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Good afternoon. My name is Courtney Kendall, from the U.S. Department of Energy,

SunShot Initiative and I’d like to welcome you to today’s webinar. We’re excited to have you with us today. We’ll give folks a few more minutes to call in and log on. So, while we wait, I’ll go over some logistics, and then we’ll get going with today’s webinar. I want to mention that this webinar will be recorded, and everyone today is on listen-only mode. You have two options for how you can hear today’s webinar. In the upper right corner of your screen, there’s a box that says ‘audio-mode’. This will allow you to choose whether or not you want to listen to the webinar through computer speakers or a telephone.
As a rule, if you can listen to music on your computer, you should be able to hear the webinar. Either use telephone or use mic and speakers. If you select to use telephone, the box will display the telephone number and specific audio PIN you should use to dial in.  We will have a questions and answers session at the end of the presentation today. You can participate by submitting your questions electronically during the webinar. Please do this by going to the questions pane in the box showing on your screen. There, you can type in any question that you have during the course of the webinar. Our speakers will address as many questions as time allows after the presentation.  

So let’s go ahead and get started. I would like to introduce Josh Huneycutt.  Josh leads the US Department of Energy’s efforts to empower state and local governments to make it faster, easier, and cheaper for Americans to go solar. Josh leads the Rooftop Solar Challenge and the Solar Outreach Partnership as part of DOE’s SunShot Initiative, which seeks to make solar energy systems costs competitive with other forms of energy by the end of the decade. Go ahead, Josh…
[Speaker: Joshua Huneycutt]
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All right, thank you, Courtney. Before we hear from some of our other webinar participants today, I wanted to say thank you everyone for joining. I’m really excited to have this discussion today, and hope that everybody’s able to learn something from all of it.  So feel free to ask any question, and, also, like Courtney said, we’ll try our best to get to it by the end of the webinar. We want this to be interactive and helpful for you. Before we hear from our other webinar participants today, I wanted to provide you with some background on the Department of Energy’s SunShot Initiative and the Rooftop Solar Challenge, which we’ll be highlighting successes from today.

SunShot is a collaborative national effort to reduce the total cost of solar by 75 percent from 2010 levels so it can be cost competitive with other energy sources by 2020. DOE supports many programs that work towards this aggressive goal, and we’ve made great strides towards reaching our cost targets for the industry.  
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In fact, PV modules are now selling below 80 cents a watt, less than half the price of just two years ago. A decade’s worth of cost reduction happened overnight. Without the vision of SunShot to enable our industries to develop technological solutions that are more aggressive than industry roadmaps, industry would be further behind. What do these rapid declines in panel prices mean for home and business centers looking to go solar though? 
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As former secretary Chu noted many times, even if you paid nothing for the hardware costs, you still paid thousands of dollars to install a residential solar power system. 
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Why is this? Well, while the cost of solar panels and hardware decline at a rapid rate, other costs associated with solar, such as permitting, installation labor, and inspection are not decreasing as quickly. These non-hardware or soft costs make upwards of 50 percent of the price of a PV system. So why are these costs not declining as quickly?
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One reason has to do with the fragmented solar marketplace. With 18,000 local jurisdictions setting up different permitting requirements, 5,000 utilities with different rules for hooking up solar to the grid, and 50 states with various regulations associated with all aspects going solar, installers face confusing and often inconsistent marketplace.  The time and hassle associated with the decoding the bureaucracy, and getting untangled from red tape, adds time and cost to the process of going solar. Recognizing that local and state governments play an enormous role in removing some of these solar market barriers, and therefore, bringing down soft costs. 
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DOE created the Rooftop Solar Challenge to encourage and enable teams across the country to come up with solutions to permitting problems amongst other soft cost drivers we identified earlier. As you can see, millions of people from all regions of the country came together for this effort. We provided $12 million in funding to 22 teams, representing 156 jurisdictions spanning across the nation, to find innovative ways to make it faster, easier, and cheaper to go solar. And the results are pretty impressive.
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In just one year, Rooftop Solar Challenge teams made it, on average, 40 percent faster and 12 percent cheaper to get a solar system permitted. On the whole, cut out one week of time per solar installation from the overall process of going solar. One week may not seem like a lot.
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But considering the thousands of solar installations that were made in 2012 in Rooftop Solar Challenge locales, by some estimates Rooftop Solar Challenge saved Americans from over 792 years of red tape.  Not too bad, right?
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Today we’re going to hear from two of the teams that helped open up the local solar markets and make some of these time and cost savings possible. First, we’ll be hearing from Rebecca Cantwell of the Colorado Solar Energy Industry Association, talking about the Solar Friendly Communities Initiative that was initiated there, and then we’ll hear from Jeff Halsey from Broward County and the online permitting system that enabled Broward County to deliver solar permits in about the time it takes to get a pizza delivered to your house – about 30 minutes. We’ll hear from him in a minute, but I’m going to hand it over first to Rebecca to speak a little bit about the Solar Friendly Communities program.  

