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Foreword by Andrew David, CEO of Zell Digital 
 
 

Without a doubt, solar is the cheapest and most abundant energy 
source we have. People would have to be crazy not to go solar, 

considering the energy savings and federal tax credits that it offers. 
 

Solar is something that should easily sell itself, and yet our partners still 
face many objections when consulting potential customers. Despite the 
obvious benefits, solar is a competitive industry, and if you don’t know 

how to effectively close your customer, your competitor will.  
 

We resolved to equip all of our partners with the best tools to succeed 
in the field and make the most out of each and every appointment we 
refer to them. After asking our top producing partners what objections 
they faced and what techniques they use to close more deals, the solar 

cheat sheet was born. 
 



It is my honour to be at the forefront of such an exciting industry by 
helping our partners to get more appointments and grow their 

business.  
 

Here’s to your success! 
  
 

 
Andrew David 

 
+1 (801) 516-3582 

andrew@zelldigital.com 
www.zelldigital.com 

 
 

 
If you need sales qualified appointments on demand, Zell Digital has 

you covered. We advertise nationwide and can provide any volume of 
appointments, as per the size of your team. 

 
 

For more information on our services please refer to our website 
 
 

Https://www.zelldigital.com 
 
 

Or book a call directly with Andrew here; 
 

https://www.calendly.com/zelldigital/bookings 
 



t 
Mindset 

 

1. Be captivating 
 

Renowned sales executive Jeff Hoffman, notes that a sales call generally 
lasts no more than 10 to 15 minutes. So captivating a prospect’s 
attention, he insists, requires more than charisma and an eloquent sales 
pitch. Hoffman writes that “Curiosity trumps credibility when it comes to 
sales calls.” That means being able to listen and ask the right questions. 
This will help to establish a rapport that ensures the call lasts longer and 
makes a client feel more receptive to what you’re offering. 
 
Example questions when you’re selling solar installations 
Are you aware that solar panels can significantly reduce your monthly 
utility bill while simultaneously increasing the value of your home? 
 
Did you know that there are government initiatives that can help cover 
the costs of installing solar? 
 
I would be grateful if you could describe your concerns regarding what 
might be holding you back from installing solar panels? 
 
2. Remain disciplined 
 

A successful salesperson doesn’t slack off. At every stage of the sales 
process, they are engaged and mindful. They are enthusiastic and 
adhere to the guiding principles of the sales script. Their follow-up 
meetings are always arranged in a timely fashion, and when they give 
their word regarding the completion of a task, clients can count on 
them to follow through. 
Self-discipline in sales begins with how you take advantage of your 
downtime. If you use the opportunity to improve your overall sales 
technique by signing up for seminars, seeking the advice of experts, 
and reading up on selling you’ll be investing time into rounding out 
your professional skills. 



 
2. Feed your motivation 

 
The best salespeople are enthusiastic about success. But believing in 
the product you’re selling is only half the battle. You can motivate 
yourself even more by scheduling rewards for yourself when you reach 
one of your sales goals. Whether it’s a dinner at an upscale restaurant, 
concert tickets, or a round of golf, if you reward yourself for reaching 
your goals the accomplishment will be even more satisfying. 

 
3. Schedule wisely 

 
Putting off the unpleasant parts of your job will only result in anxiety 
and chaos. If there’s a task waiting for you that stresses you out, 
accomplish it at the beginning of your work day. It will put your mind at 
ease by getting it out of the way. Once you’ve wrapped it up, the rest 
of your workday will be easier and more productive. 
In an interview with Forbes, Michael Kerr, an international business 
speaker and author of six books including Putting Humor to Work, says 
that many people feel that their brains function best in the morning, 
and that the early part of the day is when they are most creative and 
productive. Kerr says: “Consider whether you are making the best use 
of your brainpower and plan ‘high brain’ activities in the morning.” 
 

4. Remain positive 
 

Let’s face it, as a salesperson rejection is part of the job. People are 
going to say no, hang up the phone, and slam the door on you all the 
time. But developing a thick skin and using rejection as a motivation 
tool can really improve your sales potential. 
 
 

 



 

Discovery Call 
 

 

Hello is <Customer Name> available? 

Hi, my name is <Your Name>, from <Your Company>, I can see you’re 
interested in getting a no money down solar system, will this be your 
first time? 

Sounds good! Unfortunately, not every home qualifies, so I just have a 
few quick questions... 
 

1. What do you think your average electricity bill is? 
2. What electric company are you with? 
3. Do you have any plans on moving or selling your home in the next 

5 years? 
4. Are you currently working or retired? 
5. Are you above or below 70 years old? (If they sound young you 

do not need to ask) 
6. Is your household income above or below $60,000 per year? 
7. Because we would be installing the solar at no up-front cost to 

you...They do require that you have a credit score over 680.  Do 
you believe you have a 680 credit score or higher? 

