expos

Home/ lifestyle mags
Community & non-govt org.s
Real estate websites

Online forums

0% 20% 40% 60% 80% 100%

Preferred information sources when buying, renting or renovating (N=864)




PERCEIVED BEST PRACTICE

= Disclosure drives demand for performance above
minimum compliance in new homes

Percentage of Homes (%)
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National Benchmark

NSW Market leaders
striving to keep up




PROVEN IN AUSTRALIA

Evidence from ACT is very encouraging in creating
genuine value

Purchaser who invests in upgrades rather than the seller

Knowledge about what you are getting and therefore
what you need to spend after you buy to improve
comfort/energy costs




TYPE OF ASSESSMENT

= This then determines what type of assessment tool should be used
— tick a box, Liveabillity, Vic Scorecard, NatHERS
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Do you wash most of your laundry in cold water?

Do you have energy- and
9

Do you do full loads in your dishwasher, clothes
washer, and dryer?

Do you use the “Air Dry” or “No-Heat Dry" seftin
on your Swachod
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HOUSE

ENERGY RATING SCHEME ®

heal eaning or
replacing fillers monihly and a yearly funeup?
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Score 8 points for every every “Not Yet.”

o ere's o save anergy.
2035 Good..You hove some good savings, with room for improvement.
10.50 Excellon. Congraiulations on your super snergy savings!
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LEVERAGE EXISTING KNOWLEDGE

Best if same as new build but info not all available and cost higher
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INDUSTRY PERSPECTIVE

=  We recommend a simple assessment system that has low cost
free from real estate agent or product supplier?
= Allows people to be aware of what is in the home currently
ranking system
- Agents don't like however as can’t sell low rankers

May need to leave just a list and we can market to consumers what
it means

- le sample homes with x,y,z are Gold, Silver, Bronze etc.

- Opportunities for full NatHERS energy rating services for those
who want to pay more

Present better info to compare star rating




INDUSTRY PERSPECTIVE

We see it as a really positive move
from government and support voluntary
initially before making it mandatory
allowing for much more efficient
marketing and therefore uptake