{Speaker: Rebecca Cantwell]
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Thanks, Josh. I’m very pleased to be with you today to talk about what we’ve been up to in Colorado, in a program that we call Solar Friendly Communities. This is really, at its core, a private partnership in which cities, counties, non-profits in the industry have come together in a collaborative effort over the last year to make it easier, faster, and more affordable for citizens to go solar. We focused on some national best practices and provide education all in an effort to help local governments prepare for the rapid increase in citizens who want to go solar. Importantly, to provide recognition for local governments who take these steps and go to the effort of making these improvements.
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We believe that Solar Friendly Communities offers a lot of benefits to local government.  It’s an easy to follow roadmap of best practices, so each community doesn’t have to reinvent the wheel. We couple that with individual outreach education and coaching. We know very well that local governments really don’t like mandates, so we’ve structured it as a menu of options so that communities can decide what steps make the most sense for their citizens. The communities that move through the process and enact some of these best practices can gain recognition as a solar friendly community.  It turns out local officials really like getting this pat on the back.
We give them a public ceremony, media attention; a big road sign, a plaque, and sort of the PR value of letting their citizens know they’re solar friendly. We’ve also just launched a really exciting component – the Solar Friendly Community’s discount program. We have installers voluntarily offering $500.00 discounts per installation to citizens who live in a certified solar friendly community. This provides an actual cash value to the decrease in cost that they see.  And we’re getting installers signing up every day.  I think at last count there were at least 12 of them.  
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The first two ceremonies that we did are shown on this slide – Denver at the top was the first, Aurora, Colorado’s third largest city at the bottom. You can see the large road sign.  Since then, we’ve done many other ceremonies at city council meetings and special events and have others planned. 
Slide 14: 

We offer four levels of recognition for adopting best practices – bronze, silver, gold, and platinum, which, actually, we found is sort of a good way to provide additional incentives. So of the eight communities so far, two have made it all the way to gold, two have made it to silver, and the rest are at bronze.  
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This provides a graphic view of the best practices. If you go to the website, which is listed at the bottom of all my slides, you can click on each one of these wedges and go to a complete description of all the different steps that are involved in these practices. I’m going to go through them very quickly and let you know what you might be able to do in your community. The first one really is about providing information. We find this is a very valuable thing, to just put your solar requirements in a single online location so that everybody knows what the rules of the game are.  It really prevents a lot of misinformation. It allows installers to get it right the first time and saves everyone time and money.
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If you want to work on this in your community, you could check out the permitting checklist we have online, see where your current solar related documentation is hosted, and see if there’s a way you can bring it together and consolidate it. It’s really a very good way to begin. 
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The second step is really about standard permitting. We are trying to promote national standardization in solar permitting, rather than, as Josh pointed out, the tens of thousands of current systems. We think the Solar ABC’s expedited permit process is a really good place to start. You can find that on the website.

