


Our Values:
- Customer Success / 

Outcomes
- Integrity
- Transparency
- Lead Market 

Changes



Welcome!



AGENDA

Day 1 Day 2

Customer & Sales Journeys
Know Your Customer

Know Your Utility
The Solar System & How it Works

Pre-Sales Process
Post-Sales Process

Discovery
The Conversation

Closing
Getting Paid



QualificationMarketing ClosingAdvertising Meeting

Awareness

Interest

Consideration

Purchase
Referral



Awareness à Interest

Bad

Get Free Solar

Get Paid to Go Solar

Evergy Paying Homeowners 
to Go Solar

Bordeline

Get $1,000 Instant Rebate

Good

• Same Price for Everyone
• Money Back Guarantee
• Just Get Our Best Price 

Quote
• Measure Success by 

Happy Customers



Awareness à Interest

Winner

Tell YOUR Story



Know Your Customer



Characteristics

Homeowner
650+ Credit Score

Taxable Income
Low to Upper –Middle Class



Roof Type



Decking is Key



No Skip Sheathing



Roof Age

0 – 5 Years

Great to install

HO concerned for Roof 
Warranty

Can work with roofer & 25
Year Warranty

5 – 15 Years

Usually good to install

Questions about future re-
roof

Can install roof around 
and/or remove & 25 Year 

Warranty

15+ Years

Maybe OK to install

Concerns about replacing 
roof

May be eligible for roof
waiver & Can reroof now



Roof Shading



Roof Ownership

Apartments

Typically don’t own the 
home, can’t install

Townhomes / Duplex

May be able to install if clear 
roof ownership line. May 

need neighbor permission.

Condos

Typically HOA owns the roof, 
can’t install



Electrical Panels

100-125 Amp < 100 Amp> 125 Amp

Typically Ok May be OK Need Upgrade



How Will/Can We Go Solar?

Cash

Easiest approval to move 
forward, but harder to nail 

down

Finance

Need 650+ Credit Score 
typically

Project Funding Caps / Price 
per Unit Caps

Typically 25 Year Term & 2% 
Interest Rate

PPA

Need 660+ Credit Score

No price caps, but must save 
money

Not available everywhere

No Tax Incentives



What Incentives Do We Qualify For?

Federal

26% Tax Credit (ITC) in 2022 
[22% in 2023, 0% in 2024]

Only tangible if there is 
enough taxable liability

You are not a tax advisor

State

Some states have tax credits, 
typically capped at a max 

benefit

Some states have RECs 
(Renewable Energy Credits) 

like NJ, MA, DC, VA

Local/Utility

Varies by region and utility 
usually available up to a 

certain amount of installed 
solar



Know Your Utility



HawaiiCalifornia, Florida, Texas

Arizona, Nevada, Utah

Net Energy Metering

NEM 1

Every kWh to grid 
worth 1 kWh credit

Fee: $0-5

NEM 2

Every kWh to grid 
worth 1 kWh credit at 

Time of Use Rate

Fee: $5-20

NEM 3

Every kWh to grid 
worth some fraction 

of 1kWh credit at 
TOU

Fee: $20-50

No NEM

Every kWh to grid 
paid in wholesale or 

no credit

Fee: $0-50



How to Read the Bill



Separate Out Other Utility Charges



3rd Party Distribution



How Much Usage?



kW v kWh



Time of Use



Historical Usage



What are NBCs?



Are Prices Really Increasing?



Kill the Bill



The System



What is Included? How’s it Work?



Solar Modules (panels)

• Tier 1 Modules
• 25 – 30 Year Performance 

Warranty
• 10 – 25 Year Manufacturer’s 

Warranty
• Premium Options:

• LG, Panasonic, REC Alphas, 
SunPower

• White v. Black Backing
• Black v. Blue Panels



Solar Inverters

• Single Phase v. Single Phase 
w/ Power Optimizers v. 
Microinverters

• 10 – 25 Year Manufacturer’s 
Warranty

• Most Common Options:
• SolarEdge, Enphase, 

SunPower
• Certain options in certain

AHJs may prevent an MPU



Batteries

• Are They Needed?
• Cycle Warranty
• Mostly Lithium Ion
• Capabilities
• Limitations



Generators

• Great option for whole-home 
back-up

• Cost Effective? Gas prices can
be limiting factor



Racking / 
Mounting



Timeline

Project 
Start
Day 0

Site Survey 
Complete

Day 7

SOW 
Approved

Day 10

Permits 
Submitted

Day 21

Permit 
Response

Day 35

Corrections 
Submitted

Day 45

Permit 
Issued
Day 60

Install 
Complete

Day 70

AHJ 
Inspection

Day 77

PTO
Day 90



Know Before You Go

Have the Bill
Look Up the Home on Satellite View

Request a Design/Quote
Have Your Presentation Ready



Pre-Sales Process



Discovery

The Goal of discovery is to resolve all objections,
issues, questions, doubts about solar before you

start presenting.



What Objections Do You See?

• We may be moving
• We want to shop around
• We don’t make decisions on the first day
• We want to think about it
• We want to talk to my cousin Louis who used to work for Solar City
• We want to talk to our CPA
• We have some credit issues



When do you want to know
about these issues?

Upfront?

Or after you have spent 90
minutes with them?



Frame Control

• How long have you lived here? Do you like the neighborhood?
Are you planning to stay?

• Where did you move from?
• Have you looked into solar before? Why? Why not?

• What made you look into solar before?
• What stopped you from moving forward?
• What made you look into it again?
• What has changed?

• What would stop you from going solar now?
• Is there anything that I didn’t ask, that I should know that could help

me explain better?



Types of Questions

Qualifying Question
Questions that qualify this person is even eligible for solar

Probing Questions
That is interesting. Tell me more about that.

Clarifying Questions
When you say “xxxxxxxx”, do you mean “yyyyyyyy?”
When you say “your paying too much,” what is too much?

Closing Questions
Questions that prompt movement, and confirm we have what we
need to move forward.



Trial Close
If there was a way you could know exactly what your customer
wants, and could address all of their concerns ahead of time so at the
end of the presentation they buy with confidence and little-to-no resistance,
would that help you?

If there was a program where (you could get what you want)
without (what you don’t want) , would that help you?

Find the problem / solution
Find the block / objection
Use THEIR words
Craft the TRIAL CLOSE


