Phone Script

Notes:

Always have two times available.

Have your story ready (use the same ones every time)

Practice this! The more natural yousoundthe better. Youwant it to be conversational.

The goal is to schedule the meeting. That is all you’re selling. 10-15 minutes. If theyseemvery
interested, feelfree to qualify it on the spotand follow SIMPLE process.

Hi! Mynameis . Canlpleasespeakwith__ (name/owner/facilities manager/)?
| am calling in regards to the facilities audit | am schedulingforthem.
When talking to FM/Owner:

“Hello! My nameis____ fromVerde Solutions. | am reaching out because according to our
records, it looks like you have not completed a facilities audit to obtain your ComEd lighting rebates and
incentives. | am schedulingvery brief site visits in your area to be able to setyou up fora
complimentary lighting audit so we can provide you a report of how much (ComEd/ utility
company) is paying you to make the switch.

Has your company made any changes to your lighting in the last 60 days?
—>”Yes-We have done an upgrade already.” (Dig to seeif it really is LED)

2> Awesome. Soyou’re whole facility is already upgradedto LED? (the goal hereis to see if they
really have LED or if they are thinking they did when they really have fluorescents.)

—>Yeswe have done an upgrade already-confirmed itis LED

—>That’sgreat! It looks like you guys are into saving money and being energy efficient! Have
you had someone provide you any info on the solar energy opportunitiesinlllinois? They are
pretty amazing, some systems are getting 70% of their systems paid for. Since | will be in the
area this week forsome appointments, | will stop by and drop off some information for you. If
you’re interested in learning more, we can always set a meeting at a time that works foryou!
How does thatsound?

2>”No.” = That’s great! This is the very bestyearto obtain the ComEd rebate program as it has
increased forthe first time in a verylong time. These rebates are temporary and I'd hate for you to lose
the opportunity to see what you qualify for. | am going to be out in your areanextweek. lonly need
about 10-15 minutes of your time to take a look at your facility and run through some brief questions.
How’s next Tuesday at 3pm?



OBJECTIONS OVERTHE PHONE: USE PAATS: PAUSE-AGREE-ASKA QUESTION-TELLA STORY-SET THE
MEETING

= “I'mtoo busy”
Pause.

Agree. lgetit! | am sure youhave many otherthingsto worry aboutin yourday. Time is
money. People are busy. This is why we keep ourinitial meetings very short and to the point.

Aska question. If mornings are easier, | can make 9am work. (pause)

Tell a story. Sometimes we even wrap up faster-just yesterday | was able to qualify
___company__ forthefree programin 7 minutes! Andit looks like they may be gettinga huge
payout.

Setthe meeting:Itis just a few questions | needto coverand a brief look at what you have in
place. Can we shoot for Tuesday at 9am instead?

- “I'mnot interested”
Pause.
Agree-l can appreciate that! Mostof myclients felt the exact same way.
Ask a question. Have you everheard of someone use the program before?

Tell a story. My client, Cindy at the YMCA had no interestin doing this project. Once she saw
that they qualified for $5,000 in free money she was happy to share that with the board. Every
little bit helps and now they are saving $1,000/month. I'dlove to see whatyou qualify for. It’s
free foryou to see your benefits.

Scheduleit. All I needis about 10-15 minutes minutes next Tuesday at3pm. Canl schedule you
then?

- “We don’thave a budgetforthat/ Can’tafford it/ Too expensive”
Pause.

Agree: You are absolutely right, most businesses have many projects they already have to pay
for.

Aska question: Did you know that many businesses are able to complete these projects with no
money out of pocketand even cash flow?

Tell a story: | justcompleted a projectat the KenoshaYMCA, and they didn’t spend a dime of
their own money. Infact, they were able to get their whole project paid for through the rebates
and savings. Now they cash flow $600 a month.

Scheduleit: It would be pretty exciting if we could get youset up the exact same way. The first
stepis our brief site visit. Canwe shootfornextTuesdayat 3pm?



- “We already have someone working on this for us”
Pause.

Agree:That’sgoodto hear! I’'mglad you guys are already lookinginto this. The benefits are
great!

Ask a question: Are youonly looking into one company? Or are you opento multiple bids?

Tell astory: Myclientat __ , wasworking with their own electrical contractor. The bid he
ended up getting was not exactly what they were looking for and was actually going to create a
lot of the same issues with replacing lamps often. He had no clue until he looked at our
comparing bid. It provided him a lot of clarity and it turned out what we proposed is exactly
whatthey were looking for. He also really liked our full turn key operation we provided.

Schedule it: It would be only a benefitto youto see whatanothercompany can provide. All |
needis 10-15 minutesto start. Can we meetnext week on Tuesday at3pm?

= “I'mtired of you energy people calling my business/You’rethe 5% call I’ve gotten about this already!”
Pause:

Agree: | canimagine! There are so many people like myself trying to help businesses like you
obtain their benefits! It's literally FREE money beingleft on the table. And it will run out.

Ask a question: Did you know that our initial consultation, audit and reportis absolutely free?
You get all this information at no cost to your business!

Tell a story: One of my favorite clients actually cursed at me overthe phone when we first
spoke! She was having a bad day, but | ended up helping her out and now they save $1,000 a
month with our program. Now she thanks me all the time!

Scheduleit: Attheveryleast youcan seeyourbenefits. Takeit or leaveit! Can we meetfor
about 10-15 minutes next week? How’s Tuesday at3pm?

—>"What’s the catch?”
Pause:
Agree: | agree it seems like there would be. Nothingis free anymore!
Ask a question: Did you know bids do not cost the client any money?

Tell a story: All my clients, whetherthey switch to LED or not they are gratefulto know what
they qualify for. At the end of the day, they know where they stand and what type of savings
they are able to gain each month.

Schedule it: The only way | can know where you stand is by taking a look at your facility and
going through some brief questions with you. It’s of no cost or catch to you! How’s Tuesday at
3pm?



- Yes, Tuesday 3pm s good.

Great! | justneedafewitems. First, whatis a good email for you? | will send you my contact
info, a calendarinvite and some info on our company.

Also, please have a copy of your electric bill on hand, that will be helpful. This will allow us to
see yourcurrent rate and usage to provide you a custom quote.

Do you have any questions? Great. See you next Tuesday at3pm! Goodbye! Send calendar
invite and an email.



