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Overview 
 
RealEstate Business Intelligence (RBI) performed an analysis of 2013 residential sales transactions in the District of 
Columbia real estate market. Specifically, RBI compared the effects of high performance housing (HPH) features to 
“conventional” homes on key market metrics. The key market metrics analyzed included sale price, time on market, price 
per square foot, and seller net (or seller proceeds). Broadly, the team found that HPH sales were 18 percent of total sales 
in 2013, and that these homes’ sale price was 23 percent more on average. A further breakdown is provided in the 15 
accompanying figures and the appendices. 
 

Background 
 
As part of the research for this analysis, studies compiled in other real estate markets were identified. These revealed a 
potential for sales price premium or reduced market time to sell residential properties that included features which 
improved energy efficiency by increasing performance - hence the term “high performance housing (HPH).” These 
features are either built-in with new construction or retrofitted by homeowners during renovation and remodeling projects.  
 
As the central hub for real estate market transactions, multiple listing services (MLSs) play an important role in conveying 
“green” or HPH characteristics of individual properties to potential buyers in the marketplace.  Well-advised consumers 
can then make more informed decisions about which properties meet their needs. A February 2013 article on the National 
Association of Realtors website stated: 
 

MLS listings are emphasizing the eco-friendliness of homes. 
When potential buyers are considering a home or condominium, more and more of them are no longer just looking 
to see how many bedrooms and bathrooms it has or if the kitchen is equipped with stainless steel appliances and 
granite countertops.  
 
Some also want to know if the refrigerator has an Energy Star designation, if the toilets are low-flow, or how energy 
efficient the windows are. 
 
Features that make homes use less energy are becoming more important selling factors, REALTORS® say. And 
they are studying ways to help their clients go green by taking specialized classes and by highlighting 
environmentally friendly features via the Multiple Listing Service (MLS).1   

 

This RBI study set out to establish a usage baseline of HPH features by real estate professionals in the District of 
Columbia. Data was examined from the period January 1, 2008 through December 31, 2013 to capture and review any 
fluctuations in use over time and to determine the impact of other trends affecting market activity (such as interest rate 
changes or regulation). While this longer-term information is used in this report to create context, the conclusions in this 
analysis are based on activity during the last complete seasonal real estate cycle (calendar year) of real estate transactions, 
January through December 2013.  
 

District of Columbia Real Estate Market Review 
 
To understand the current real estate market in the District, we must quickly review its recent history and consider the 
market drivers that have made the region one of the most desirable real estate markets in the country. The pre-recession 
housing bubble that affected real estate markets across the nation also affected the District.  
 
 
Figure 1 shows the dramatic increase in inventory (Active Listings) in Q4 2005 as many sellers listed properties for sale to 
take advantage of increases in sale prices.  Interestingly, the rate of sales remained at a relatively constant rate of 300 per 
quarter over the last 10 years.  
 

Figure 1 

                                                            
1 “Selling Green,” by Judy Newman. Printed Feb. 8, 2013 at www.realtor.rog/articles/selling‐green. Accessed online September 2014. 
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Apppendix 

Figure 16 
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Figure 17 

Zip code, Location 
# Sales ‐ August  # Sales ‐ Year to Date 

2014 2013 % Change 2014 2013  % Change
20001, Howard U/Shaw, DC  61  71  ‐14.1%  531  476  11.6% 
20002, Capitol Hill/North, DC  75  67  11.9%  596  571  4.4% 
20003, Capitol Hill/South, DC  39  42  ‐7.1%  310  335  ‐7.5% 
20004, Central, Washington, DC  6  8  ‐25.0%  41  39  5.1% 
20005, Logan Cir/Thomas Circle, DC  21  29  ‐27.6%  127  150  ‐15.3% 
20006, Washington, DC  1  1  0.0%  4  8  ‐50.0% 
20007, Georgetown/Burleith, DC  47  42  11.9%  349  358  ‐2.5% 
20008, Woodley/Cleveland Pk, DC  38  39  ‐2.6%  248  275  ‐9.8% 
20009, Dupont/Adams Morgan, DC  72  110  ‐34.6%  625  737  ‐15.2% 
20010, Columbia Hts/Mt Plt, DC  35  31  12.9%  309  193  60.1% 
20011, 16th St Hts/Crstwd, DC  50  56  ‐10.7%  479  449  6.7% 
20012, Colonial Vlg/Takoma, DC  14  10  40.0%  101  100  1.0% 
20015, Friendship/Chevy Chs, DC  15  28  ‐46.4%  135  137  ‐1.5% 
20016, Cathedral Hts/AU Pk, DC  48  43  11.6%  349  334  4.5% 
20017, Brookland/CatholicU, DC  17  22  ‐22.7%  119  109  9.2% 
20018, Brentwood/Lincoln, DC  21  10  110.0%  127  109  16.5% 
20019, Benning Hts/Deanwd, DC  32  32  0.0%  220  240  ‐8.3% 
20020, Anacostia/Hillcrest, DC  16  14  14.3%  172  134  28.4% 
20024, SW Waterfront, DC  19  28  ‐32.1%  162  142  14.1% 
20032, Congress Heights, DC  8  12  ‐33.3%  78  53  47.2% 
20036, Downtown, DC  12  17  ‐29.4%  112  77  45.5% 
20037, West End/Foggy Btm, DC  19  40  ‐52.5%  143  199  ‐28.1% 
District of Columbia (All zips)  666  752  ‐11.4%  5,340  5,225  2.2% 

 

 

 



 

Figure 18 

 

 

 

 

 

 

 



 

Figure 19 

 


