How Top Contractors Are Growing

Their Business With Financing
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EGIA Member Contractor Benefits

3,000 + Members & 12,000 + Affiliated Members

| Benefits Include:

i  Leadership Academy Web Exchanges

u « Contractor Exchange workshops

! | * Insurance & Human Resources Services
| » Web Site Development

* Collection Services

« Payroll Services

« HVAC Quoting Software

... and Financing

| Contractor
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Top-Tier Contractor Traits

1.

Diversification- Sells more than one product to help prevent
seasonality and drive more profits through add-on sales.

. Sales Consistency- Has pitch book or laptop in-home

presentation that keeps salespeople consistent and helps
overcome hidden objections.

. Diverse Marketing- Spends money on mix of traditional

advertising and social media outreach with a clear call-to-
action message.

. Sales Culture- Starts with receptionist to installation team
. Financing- Offers low monthly payments and/or “same as

cash” options

Top-Tier Contractors have the tools and training
to close the sale “at the kitchen table”
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Preferred Payment Options

for Energy Efficiency Improvements

1. Cash - Better return-on-investment than any other investment.
But don't let it be limiting factor — take cash as a “down
payment.”

2. Home Refinance or Equity Line-of-Credit - Lowest interest
rate and longest payment term (longer than life of improvement
itself)

3. Subsidized Loan - Interest rate buy downs and same-as-cash
promotions and from government, utility, manufacturers... or the
contractor

4. Market Loan — Credit Card type (revolving) with variable
payment/rate to Car Loan type (installment) with fixed
payment/rate (better payback than other purchases)

Doing Nothing is the most common choice for
homeowners when facing an energy-savina investment

St toyou by EGI



How to Increase Your

“Kitchen Table Close” Ratio

1. Set up Credit Card Merchant Account and Loan Relationship

Resolve to no longer rely only on “cash sales” in order to
increase your “kitchen table” closes rate immediately.

. Mention “We Can Finance” — BEFORE you begin your

presentation, mention “I can help you finance the improvements
so they pay for themselves.” This way people won’t worry if they
don’t have the cash.

. Present As Monthly Savings — Present your work scope as a

“pay-as-you-save” investment rather than “lump sum cost.”

. Build Financing Cost into Your Proposal — Offer a “cash

discount” if customers ask... rather than extra charge to take a
credit card.

EVERY RETAILER accepts credit cards and offers
financing, so must your growing business to become a
top-tier contractor

In Contractor
Services



Nationwide Access to
GEOSmart Financing

Allows EGIA member contractors to:
* Make comprehensive upgrades affordable for customers
» Close more sales at kitchen table

®
» Differentiate themselves from competition GEO@SMGI t
'gmu_z/u/rf {'{/. syou é’j ﬁlp

* Improve cash flow
 Finance start-up expenses and business growth

GEOSmart Long Term GEOSmart Short Term Commercial

Residential Financing Residential Financing Leasing

Fixed Interest Rates From * 90 Or 180 Days Same As » Loans To $5 Million
11.99% to 0% Cash / No Payment Options * Terms From 1 To 5 Years
Unsecured Loans To $25,000 * Unsecured Loans To $25,000 » 1 Page Application Up To
Low Monthly Payments * Instant In-Home Approvals $100,000

Instant In-Home Approvals » Direct Deposit Funding to  Direct Deposit Funding To
Direct Deposit Funding Contractor Contractor

Branded GEOSmart Support

Materials

I Contractor
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Contractor Controls the Interest Rate

/ 6B ce voney scosman GEOBSmart Plan Number - Decide which
,' &"’ :‘::‘;"w Effective Date: July 6, 2010 —— o
i B R promotions work for your

s i business model

- INEEDS WANTS TIME TO PAY CUSTOMERS =
| oo EE e Contractor Fee - Taken out
at funding, these fees should

be built into your job cost.
Always remember to offer a

“cash discount”

