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Learning Objectives

1. Understand the appraisal process for high performance 
homes - the opportunities and challenges. 

2. Discuss studies done on appraisals and what they 
mean for better homes.

3. Know where to go to get more information on better 
appraisals.
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da 1. Setting the Stage                          10 mins

2. Facilitated Conversation       45 mins

3. Putting it Together                  5 mins
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Poll:
Familiarity with Appraisal Process

1. Expert. I know how they are hired, their overall business model, the scope of their 
services, their methodology, and the different types of tools they have in their toolkit.

2. Knowledgeable. I know they are hired - for the most part - by the lenders for the 
buyers (or the lender offering a refinance), and are often selected by Appraisal 
Management Companies. And I know where appraisers fit into the timeline and 
overall process when a home is being refinanced or sold.

3. Passing. I know they are responsible for valuing things - antiques, properties, and 
other stuff. But I’ve never really thought about their businesses, day-to-day 
challenges, and other details.

4. Eager learner. Assume I know nothing - tell me more!
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Poll:
Familiarity with High-Performing Homes

1. Expert. I design them, build them, assess them, improve them, list and market them, 
and/or help my buyers find them. I speak BTU, Pascal, and inches water column. 
R-value is my native language, as is SEER, HSPF, TESP, EF, and more! I have industry 
certifications AND a postgraduate degree from the school of hard knocks.

2. Knowledgeable. I understand and am comfortable communicating and educating 
my respective clientele about house-as-a-system concepts, such as the importance 
of how these systems impact a home’s ability to deliver comfort, indoor air quality, 
efficient energy and water usage (and lower operational costs), durability, and more.

3. Passing. I know the general framework, but I am a bit uncomfortable talking about it 
with my clientele.
Eager learner.  Assume I know nothing!



Pearl was founded to transform 
the market for high-performing 

homes.



Seller 
converts 
value to 
equity

Buyer 
recognizes 

value of 
countertops 

and pays more 

✓ Home BUYER “sees” high-performing 

features in Pearl’s Certification Report 

and marketing materials.

✓ Home SELLER captures the value of 

the investment in the sale price. 

✓ DEMAND for High-Performing 

Homes drives more improvements, 

completing the cycle.

Home 
Improvement

Home 
Purchase

Home 
Sale

The Home Value Cycle
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● Built from the ground up to apply to both new and existing 
homes

● A “living” certification to guide homeowners on their journey 
based on budget, needs, and opportunities

● Complements - not competes - with existing green programs 
and scores



Appraisal Addendum - Investment Grade Documentation
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Investment Grade Documentation - to help ensure that the home investments turn into added equity



Investor and 
Program Partner

Standards and 
Program Partner

Licensing Agreement
and Policy Partner

Trade PartnerTrade Partner

Data and Standards 
Partner

Manufacturer Partner Distributor Partner

     Manufacturer, Distributor, & Trade Partners   

Program Partner

     National Partners  

     Public-Private Partners   

Data and Standards 
Partner

Utility Partner
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QA Service Provider  
and Program Partner



Pearl Facilitates Access to the Market

Homeowner 
Division

Contractor 
Division

New 
Construction

Real Estate
Division

Manufacturing
Division

Public
Private 

Partnerships
DivisionMatches the program’s needs with 

Pearl goods and servicesP3 P3

Help programs create market transformation.

Market-Facing Divisions to Entire Value Chain



Certified
homes 

National contractor, 
builder, and real 

estate agent networks

Where are we 
today?

150K+

49 

Active 
states



The Proof:

Pearl Certified 
homes sell on 

average for 
5% more

Verified by independent 
appraiser studies in 
four markets 

https://pearlcertification.com/real-estate-pros/appraisal-study-4state 13

Pearl Helps Homeowners Increase Their Home’s Equity 

https://pearlcertification.com/real-estate-pros/appraisal-study-4state
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Challenges - Existing Homes - Agent

“I need to uninstall my solar. My agent says it will lower my 
home’s value”

- Homeowner contacting their solar installer
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Challenges - Existing Homes - Appraiser

“The property situated at … would not benefit from having “green work” done on 
the home... When valuing “green properties” there are
many contributing factors. 
● Many homeowners do not buy the solar panels, they lease them. This means 

that since they are not owned no value can be given to this feature. Paired 
sales analysis is impossible to utilize even if the solar panels are owned.

● There are also other green factors that can’t be valued on the report such as 
spray foam insulation, LED lighting, low emittance windows, on-demand 
heating systems, and geothermal heating systems. These are all not common 
and customary…they are an over improvement for this neighborhood and 
would not increase the value of the home.
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Challenges - Existing Homes - Appraiser 
(cont.)

Lastly, … realty data does not accurately depict or explain green features in their
listings and most realtors are not qualified to assess green features so data is not
accurate and can not be used for paired sales analysis or market line 
adjustments.

All of these factors are reasons why value for green features in most areas are not 
taken in the appraisal report.”
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Challenges - New Homes: 
ZER labeled

-3 HERS Index
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Myth 1: 

Appraisers determine a 
home’s value
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Myth 2: 

Agents and sellers can’t talk to 
appraisers
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Myth 3: 

No comps mean no value
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Myth 4: 

Solar has no value if it has a 
loan
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An appraiser’s toolset.

What is it?
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Tell me an example of a 
typical challenge you have?
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Tell me an example of a 
good appraisal process?
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As an expert in “green,” 
what challenges do you face 
in your business?
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As primary author of Pearl’s latest study 
- and contributing author to Pearl’s first 
study that was led by Sandy Admotis, 
what can you tell us?
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Example from 
Appraisal Study
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If I am a builder or 
contractor, what can I do?
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If I am an agent, what can I 
do?
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If I am a lender, what can I 
do?
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If I am a homeowner, what 
can I do?
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If I am a homeowner, what 
can I do?
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What should I do if I think I have a bad 
appraisal? 

Should I request a formal 
reconsideration of value?
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Putting It All Together

Good appraisers are like good builders, good contractors, good 
agents. 
● Their value is too often misunderstood or not recognized.
● They face competitive pressures and commoditization.
● Their industry’s reputation is the same as yours. And it’s 

threatened by bad actors.

It takes a village (or a functioning value chain).
● Appraisers can’t do their job if you don’t do yours.
● Understand and communicate with each other. 



AIA Number: 50111106

Woody Fincham

Betsy Hughes

Casey Murphy

pearlcertification.com/real-estate-pros/appraisal-process
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