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EXPERIENCE

1000+ MW
UNDER CONTRACT

300+ PROJECTS

3 COUNTRIES
U.S., CANADA, JAMAICA

RANKED IN TOP 5
ASSET MANAGERS IN U.S.

RANKED IN TOP 10
ASSET MANAGERS IN CANADA

5 RADIAN

LENS™ PLATFORM

8,900
AUDITABLE TASK COMPLETIONS

2,000,000+
ASSETS REGISTERED

4,000+
RESOLVED PERFORMANCE
TICKETS

TEAM

3 OFFICE LOCATIONS
OAKLAND, CA

ROCHESTER, NY
CHARLOTTE, NC

FIELD SERVICES

REMOTE OFFICES
TEMELULA, CA
WORCESTER, MA

30 EMPLOYEES
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Approximately
70% of all
residential solar
installations sold
using financing,.

As much as 70%

‘ of new residential
solar installations
originate from

' referrals.

From 2012 to the present, ‘
solar sales companies and
EPC installation
contractors experienced
60% growth year over year.
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AT IS THE PROBLEM?

There is a lack
of Warranty
Reserve.

Warranties consist
of a loosely
assembled basket
of EPC
workmanship
warranties &
manufacturer
warranties of
individual system
components.
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Service is an
unfunded cost
center.

The existing
warranty reserve
isn’t properly
allocated to
service with crews
or trucks dedicated
to service.

TPOs are
incented to sell
versus maintain.

Valuations depend
on a full pipeline of
new residential
customers with
strong FICO scores
into structured
funds that
monetize tax
credits and cash

flows.

$

The ITC does not
incent system
maintenance.

Investment Tax
Credit is worth
30% of the value of
the system and
only allows for
selling, designing,
procuring,
permitting and
installing system,
not maintaining.
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Solar is an
nascent
market.

The maturing-but-
still-volatile
residential solar
industry landscape
is rife with mergers
and insolvency.
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Inefficient

_ Time Lost on
Reaction to Multiple DAS
Service Issues Platforms
Inaccurate S Seasonal
Accounting Variability in

for Costs Response Time
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Aggregate all DAS Automated Ticket
onto a Single Creation and
Platform Prioritization

a
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Desktop
Resolution and
Remote
Diagnostics

Work Conforms to Analysis, Insights

Flat Rate Pricing & Process
and Approved SLA Improvements

A

Performance
Guarantee

Work Order
Issuance with
Clearly Defined
Scope




WHAT IS THE RESULT?
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Stable and
Predictable
Costs of
Service
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Risk Shifted
to a Third
Party
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Installer and
Financier
Focus on Core
Competencies.



