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About SmartPower

= Non-profit marketing organization dedicated to

promoting clean, renewable energy and energy
efficiency.

= \We've been call
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The SmartPower Approach
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Huge Gap Between Intention and Action

So Why Are the American People Lying?
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Four Main Barriers

Our research tells there are 4 barriers the consumer faces:

1. Reliability: “I'm not sure it works!”

2. Avail
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Understanding the Barriers

= What are the emotional, physical and systemic

barriers that prevent people from purchasing clean
energy?

= [ntroducing our
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#1: There Are Regional Differences in Customer
Motivation

Arizona

Environmental
Global Warming
Reducing Fossil F
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#2. Buying Solar Means Buying into a Lifestyle

*Buying Solar often times means
Also buying into a lifestyle — and
Perhaps a Ilfestyle you’re no
Comfortable with;




¥ SmartPower

Let's Get Energy Smart.

- #3: Customer Confusion About Solar is Significant

-There is no “trusted brand”

What happens on cloudy days?
-Is my house 100% solar?

-How does billing work?
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#4. Lack of Clear Experts & Brands

Where Is the Nike of Solar?

Consumers need an independent guide: Most prospective customers don't r

where to start the process.

Who is to be trusted? most
They have m '
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#5. Upfront Costs are a Huge Barrier

‘/ MOSt CUStomerS dld nOt #1 Reason for Not Installing? by Segment
use financing

v New financial
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#6. Buying Solar Is
a Long Decision Making Process

How long before you installed? by Segment

m Customer

% of Responses
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#7. Simply Thinking About Solar Is
an Action for some consumers

Simply attending a sol
In their mi
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#8. What's the Value Proposition?

5 positioning statements tested with 12 focus groups
v Solar is good for the environment

v' Solar is a good inv
Y .
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“Solar Makes Energy Sense’

“Solar Is a Good Investment”
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#10: The Challenges

Your solar marketing plan must address these barriers

The Emotional barriers that prevent the consumer
buying Solar!
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For More Information:

Brian F. Keane, President
1120 Connecticut Avenue, NW
Suite 1040

Washington, DC 20036

bkeane@smartpower.org