We actually have had a lot of conversations with communities that don’t want to go through this, the whole process that’s recommended by Solar ABC’s, but may want to adopt, for example, the electrical permit they recommend. We think if everyone could just get used to looking at the same three-line diagram, it could make an enormous difference in national standardization.  So you can look at what’s on the Solar ABC’s, see how it compares to your existing processes, and if it’s not possible to change the process, we find that just designated one primary point of contact in the community for installers is a really good way to begin.
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The third one has to do with electronic or over the counter submittal and review options for standard solar systems. We know that electronic permitting can dramatically cut down the time necessary. We also know it’s not possible for a lot of communities, particularly smaller ones, so we’re suggesting that if you want to work on speeding up permitting, a good place to start is to designate a point of contact in your community who’s well-versed in PV permitting, who can really sort of answer some of the basic questions. At the very least, we think that just authorizing plan checkers to electronically communicate with contractors is a really good way to start.
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Of course, many communities have moved much further than that, and some offer almost instantaneous permitting. The fourth best practice is to issue permits within a specified timeframe. The very best practices are communities that can issue a permit almost immediately, as we’ll be hearing much more about from Jeff in a few minutes, but we think that if you can at least tell installers what your policy is, that’s actually a very good start, so that, again, we’re trying to increase sort of the transparency, the sharing of information, and to just make it clear what the policy is, when they can expect a permit.  So, again, we offer in every one of these steps a lot of options.  
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Number five has to do with the cost of permits. They vary really dramatically, even in the metro community of Denver that I’m from, and around the country they’re incredibly variable. In Colorado, we actually helped get a state law passed that caps residential permits at $500.00. In some communities, they’ve gone much under that. In other communities, they’ve tacked on a lot of sales use and other fees to that charge. I think it’s really a good place if you want to try to work on the cost of permitting in your community to understand the specifics of how your jurisdiction works out – the costs and what is included and what isn’t. Many communities actually do create sales and use tax exemptions for standard PV systems.  
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The sixth one is replace community specific solar licenses with standard certification. We’re trying to, again, move towards some national standards in solar PV. We think that the North American Board of Certified Energy Practitioners, which is established national training and standards for solar installations, is a really good place to begin. Then in most communities, PV installers really don’t need to have individual licenses to install systems if they’re NABCEP certified.  
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Number seven gets into – begins to talk about the inspections side of things. What we’ve found is that a lot of jurisdictions have certain issues that are very important to them, but may not be reflected just by the adopted electric or building codes. What we’re seeing here is just – tell us what’s important to your community. Let us know what your inspectors really are concerned about or are going to be looking for. Post a systems checklist. Post an inspection checklist that really helps installers know what you’re going to be looking for, including any unique requirements or interpretations of existing codes.  And I think if you want to work on this issue in your community, you could work with your building department to see what these issues are in your community, and, also, reach out to local installers to understand any confusion they find or issues that come up for them.  
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Number eight is to specify a narrow time window for inspections. Again, one of the big wasted and costly parts of PV permitting is having crews just sort of sitting around on job sites, sometimes for a whole day. Now that many systems can be installed in about a day, makes it really a lot harder for installers to plan their projects if they have no idea when to expect an inspector. Again, we have a lot of communities, including the City of Denver that has a two hour inspection window – we have others where there’s just sort of a stated policy of communication so that the inspector can let the solar installer know what’s going on, and installers can track process and timing of inspections through telephone or web-based systems. Again, there are a lot of good options for this, but if you just want to start the conversation with your building department and figure out the current policy, there are many ways to improve it, including some pretty simple ones.  
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Number nine talks about numbers of inspections for standard PV systems. This again varies dramatically around the country. We find that many times when multiple inspections are required, it can waste installation crews’ time for half a day or more, and we think that most standard systems can be inspected once rather than more than once – again, with the theme of community choice. We’re seeing that in some communities they prefer a rough inspection so that the inspector can kind of see what’s going on before it’s complete. Other communities prefer a final inspection. Either way, we’re saying that one inspection rather than multiple ones generally seem to be adequate for many, including large cities such as Philadelphia, the example here.  