8. Ok great, and no bankruptcies, foreclosures, or past due medical 
bills in the past 3 years? 

 

Great <Customer Name>, it does look like you would benefit from this 
and would qualify, so the next step is to get you set up with a no 
obligation energy consultation.  It only takes 45 minutes and we’ll walk 
you through an energy savings proposal. 



This will give you a better idea of what you are paying today for 
electricity...How much you would save by going solar...And your total 
savings over the life of the system. 

This way each homeowner can be educated in black and white 
specifically what they would save and potentially earn if they decided to 
go solar. 

 
 
 
Would you be open to us coming out to the home around your 
schedule to explain your savings and the program? 
 
SET APPOINTMENT 
 
Great! 
 
Now is it just you in the home or are you married? 
 
If yes; 

Since you are married we would want to set up a time that both you 
and your husband/wife would be available, so that we could answer 
both of your questions and explain the savings to the both of you. 

Now are mornings, afternoons, or evenings typically best to get the two 
of you together? 

Great, where are you located exactly? 

I’ll be in your area around 5pm today, does that work for you? 

We will arrive within a half hour window and then from the time we 
arrive the appointment will take approximately 45 minutes. 
 
Is this a home phone or a cell phone? 
 



Now if we come out to your home and show you a savings from day 
one without using any of your own money and can save you tens of 
thousands of dollars over the life of the system...Is there any reason that 
you can think of that would prevent you from moving forward? 
 
Great! So I have you down for <Date & Time>.  We will call you the day 
before to confirm.  I want to thank you for your time and look forward to 
presenting you your energy savings proposal. 
 

 
 

Handling Objections 
 

We’re looking to sell our home in a year or so… 
 
Great, solar typically appreciates your property value by 15% and sells 
20% faster than non-solar homes! 
Let's build a system that works with your future plans. Do you have a 
recent utility bill available or do you pay online? 
 

I Can’t Afford Solar… 

If you can afford a power bill, you can afford at least half of what your 
power bill will cost, which solar, at the very least, makes possible. 

Some of our customers even generate enough electricity for their house 
and then sell the excess back to the grid for profit! 

Or you can even pay off part of the system with our referral program. 
Several of our customers have made $2,000 just by giving us 3 referrals 
that installed with us. 

I’m Refinancing My Mortgage on My Home… 

So, you’ll be paying less over a longer period of time, and therefore are 
likely have to pay a higher interest rate, which will require you to either 



change your lifestyle or save more money. Even if the refinancing saves 
you money, you can use the leftover change to help pay for a solar loan. 
Solar is one of the few ways that you can passively save money. 

I’m Getting a New Roof… 

Replacing the roof is something that will happen when you get solar. 
The conservative lifespan of one of our systems is 30-40 years, and, for 
instance, an asphalt shingle roof should be replaced every 25 years. 
Because of this, we offer to remove the system for the cost of labor 
whenever you need to replace your roof. Just to clarify, this is not a 
service that we or other solar companies profit from. So, the roof will be 
able to support the panels. That’s a good thing. If you bought the 
panels and had put them on top of a bad roof, you’d have to do a take 
down and reinstall. A new roof ensures you get the maximum ROI on 
the panels themselves. 

 

I’m Not Sure Whether I’m Interested… 

May I ask you one question? Are you satisfied with paying $1-2k every 
year to the power company for the rest of your life? If you’re 40, that’s 
$52,500 dollars on average. Most people don’t think this is something 
they can change. Can you imagine if you saved or invested that money 
instead? You can, but if you are satisfied with this situation, then I don’t 
think solar panels are right for you. 

 

I Have Too Much Debt… 

Well, do you know what your credit rating is? If they say it’s over 670, 
the debt is not too much to have affected their credit score, which 
qualifies them for solar energy. Or, ask them a simple question: What 
exactly is debt to them? You are currently in debt to the power 
company. You are forced to make a monthly payment for energy. At 
least when you get solar, you are only in debt for a few years, as 



opposed to forever with the power company, and every single time you 
turn on a light switch.  

 
I’m Moving… 

Where to? And in what time frame? Depending on the time frame, a 
full-service solar company licensed in the area can either wait to 
schedule your install at a new property or do the install, take down, 
then reinstall.  

 
 
 

Solar is Too Pricey/I Don’t See the ROI… 
 
It all depends on what system you use. Some people just want to lower 
their energy bill, while others actually want to do that and also sell 
power to the grid for profit. There are many options to consider, so it’s 
worth discussing to see what would be ideal for you. 
 

