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Conclusions on energy efficiency motivations
· It is still early days in terms of persuading people of the benefits of energy efficiency in homes.  They currently do not find it motivating or interesting in itself.

· There are considerable barriers to taking any action.  These are mainly to do with the perceived additional cost of energy efficiency measures at a time when people are stretched to the limit financially when moving house.

· Home buyers are not convinced or persuaded simply by the environmental arguments.  The costs involved in buying a home are such that people are very self-centred in their priorities even if, in other aspects of their lives, they regard themselves as ‘environmentally aware’.  Nevertheless, the environmental story provides a powerful emotional support (even if they are actually motivated to do something by more selfish reasons.)

· Home buyers in our sample did not automatically see other compelling benefits from energy efficiency, so there is a need for educational communication to point these benefits out and make them more salient.  They do not currently see a clear connection between energy efficiency and benefits to themselves, partly because they have not had access to the information until now.

· On this basis alone, the Energy Report is a good idea.  It will help to raise issues that, frankly, home owners have not given much thought to.  It inserts energy efficiency into the negotiation process in a way which will encourage people to bear it in mind.  As it becomes a more familiar element of the home buying process, it will also educate people to look at and consider energy efficiency as a factor in their decision.

· However, the Report is required to do more than simply educate:  it needs to prompt action as well.  In order to do this, the report needs to address the issue from a home buyer’s perspective.

· This means that the Energy Report needs to reflect the priorities and motivations of home buyers by focusing on benefits such as saving money, comfort and property value, rather than over-emphasising the environmental benefits.

· It seems more likely that home buyers will be motivated to take action by self interest in terms of saving money on running costs, increasing the property’s value or improving comfort.  However, if they are also helping the environment, this will make them feel even better about making the improvements.  

Development pointers for the Energy Report
i)
Look like a ‘professional’ survey

· As buyers and vendors, people expected a professional and detailed document with information specific to the home.  The Report therefore needs to look and feel like a ‘proper’ survey conducted on a specific property.  Of the three reports researched, the tone and style of the FAERO report came closest to this.  The presentation and content of the EST and BRE reports were thought more appropriate for a generic promotional leaflet about energy efficiency than a home survey.  It is therefore important that information about the strengths and weaknesses of the house should be provided up front in the document.

ii)
Use the ‘A to G’ rating scale

· Using the ‘A to G’ rating scale makes sense, given that it is one element of the energy campaign that has become familiar.  However, this scale alone is not sensitive enough to encourage people to want to improve their grade because significant improvements may not result in a higher grade.  I would therefore recommend considering sub-divisions of the most populated grades (e.g. E plus and E minus.)

iii)
Review the use of SAP scores


· SAP scores are not familiar or understood currently.  They would be more meaningful if there were an explanation of how they are derived.  At present, SAP scores seemed to be arbitrary numbers with little real meaning.  They have some value in the Energy Report because they provide a means of positioning properties at the top or bottom of the A to G bands.  However, if the A to G bands were made more sensitive or discriminating, it may not be necessary to use SAP scores at all.

· The relevance and impact of the SAP score could also be improved if:

· it were given a more descriptive and less jargonistic name;

· it were expressed as a percentage rather than a score out of 120;

· it could be related to something more tangible, such as heat loss.
iv) Benchmark comparison against a ‘target’, not average homes.

· It is useful to provide a realistic target for comparison of the energy efficiency rating.  However, the reference point should not be the ‘average’ home or the ‘average new home’ because it is likely that these comparisons will instil complacency rather than inspire action. Instead, the most meaningful and motivating comparison point would be something along the lines of ‘a similar home with full energy efficiency improvements’.

v) Prioritise the recommended measures

· Willingness to take action will be improved if the recommended measures were presented in a way that reflects home buyers’ priorities and concerns.  The document needs to show home buyers the steps they can take towards energy efficiency, but with the easy steps first.  Telling them up front that they need to invest in a new boiler or cavity wall insulation is more likely to scare them off than encourage compliance.  

· To this end, it would be helpful to rank recommendations in terms of the approximate cost or investment level.  A ‘staged’ approach showing the lower cost items and ‘easier wins’ first seemed to be the most likely to have success.  (The FAERO report moved towards this approach, but could go further.)  