I might mention that on the website there are examples for every one of these best practices of cities that are doing these things, so it’s easy to find examples. Again, if you want to work on towards this suggesting you work with your chief engineer and building officials to discuss the feasibility and whether that makes sense for your community. The final three best practices move sort of out of the permitting and inspection realm, and into the broader community policies about solar, so I’ll move quickly through them.
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Number ten really talks about solar rights and access. Many of us have spent a lot of energy lately on the 2012 international fire code, which has very onerous setback requirements for PV systems. In Colorado, we’re working with our fire community to come up with some alternate means of meeting the code that aren’t quite so strict. We would give points to communities that are going to adopt that kind of a practice, for example. We’ve also done a lot of work on urban forestry and the conflicts between solar and trees – you can see a video on our website we did. Again, we’re trying to sort of balance solar with other important community issues in this step.
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Number eleven is really about basic solar education by providing information on financing options, economic benefits, and just where your citizens can get solar. There are a lot of tools and resources that you can list on a website to educate consumers and there are also a lot of communities that do more than that, including outreach events.  
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Finally, we’re asking that communities track their solar development – keep track of what they’re doing, provide tools showing their solar access, and again with the idea of working to quantify solar and how big a part of your community it’s becoming so that all of your citizens can really learn that solar is not just a niche market anymore. It’s really becoming mainstream.  
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That completes my run through of the best practices. In terms of what’s next for us, we’re working on refinements so that we’re hoping to be able to scale this program so that it works across the country. We’re expanding our discount program with new installers signing up every day and trying to really promote that as a win-win for installers and communities. We’re making some tweaks so that the program applies to a wide variety of communities, including some of the smaller ones that don’t have large permitting departments. We’re also discussing ways to align this with similar efforts, such as Vote Solar’s project permit initiative and others like that that are underway around the country so that we’re all really sort of growing in the same direction.  
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That completes my summary, and I’ll be happy to answer questions after my colleague Jeff talks about what’s going on in Broward County.
[Speaker: Courtney Kendall]

Thank you, Rebecca. As I mentioned before, if you have a question, please feel free to go ahead and ask it in your questions pane on your toolbar on the right hand side of your screen.  
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With that, I’m going to go ahead and turn it on over to Jeff Halsey. Jeff, go ahead…
[Speaker: Jeff Halsey]

Thank you very much. I’m glad to be participating in this today. Thank you for the opportunity. My name is Jeff Halsey, and I am from Broward County, Florida, and I’m going to talk about what we’ve called Go Solar. Quickly, that’s a Rooftop Solar Challenge grant that we got to make permitting easier and cheaper here in Broward County, and with one year to implement it, and as Josh has explained early on. What I’m going to do very quickly is just tell you about the project, and then I’m going to spend really most of my time on lessons learned, because that’s always the kind of thing that I like to hear on these kinds of things.
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I want to start by emphasizing that this was a partnership through and through. I’ll tell you a little bit more about it later – excuse me for blowing by that one slide. But we had industry helping us. We had the Florida Solar Energy Center helping us. We had vendors helping us, and other governments helping us. It was a big partnership to make what happened, happen. I’ll explain some of that as we go forward. 
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Again, what is Go Solar? It is a partnership between Broward County, Florida, and 14 of its 31 municipalities. I’ve shown you where Broward County is, down there. It’s up above Miami. Dade County is where of course, Miami is. Broward County, many of you may recognize as Fort Lauderdale. The split between the county there – the green and the yellow – the yellow is the urbanized area, and the green is portions of what we call our water conservation area.  
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Our plan was to create a fully electronic permitting system for rooftop solar photovoltaic installations. We had one year to implement it. The solution was a website used by all the partners, irrespective of what municipality they belonged to. The website was going to allow access to a selection of preapproved design plans for installation of rooftop solar photovoltaic systems. These are design plans we had drafted up, and then we had to prove by all the building officials in all the partner municipalities. Then we put those on the web, and we tried to design them for a majority of roof types here in South Florida.  In Florida, we have the Florida building code that of course tends to the issue of hurricanes, which we have down here, and hurricane force winds, so that, in itself, was a challenge to get some of these designs done. 