Choose Program Offerings
- We recommend picking 1 or

{ly s S e > O R
] U el it ; bt . .
| ] o o R S T T S 2 offerings that fit your sales
: , Add in the fee before quoting final price: model. Be sure oLl sal_es
’ Plan: 503 (9.99% APR w/ 1.25% Payment Factor) team know what promotions
i Job Cost: $10,000 they're allowed to offer
) Contractor Fee: 8.25% x $10,000 = $825
B Total Bid Cost: $10,825
,' Customer Monthly Payment: $10,825 x 1.25%-=
'I" $135.31
11" .
i Remember To Offer A Cash Discount Contracion
For Customers Looking To Pay Cash! Services




Contractor Controls Monthly
Payment Options

Basic Upgrade
20, Y 1.25%
Payment | Payment

Factor / 2.00% X $5.000 = factor (250X 5103000

$1 O 0 per manth

Net monthly Net monthly
Investment with Investment with

Energy Savings Energy Savings

$80 per month $75 per month

Or No Interest For 6 Months Or No interest For 12 Months

Offset The Cost Of The Higher Project Cost By Offering
The Customer A Lower Payment Factor!
(GI Contractor
Services
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Contractor Controls the Easy Process
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Homeowner Credit Application
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Contractor Sales Slip

Step Two

* Fill in the account code number and

authorization code

« Completely fill out the sales slip/contract

* Make sure to write the plan number and the
plan description (Chosen from the rate sheet)

* Ensure the amount financed is correct

* File away until install is complete and make
sure the date of completion on the sales slip
matches the completion certificate

€l
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Installation Completion Certificate

= rn

Lkl

COMPLETION CERTIFICATE }

GECSmant $ponsared by Bctnc 3 Gas Industres Assacistion
1550 EGIA
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DO NOT SN THIS CERTWICATE UNTIL ALL SERVICES HAVE BEEN SATISFACTORRY
PERFORMED AND MATERMAL SUPPLIED OR GO0DS RECEIVED ARE FOUND SATHFACTORY

NOTICE TO CUSTOMER

1 {We] curtdy that

- /, L1
5,3,4/8/1,2, , —
o It d A £ L N T T NN A A
R him

Step Three

* Send with install team and have the
homeowner sign upon completion

* Once signed and completely filled out match
with the application & sales slip

* Fax originals to GE for funding

* Ensure you have activated your business
center account to get loan pipeline
information and streamline funding

* Project funding is sent via ACH directly to
your business account within 24-48 hours

| Contractor
Services



Sales Tools and Training

l

EGIB Electric & Gas Industries Association

GEO®Smart” ...

/e eal
App.ro.'.d Dealer Apply Today!
Online Training Special Financing Options Available

7.99% le‘ed APR" i1 25%, Paymant Factor)

Quick & Bagy Loan Process

1 Unrmannts immphires SHOSmad™ (ol appic etes

R R L e e

o W apmrreiol ooneln Bevd dud et manehon o anThard sfans inambad s glven
o Salex S i A0t et rempietaty A sigaal by Connmmer

S s w cempiend Conpletine Catiacade k Cgend st fewd

€ Cantrichn @ Torded & coviarms secifves Saymmetr bndothen

« Applications, sales slips and
completion certificates

« Current rate sheets
* Quick Start Training guides
« Consumer flyers

 Sales book inserts

See for yourself at
www.egia.org/geosmart
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http://www.egia.org/geosmart

Weekly Updates

October 22, 2010

cEo®smart Smart Financing

Seven home tax credits you don’t
want to miss out on

Heating and cooling account for more than half the energy used in a
typical home. I your client’s heating or cooling unit is more than 10 years
oid, it may be a good for them to think about replacing it. Find out about
the 7 Home Energy Credits that expire on December 31, 2010.

What are the 7 credits?

