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Executive Summary
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Study Focus Results
Guidehouse assessed building envelope 
measures in single-family and multifamily 
Michigan homes through extensive fieldwork, 
surveys and interviews >

Results showed that 97% of single-family 
homes and 90% of multifamily homes need 
updates

Focus on air sealing and insulation across the 
DTE service territory

Income-qualified homes and older homes 
show the greatest need
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Key Findings – Single Family Fieldwork
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• Results from the blower door tests used to 
assess Air Changes per Hour at 50 Pascals 
(ACH50) show the average single-family home 
ACH50 to be 10.4; income-qualified homes 
average 13.5 vs 7.9 for market rate

• Only 12% of homes meet the Michigan 
recommended ACH50 ≤ 4 

• Identified correlation between perceived and 
actual draftiness in homes

Source: Guidehouse analysis of Baseline Field Data Collection; Counts are weighted and may not reflect 
actual onsite counts

Grouped ACH50 by Rate Class and Vintage
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Source: Guidehouse analysis of Baseline Field Data Collection and Baseline survey responses
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Key Findings – Multifamily Fieldwork
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1. Percentages are calculated out of all sites visited (41 MF properties).
Source: Guidehouse analysis of Baseline Field Data Collection; Counts are 

weighted and may not reflect actual onsite counts

Insulation Lacking from MF Properties by Type, Rate Class and Vintage1
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• 30% of examined multifamily properties were missing Knee Wall, Wall Cavity and/or Attic/Ceiling 
Insulation

• 54% of properties with at least one measure well below R-value threshold
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Opportunity Calculation
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To calculate the number of homes in need of building envelope upgrades, Guidehouse 
categorized home’s level of need/adequacy based on the field data collection.1,2

Housing Unit Categories

• Adequate: Met or exceeded measure-specific adequacy metric 
• Need-Fair: The measure is present but did not meet measure-specific adequacy metric
• Need-Poor: Did not meet measure-specific adequacy metric likely due to measure not being 

present

1. Due to limited sample size, some types of insulation were assessed in terms of need for SF but not included in the overall need calculation.
2. Due to limited sample size, some types of insulation were assessed in terms of need for MF but not included in the overall need calculation. Air sealing 

inspection not conducted for MF due to uncertainty of access. 
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Opportunity Market Sizing
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1. Percentages sum to greater than 100% to account for homes that need improvements to more than one of the key assessed measures.
2. Field data results were extrapolated to the full population assuming all 100 site visits were observed for at least one key assessed measure. 

DTE SF Homes in Need of Building Envelope Upgrades1,2
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• Extrapolated field data results to full DTE 
population

• Results showed that 97% of single-family 
homes and 90% of multifamily homes 
need updates (have measures categorized 
as Need-Fair or Need-Poor)
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Barriers and Motivations
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• Upfront cost reported as largest perceived 
barrier for upgrading building envelope for 
single-family (70%) and multifamily (75%)

• Energy Bill savings were most important 
factor in building envelope upgrade 
decisions for single-family; upfront cost 
was most important factor for multifamily

• Healthy building materials were important 
to single-family and multifamily 
customers despite low awareness of 
health benefits of materials

Note: Other responses written in by respondents included: additional cost barriers (ROI, limited income, 
etc.), respondents noting they do not need upgrades currently and respondents noting they are renters 

and cannot make upgrade decisions. 
Source: Guidehouse analysis of Market Assessment SF survey responses; Counts are weighted and may 

not reflect actual response counts.
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Workforce Dynamics
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• Separate contractor populations – those serving market rate and those serving income-qualified 
• Building envelope work is highly seasonal in Michigan
• Contractors struggle to attract new (“green”) staff interested in building envelope work so workforce 

is aging rapidly
• Recruitment particularly difficult for income-qualified sector
• Training requirements are unclear and inconsistent; contractors prefer to hire untrained staff whom 

they can train themselves

Source: Guidehouse interviews conducted between June 2024-August 2024
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Supply Chain Insights
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Constrained

• Two product lines on allocation 
(as of Summer 2024) due to 
manufacturing capacity 
constraints:
• Fiberglass1

• Mineral Wool2 
• Lead times for these two 

products can be 90-210 days

• Cellulose
• Rigid Board
• Caulk
• Gaskets 
• Backer Rods
• Weatherstripping

• Adhesives
• Air Barrier 

Membranes
• Spray Foam
• Tapes

Not Constrained

1. Two of 11 contractors interviewed working with CAAs/NPOs reported using 
blown in fiberglass. Nine of 11 contractors interviewed working with 

CAAs/NPOs reported using blown-in cellulose.
2. USW Canada | Unity and Strength for Workers; Grand Forks Rockwool strike 

ends as workers vote yes to new deal - Boundary Creek Times 

https://usw.ca/bargaining-successes-5/
https://usw.ca/bargaining-successes-5/
https://www.boundarycreektimes.com/news/grand-forks-rockwool-strike-ends-as-workers-vote-yes-to-new-deal-5934263
https://www.boundarycreektimes.com/news/grand-forks-rockwool-strike-ends-as-workers-vote-yes-to-new-deal-5934263
https://www.boundarycreektimes.com/news/grand-forks-rockwool-strike-ends-as-workers-vote-yes-to-new-deal-5934263
https://www.boundarycreektimes.com/news/grand-forks-rockwool-strike-ends-as-workers-vote-yes-to-new-deal-5934263
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Considerations
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Potential Next Steps

• Continue supporting/partnering with workforce development opportunities, focusing on 
contractors training to install building envelope measures

• Support cross-sector overlap to avoid seasonal gaps in contractor work

• Focus program interventions on income-qualified customers and older homes/buildings

• Consider hosting a supplier summit for Michigan-based building envelope suppliers to discuss 
and prepare for potential supply chain issues
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