But nonetheless, we got them done, got them preapproved, got them on the website, got agreement on a single permit fee, and now if anyone in any one of these participating partner cities wants to, they can go to our website, they can select the plan that suits their purposes from amongst the choices they have, and pay a single permit fee, have immediate access to a permit that has been branded with the municipality in which that installation is to occur – the design plans and electronic bind and sealed design plans.  And they can download all that.  They can, using the same system, request their inspection. We have, I believe it’s either four or five, I can’t remember which, inspections that are required – that we agreed to as a group – again, all the building officials in all our partner cities agreed to, as a group, that we would require here.  

Slide 34: 

You can schedule those on the system and you’re off and running. And that we have completed, implemented, and it is now up and ready to use. This is just sort of a graphical representation of the same kind of thing, of what folks used to have to do they’d get the solar contract, or they’d get their engineer to do some design plans, they’d maybe come apply for a person at the city, the building department would have to review, zoning department would have to review. There may be back and forth on the plans before we got them right. Finally, they have to pay their fee and get their permits. Now all that’s been replaced with this two-step process, the solar contractor gets on the website, takes them maybe an hour, and they have their permit and a set of design plans to do installation and they’ve scheduled their inspection.
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The next couple slides are just to give you a feel for what this application looks like when you’re on the web. Standard kind of information is the property information question; it links to property appraisers so you can get the property information that you need if you don’t know it. 
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A simple menu of what is my roof type, do I have concrete roof, do I have black tile, whatever, and that then guides you to the kind of design plans that you can select
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When you pay your single permit fee, you end up on a screen something like this. Down on the bottom, you can see icons that relate to the permit card that they need; permitting documents, the design plans, electrical design, and so forth.  
Slide 38:

It’s all there for them to download and they’re good to go. Now, how did we do this?  The approach we took was to organize it similar to what you see before you now. We had a steering committee. A standardized, what we call a standardized, permitting committee – that was the committee that kind of worked on exactly how is this application going to look and what has to be in it and so forth, outreach committee to market the whole thing, planning and zoning committee that worked on trying to identify any barriers within the various municipality planning and zoning codes that would trip up an effort to use our system – and I’ll explain some of that later. Then finally, a financing committee to make whatever headway we could on identifying options for paying for these systems.  

In the blue, I have IT development because the way we did it was we basically put that off on their own. We had one developer and they worked straight through, I don’t know, four or five months, I guess, to get the system built. They were kind of off on their own and that’s mainly all they did. Taking this approach because of the limited time we have.  The other thing I do not show up here is we have sort of an ad hoc committee of all the building officials, and we would bring them together, and we probably brought them together maybe only two or three times over the year, and basically to reach the major decisions like, okay, what are we going to do about a permit fee, and what are we going to do about getting these preapprovals done, and so forth.  

Slide 39:

Up here, you’ll see the website where you can go if you want to look at more information about this system, and there’s also a link to the online permitting system if you want to look at that a little bit closer. I emphasize it here, first of all, just so you can see the website if you’re interested, but also because we used this as a tool to try to present to all participating partners, and frankly anybody else that was interested, everything that we learned, and all the tools that we developed. A couple quick examples with the tool, we did a best management practices for how we handled planning and zoning, and so we post that up there so it’s available for anyone that wants to see it.

We developed a lot of marketing tools.  We posted that up there so any of the municipalities that wanted to do their own marketing could go ahead and grab those tools, wouldn’t have to recreate the wheel, so to speak. I wanted to just touch briefly on just one view of the improvements. I say ‘one view’ because the actual savings could be different based on how much you actually ended up paying, for example, for developing plans, or how much you might actually have paid somebody for doing expediting of the permit. 
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We feel like the numbers we’ve come up with here are either absolutely accurate because we know the numbers, or very conservative.  So for the costs of developing plans, we estimated that at 2000. We have had contractors suggest that they could do it cheaper because they do so many of them, but we felt that that was comfortable because that’s about what we paid to get the plans done, so that’s what we used.  