EGIA MEMBERS HAVE FREE ACCESS TO LIVE

LLADLRSH 1P BUSINESS DEVELOPMENT WEB TRAINGNG
EGIB ACADF MY PROVIDED BY EGIA'S LEADERSHIPh

Keep Up To
Date With
Industry News

Free Member
Class Schedule

I Contractor
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Contractor Recognition

]

Contractor Of The Quarter
ABC Contracting Firm

Rr Logwang \\,‘. stakir :.u\.g‘

Instabation Practices and C ustomer Service. T he
Cireatest Volome of f'.ncr}_;u
[ Hiciency/Kenawable [ ey Froducts [natalled

with \\ IESEANGING Customer Service

[haok You Far Your Dedicaton to
f\ﬁ.q'un.,;« Difference

g T

Dedicated to Ouality Instaliation, Honest Business 2
BriscAfatulich CEO / Executive Director, EGIA

Practices. and Installing Enerqy Saving Measures

Quarter / Year Geographic Area

EGIA backs you
as an approved
GEOSmart
Contractor with
iIndependent,
third-party
screening
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How to Get Started with EGIA

(Glh Electric & Gas Industries Association

Company Neme:
Acdress
cay Cortact Person
State Company Phone
Zip Cooe Company Fax
Ervail Addressies)
*EGIA sonts torsals and mm)l'rxw"’;a Pwmwwe

evnal addressas you wouwd (ke s 1o sand nporant Vi

;EfﬁciencyFirst
Piuwoucn Yeur Contractor Business Sy Saeaing A4 Of Tha
[ on 01 Acarmcne Measures Your Company Supoorts |Contractirs Oy
Efiziency Firdt Member
Contractar - $250 rmcD Grro Reneden D Vet Hause Horeo Pectem anco D
D BF1 Acsredited Contracter - 50 sewr ] ooy [:‘ Gecrarea o v [

Inschassn D Vhsoovs & S35 D Wahet Casservetion Lman

Ot (ease spazty)

11500 a0 3 F1 occrodted carlrachi or EFS: ma-a ey,
chack ihe appapeiaie bk abave P Qn.d

Total You Are Remitting To EGIA S

(£Paving By Coadit Card U Eaving By Check
[Jus [ wostrcara [7] ame Send Completed Apglication & Agraement (5age 2)
P
Cregi Carg # i hiioiads
; Atn. Member Senices
Expirgion Date. Blectic & Gas Industnies Associslion
3500 Watt Ave. Surte 105
MName an Card Sacramenio. CA #5821
Sgrafies. Phane: 866-367-3442

Fax Compleced Appiication & Agreement To EGIA Al B10-366-6073

Cnce o s«,( ou omw
willir k.y- NS o (Mfl.\\f" EG. oqnsns

EMbenship cc “env\ E A wil 520 youl @ wekcoma eenal within one business day Piat
A's eneit p

Maine Home Performance Participating
Contractors Have Immediate, No Cost Access
To EGIA GEOSmart Home Performance
Contractor Financing Resources

STEP 1: Pay $250 EGIA dues (or mention you are a
Maine Participating, BPI Accredited or
Efficiency First member for free first year dues)

STEP 2: Go to www.egia.org/HPpartners and submit
completed membership application

STEP 3: EGIA sends you welcome email with program
sign-up instructions

STEP 4: Follow instructions in the welcome email to
access the programs of your choice

Or call EGIA Contractor Services at
866-797-7343 or email saveenergy@egia.org

Contractor
Services
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Bonus! Helping Contractors With Start-Up
Financing for Diagnhostic Equipment

* Finance 100% Of Cost Of Equipment * Finance Equipment with Training

* 9% to 12% Effective Interest Rate e Terms Based On Lease Amount,

Typically 5 =7 Years
« $1,500 or more yP y

Free up contractor’s scarce
operating capital before sales
revenue starts to flow

: i
' I Contractor
F Services



http://www.trutechtools.com/Made-in-America-Kit_p_1158.html
http://www.trutechtools.com/Made-in-America-Kit_p_1158.html

Bonus! Helping Contractors With
Business Expansion Leases

* Lease Amounts From $10,000 - $2 million < Quick Approvals (48-72 Hours)
« 7% to 9% Effective Interest Rates * No Financials If Under $50k

* You Choose Terms From 5 -7 Years To  Off Balance Sheet Transaction
Keep Monthly Payment Lower

Gives contractors access to capital to grow business.
Typically less expensive, quicker, and easier to qualify
for than business loans.

I Contractor
Services
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