· The higher cost items (such as boilers, double glazing, cavity wall insulation) can then be presented as longer term items to consider when making home improvements anyway or changing the boiler.  In this context, they will seem much more cost effective and realistic.  In the case of a new boiler, the incremental cost of a condensing boiler may in fact be nil.
vi) Give broad cost guidance rather than specific costs

· I recommend that the Energy Report should avoid giving specific costs for the different projects for two main reasons: 


a)
the actual costs are very hard to pin down as they will vary enormously 
depending upon the type and size of home, or the local cost of trades 
people.  As a result, there is a risk that people will think the quoted costs 
are unrealistic.


b)
providing specific costs and savings may encourage people to work out the 
viability of measures according to their cost-benefit analysis (ignoring other 
factors.) Unless the calculation really does show a significant saving in the 
short to medium term, this approach is more likely to de-motivate than 
motivate action.

· I would therefore recommend the following approach:

· Focus on the potential saving in terms of running costs (rather than the cost of each item);

· Provide broad cost categories rather than precise costs;

· Bundle the items together into categories rather than giving specific costs for each: e.g. ‘Lower / no cost measures’, ‘Medium cost measures that will improve your energy rating significantly’, ‘Things to consider when doing home improvements’. 

· Or give a sense of the priority:  ‘things you should do urgently’, ‘Things you should consider in the next 2 years’

· Link the improvement measures to the uplift in energy rating

· It is important to provide a clear progression in terms of how items – or packages of items - will lift the energy rating (as a score and / or letter band.)
viii) Explain the technical terms

· The Report should also provide a simple explanation of the work being recommended.  Home buyers were more likely to consider taking action if they knew what the measure involved and understood why it would improve efficiency.  For example, what is a condensing boiler and why does it save energy?  All of the reports tested in this research assumed too much knowledge on the part of prospective home buyers.

ix) Provide a separate section on the environmental story

· The environmental issues were of interest and do provide an additional emotional justification for taking action.  However, at present they are not likely to be the primary motivation.  The information about carbon emission reduction, provided on the ‘suggested improvements’ charts, was therefore not particularly motivating or well understood.  

· Therefore, I recommend that the environmental benefits should be communicated separately from the ‘improvements’ chart, perhaps in a highlighted panel.  The benefits of this are that it will allow the environmental arguments to be communicated with a fuller explanation of the context and in a way that does not suggest that this is the main reason for taking action:

· ‘Not only does it save you money, see how you are helping the environment as well’
X) Separate the ‘low / no cost’ behavioural tips from the main report

· The low / no cost ideas are of value from an educational point of view as not everyone knows about these tips and, on the whole, people were pleased to learn about them.   However, they were not directly relevant to the purpose of the Report: to advise prospective buyers about the energy efficiency of the property.  The tips are about behavioural changes people can make – whether buying a property or not.  The danger of incorporating this information in the Report is that it can add to the impression that it contains generic information about energy efficiency, rather than a specific survey on a particular property.  As many respondents pointed out, this is the sort of information they would expect to get through the door from an energy company after they have moved in.

· I therefore recommend that the ‘low / no cost’ ideas should be separated from the main body of the report, unless they can be integrated credibly into the recommendations.  (For example, it may be that ‘low energy light bulbs’ would a relevant recommendation for a home that does not use them currently.)

xi)
The role for follow up communication

· The timing of the Report in the communication process should be borne in mind.  This Report will be seen by buyers before they purchase a property.  However, energy efficiency issues are likely to become more important to them once they are in the property and have experienced the bills and the draughts.

· There is therefore a role for a follow up communication to explain again what they can do to improve their environment and costs, at a time when they may be more receptive to the advice.
xii)
The role for communication with vendors.

· There is also a role for communication to potential vendors because, by the time the HCR is done, they will be committed to putting their home on the market.  Vendors will be more likely to make improvements before the survey is done if they know their property will be measured in this way.

· Having commissioned and paid for the HCR, vendors may feel disinclined to make any improvements because they do not wish to pay for another report.  Therefore a mechanism for updating a report without incurring the full cost may also encourage vendors to make improvements prior to sale.

