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What percentage of new homes sold with an environmental 
certification? 
 

A. 7%   B. 12%   C. 20%   D. 27%  
 
 
 
What was the price premium for this market segment? 
 

A. $5K   B. $12K  C. $17K  D. $27K 
 

Green Myths and Truths 
 



BREAKOUT CLASS TITLE SLIDE <#> 
Going Green Will Grow Your Business slide 3 

What percentage of new homes sold with an environmental 
certification? 
 

A. 7%   B. 12%   C. 20%   D. 27%  
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The Green Truth 
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Homes Gone Green 

Green homes = 
7% premium 



BREAKOUT CLASS TITLE SLIDE <#> 
Going Green Will Grow Your Business slide 5 

Homes Gone Green 

Green homes = 
5% premium 
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Homes Gone “Deep Green” 

Buyers prefer ‘right-sized’ green 
homes … 18% premium. 



  Green Home Trends 
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A 14% premium from marketing a green home as green 
 
 

$534,000 – Avg. price of certified homes marketed as green  
 
$458,000 – Avg. price of certified homes NOT marketed as green  
 

 
The Green Value Proposition is up to us!  

 
From a study of 1,470 certified homes sold between 2007 and April 2009 built between 2005 and 

2009 in a five county region around Puget Sound, Washington. 
 

 
 

 

Money on the Table – Sterling Report 
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NWMLS Checkboxes – Gen 2 
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NWMLS Checkboxes – Gen 2 
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Source: Green Home Builder, June 2010 

Buyers want: 
 

Healthy 

Cleaner air quality  

 Less toxic materials 

Money Smart 

 Reduced monthly bills 

 Tax breaks 

Sustainable 

 Saves energy and water 

 Eco-friendly materials 

 Reduced building waste  

Home Buyers Drive the Market 



 Home Buyers Know What They Want 
Green homes are 
compelling to 
buyers 
 

Healthy 
- Cleaner air quality  

- Less toxic materials 

Money Smart 
- Reduced monthly bills 

- Tax breaks 

Sustainable 
- Saves energy and 
water 

- Eco-friendly materials 

- Reduced waste  

   Home Buyers – Market Drivers 

“The Yahoo! Real Estate Home 
Horizons study indicates that 
2012 is the year that demand for 
green homes reaches a tipping 
point in America.”  
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 First green brokerage in the United States – opened in 2002 
 
 $100M in transactions 

 
  First to add  “green” checkboxes to the MLS 

 
  First green-home market analysis: the E-Cert Report 

 
 Green listings sold include many award winners and: 

  First net-zero home in Washington State 
  First five-star townhome project in Seattle   

 
 2007 & 2009 Green Pioneer Award – Built Green of King and 
  Snohomish County  

 
 

Net Zero House 

3 Star Built Green 

5 Star Built Green 

5 Star Built Green 

KW GreenWorks : Industry Pioneers 
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