
Simpleray helps provide turnkey solutions for our partners. From the start of the 

sales process, to ongoing monitoring and support, the Simpleray team has you 

covered. This toolkit is designed to help you have meaningful conversations with 

your customers about solar. It will help you determine who is a good fit for solar, 

how to size their array, and determine their net cost of owning a solar array.

Do you want to expand your business and save your 
customers money by going solar? 



Identifying which of your customers are good candidates for solar is key to a successful program. Qualifying 

them can help you provide a great business case and impressive cost savings that will deepen your 

relationship with your best customers, and improve your own company’s bottom line. 

To understand which customers are best suited for solar, consider the following:

Do they have a favorable site location for the solar array?


Is their roof in good condition, or are they open to a roof replacement as part of the


project? Do they have open and available ground to install an array on property?

Are their electricity bills high?


Commercial enterprises that pay a substantial amount for electricity will benefit


dramatically from solar and you’ll be able to show an impressive return on investment.

Is the company profitable with good credit?


If the company ownership is profitable and currently or expecting to pay taxes, and has


good credit, they can either buy the project themselves, or take advantage of our C&Ispecific 

financing solutions.

Does their utility offer net metering?


Net metering is a billing mechanism that credits solar energy system owners for the


electricity they add to the grid, so they’d only be billed for their net usage

Do you know their ROI (return on investment) requirements?


An intentional and open discussion about their ROI expectations and requirements will


allow you to quickly qualify whether they will be able to meet those goals.

Do they have sustainability goals? Do any industries they supply have sustainability


goals or purchasing requirements?


If so, you’ll be able to demonstrate how solar can help achieve those goals

Are there incentives available at the state or utility company level?


There are a wide range of incentives available depending on where the project is locatedand the 

utility company your customer is buying power from. There can be incentives


offered by the utility or by federal and state grant programs. These rebates, grants, and


tax advantages can help the financials of a project and make it very attractive to yourcustomers.

Qualifying Your Customers for Solar 






Understanding how to appropriately size your customers’ solar array can help youquickly and accurately 

qualify which are good candidates, and provide them with abusiness case and ROI (return on investment) 

for the project.

The below checklist shows the variables that go into sizing an array:

Sizing a Solar Array 




What is their utility’s 
metering policy?

  If the utility offers net 
metering, it can improve the 

return on investment and can 
impactthe optimal project size. 


Net metering is a billing 
mechanism that credits solar 
energysystem owners for the 
electricity they add to the grid.

Are there any site 
constraints?

  It is critically important to 
ensure that there is enough 
space for an array that will 

meettheir energy needs and 
long term financial and facility 

goals. Consider both the
condition and size of their roof 
as well as open and available 

ground on the property.

Are there incentives 
available?

There are a range of 
incentives, including state and 

federal tax credits; grants; 
rebates;and other programs 

that can help reach ROI 

much faster. 

Are their ROI goals realistic 
relative to other factors?

After examining all of the 
above factors, is it realistic that 

a solar array will meet both
their return on investment and 

any sustainability goals? Ensure 
that you’re taking thesegoals 
into account as you size and 

develop your site plan.

Examine the last 12 months 
of their utility bills.

By understanding energy 
consumption needs over the course 

of the year, you canunderstand 
how much solar power they need 

to offset their electric bills and 
make theproject viable. 


In addition, this information will be 
critical to showing ROI and 
benefitsas you propose the 

project.



Calculating net cost of ownership is critical for helping your customer to understand thefinancial benefits of a 

solar array. A range of factors – from local incentives to federaltax credits – can offset the cost of an array 

from 40-100 percent prior to energy savings.


Read on for the list of factors that can help you calculate net 
cost of ownership:

Calculating Net Cost of Ownership 


Gross cost of a turn-key solar array system, determined through the sizing checklist.


Array location, existing electrical infrastructure, and size of the array itself contribute to 

asystem’s cost.

System Cost

Along with the federal investment tax credit, solar arrays are also eligible for federal


accelerated depreciation and state level depreciation (amounts varying by state).


Calculate the 26 percent Federal Investment Tax Credit. Keep in mind the step-down in


future years, according to :


 26 percent for projects that begin construction in 2021 and 2022


 22 percent for projects that begin construction in 2023


 After 2023, the residential credit drops to zero while the commercial credit drops


to a permanent 10 percent
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Federal Tax Credits

Utility incentives, enterprise ones, grants (such as the USDA REAP grant) and state tax

incentives also impact net cost of ownership. These vary by utility, geographic location,


and state policy. A knowledgeable partner like Simpleray - with specific policyexperience 

and industry knowledge - can help highlight what is available tomaximize customer 

savings.

Other Incentives

https://www.seia.org/initiatives/solar-investment-tax-credit-itc


Althoff Industries was founded in Illinois in 1961 and we are fortunate to have 

a large,loyal customer base. When several of our customers expressed 

interest in solar, weknew it was an important opportunity to expand our 

services. We needed an educatedand experienced partner – especially given 

how complicated the solar industry is withtax incentives, legislation, and 

rebates constantly changing and evolving. Lewis Butlerand the team at 

Simpleray have been a perfect fit. Simpleray offers Althoff a turn-keysolar 

solution, with extremely fast proposal turnaround, including all the associated

project costs and savings that come with solar. Simpleray’s clean energy 

expertise –including operations, financing and policy – and their interaction 

with our  customers hasenabled Althoff to expand and diversify the products 

and services we can offer.

                           Dov Isaacman


 Electrical Estimator, Althoff
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