solo

2025

Guide to Selling Solar
N the Era of Trust

Redefining success with innovative tools, personalized
strategies, and unmatched precision

‘puohaqg pue Gz0g ul pas2ans pue ‘alidsul ‘pes| 0 noA Buuemodwg

gosolo.io




ToC

What's inside

CONTENTS

. ; ) . . OVERVIEW - A 2025 Forecast Isn't Enough
Selling solar is evolving—this guide

1 The Solar Industry at a Crossroads
will helpyou stay ahead. Inside, 2 A Changing Consumer and Market Landscape
you’llﬁnd pmctical tools and 2 The Role of Technology in Solar Sales
.. 3 Forging a Resilient Future for Solar Energy
expert insights to refine your
approach and win move customers CHAPTER 1 - Building Trust
with COTLﬁd@VLC@. 5 The Current State of Trust:
5 The Root Causes of Consumer Skepticism
6 A Deep Dive into the Psychology of Trust Building
7 Addressing Consumer Fears Head-On
7 The Power of Online Reviews and Reputation Management
8 Empowering Informed Decisions
10 Tactics and Strategies Built on Trust.
CHAPTER 2 - A Multi-Touch Close Strategy
12 Building Trust through Repeated Engagement
13 How to Build a Multi-Touch Close Strategy
CHAPTER 3 - A Fluid and Ever-Evolving Sales Pitch
16 Developing Differentiated Pitches
17 Leveraging Storytelling to Strengthen Pitches
17 Handling Common Objections and Misconceptions
18 Enhancing Your Sales Pitch Strategy
CHAPTER 4 - Diversified Financing Options
21 Why Multiple Lenders and Multiple Options Matter
22 New Creative Finance Offerings
24 Future-Proofing Your Solar Sales Strategy
CHAPTER 5 - From Sales Rep to Trusted Adviser
25 Knowledge Is Power
28 Knowledge Inspires Trust
APPENDIX - From Sales Rep to Trusted Adviser
29 About Solo
30 Sources
ABOUT SOLO A SPECIAL THANKS
Solo’s on-demand design and proposals simplify solar selling by merging education tools, precision Special thanks to our team, partners,
design, integrated financing and document management with speed, stability, and endless integrations. and industry leaders for driving

innovation and trust in the solar sales
experience.

‘puohaq pue Gz0g ul pas2ans pue ‘alidsul ‘pes| 0y noA Buemodwg



OVERVIEW

A 2025 Forecast Isn't Enough

You need to know what to do about it. This guide is meant to be a

practical resource and help you level up the way you sell solar. Enjoy!

Our Perspective: The Solar Industry at a Crossroads

The solar industry stands at a defining moment. The rapid ascent

that characterized the 2010-2023 period—fueled by low interest
rates, government incentives, and increasing consumer
enthusiasm for renewable energy—has slowed. The once-
booming industry that welcomed aggressive growth and easy
profits has evolved into a far more competitive, scrutinized, and

customer-driven landscape.

While solar adoption continues to expand, the “easy wins” are
vanishing. Companies that relied on mass-market demand and
aggressive sales tactics now face higher operational costs,
stricter regulations, and shrinking margins. Meanwhile,
homeowners—the lifeblood of residential solar—are becoming
more discerning, tech-savvy, and selective. This shift is forcing
solar companies to rethink their approach to sales, marketing,

and operations.

The question is no longer “How many systems can we sell this
year?” but rather, “How can we create sustainable, long-term

profitability while fostering trust and loyalty?”

This guide serves as a roadmap for solar companies navigating
these new challenges. The strategies outlined here are designed
to help businesses adapt to the realities of 2025, realign with
evolving consumer expectations, and build resilient, profitable

operations that stand the test of time.

A Changing Consumer and Market Landscape

Homeowners today are entering solar conversations armed with
knowledge. Thanks to the proliferation of online reviews,
educational content, and comparison tools, consumers are more
educated about the benefits—and pitfalls—of solar than ever
before. This heightened awareness means that outdated,

aggressive sales tactics are no longer effective.

Instead, homeowners seek transparency, honesty, and a clear

understanding of how solar will impact their energy bills, property

values, and long-term savings. They ask tougher questions,
compare multiple proposals, and are quick to walk away if they

sense misleading promises or vague projections.

This informed buyer dynamic presents a paradox for solar
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companies. While the demand for solar remains high, closing sales

has become more challenging. The companies that succeed will
be those that embrace this change, shifting their approach from

transactional selling to consultative, trust-driven engagement.

The consumer shift includes:

» A skepticism toward too-good-to-be-true projections. Buyers
now seek verifiable data, realistic ROl estimates, and detailed
proposals.

« A focus on post-installation support. Homeowners expect
ongoing service, monitoring, and warranties that extend
beyond the initial sale.

» The desire for financial flexibility. Consumers are increasingly
exploring financing options, lease agreements, and power

purchase agreements (PPAs) to minimize upfront costs.
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Graph: This is a generalized representation of the market as we see it playing out.

We feel like this industry is maturing fast, and we are at a crucial inflection point.
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@ Key Insights

“Proactive guidance has
a demonstrably positive
effect on win rates.”

Matthew Dixon & Brent Adamson
Authors of The Challenger Sale

Building a Foundation of Trust

In an industry plagued by reports of misleading claims, hidden fees, and underperforming
systems, trust has emerged as the ultimate competitive advantage. Solar companies that
prioritize honesty, accuracy, and customer-centric practices will not only win more sales but

also secure long-term profitability through referrals and repeat business.

Trust isn’t built overnight—it’s cultivated through consistent transparency, clear
communication, and delivering on promises. This guide emphasizes trust as a recurring theme,
offering practical strategies to foster credibility at every stage of the sales and installation

process.

Some key elements include:

Educational Selling. Equip homeowners with the knowledge they need to make informed

decisions. Act as a guide, not just a salesperson.

Accurate Proposals. Use technology to generate precise shading analyses, system

designs, and savings estimates. Avoid overpromising or inflating ROI figures.

Clear Financing Options. Offer diverse financing solutions and ensure clients understand
the terms of each option. Transparent discussions around loans, leases, and PPAs help

prevent misunderstandings down the road.

Ongoing Engagement. Sales shouldn’t end after the contract is signed. Regular check-ins,

performance reports, and post-installation support build lasting relationships.

Trust isn’t just an abstract concept—it directly translates to higher conversion rates, lower

cancellation rates, and stronger customer loyalty.

The Role of Technology in Solar Sales

The future of solar sales lies in the smart integration of technology and data-driven solutions.
Solar companies that leverage digital tools, automated proposal software, and advanced

shading models will outperform those that rely on outdated methods.

Technology empowers solar companies to:

Enhance Proposal Accuracy. Tools like Solo’s design and proposal platforms ensure that
homeowners receive detailed, realistic projections based on accurate site assessments and

energy consumption data.

Streamline Operations. Automated workflows reduce administrative burdens, freeing up

sales teams to focus on relationship-building.

Improve Customer Experience. Digital touchpoints—such as interactive proposals, online

dashboards, and virtual consultations—offer a seamless and engaging customer journey.

