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•  Problem	  

•  Our	  Solu,on	  

•  Data	  &	  Metrics	  	  

•  Research	  Topics	  	  
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Agenda 
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Difficult	  for	  Consumers	  to…	  

•  Determine	  suitability	  of	  solar,	  and	  

•  Get	  informa5on	  about	  costs	  and	  savings	  of	  solar	  	  

…without	  talking	  to	  a	  solar	  installer	  

	  

	  

	  

	  

	  

	  

Few	  consumers	  consider	  solar	  
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Few Consumers Aware of Solar Economics and Suitability 
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Consumers	  find	  it	  difficult	  to:	  	  

•  Find	  high	  quality	  installers	  

•  Get	  op5ons	  /	  mul5ple	  quotes	  

•  Compare	  quotes	  	  

	  

Only	  a	  few	  prospects	  end	  up	  installing	  solar	  

	  

	  

	  

High	  Customer	  Acquisi,on	  Costs	  	  
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Shopping for Solar is Complex, Time Consuming and 
Confusing 
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EnergySage is the “Kayak of Solar” 

Installer #1

Installer #2

Installer #3

+=
First and Only  
Online Solar Marketplace 

•  Destination Site for Solar  

•  Online research and shopping  

•  Multiple quotes from pre-
screened solar installers  

•  Quotes in apples-to-apples 
format for easy comparison 
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Consumer Experience 
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FOR	  CONSUMERS	  	  

•  Simplicity	  

•  Choice	  	  

•  Transparency	  	  
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Value Proposition 

FOR	  INSTALLERS	  

•  Efficient	  

•  Low	  Cost	  

•  Scalable	  
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Initial Results Are Promising:  
Higher Close Rates, Shorter Cycle Time  
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•  Understanding	  consumer	  segmenta5on	  	  

•  Relevant	  consumer	  messaging	  	  

•  Consumer	  decision	  drivers	  	  /	  Informa5on	  needs	  

•  Conversion	  rates	  for	  direct	  vs.	  affinity	  sourced	  prospects	  	  

•  Best	  prac5ce	  -‐	  sales	  process	  of	  installers	  	  

•  Others….	  
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Research Topics of Interest 
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•  How	  is	  your	  organiza5on	  trying	  to	  tackle	  a	  solar	  soS	  cost	  
challenge	  in	  a	  novel	  way	  

•  What	  data	  do	  you	  collect?	  

•  What	  measurements	  do	  you	  take	  to	  gauge	  impact?	  

•  How	  could	  enhanced	  data	  analy5cs	  help	  improve	  outcomes?	  

•  What	  does	  an	  upcoming	  pilot	  program	  look	  like?	  

•  What	  are	  a	  few	  ques5ons	  that	  your	  organiza5on	  is	  asking	  
about	  how	  to	  structure	  that	  pilot?	  

•  Going	  forward,	  how	  could	  enhanced	  partnerships	  with	  	  
“soS	  cost	  scien5sts”	  be	  valuable?	  
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Appendix – Guidelines for Presentation 