What About the Tariff… 

There’s yet to be a profitable solar company who’s raised prices on 
imported solar panels because of the tariff, therein passing the 
increased price of it on to its customers. A debt-free company like 
<Your Company> for instance, won’t raise prices, even on it’s top-tier, 
German-engineered solar panels and inverters. 

 

I Thought it Was Free… 

Solar is an investment which, like any good investment, makes you 
money. Making money is always better than not spending it, which is all 
that any free item gives you.  



There are some companies that do free solar panels, but we do not 
recommend that. Let me explain why. “Free” panels are really “leased” 
panels, so companies that do these systems don’t actually give you the 
panels. Instead, they own the panels, put them on your roof, then 
charge you for the power they produce. The solution we recommend is 
to purchase the panels through financing them (if you can’t pay with 
cash). After about 12 years, you own them and the energy they 
produce. 

Your power bill will fluctuate, increase over time, and be there forever. 
A solar bill remains at a steady amount for a few years and then you 
own the system, no more power bill. 

Sunlight is free, but the solar panels and setup themselves are not. And, 
if you are connected to the grid, you will still have a small power bill no 
matter what. Remember, there’s a difference between going solar for 
zero down with no upfront payment and going solar for free. 

 

Closing Technique 

 
1. Now or Never 

 
2. Summary 

 
3. Sharp Angle 

 
4. Assumptive 

 
5. Takeaway 

 
6. Question 

 
7. Soft 



 
 
 

1.  Now or Never 
 

Make a last minute offer that includes a special benefit that prompts 
immediate purchase. For example: 

• “This is the last day before raise our prices” 
• "We’ve got a 5% discount just for customers who sign up today.” 
• “If you commit to buy now, I can fast track you to the front of the 

installation queue.” 

This technique works because it creates a sense of urgency and can 
help overcome inertia when a prospect wants to buy -- but for some 
reason isn't pulling the trigger. Of course, you should always establish 
value before offering a discount or promotion. 

 
 

2. Summary 

 

Reiterate the items the customer is hopefully purchasing (stressing the 
value and benefits) in an effort to get the prospect to sign. For example: 

“So we’re going with the 6.5 kw, free delivery and installation service. 
When would be a good time to deliver?” 

By summarizing previously agreed-upon points into one impressive 
package, you're helping prospects visualize what they're truly getting 
out of the deal. 

 

3. Sharp Angle 



 

Prospects often ask for price reductions or add-ons because they know 
they have the upper hand -- and they also know you expect it. If you 
have approval from your sales manager to do so, try the sharp angle 
close technique to catch these prospects by surprise. 

When they ask, "Could you add on a few panels at a discounted rate?" 
reply, "Sure. But if I do that for you, will you sign the contract today?" 
It's likely they won't be expecting this response -- first, because you 
agreed to their request, and second, because you've proposed closing 
today. 
 
 

4. Assumptive 
 
 
What's important here is to closely monitor your prospect's interest, 
engagement, and objections throughout. After a call or meeting, ask, 
"Did this presentation align with your expectations?"  
 

By keeping your ear to the ground -- and assuming good intent from 
the start -- you'll bring an authority and direction to your sales process 
that wouldn't be there otherwise. 

 
5. Take away 

 

If you have kids, you've likely noticed if you take a toy away from them -
- they'll want it more than ever. Use this similar psychological practice 
on your prospects. 

If they're balking on price, remove a feature or service and present the 
discounted offer to them. It's likely, they'll be thinking about the part 
you removed rather than the discounted price. 



 
6. Question 

 

To achieve these two foundational goals, it's imperative that reps ask 
prospects probing questions. Effective salespeople focus on closing a 
sale as soon as a conversation with a prospect begins. Through a series 
of questions, they develop desire in the client and eliminate every 
objection to purchase. 

One can even close the sale in the form of a question, which allows the 
rep to address outstanding objections while gaining a commitment at 
the same time. 

For example: “In your opinion, does what I am offering make sense to 
you?” 

The question allows you to discover whether the prospect is sold on 
your product while keeping the door open for further selling. If the 
answer is ‘no’ it remains their opinion (not yet the truth), thereby 
allowing you to continue to sell. If the answer is ‘yes,’ then signing on 
the dotted line is the next step. 

Here's another question close: “Is there any reason why we can't 
proceed with the installation?" 

This question asks either for closure or more information as to why the 
customer isn’t quite convinced. It’s win-win. 

 

7. Soft 
 
The soft close is a way to show your prospect the benefit of your 
product and then ask a low-impact question to ascertain whether 
they'd be open to learning more. 

 
 



For example, "If I could lower your bills by 30% would you be happy 
with that?’’ 
 

You've clearly stated the benefits without making any demands or 
sudden requests. 

 

 

 
 
 

 

 
 
 

 


