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Who Is EGIA?   



EGIA Member Contractor Benefits 

Benefits Include: 

• Leadership Academy Web Exchanges 

• Contractor Exchange workshops 

• Insurance & Human Resources Services 

• Web Site Development 

• Collection Services 

• Payroll Services 

• HVAC Quoting Software 

•…… and Financing 

 

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



Top-Tier Contractor Traits 

1. Diversification- Sells more than one product to help prevent 

seasonality and drive more profits through add-on sales. 

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

presentation that keeps salespeople consistent and helps 

overcome hidden objections. 

3. Diverse Marketing- Spends money on mix of traditional 

advertising and social media outreach with a clear call-to-

action message. 

4. Sales Culture- Starts with receptionist to installation team 

5. 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” 

 



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-saving investment  



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. 

2. 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. 

3. Present As Monthly Savings – Present your work scope as a 

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

4. 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 



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 

• Improve cash flow  

• Finance start-up expenses and business growth 

GEOSmart Long Term 

Residential Financing 

GEOSmart Short Term 

Residential Financing 

Commercial 

Leasing 

• Fixed Interest Rates From 

11.99% to 0%  

• Unsecured Loans To $25,000 

• Low Monthly Payments 

• Instant In-Home Approvals 

• Direct Deposit Funding 

• Branded GEOSmart Support 

Materials 

• 90 Or 180 Days Same As 

Cash / No Payment Options 

• Unsecured Loans To $25,000 

• Instant In-Home Approvals 

• Direct Deposit Funding to 

Contractor 

• Loans To $5 Million 

• Terms From 1 To 5 Years 

• 1 Page Application Up To 

$100,000 

• Direct Deposit Funding To 

Contractor 



Contractor Controls the Interest Rate 

Plan Number - Decide which 

promotions work for your 

business model 

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 

2 offerings that fit your sales 

model. Be sure your sales 

team know what promotions 

they’re allowed to offer 

Add in the fee before quoting final price:  

Plan: 503 (9.99% APR w/ 1.25% Payment Factor) 

Job Cost: $10,000 

Contractor Fee: 8.25% x $10,000 = $825 

Total Bid Cost: $10,825 

Customer Monthly Payment: $10,825 x 1.25%= 

$135.31 

Remember To Offer A Cash Discount  

For Customers Looking To Pay Cash! 



Contractor Controls Monthly 

Payment Options 

Offset The Cost Of The Higher Project Cost By Offering 

The Customer A Lower Payment Factor! 



Contractor Controls the Easy Process 

Step 1 Step 2 Step 3 



Homeowner Credit Application 

• Completely fill out the application 

• Be sure to get the customers identification 

• Call the Revolving phone number at the top of 

the application 

• Give the customer service representative your 

merchant number 

• Upon approval move onto the sales slip 

Step One 



Contractor Sales Slip 

• 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 

Step Two 



Installation Completion Certificate 

• 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 

Step Three 



Sales Tools and Training 

• 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 

http://www.egia.org/geosmart


Weekly Updates  

Free Member 

Class Schedule 

Keep Up To 

Date With 

Industry News    



Contractor Recognition  

EGIA backs you  

as an approved 

GEOSmart 

Contractor with 

independent, 

third-party 

screening 



How to Get Started with EGIA 

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 



Bonus! Helping Contractors With Start-Up 

Financing for Diagnostic Equipment 

• Finance 100% Of Cost Of Equipment  

• 9% to 12% Effective Interest Rate 

• $1,500 or more 

• Finance Equipment with Training  

• Terms Based On Lease Amount, 

Typically 5 – 7 Years  

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

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  

• 7% to 9% Effective Interest Rates 

• You Choose Terms From 5 - 7 Years To 

Keep Monthly Payment Lower 

• Quick Approvals (48-72 Hours) 

• No Financials If Under $50k 

• Off Balance Sheet Transaction 

Gives contractors access to capital to grow business. 

Typically less expensive, quicker, and easier to qualify 

for than business loans. 
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