Mitigate Risk. By integrating compliance-focused software, companies can ensure their

proposals align with local regulations and avoid potential legal pitfalls.
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Forging a Resilient Future for Solar Energy

As the U.S. solar industry evolves, it faces a complex mix of challenges and opportunities. Rising interest rates,
shifting tariff policies, and the gradual phaseout of incentives present hurdles that cannot be ignored. However,
the industry's resilience and adaptability continue to drive growth, positioning solar energy as a cornerstone of

the clean energy transition.

Innovation will remain the driving force behind long-term success. Advancements in storage technologies,
bifacial panels, and smart grid integration are transforming how solar is deployed and managed. The expansion
of domestic manufacturing is also strengthening supply chains, reducing reliance on imports, and helping

stabilize costs in the face of external pressures.

The role of policy will be equally critical. While federal incentives like the Investment Tax Credit have been

instrumental in solar’s growth, their eventual reduction highlights the importance of ongoing advocacy. State-

level initiatives, rebates, and partnerships will play a key role in filling the gaps left by expiring federal programs.

Consumer demand for energy independence and sustainability continues to surge, driven by growing
environmental awareness and the desire for long-term cost savings. As access to solar technology increases
and financing options expand, adoption rates are expected to rise across diverse demographics

and regions.

The path ahead for the solar industry will require collaboration, innovation, and strategic adaptation. By

leveraging emerging technologies, advocating for supportive policies, and expanding domestic capabilities, the

solar sector is well-positioned to lead the transition toward a cleaner, more resilient energy future.
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The primary question is no
longer “How many systems
can we sell this year?”

but rather,

“How can we create
sustainable,
while fostering
trust and loyalty?”



CHAPTER 1

Building Trust: The Sales

Theme of 2025

“Trust is the glue of life. It's the most essential ingredient in effective communication. It's the

foundational principle that holds all relationships.” — Stephen R. Covey

The solar industry, while experiencing substantial growth, remains
relatively young and continues to shape its identity. In its early
stages, inconsistent regulation and oversight contributed to
instances of predatory practices and negative homeowner
experiences, leading many to approach solar adoption with
caution. Reports have highlighted aggressive sales tactics,
misleading claims about energy savings, complex financing
options, and unexpected fees, all of which have negatively
impacted the industry's reputation. For solar companies to not
only survive but thrive in 2025, prioritizing the rebuilding and

strengthening of consumer trust is essential.

The Current State of Trust: A Quantified Landscape
of Distrust

The need for trust is not merely a subjective observation; it's a
quantifiable market reality. While precise figures on consumer
trust, specifically within the solar industry are difficult to isolate,
several indicators point to a significant “trust gap.” A 2023 SEIA
report highlights the solar market's continued growth and
acknowledges the importance of consumer protection and ethical
business practices to maintain that growth'. The Better Business
Bureau (BBB) receives numerous complaints related to home
improvement projects, including solar installations, often citing
issues with contracts, warranties, and customer service?. These
complaints, while not exclusively about solar, reflect a broader
trend of consumer concerns regarding home service providers,
including those in the solar sector. Furthermore, the National
Association of Attorneys General (NAAG) has been actively
involved in consumer protection efforts related to renewable
energy, focusing on issues such as deceptive marketing and
unfair contract terms2. These collective efforts highlight the
ongoing need for greater transparency and accountability within

the solar industry.

The Root Causes of Consumer Skepticism

The erosion of trust in the solar industry is not simply attributable
to isolated incidents of aggressive sales tactics or hidden fees.

Several underlying factors contribute to this complex issue.

« The Labyrinth of Solar Financing: Solar financing options,
including leases, power purchase agreements (PPAs), and
loans, can be complex and challenging for consumers to
understand fully. This lack of transparency can easily breed

misunderstanding and distrust.

« The Need for Standardization: The absence of universally
enforced installation standards and consistent quality control
measures across the industry can result in variable installation
quality and unpredictable system performance, further

undermining consumer confidence.

The Pitfalls of Misleading Marketing: Excessively optimistic
claims about energy savings and return on investment (ROI)
can set unrealistic expectations, leading to disappointment

and distrust when the actual performance doesn't align with

those initial promises.

« Rapid Industry Growth and Its Consequences: The rapid
influx of new installers, some with limited experience or
training, has contributed to inconsistent service quality and

increased the risk of subpar installations.
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BUILDING TRUST

Understanding the Nuances: Trust Issues Across Customer Segments

It's crucial to recognize that trust issues are not uniform across all customer demographics. Older homeowners, for instance, may
be more susceptible to high-pressure sales tactics and less comfortable conducting online research, making them more reliant on
in-person interactions and established reputations. In contrast, younger, digitally savvy consumers prioritize online reviews,
transparent pricing, and data privacy. Commercial clients, with their focus on long-term ROIl, system performance guarantees, and
the financial stability of the installer, have a different set of trust-related concerns. Understanding these segment-specific

anxieties is paramount for developing targeted trust-building strategies.

A Deep Dive into the Psychology of Trust Building

The psychology of trust rests on three core principles: competence, integrity, and empathy.

« Competence—Proving Expertise and Capability
Demonstrating competence requires more than just claims; it requires evidence. This can be achieved by showcasing expertise
through certifications like those offered by the North American Board of Certified Energy Practitioners (NABCEP) [4], providing
comprehensive warranties on both equipment and workmanship and offering performance guarantees backed by verifiable
data. Investing in training programs and ensuring installers have the necessary skills and knowledge to perform high-quality

work is also essential.

Integrity—The Foundation of Ethical Conduct

Operating with integrity means adhering to the highest ethical business practices. This includes providing transparent pricing
with no hidden fees, ensuring clear and honest communication about system performance and potential challenges, and
handling customer complaints fairly and efficiently. Building a reputation for honesty and ethical conduct is crucial for long-term

success in the solar industry.

Empathy—Understanding and Prioritizing Customer Needs

Empathy in the solar industry involves more than just understanding customer needs; it's about actively demonstrating that
understanding through personalized solutions, ongoing support, and communication throughout the project lifecycle and
actively soliciting and responding to customer feedback. Building strong relationships with customers based on trust and

mutual respect is essential.

Transparency: llluminating the Path to Trust

Transparency is arguably the most crucial element in building trust. Open-book pricing, where all costs are clearly itemized and
explained, eliminates any fear of hidden fees and fosters confidence. Contracts should be written in clear, concise language while
avoiding technical jargon to ensure that customers fully understand the terms of the agreement. Easy-to-understand performance
data, accessible through online monitoring portals or regular reports, allows customers to track their system's output and
reinforces the value of their investment. Proactive communication about project timelines, potential delays, and any unforeseen

issues further builds trust by effectively managing expectations.

CHAPTER 1



Addressing Consumer Fears Head-On

To build trust, solar companies must directly address common consumer anxieties. This includes providing clear and

comprehensive information about the following concerns.

System Performance Guarantees: Offering robust warranties and performance guarantees that cover a wide range of potential

issues provides customers with peace of mind and recourse in case of problems.

Roof Damage Liability: Clearly outlining liability for any roof damage that may occur during installation or maintenance and

having adequate insurance coverage is essential for alleviating concerns.

