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Pay for Performance Compensation Strategies 

Evolving Sales Processes and the Role of the 

Energy Audit 

Customer Acquisition—What’s Working & Some Big 

Company Insights 

Rising Importance of Differentiation 

Value of Peer Groups

Standout Topics/
Presentations in the 
Business Track
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PAY FOR PERFORMANCE 

HALCO ENERGY  
ROCHESTER, SYRACUSE, ITHACA, NY
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STATE OF THE ENERGY AUDIT 

IDEAL AIR CONDITIONING, PHOENIX 

ECO PERFORMANCE BUILDERS, CONCORD, CA  



Home Performance Sales
Without Audits or Too Much Building Science





Sales Process

Audits vs Walkthroughs

Audits showed $X/hr of revenue generation

Walkthroughs showed $Y/hr of revenue generation

The scope of work was still what we wanted for the 
company

Easy decision.
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1. Strong Pre-qualification via Phone 

2. Site Visit/Walkthrough—Experienced Sales 
Staff 

3. Proposal and Signed Contract 

4. Paid Visit After Contract & Comprehensive 
Report—Technical Person. Manual J, Duct & 
System Design, Blower Door, System Selection 

5. Post-Job Test Out and Measurement

A Change in the Order 
of Things  
(Peter’s Interpretation)



What, How, Why and Pictures
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Hard to Argue with 
Success

• Average Job Size: $38,000 

• Envelope, Full Electrification (heat, air, water), Ducts 

• Booked Out 9 Months



Energy Circle Webinar Series  | April 24, 2024



NEW CUSTOMER ACQUISITION 

HOMEWORKS, MA, CT, NY 

ALLIED ENERGY EXPERTS, NJ 

SNUG HOME, MI  
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• 2 of 3 are Large Companies—Significant Marketing 
Resources 

• All 3: Diverse, Integrated Campaigns and Agility 

• Structured Referral Programs Strong 

• Some Traditional Tactics are Working 

• Direct Mail* 

• Door-to-Door 

• Neighborhood Aggregation 

• Community Events & Tabling—Brand Ambassadors 

• Municipal Partnerships 

• Marketing % of Revenue: ~6-7% 

Summary of the 
Session  
(Peter’s Takeaways)



GROWING IMPORTANCE OF DIFFERENTIATION 
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HOW DO WE WIN THIS JOB?

Your Quote Competitors Quote

21.5 SEER 1 ton Fujitsu ducted heat 
pump, 4 supply registers, 1 return 
grill, new R8 flex duct system.

$14,856

Attic Insulation Removal, Air 
Sealing, Reinsulation

$7,707

Airseal uninsulated portions of 
subfloor

$4,735

Upgrade electrical service to 
support home electrification

$5,805

TOTAL $33,103

17 SEER 1.5 ton Daikin ductless mini 
split system (2 indoor heads)

$7,447

Upgraded electrical service $6,241

TOTAL $13,688



Marketing Changes—New Competition 

Quality  
Contractors

Concierge 
Directories 

(Clean Energy Connection, Yelp)

Utilities & Efficiency  
Programs 

Lead Sellers 

Special Financing 
Models 

Entrepreneurial  
Contractors 

SPAM 
“Contractor”  

Websites 
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Differentiation Across the Funnel

26

Getting the Call 

Closing the Sale



VALUE OF PEER GROUPS 
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PEER GROUPS 

• Non-competitive service areas 

• Similar, but not exact, business 
models 

• Meet 2X/year on site at one 
company 

• Deep dive—interview staff, 
witness rollout, sales calls, job 
sites, feedback session 

• Also: FUN

Interested? Contact Me--peter@energycircle.com  
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QUESTIONS? 

Peter Troast  
peter@energycircle.com  