Average permitting fee for all the participating partners was $630.00 and we estimated for somebody to do the routing work of the permit about $200.00 for $2,830 permitting costs. Obviously this is very simple, but just to give you an idea. Now all they have to do is pay $552.00, which is the cost of the single permit fee, or roughly about an 80 percent reduction in cost in this example, and, again, I think it’s pretty conservative. The time to issue the permit ranged for our partners from 5.7 days to 1.5 days. That is now down to, we estimate, about one hour, and we estimate that because we actually walked through to do it, to make sure how long it took.  

If you assume the 1.5 days, that’s a 92 percent reduction, so, again, very conservative. We feel like we’ve got some definite improvement in how we can get the permitting done. We feel like we made it faster and cheaper and easier, which is what our goal was.  By way of just mentioning it, well where do we plan to go from here, we’ve got this thing done, and now the grant’s over, is that it? Are we all through? Actually, the answer is no.  It is our intent, down here in South Florida, the whole reason we got involved in this, we don’t really have a lot of installations of solar. We have some, but just not a lot. We think this because this is a lot of the feedback we got, and we think a lot of that is due to the financing part. These are still expensive. It still costs a good chunk of money for the average person to install these systems.  
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So we took this challenge because we wanted to start making headway on making solar happen down here, knowing full well that the financing was always going to be out there.  It’s our intent to continue to work on that as best we can and try to find some solutions advocating for a solar portfolio or something along those, renewable energy portfolio, something along those lines. That’s one thing we’re doing.  We’re continuing to do outreach via a Go Solar Fest, which I’ll explain in a little bit, and we’re already starting to work on planning for the Go Solar Fest next year. We’ve also applied for the Rooftop Solar Challenge Two, which is out there. I won’t bother reading all this. Basically, it’s to take the same kind of idea and see if we can spread it through a larger geographical area.
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To date, we have these six counties that have signed on, along with, again, I forget the exact number, about eight or nine additional municipalities in Broward County. We’re going to try and make our solution better and we’re going to try to introduce it to a wider audience. We’re just waiting to hear right now whether or not we’re selected on the Rooftop Solar Challenge Two. Now let me spend the remainder of my time on this slide and just sort of quickly go through some lessons learned.
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On communication, the two points I want to emphasize are collaboration versus time.  When you are talking about working with 14 different municipalities, plus Broward County – now that doesn’t even include all the other organizations we interacted with to get their technical help, just to keep them engaged and stuff, but the actual partners that were involved in making this system available for issuing permitting was the 14 other cities and Broward County’s unincorporated area – those are 14 different agencies doing things, 14 different ways, 14 different – actually 15, 15 different commissions you have to work with. All that takes collaboration and the better you do at collaboration, the better solution you’re going to end up with. Unfortunately, that all takes time. The more time you have, the better collaboration you can do, and the less time you have, of course, you can’t do quite as good a job.

The other thing with communication was keeping our partners engaged, so initially all the partners signed up. Everybody did this a little bit differently. This was something new for us, and we had to push ourselves to do something new. So they signed up, and then Broward County carried kind of a lot of the weight in actually getting this thing built.  And it took a lot of time and we ran into a lot of problems and some of the partners sort of were sort of sitting back, waiting to see, okay, well, once it’s built and ready to go, then give us a call kind of thing. I did not feel that we kept them as strongly engaged as I would have liked to. That’s one of the things that I would like to improve upon if we were to go do this again.

Oh, I’ve also tried to write any possible solutions down that came to my mind as I was identifying these various lessons learned. Again, I think in the area of communication, for each partner, I would want to identify a strong internal advocate who was really passionately committed to the concept on principle, because those are the folks I think that can really make things happen in an organization, and those are the folks I think we should have engaged as part of the overall team to really make this thing take off across – to really keep all the partners engaged.  

Time, I found it was really a good lesson for me that you really can do a lot in government, even in a short time. I mean think about it. For those of you that are in government, we created a permitting system, we got the permitting system working, we procured design plans, we formed four different committees and had those committees meet on a routine basis, we created 14 different inter-local agreements and got those inter-local agreements approved by 14 different commissions, we reviewed 14 different sets of planning and zoning ordinances, and came up with a draft – zoning ordinance template for people to accept, within their counties, to make sure that once they used our system they wouldn’t run into any problem with zoning. We had to get that – that’s a lot of work. Now, how did it happen?