Long-Term Maintenance Costs: Providing detailed information about ongoing maintenance requirements, associated costs, and

available maintenance plans helps customers make informed decisions and avoid unexpected expenses.

Financial Stability of the Installer: Demonstrating financial stability through strong financial statements, positive industry

ratings, and third-party endorsements can reassure customers about the long-term viability of the company.

The Power of Online Reviews and Reputation Management

Online reviews on platforms like Google My Business, Yelp, and specialized solar review sites wield significant influence over

consumer trust. A 2023 BrightLocal survey found that 98% of consumers read online reviews for local businesses [5]. Actively

managing online reputation by promptly responding to reviews, constructively addressing negative feedback, and encouraging

satisfied customers to share their positive experiences is no longer optional; it's a necessity.
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BUILDING TRUST

Evolution of Sales Channels: Embracing the Digital Age

The digital transformation of the solar industry has revolutionized sales channels, offering new opportunities to connect with

customers and build trust.

« Digital Sales Strategies: Interactive online calculators empower customers to estimate potential savings based on their energy
usage and location. Virtual site assessments using drone imagery or satellite data offer a convenient and accurate way to
evaluate a property's solar potential. Online financing platforms streamline the application process, making it easier for
customers to secure financing. Customer portals provide a centralized platform for real-time project tracking, communication,

and document management.

« The Omnichannel Approach: Seamlessly integrating online and offline channels creates a consistent and positive brand
experience. For example, a customer might begin their research online, then schedule a virtual consultation, followed by an in-
person site visit to finalize the details. This integrated approach ensures that customers have a positive experience at every

touchpoint.

Data Privacy and Security: Protecting customer data is paramount in the digital age. Solar companies must implement robust
data security measures, comply with relevant data privacy regulations, and be transparent about their data collection and usage

practices. Building trust requires safeguarding customer information and respecting their privacy.

Building Trust through Education: Empowering
Informed Decisions

Educating consumers about solar energy is a powerful trust-building

strategy.

« Personalized Education: Tailoring educational content to different
customer segments ensures that the information is relevant,
engaging, and easy to understand. For example, homeowners
might be interested in learning about how solar can reduce their
electricity bills, while businesses might be more focused on the

environmental benefits and tax incentives.

Interactive Educational Tools: Interactive tools, simulations, and
augmented reality (AR) can enhance customer understanding of
solar technology and its benefits. For instance, interactive
simulations can show how different solar panel configurations
perform under various weather conditions, while AR applications
can allow customers to visualize how solar panels would look on

their roofs.

Third-Party Validation: Independent certifications, energy audits
conducted by certified professionals, and endorsements from
consumer advocacy groups add credibility and build trust. These

third-party validations provide objective assurance that the solar

company and its products meet high standards of quality and

performance.



BUILDING TRUST

Industry Maturation Indicators: Signs of a Growing
Industry

The maturation of the solar industry is evident in several key trends

that contribute to building consumer trust.

» Standardization and Regulation: Developing and enforcing industry
standards for installation, equipment quality, and performance
ensure consistency and protect consumers. Government
regulations, such as licensing requirements for installers and
consumer protection laws, further enhance trust by providing a

framework for accountability.

Financing and Insurance: The availability of specialized solar
financing options, such as low-interest loans and innovative
financing models, makes solar more accessible and affordable.
Insurance products specifically designed for solar energy systems
provide additional protection and peace of mind for consumers. This
includes coverage for damage from weather events, theft, and other
unforeseen circumstances. The growth of robust financing and
insurance offerings signals a maturing industry and contributes to

greater consumer trust.

Performance Monitoring and Reporting: Ongoing system
monitoring and transparent performance reporting demonstrate the
long-term value of solar energy and build trust by providing
customers with clear and accurate data about their system's output.
This transparency helps manage expectations and reinforces the
benefits of solar. Advanced monitoring systems can detect
performance issues early on, allowing for proactive maintenance

and minimizing downtime.

Conclusion: Trust as the Guiding Principle

As the solar industry continues its rapid growth, building and maintaining trust with consumers will be paramount to its long-term
success. By understanding the psychology of trust, embracing digital transformation, prioritizing customer education, adhering to
industry standards, and learning from both successes and failures, solar companies can foster strong, trust-based relationships

with their customers.

This commitment to trust will not only enhance customer satisfaction but also drive the industry's sustainable growth and
contribute to a brighter, more sustainable future for all. The theme of trust will extend beyond individual transactions, shaping the
broader perception of the solar industry and solidifying its role in the transition to a clean energy future. In 2025 and beyond,
companies that champion transparency, empathy, and integrity will emerge as true industry leaders, illuminating the path toward a

more sustainable world.
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Tactics and Strategies

Built on Trust.

Success in 202 5 will require more than just adapting to current trends—it demands proactively

setting new standards for excellence. Solar companies that position themselves as trusted

advisors, not pushy salespeople, will dominate the evolving landscape.

Multi-Touch Sales Strategies

Engage potential customers
through multiple touchpoints
—social media, webinars, in-
person consultations, and
follow-up calls. Solar sales
are rarely closed on the first
interaction. Persistent, value-
driven engagement increases
conversion likelihood.

Key Strategies for 2025

Pitch Recalibration

Review and refine sales
pitches regularly. Ensure
messaging aligns with
shifting market conditions
and addresses the specific
concerns of today’s solar
buyers. Avoid reliance on
outdated scripts that
emphasize aggressive
closes.

3
Diversified Financing Models

Expand financing options to
meet the needs of a broader
audience. Explore new
partnerships with financial
institutions, offer customized
payment plans, and
emphasize flexibility.

4

From Sales Rep to Adviser

Focus on creating scalable
sales processes and
streamlined operations that
enable healthy growth.
Overhauling inefficiencies
now will position your
company for long-term

success.
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BONUS: Continuous Learning and Adaptation.
o Stay informed about regulatory changes, emerging technologies, and market shifts. Encourage sales teams to pursue
ongoing training and development to stay ahead of competitors.

A Roadmap to Sustainable Profitability

Ultimately, this guide is designed to shift the solar industry’s focus from short-term sales volume to long-term, sustainable profitability.
It provides a comprehensive framework for transforming sales teams, refining operational processes, and fostering lasting customer

relationships.

By the end of this guide, solar leaders will have the tools and insights necessary to navigate the complexities of 2025 with confidence.

The strategies within this book will help you adapt, thrive, and lead the industry into a new era of growth and success.

This guide doesn't just present theory—it delivers battle-tested strategies that acknowledge current market challenges while providing
clear paths to overcome them. Whether you're a solar industry veteran adapting to new realities or a growing company seeking to

establish sustainable practices, these insights will help you navigate the evolving solar landscape with confidence and precision.

Let's begin this journey toward building a more sustainable and profitable solar business—one that thrives not just on sales volume but

on creating lasting value for customers and stakeholders alike.



CHAPTER 2

A Multi-Touch Close Strategy

It’s more than a sales tactic—it’s a structured method for nurturing prospects, building lasting

relationships, and improving conversion rates. By mapping out each step of the customer journey,

solar companies can provide solutions to relevant touchpoints that align with homeowner needs

and create a sales experience that’s efficient, informed, and tailored to long-term success.

