


1. Ask customers and involve stakeholders
2. Create value that matters to more than one customer
3. Market, promote and communicate “exclusivity”
4. Engage and recognize subscribers



43%

19%

16%

16%

6%

Keep lights on, storm repair, grid mgmt

Reducing emissions and improve air

quality

Keeping energy bills low

Increasing  use of renewable energy

Other



Survey Results

16%

16%

10%

23%

10%

19%

Keeping energy bills low

Increasing production and use of renewable
energy

Completing repairs and restoring electrical
service after a storm or incident

Providing safe, reliable power

Providing overall responsible management of
the power grid

Reducing emissions and improving air quality
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32%

34%

12%

Extremely Important

Very Important

Somewhat Important

Not at all Important

Survey Results



NoYes

Survey Results
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savings





$400k under budgeted spend



Selling out too quickly – could result in “dissatisfier”

I/T costs/billing requirements

Marketing Costs

Program Cannibalization (existing REC program)



Groundbreaking



Construction



Customer Statement Sample 1

$93.63 would have been $115.61



Customer Statement Sample 2: Using Banked Credits 



Customer Statement Sample 2: Using Banked Credits 

Solar credits roll over to next month until anniversary month



Compare and enroll



Compare and enroll



Compare and enroll



Name Your Panels



Name Your Panels



Name Your Panels



Name Your Panels



Name Your Panels



Yard Signs, Window Clings,
Business Counter Display Signs, Solar Lanterns

Continued Engagement Strategy

Home Shows, Social Media Community,
Customer  Spotlights



Lessons Learned

1. Simple is better: if it takes more than a minute to explain 
your program, it’s too complicated

2. Look for every opportunity to engage and recognize 
subscribers – they like to be noticed

3. Understand your customers’ motivations – it’s okay to 
profile, it shows you want to understand them

4. Pay attention to the ‘buzz’ in the media while marketing –
these can be unforeseen opportunities and threats 



Subscriber Solar – the sequel
Coming soon…

And one last shout-out to the talented vendors that helped make it all possible:
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