But we had a gentleman named Armando Olinaris, who is sort of the key contact behind this, one of the guys that helped come up with the whole idea of pursuing this. He just drove everyone hard. An organization can’t sustain that for a long time, but it was, to me, a real lesson – it can sustain it for a while, and it can get a whole lot done that you might not have otherwise thought you could have. I would just share that as kind of, for me, a lesson learned. There’s a lot of driving, there’s a lot of reprioritizing on the fly, there’s a lot of things that you would otherwise be doing that we couldn’t do – again, you can’t sustain that kind of pace, but you can do it, and you can get a lot done.

Ongoing rogue because we wanted to be very collaborative, we reached out to lots of people, and this is just a little lesson that I learned. Sometimes you pull into the net, in your net, people that are just kind of hard to deal with, and they send kind of ugly emails that weren’t very nice and they say exactly what they thought of you and your system, and it was something I wasn’t used to. Well, how did we deal with that? We tried to be very positive, very professional. We tried to absolutely avoid flame wars of any kind.  We bit our tongue. We provided references as backup, but always we tried to keep it as professional as we could.

Another kind of going rogue is partners that did something we just didn’t expect – and a really good example is one of the inter-local agreements that we had all the partners agree to. Well, one of the partners submitted an inter-local agreement and I just missed it, I didn’t catch it. They changed it. They changed what was in it. They changed it in a significant way. We had to kind of drop back and punt with that one, and figure out how are we going to resolve this? Now that they’ve done something that we didn’t quite expect.  

Oh, and with new technology, time sinks, I just want to give one quick example. Digital signing and sealing, and it is so easy to do, but it took us two to three weeks to really figure out what that was all about and how to do it, and we went through that process three different times. We went through it, and two of our engineers had to go through it.  My solution there is if you have something like that, you go through the pain to learn it, immediately make that available to anyone that might also have to know upfront so that they don’t have to relearn it.  

On variety versus efficiency, our whole project was an attempt to commoditize solar panels. There was so much variety. Everything we tried to do, we would run into so much potential problems because there’s so much variety in the number of panels. Florida Solar Energy Center (FSEC) has over 1,000 panels that they’ve approved. We did work to try to commoditize this thing in hopes that this would result in a less expensive project and more likely to get installation.  
Free is good. If I could just emphasize, really hammer home this one, we had a Go Solar Fest that kind of closed out the whole thing. It was in a conference center. It really turned out to be a great event. We put a lot of work into trying to make it a great event, but I would say roughly three or four weeks out we only had I think maybe 60 to 80 folks signed up for this thing, and we were charging at least for one day $50.00 a pop. We wanted that money because we wanted to try to make it a really nice thing. We realized, well, this just ain’t working. They’re not paying for it. So we made it free, and we ended up, over the next three weeks, getting 1,200 people coming to this thing. Let me tell you I’ve been to a lot of conferences. This was the best conference I had ever seen relative to how people interacted with the trade show.

The people at the trade show paid a cheap price, too. We really worked to keep it really low and they came and told us this is one of the best trade shows we’ve been to, conferences we’ve been to, because you know what, you’re not trying to rip us off, you’re trying to help us out, we didn’t have to pay hardly anything to be here, we could work one on one with all these customers you brought to us – so they really got a lot of positive feedback. I have reached my time and so I am going to stop right here and turn it back over to you, Courtney.

[Speaker: Courtney Kendall]

Slide 45


Thank you so much, Jeff.  Looks like that’s all the time we have today, but we would like to thank our speakers, Josh Huneycutt, Rebecca Cantwell, and Jeff Halsey, for their time today.  And we will be posting the presentation slides, audio, and transcript, in the next week on the SunShot past meetings and workshops page.  I’ll also be sending out an email with that link to all those people that registered and attended today’s webinar.  
 

[End]