@ Key Insights

On average, 80% of
sales require five follow-
ups after the initial
contact, yet 44% of
salespeople give up after

one_follow-up.

In today’s competitive market, closing a deal often requires more than a single outreach. The path
to successful sales is built on nurturing leads, maintaining engagement, and positioning your
company as a trusted resource. While a single-touch close strategy may remain a viable option,
integrating a multi-touch framework can significantly boost long-term growth and conversion rates.
This chapter explores how to develop a robust multi-touch close strategy that fosters relationships,

enhances customer insights, and drives higher conversions.

Success in sales today often hinges on the ability to stand out amid a flood of information and
competitors vying for the attention of potential clients. Prospective customers are bombarded with
offers, solutions, and marketing material across multiple platforms, making it essential for
companies to adopt a comprehensive and persistent approach. The days of sealing a deal after a
single email or phone call are largely behind us. Now, businesses that employ multi-touch

engagement have a better chance of remaining relevant throughout the decision-making process.

Why Follow-Up and Nurturing Are Crucial

Effective sales strategies are not just about the initial pitch; they hinge on the ability to follow up
and nurture leads consistently. Following up keeps your company top of mind, demonstrates
dedication, and gradually builds trust. According to research by HubSpot, 80% of sales require five
follow-ups after the initial contact, yet 44% of salespeople give up after one follow-up [1]. This gap

highlights the importance of persistence and structured follow-up strategies.

Additionally, repeated interactions create multiple touchpoints that not only remind prospects of
your offerings but also provide opportunities to address their concerns progressively. When
customers feel attended to and supported at each stage, they are more likely to perceive your
company as reliable and customer-focused. This gradual relationship-building contributes

significantly to long-term client retention and brand loyalty.

Moreover, follow-ups help to maintain visibility in a crowded market. Potential customers may
explore multiple options simultaneously, and without continued engagement, your company risks
being overlooked. Consistent communication reinforces the value of your offerings and encourages
prospects to choose your solutions over competitors. It also helps in educating leads by offering
additional insights and materials that highlight the unique value proposition of your products or

services.
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Building Trust through Repeated Engagement

Repeated engagement isn’t about overwhelming prospects but providing ongoing
value. For instance, if a homeowner expresses interest in going solar, a follow-up
email might include a personalized savings estimate or an educational article about
solar tax credits. By consistently offering valuable resources like case studies,
testimonials, or financing options, your team builds credibility and trust. Over time,
these engagements position your company as a trusted advisor, increasing the

likelihood of conversion when the homeowner is ready to make a decision.

Benefits of a Multi-Touch Approach for Solar Sales

Increased Conversion Rates

Nurturing solar leads through multiple touchpoints significantly boosts your chance
of closing deals. Staying connected with interested prospects ensures your company
remains top of mind when they are ready to install solar. According to studies,
nurturing leads can increase sales by 45%, making consistent engagement critical.
Guiding homeowners through their decision-making journey with clear answers to
common concerns, like ROI or installation timelines, can eliminate doubts and

accelerate conversions.

Stronger Relationships

Regular engagement builds trust and rapport with potential solar customers.
Homeowners value consistent, personalized communication that addresses their
specific needs, such as energy savings or available incentives. Providing tailored
proposals, industry updates, or even educational webinars demonstrates care and
expertise, fostering loyalty and a positive perception of your brand. This trust

reduces objections and builds a foundation for long-term customer satisfaction.

Better Customer Insights

Every touchpoint with a prospect offers an opportunity to gather valuable data about
their needs and concerns. Whether through proposal analytics, CRM tracking, or
feedback from follow-ups, this information helps refine your sales approach. For
example, understanding a homeowner’s hesitation about upfront costs allows you to
highlight zero-down financing options in your next interaction. Over time, these
insights enable you to position your solar offerings as the perfect solution, driving

higher conversion rates.

By adopting a multi-touch approach in solar sales, your team can better navigate the
homeowner journey, ensuring they feel supported, informed, and confident in

choosing your company.




A MULTI-TOUCH CLOSE STRATEGY

Building a Multi-Touch Close Strategy for Solar Sales

An effective multi-touch strategy for solar sales ensures no lead opportunity is overlooked and
. engagement stays consistent. By mapping the homeowner journey from interest to installation, sales
Key Insights
teams can deliver the right information at the right time—educational resources early on, trust-

building testimonials mid-cycle, and personalized proposals closer to decision-making. Aligning

The foundation of a

multi-touch strategy lies

outreach with each stage increases relevance, builds trust, and drives efficient, confident closings.

in redefining how we

view prospects and Step 1
ensuring effective lead Collecting Contact Information
collection.

The foundation of a multi-touch strategy lies in redefining how we view prospects and ensuring

effective lead collection. In the traditional approach, a prospect is often seen as either a sale or not a
sale, with the rest discarded. The new mindset shifts this perspective: prospects are either a lead or
not a lead, creating a larger pool to nurture into future customers. This broader approach maximizes

the potential of every interaction and ensures your team has ample opportunities to reconnect.

In order to achieve this, you will need a mechanism to collect lead information. This is commonly
done with an email marketing service like Mailchimp, Constant Contact, or Campaign Monitor. You

can also use a CRM like Hubspot for a more integrated approach.

After you have the service set up, you will need a way to collect email addresses or ask people to

“opt-in” to your email list. The following are the most common methods.

» Lead Capture Forms: Implement lead capture forms across your website, landing pages, and blog
posts. Forms that request emails, phone numbers, and even job titles provide a gateway to
initiate follow-ups. Capturing minimal but essential information encourages prospects to engage

without feeling overwhelmed.

» In-Person Events: Events such as trade shows, conferences, and door-to-door visits present
valuable opportunities to gather leads. Ensure your team is equipped with digital or physical tools
to collect information efficiently. In-person events offer the advantage of immediate relationship-

building, providing a face-to-face component that strengthens future digital communication.

Step 2
Build an Automated Follow-up Nurture Sequence

After gathering prospect information, the next step is setting up an automated follow-up sequence
to keep leads engaged. This requires a CRM or email marketing platform that enables automation,
personalized messaging, and engagement tracking. CRMs like HubSpot, Salesforce, or Zoho
centralize interactions and automate outreach based on lead behavior. Email platforms like
Mailchimp, ActiveCampaign, or Klaviyo help structure follow-up campaigns with timely, value-driven
content. Automation is key—ensuring consistent communication while preventing leads from slipping

through the cracks.

CHAPTER 2



Creating an Effective Nurture Sequence

A successful follow-up sequence should provide

*ea

consistent, value-driven content over an extended

TN

period. Prospects may not be ready to make a decision

today, but staying in touch ensures they think of your

5

company when the timing is right. How long should the
nurture sequence last? As long as you can continue
adding value—one to two years is a solid timeframe.
Sending one to two emails per month strikes a balance

between staying top of mind and avoiding inbox fatigue.

Content should focus on educational resources, financing
options, case studies, industry trends, and customer
success stories. Mixing in different content formats—
videos, infographics, or interactive tools—can keep
engagement high and prevent your emails from

becoming repetitive.

