
Positioning High-Efficiency  
Products to Homeowners
When discussing high-efficiency products with homeowners, it’s important to 
highlight both immediate savings from rebates and long-term reductions in 
energy costs, all while ensuring home comfort. Many homeowners focus on 
upfront expenses, but by educating them on the lasting benefits of energy-
efficient upgrades, you can help them see these purchases as valuable 
investments rather than just costs.

A best practice is to present good, better, and best options, as the better 
and best choices often come with the most incentives and rebates. To guide 
homeowners toward making an informed decision, use the following strategies:

To reinforce this point, break down the payback period 
—the time it takes for savings to cover the initial cost:
Example: “The high-efficiency heat pump costs $5,000, but with a 
$1,000 rebate, it’s only $4,000. Plus, you’ll save about $600 annually 
on energy bills, meaning the payback period is just over six years. 
After that, it’s all profit.”

In addition, highlight available utility company or government rebates. 
Example: “Right now, there’s a rebate for ENERGY STAR-rated heat 
pumps through your utility company. This could cover a significant 
portion of the cost, making energy-efficient comfort more affordable.”

One of the most compelling reasons to invest in high-efficiency 
products is the significant cost savings over time. These systems 
reduce energy consumption, leading to lower utility bills that can 
quickly offset the initial investment. 
Example: “Although a high-efficiency furnace may cost more upfront, 
it can reduce heating bills by up to 30% annually. Over its lifetime, that 
adds up to significant savings.”

Emphasize the Financial Benefits
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High-efficiency products go beyond just saving money—they provide 
greater home comfort. Homeowners enjoy a more consistent indoor 
temperature while also reducing their environmental impact. 
Example: “A smart thermostat paired with a high-efficiency HVAC 
system will not only save you money but also give you better control 
over your home’s comfort. It adjusts automatically to your lifestyle, 
keeping things comfortable without wasting energy.”

Highlight Comfort, Efficiency, and Sustainability

Navigating rebates and incentives can be overwhelming for homeowners. 
By offering to handle the paperwork and explaining the process, you add 
value and build trust. This level of service positions you as a knowledgeable 
expert who looks out for their best interests. 
Example: “I’ll take care of the rebate application process for you. It’s a simple 
step, but I know exactly what’s required to make sure you get your money 
back as quickly as possible.”

Position Yourself as the Expert and Guide

Sharing real-life examples help build confidence in the investment. 
Hearing about others who have seen real savings and benefits can 
be a powerful motivator. 
Example: “Just last month, a homeowner in your neighborhood 
installed a high-efficiency furnace and received a $1,200 rebate. 
Their energy bills dropped by 25%, and they’re already seeing those 
savings pay off.”

Use Testimonials and Success Stories By reinforcing the urgency 
and benefits, you make 
it easier for homeowners 
to make the decision 
and move forward with 
confidence.

By emphasizing financial savings, home comfort, and sustainability, 
you position high-efficiency products as a smart investment. 
However, homeowners may still hesitate—so give them a reason  
to act now. Highlight limited-time rebates, the rising cost of energy, 
or the comfort benefits they could start enjoying right away.
Example: “Rebates for high-efficiency systems are available now 
but won’t last forever. Lock in your savings today, and start enjoying 
lower energy bills and a more comfortable home immediately.”

Encourage Action with a Strong Closing
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