
Accelerating Adoption of Renewable Energy With Technology

Using Technology For  Quick And Accurate Sales Proposals
As the c l ient  was scal ing the i r  sa les team, they needed the abi l i ty  to
generate accurate sa les proposals  consis tent ly  wi th  deta i led
return on investment  for  the i r  customers.

Exis t ing so lut ions e i ther  over  or  under  promise the return on investment ,
too hard to  use to  bu i ld  system designs,  or  s imply  not  accurate.

Af ter  understanding the problem, we bui l t  a  web-based so lut ion that
would download h igh-resolut ion roof top imagery for  a
g iven house and us ing NREL's  API ,  took the sunl ight ,  weather  data in to
considerat ion.  The system a lso in tegrated wi th  ut i l i ty  data and us ing
SAM's models  in  C++,  bu i l t  an accurate system that  would predic t  the
system product ion.

We a lso bui l t  a  too l  to  a l low a sa les rep to  qu ick ly  des ign a roof
layout  des ign wi th  a c l ick  of  a  but ton.  This  he lped them to remain
accurate wi thout  get t ing bogged down in to low- level  deta i ls  o f
system design.

The system generated a proposal  expla in ing return on
investment  and sav ings over  the next  25 years.  Now,  wi th in  30
seconds,  an accurate sa les proposal  can be generated for  any new
customer.  Later  on,  we in tegrated bat tery  and demand
charges as wel l  to  he lp customers get  a  bet ter  re turn on the i r  so lar
investment .

Using Technology For Quick And
Accurate Sales Proposals

Founded in 2008, the client is an A+
rated leading solar company based in
the USA. They offer customized solar
solutions to residential owners,
helping them to go green and taking
charge of their personal energy
consumption expenditure.

As they started to scale their
operations, they were looking for a
software to automate their processes in
order to accurately build personalized
sales proposals quickly.
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Once the sales associate would convince
the customer to buy, the customer would
often look for f inancing options. They
wanted to see various financing options
from multiple lenders. JTC integrated two
leading solar f inancing banks into the
workflow. Once the sales proposal was
accepted by the customer, with a click of
a button, the sales rep can init iate a
credit check as well as a loan application
for the solar system.

This increased the closure rate and
improved customer experience. We also
integrated e-signature solutions l ike
DocuSign so customers can complete the
process and sign all the contracts without
leaving their computer. Buying solar
became as simple as buying a thing from
Amazon.

Financing Solar Systems
with Just a Click

As the number of solar installations
increased, JTC worked with the
operations team as well.

We built a sync engine to sync all the
data from the application to Zoho CRM as
the
operations team was largely on it. This
allowed operations to adopt this system,
gain efficiency without changing their
habit.

Simplifying Sales
Commission

Realtime Tracking of the
Installation Progress
Solar installation is a process that takes
2-3 months as there are multiple steps
involved. During the processing time, the
client's customers were not able to get
the reports about the overall progress
being made.

Our team came up with a product that
made it easier for the customers to track
the progress. We introduced real-time
reporting mechanisms to the customer
application that was developed by us
previously.

Easier Data Management
and Navigation

Client Centric
Transformation

Deeper Integrations

World-Class
Engineering Team 

The team would spend on an average ~1-
2 days a week in order to calculate the
sales commission for their sales, not to
mention the custom commission
calculations for various sales teams.

Our engineers worked with the client to
model their commissioning structure and
built a tool to calculate the commissions
on a weekly basis. The system also
generated a report that would be sent to
the finance team once the commissions
are approved and eventually got paid. As
the
number of deals started to increase, their
customer support team started to get
more calls to check on the status of solar
installation.

Solar installation typically can take 2-3
months and involves various steps. We
built another product for end customers
where they can log in to check at what
stage solar installation is and the
expected completion date. This involved
working with various stakeholders and
modeling their operations process.

Technology Stack
Typescript, React, Node, C++,
SAM, NREL, SendGrid, Digital

Ocean, and integration with core
financing system.
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Results:
The software helped adoption and generation of several mega
watts of renewable energy by thousands of houses in the US.
The software also helped save about 3000 hours in creating
sales proposal over last 3 years.