Tracking Engagement & Driving Action

Automation alone isn't enough—you need to track key

metrics to ensure your follow-up sequence is effective.

Monitor open rates, click-through rates, and reply rates to gauge engagement. If a prospect clicks on pricing information multiple
times, they may be moving closer to a decision, signaling that a direct sales follow-up could be timely. Every email, call, or text
should include a clear call to action, whether it's booking a consultation, viewing a proposal, or simply responding to an email.
Your goal is to drive prospects back to a conversation when their interest shifts. Adjust your messaging based on data insights,

refine underperforming emails, and always look for ways to re-engage leads who may have gone cold.

Conclusion

A multi-touch close strategy has become a vital component of modern sales, bridging the gap between initial interest and final
conversion. In an increasingly competitive landscape, where prospects are inundated with options, companies that invest in
nurturing leads through multiple channels consistently secure stronger results. This approach not only accelerates sales cycles but

also deepens client relationships and establishes trust—cornerstones of long-term success.

By integrating automated email campaigns, CRM tools, in-person engagements, and personalized follow-ups, businesses create a
seamless and comprehensive experience for potential customers. This persistent yet thoughtful engagement ensures that
prospects view your company as a trusted advisor rather than just another vendor. Additionally, the ability to track, analyze, and
refine each touchpoint empowers sales teams to make data-driven decisions that align closely with customer needs and market

demands.

Ultimately, adopting a multi-touch close strategy is more than just a tactic—it is a shift toward customer-centricity, where every
interaction is an opportunity to provide value and foster loyalty. Companies that commit to refining and expanding their
engagement frameworks will not only drive revenue but also build enduring relationships that position them for continued success

well into the future.
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CHAPTER 3

Create a Fluid and Ever-Evolving
Sales Pitch

In 20285’s rapidly evolving solar market, a rigid sales pitch is no longer enough—adaptability is
the key to closing deals. With increasing competition and highly informed consumers, sales teams
must craft dynamic, customer-centric pitches that highlight real differentiation, build trust, and
speak directly to each prospect’s unique motivations.
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The Importance of Creating a Dynamic and Fluid Sales Pitch @ Key Insights

The solar industry landscape of 2025 presents unprecedented opportunities Compam'es employing

alongside intensifying competition. According to the Solar Energy Industries adaptive sales stmtegies

Association's latest market analysis, residential solar installations have grown by 47%

over the previous year, while the number of solar providers has increased by 32%%. see 42% l/”gheV close
This evolution in the market demands a more sophisticated and adaptable approach rates CO'VVl]OClVed to those
to sales, moving beyond traditional standardized pitches to create meaningful MSiVlg Vigid, Scm'pted
connections with increasingly informed consumers.

approaches.

The era of the one-size-fits-all sales pitch has come to a definitive end. McKinsey's
comprehensive market analysis reveals that companies employing adaptive sales
strategies see 42% higher close rates compared to those using rigid, scripted
approaches®. This stark difference highlights the critical need for sales teams to
develop fluid, customer-centric methodologies that can adapt to varying customer

needs and motivations.

Today's solar market presents unique challenges and opportunities for sales teams.
The Department of Energy's latest analysis shows that 78% of potential solar
customers research online before engaging with sales representatives®. This pre-
education creates an informed customer base that requires sales professionals to
add value beyond basic product information. Sales representatives must transform

from mere product presenters into trusted advisors who can navigate complex

customer needs while maintaining consistency in core messaging.




Developing Differentiated Pitches

Success in the competitive solar market of 2025 requires a clear
and compelling value proposition. For Solo, this centers on our
industry-leading accuracy and commitment to customer success,
backed by the largest independent review of 2,500 homes using
real production data. This extensive validation database provides
a powerful competitive advantage that no other company can

match.

The modern solar consumer requires a sophisticated approach to
sales presentation. Harvard Business Review's research indicates
that companies with well-defined differentiation strategies
achieve 35% higher profit margins than their competitors’. For
Solo, this differentiation centers on three key customer

segments, each requiring a unique approach:

« Financial Prospects: These customers prioritize ROl and
concrete numbers. Focus presentations on long-term savings
projections, tax benefits, and property value enhancement
potential. Support claims with Solo's verified performance

data and detailed cost-benefit analyses.

Environmental Champions: For these sustainability-focused
customers, emphasize carbon footprint reduction metrics and
community impact stories. Use Solo's accurate forecasting to
demonstrate precise environmental benefits and
achievements in energy independence.

» Tech-Savvy Enthusiasts: This growing segment responds
strongly to Solo's advanced forecasting capabilities and

system monitoring features. Showcase our industry-leading

accuracy and sophisticated monitoring platforms.

16

CREATE A FLUID SALES PITCH

Training materials for each prospect type must be
comprehensive and regularly updated. Sales teams need
access to:

Detailed slide templates tailored to each customer segment

Role-play scenarios for practicing adaptive presentation skills
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Real-world success stories that resonate with different buyer motivations

Updated product specifications and performance data
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Leveraging Storytelling to Strengthen Pitches

Effective storytelling transforms complex technical information
into compelling narratives that drive decisions. The International
Journal of Renewable Energy demonstrates that narrative-driven
presentations are 22 times more memorable than pure data
presentations® For solar sales, this translates into concrete
advantages when helping customers understand long-term

benefits and system reliability.

Solo's unique story of achieving the industry's largest
independent review of 2,500 homes serves as a powerful trust-
building tool. This achievement demonstrates our commitment to
accuracy and transparency while providing invaluable data to
prove system performance. Sales teams should weave this
narrative throughout their presentations, using it to validate

performance claims and build customer confidence.

Creating an effective story repository requires systematic
collection and organization of customer experiences. Successful

stories should include:

» Detailed financial outcomes and savings achieved
« Environmental impact metrics and sustainability goals met
« Technical performance data and system optimization results

» Customer testimonials and satisfaction metrics

Handling Common Objections and Misconceptions

Understanding and effectively addressing customer concerns
often determines sales success. In today's market, certain
objections consistently arise across different customer segments.
Preparing for these objections enables sales teams to maintain

momentum and build trust throughout the sales process.

Upfront cost remains the most common objection in solar sales.
Address this head-on by breaking down financing options,
monthly payment comparisons, and long-term savings
projections. Solo's accurate forecasting engine provides a
powerful tool here, allowing sales teams to demonstrate precise
savings based on our industry-leading database of 2,500 homes'

performance data.

System reliability and aesthetic concerns represent the second
most common category of objections. Here again, Solo's
extensive performance data provides a compelling response.
Sales teams can show real-world performance data from similar
homes in the customer's area, demonstrating consistent reliability

across various conditions and seasons.




@ Key Insights

The foundation of a
multi-touch strategy lies
in redefining how we
view prospects and
ensuring effective lead

collection.

Enhancing Your Sales Pitch Strategy

Empowering Sales Teams to Deliver Tailored Pitches

For your sales team to thrive in the evolving solar market of 2025, you must empower them

to craft and deliver pitches that resonate with each unique customer. This approach ensures

that your representatives aren't just delivering robotic, one-size-fits-all presentations but are

instead creating meaningful connections with potential customers. Here are some key steps

to achieve this goal.

1.

