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Ed Thomas

Å Director, UtilityExchange.org

Å Regional Workshops and Webinars

Å Managing Partner, Market Development Group

Å Home Performance with ENERGY STAR® Workshops

Å Manager, Intermountain Energy , Delta -Montrose Electric Assn

Å Over 500 Geothermal Heat Pumps Installed

Å Light Bulb Fund Raiser 

Å Home Energy Makeover Contest

Education

Å Bachelor of Science in Communications from Butler University  

Å Masters of Science in Marketing from The American University

2



GreenHomes America
www.greenhomesamerica.com

Å Customer referrals are best source

Å Radio spots are worst (talk shows good)

Å $1,000 for biggest icicles

Å Free audit (if you prequalify)

Å 90-minute weekly training sessions

Å Market to services/issues; introduce HP

Å Be persistent

Å CRM system tracks leads (TRACK RELIGIOUSLY)

Å BPI Accreditation demands we do no harm (combustion safety testing)

3



GreenHomes America
www.greenhomesamerica.com
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HughesCo
www.hughescoinc.com
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Sustainable Spaces
www.sustainablespaces.com

Å Network, Network, Network

Å Company benefit program

Å Greenup Comprehensive Home Assessment

Å Video case studies

Å Discovery Channel, Ellen Degeneres

Å 20 Frequently Asked Questions

Å ñWonôt be the second bidderò
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Home Town Green
www.hometowngreen.net

Å Living what you believe 

Å networking (40 years in community); Search Engines 2nd, ENERGY STAR 3rd

Å Print advertising (phone books) does not pay

Å Every municipality in white text on white background on website

Å Alliance with local Heating oil contractor 

Å Lead sheet at phone and input results to CRM; phone survey with email packet

Å All phone answerers have boon on more than 1 dozen audits

Å Carbon Footprint 101 4-hour workshop for free with $50 off coupon for audit

Å Positioned as more expensive and more thorough 

Å Primary target market of women ages 45 to 69

Å Have $100K; work 90 hour weeks for first 6 months
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Green Build Technology
www.greenbuildtechnology.com

Å ñGovernorôs Energy Auditor

Å Be the energy expert

Å Referrals from utility

Å College classes

Å Newspaper source

-Replacing windows in your home is one of the least cost effective measures in trying to create a more energy efficient and comfortable home
-There is a great amount of heat loss and gain through your electrical outlets
-Adequate insulation and lowering your thermostat 2 degrees can save you over $200 dollars annually .

é.just to name a few .
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Home Visions West
www.homevisionswestcom

Å Home Energy Makeover Contest Sponsor for insulation and windows in 
partnership with distributors

Å Search Engine Optimization

Å Angieôs List

Å Energy Saving Articles
Å Beating Winter's High Heating Costs!

Å Energy Saving Tips For Around The Home

Å Home Energy -Efficiency Improvement Tax Credit

Å The Importance of Duct Sealing

Å Got Attic Mold? Lets Talk Energy Conservation!

Å What You Should Know About Insulation

Å Save Money On Your Utility Bills

Å Preparing Your Home For Winter

Å Energy Star Windows and Doors

Å Why Energy Efficient Windows Are a Clear Choice
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Synergreen
www.synergreen.com

Å Realtor, alternative medicine outreach

Å Networking, workshops, not Yellow Pages
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Performance Systems Contracting
www.pscontracting.com
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