Guiding Questions for Prospect Assessment

What are the customer's primary concerns? (Cost, reliability, appearance)
Have they explored solar options before? If yes, what stopped them from proceeding?
What are their key motivations? (Financial savings, environmental impact, cutting-edge

technology)

. Training Decks for Pitch Development

Slide Templates: Provide detailed slide templates tailored to each customer segment.
This helps sales reps focus their presentations on what matters most to the prospect.
Role-Play Exercises: Implement role-play scenarios where sales reps can practice
adapting their pitches on the fly. This hands-on approach ensures they are prepared
for real-world interactions.

Interactive Exercises: Develop interactive exercises to practice objection handling.
This includes examples of successful rebuttals and techniques to maintain momentum

and build trust.

. Building Confidence in Solar

Accurate Forecasting: Use Solo’s forecasting engine to provide precise savings
projections based on an extensive database of 2,500 homes' performance data. This
builds trust and addresses common cost objections.

System Reliability: Present real-world performance data from similar homes in the
customer's area to demonstrate consistent reliability across various conditions and
seasons.

Visual Tools: Incorporate custom energy savings reports, comparative analysis, real-
time monitoring demonstrations, and historical performance data into your
presentations. These tools help prospects visualize the benefits and reliability of Solo’s

solutions.

By equipping your sales team with these tools and training, you can ensure they are ready

to deliver pitches that are both dynamic and customer-centric, ultimately leading to higher

close rates and stronger customer relationships.
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CREATE A FLUID SALES PITCH

Three Bonuses for Solo Users: Use Solo’s Tools as a Competitive Edge

Solo users have several key features they can use to help in this endeavor.

1. PitchDeck™: The Smarter Way to Sell Solar
Ditch the cluttered sales decks and equip your team with a seamless, interactive way to educate homeowners about going solar.
PitchDeck™ delivers customizable, ready-to-use sales content that keeps the conversation flowing and the momentum strong. No

more awkward pauses—just engaging, persuasive presentations designed to close deals faster.

« Instant, customizable sales decks — Adapt content in real-time to match homeowner needs.
« 9 ready-to-pitch slides — Professionally designed to simplify complex solar concepts.
« Seamless proposal integration — Connect directly to the next step in the sales process.

¢ Instant financial clarity - Homeowners can explore their potential savings with up-to-date proposal data and interactive media.

2. Unmatched Accuracy
Solo accuracy is backed by the most rigorous and comprehensive accuracy study the industry has ever seen.
« While other reports rely on outdated data and tiny sample sizes—sometimes as few as four homes—Solo’s independent DNV
study analyzed over 2,400 homes across diverse climates, ensuring unmatched precision.
« Unlike competitors who test just a few variables, our study accounted for all major factors impacting production accuracy,
including roof measurements, shade analysis, energy simulations, stringing accuracy, and more.

« Conducted in 2024, this is the most up-to-date and reliable accuracy validation available, setting a new industry benchmark.

3. Pinpoint Schedules & Reduced Churn
Precision isn't just about better proposals—it’s about keeping installations on track and reducing customer churn. With built-in design,
engineering, and permitting services, Solo ensures that accurate proposals translate into faster approvals and streamlined project

timelines, preventing unnecessary delays that can cause customer frustration and cancellations.

Because we're familiar with AHJ (Authority Having Jurisdiction) requirements nationwide, our designs align with local codes from the
start, minimizing revisions and ensuring a smoother, faster approval process. This means fewer bottlenecks, more predictable

timelines, and a better customer experience, keeping homeowners engaged and committed.

When accuracy drives efficiency, projects stay on schedule, customers stay engaged, and cancellations drop—helping your team

close more deals with fewer setbacks.

What You Should Do Now

Take a moment to review your current sales tools and strategy—sit down with your team, assess what’s working, and identify gaps.
Plan, prepare, and test different approaches to ensure a structured, seamless pitch. The more refined and consistent your process,

the more confident and effective your sales reps will be.
Success in the 2025 solar market demands continuous adaptation and refinement of sales approaches.
However, this advantage must be supported by well-trained sales teams capable of effectively communicating your value proposition

to different customer segments. Your path forward necessitates a commitment to continuous learning and adaptation, data-driven

decision-making, customer-centric approaches, and excellence in presentation and communication.
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CHAPTER 4

Diversified Financing Options

Intoday’s evolving financial landscape, a one-size-fits-all approach to solar financing no longer
meets the needs of modern consumers. By offering a diverse range of financing options—including
multiple lenders and lease alternatives—businesses can expand market reach, instill consumer
confidence, and close more deals.

@ Key Insights In today's dynamic financial landscape, offering a single financing solution is no longer sufficient for
businesses aiming to thrive. Providing a diverse range of financing options has become crucial for
PVoviding multiple maximizing accessibility, boosting consumer confidence, and ultimately driving sales. This chapter
O]OEiOnS leads to better explores the importance of diversified financing, focusing on the advantages of offering multiple
X lenders and the continued relevance of leases, particularly in the context of fluctuating interest
sales DA CI and rates. A core principle that emerges is that when consumers have more choices, both they and the

higheV CONVersions. sales representatives benefit.

The Importance of Diversified Financing

Offering multiple financing options, encompassing both traditional loan lenders and third-party
ownership (TPO) models like leases, significantly increases accessibility for a broader range of
consumers. Individuals have varying financial circumstances and preferences, making a one-size-
fits-all approach ineffective. By providing a spectrum of choices, businesses can cater to diverse

needs and open doors to a wider customer base.

Broadened Market Reach: Flexibility in financing broadens market reach.

Fostering Consumer Confidence: Multiple options empower individuals to make informed

decisions, enhancing their sense of control.

Positive Customer Experience: More options contribute to a positive experience and

strengthen trust in the business.

Closing Deals: Offering diverse financing options allows sales representatives to tailor solutions

to specific customer needs, increasing the likelihood of securing a sale.

Happier Customers: This personalized approach drives revenue and cultivates happier

customers, leading to positive word-of-mouth referrals and long-term business growth.

Providing multiple financing options not only broadens market reach but also fosters consumer
confidence and enhances the overall customer experience. By tailoring solutions to specific needs,

businesses can cultivate long-term growth and customer satisfaction.
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Why Multiple Lenders and Multiple Options Matter

The availability of multiple lenders is a cornerstone of diversified financing. Different
lenders operate with varying risk appetites, underwriting criteria, and interest rates,
translating to a range of loan terms, repayment schedules, and overall costs for

consumers.

« Tailored Solutions: Partnering with multiple lenders allows businesses to offer
more tailored solutions that cater to individual financial profiles.
« Some lenders specialize in loans for borrowers with excellent credit scores,
offering highly competitive interest rates.
» Other lenders focus on financing to individuals with less-than-perfect credit,

albeit at potentially higher rates.

A key advantage offered by platforms like Solo includes their direct integrations with

a wide array of major lenders, such as GoodLeap, Mosaic, and Sunlight Financial.

» Streamlined Process: Direct integrations streamline the financing process by
providing seamless access to real-time pricing and rates from multiple lenders.

» This functionality empowers sales representatives to quickly compare offers
and identify the best financing option for each homeowner.

« Instead of manually contacting each lender, representatives can use the
platform to instantly generate quotes and present customers with a clear
comparison of available options.

« This efficiency saves time and enhances the customer experience by
providing transparent and readily available information.

» Having access to real-time rates through platform integrations allows sales
representatives to adapt quickly to market changes and provide accurate

information to customers, especially as interest rates fluctuate®.

Access to multiple lenders ensures that businesses can offer tailored solutions and

adapt quickly to market changes, enhancing customer satisfaction and overall

efficiency.




@ Key Insights

New creative financing
options, like payment
escalator loans, make
solar ownership more
accessible by lowering
upfront costs with
predictable, gradual
increases—helping
homeowners who prefer
toown go solar despite

high interest rates.

Cash: A Simple and Effective Financing Method

Despite the many loan and leasing options available, cash remains one of the most

effective and commonly used financing methods for solar purchases.

Avoiding Interest Costs: Homeowners who finance with cash eliminate interest
payments, making their solar investment significantly more cost-effective in the long
run.

Immediate Ownership: Cash buyers own their systems outright from day one, allowing
them to take full advantage of tax credits, incentives, and energy savings without
financing constraints.

Simplified Process: Without the need for loan approvals, credit checks, or third-party
financing, cash transactions streamline the purchasing process, leading to quicker
installations.

Preferred by High-Income Buyers: Many high-income homeowners or real estate

investors prefer cash purchases to maximize tax benefits and asset control.

While financing options can make solar more accessible, businesses should not overlook

the importance of catering to cash buyers by offering incentives such as discounts for

upfront payments or streamlined purchase processes.

New Creative Finance Offerings: The Rise of Payment Escalator Loans

In response to high interest rates, new financing products are emerging that use

structured payment escalators on traditional loans, offering a more affordable entry point

for homeowners. These products function similarly to adjustable-rate mortgages (ARMs)

but with fixed, predictable increases on a set schedule.

How It Works

Low Introductory Rate: These loans start with a very low interest rate, making early
years significantly more affordable for homeowners.

Annual Rate Escalator: Instead of fluctuating with the market, rates increase by a
fixed percentage (e.g., 2.9%) each year, offering transparency and predictability.
Short-Term Savings: This model allows homeowners to maximize short-term
affordability, making solar systems more accessible at the point of sale.

Best for Early Payoff: Since most solar loans are paid off within 7-9 years on average,
these financing options can be strategic for homeowners planning early repayment
before the rates escalate too high.

Long-Term Cost Considerations: While these loans provide initial savings, they can
become more expensive over time, making them less ideal for homeowners looking for

a long-term financing strategy.

By integrating payment escalator loans into their financing options, solar companies can

offer more affordability in high-interest-rate environments while maintaining transparency

about long-term cost implications.

22
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Leases as a Continued Option

In periods of high loan interest rates, third-party ownership (TPO) options, such as leases,

remain a viable and often attractive alternative for consumers.

Lower Initial Costs: When traditional loan rates climb, the overall cost of financing a
purchase increases, making leases more appealing due to lower initial costs and
structured payment plans.

Financial Accessibility: TPOs, particularly in the solar industry, allow homeowners to
benefit from the technology without the upfront financial burden of purchasing the
system outright.

Predictable Payments: This is especially attractive to homeowners who may not
qualify for traditional financing or who prefer predictable monthly payments associated

with a lease™.

Solo’s direct integrations with TPO providers like LightReach and GoodLeap enhance the

value proposition of offering leases.

Comprehensive Comparison: These integrations provide seamless access to various
leasing programs, allowing sales representatives to present customers with a
comprehensive comparison of financing options, including both loans and leases.
Informed Decisions: This empowers homeowners to make informed decisions based
on their individual needs and financial circumstances.

Variety of Leasing Options: The availability of multiple leasing options ensures that
customers can find a program that aligns with their preferences, whether it's a focus
on low monthly payments, flexible contract terms, or performance guarantees.
Market Penetration: Offering both loans and leases through integrated platforms

allows businesses to cater to a wider audience and maximize market penetration™.

Leases continue to be a viable option, especially in high-interest-rate environments,

offering financial accessibility and predictability for homeowners while maximizing market

penetration for businesses.

DIVERSIFIED FINANCING OPTIONS

@ Action Item

Offering diverse
financing optionsis a
game-changer. The
movre choices
homeowners have, the
easier it is for them to
find an option that
makes sense so you can

close more deals.
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Future-Proofing Your Solar Sales Strategy

A fundamental principle in modern business is that when consumers have more options,

both the homeowner and the sales representative win.

Empowered Homeowners: Providing a diverse range of financing solutions empowers
homeowners to make informed decisions that best suit their individual needs and

financial circumstances.

Customer Satisfaction: This leads to higher customer satisfaction, stronger customer

relationships, and, ultimately, increased sales.

Building Trust: By offering tailored solutions, businesses can build trust and loyalty

with their customers, fostering long-term growth and success'.

Simplified Process: Solo’s platform, with its direct integrations and real-time tools,
simplifies the process of offering diversified financing.
« Providing seamless access to multiple lenders and TPO providers empowers sales
representatives to quickly and efficiently deliver the best possible solutions for

every homeowner.

This not only streamlines the sales process but also enhances the customer

experience by providing transparent and readily available information.

The ability to compare real-time rates and terms from various lenders empowers
homeowners to make confident decisions, knowing they have explored all available
options.

« Adaptability: As market conditions change, such as interest rate fluctuations,
having a diversified financing approach is crucial.

» Access to alternative financing methods, like TPOs, provides a buffer against

market changes and ensures businesses can continue to offer viable solutions to

their customers.

Diversified financing is not merely a trend but a fundamental principle for success in

today’s market.

« Range of Options: By offering a range of options, businesses can empower

consumers, build stronger relationships, and drive sustainable growth.

Key Differentiator: Platforms like Solo play a crucial role in facilitating this process,

providing the tools and integrations necessary to deliver the best possible solutions for

every homeowner.

loans and leases, through integrated platforms like Solo is a key differentiator in

today's competitive market. This principle extends beyond clean energy to encompass

a wide range of industries, emphasizing the importance of diversified financing in

empowering consumers and fostering market growth.

By leveraging the power of diversified financing, businesses can create a more robust and

adaptable strategy that meets the evolving needs of homeowners, ensuring long-term

success and market leadership.

Empowering Consumers: The ability to offer multiple financing options, including both

24

@ Let’s Talk

Solo connects with all
major lenders and gives
you early access to new
financing products.
Let’s talk about what’s

next.
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CHAPTER 5

From Sales Rep to Trusted
Adviser: Elevating the Solar Sales

Experience

Shifting from a traditional sales approach to an advisory role allows reps to provide real value,
positioning themselves as industry experts rather than just sellers. Explore how mastering product

knowledge, market trends, and financial insights can transform sales professionals into trusted

advisors, leading to stronger customer relationships and higher conversion rates.

@ Action Item

These topics are just the
start—keep learning
and refining your
expertise to sell as a true

adviser.

The solar industry is rapidly evolving, requiring a transformation in the role of the sales
representative. Today’s homeowners demand more than just a persuasive pitch; they seek
assurance, expertise, and trustworthiness from their interactions with solar professionals. This
chapter explores why solar sales representatives must transition from traditional sales tactics and
how they can become trusted advisors, prioritizing knowledge and trust as the foundation of their

sales approach.

Consumer Expectations

Homeowners today are more informed and cautious about their purchases, especially with
investments as significant as solar installations. The traditional “Sales Bro” approach, characterized
by high-pressure sales and superficial knowledge, has become less effective. Homeowners prefer
engaging with representatives who offer depth, accuracy in information, and a consultative style.
This shift necessitates a move towards a more educated advisory role where sales reps must

harness comprehensive solar knowledge to meet these evolving client expectations.

Knowledge Is Power

To effectively transition to trusted advisors, sales reps need to immerse themselves in all aspects

of the solar industry. They must be able to present relevant information and answer subsequent

questions. Leading reps should feel confident discussing the following topics.
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TOPIC
Local Markets

(D What You Should Know:

The ins and outs of local solar markets. This
information should include the average price
per watt, resell values, and how it compares
to regional and national averages.

FROM SALES REP TO TRUSTED ADVISER

TOPIC
Investment Recovery Times

(D What You Should Know:
The average recoup timeline for solar systems

based on current rates and prices. You should
tailor this information to the homeowner’s
specific circumstances.

p Why This Matters:
Providing relevant market context adds
credibility to your pitch and positions you as
an expert. Homeowners are more likely to
trust a rep who demonstrates an
understanding of the competitive landscape

@ Why This Matters:
Homeowners need to see the financial value
of their investment. By clearly explaining
when they can expect to break even, you
alleviate concerns about upfront costs and
demonstrate the long-term benefits of going

and can explain why their offer stands out. solar.
\. J \. J
TOPIC TOPIC
Technological Advancements Incentives

(D What You Should Know:

The latest technological improvements in

solar systems. Reps should be able to discuss
how current technology is the best it has ever
been.

) Why This Matters:
Highlighting recent advancements
demonstrates that the homeowner is investing
in cutting-edge technology. It builds
confidence that their system will be efficient,
reliable, and ahead of the curve.

(D What You Should Know:

The available local and federal tax credits and
incentives. Reps must understand the
incentive schedules to provide timely advice
to customers.

> Why This Matters:
Knowing the details of solar incentives
creates urgency and positions you as a
valuable resource. Homeowners are more
likely to act when they understand how to
maximize savings.
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TOPIC TOPIC
Quality and Credibility Company and Product Alignment

(D What You Should Know: CD What You Should Know:

The credibility of the company and the quality

of its products. You should reinforce your

assertion by using company testimonials,

What is novel and unique about your

offerings? What truly sets you apart from

other competitors? One-word answers are not

research, and records. enough. You need to dig deeper. Reps should

not only sell the solar system but also sell the

company'’s reputation and service. Be
prepared to explain why you are the best
p Why This Matters:
Solid evidence builds trust. Sharing
testimonials and data gives homeowners
tangible proof of your company’s reliability, p
helping them make confident decisions.

option for installation and long-term care.

Why This Matters:
Homeowners aren’t just buying a product—

they’re buying trust in the company behind it.
Positioning your company as the most reliable

\_ Y, and service-oriented option strengthens your
pitch and fosters lasting relationships.
\
TOPIC
Solar Agreement Transfers
TOPIC

System Longevity

(D What You Should Know:

The nuances of transferring solar agreements,

whether it's a traditional loan or a TPO model. What You Should Know:

Reps must equip homeowners for these

. The durability and warranty specifics of
scenarios.

different solar brands and products and how

these factors contribute to the long-term

value of the investment.
p Why This Matters:

Homeowners worry about the impact of solar
agreements on future home sales. By
addressing this concern upfront, you reduce

hesitation and showcase the flexibility of your
offerings. solar system can be the deciding factor for a

P Why This Matters:

Confidence in the lifespan and reliability of a

homeowner. Demonstrating knowledge of

warranties and durability reassures them that
their investment is built to last.

The topics covered in this chapter are just the beginning. There’s
a wealth of knowledge that can elevate you from a salesperson to
a trusted advisor—keep learning, keep refining, and keep
building your expertise.
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Knowledge Inspires Trust

A well-informed sales representative does more than just convey
information; they inspire trust and confidence in potential buyers. By
demonstrating comprehensive knowledge and transparency, reps
can significantly ease the homeowner’s decision-making process,
turning complex technical and financial data into relatable,
understandable information. This approach not only meets the
homeowner’s need for reliable information but also positions the

sales rep as a trusted advisor rather than just another salesperson.

Becoming a Solar Guru

Whether you are a rep or a team leader, reshaping traditional sales

agents into trusted advisors is integral to modern customer service.

Individually:

The best reps take the lead in their own development. They
understand that their success depends on personal growth. After
hours, they are putting in the work necessary to become the best

they can be.

As a Team:

A consistent coaching system includes teaching and coaching
sessions, management reviews, and regular check-ins. This not
only equips your team with the expertise to confidently address
client concerns but also fosters accountability and continuous
improvement. Investing in your team’s development creates a
culture of excellence that reinforces trust at every customer

touchpoint.

Long-Term Benefits

Establishing trust is not merely about closing a single sale but
building a foundation for ongoing relationships and future referrals.
Trusted advisors sell more, earn more referrals, and plant more

seeds.

Building a Future on Trust and Expertise

As the solar industry continues to grow, the role of the solar sales
representative must evolve accordingly. Becoming a trusted advisor
ensures that you meet the modern homeowner’s expectations for
expertise and reliability, paving the way for a future where solar

energy solutions are embraced more widely and enthusiastically.

[3

Save More With

Show: Savings And Backup

E\-'enjng Usage; Aver

IQ Bat

Capacity: 3

b |
< Poak Pow,

| Manufaciure

d i

Select Barty

Capacity: 20,62
- <0.62 kWh
“Recommended Capacity:

Currently Sefaq

THE SAVINGS

Pojm
W you pay oif your 50lsf package

Flat, prodictan, Paymanty




APPENDIX

About Solo

What we do

Solo’s on-demand design and proposals simplify solar selling
by merging education tools, precision design, integrated
financing and document management with speed, stability, and
endless integrations.

We produce industry-leading accurate and bankable production
forecasts that are supported and verified by DNV (leading third
party auditor).

Solo is more than software. It’s a fully managed, on-demand
service that handles your design and proposal needs quickly
and effortlessly.

Permitting & Install-Ready Design & Engineering

Speed up the solar install process with Solo’s Design and
Engineering supported by our AHJ research team. Customers
get NABCEP-certified plan sets in hours and leverage our deep
AHJ relationships for first-time approval success—reducing
friction, delays, and costly resubmissions, so you can grow into
new markets without bottlenecks.

Seasoned expertise driving future success.

Solo was built by solar sales reps who lived the challenges
firsthand, transforming outdated processes into a seamless,
trust-driven sales experience that empowers reps, educates
homeowners, and makes going solar an easy decision.

gosolo.io

THE FACTS

812060

$230,350

. A

i be\hstAllad In e

Unled States In the next two years than the
last @0+ years combined
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