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MREA	  Overview	  

•  RE	  Educa8on	  and	  Demonstra8on	  
•  25th	  Annual	  Energy	  Fair	  (June	  20-‐22)	  
•  Net	  Zero	  Campus	  (I	  think)	  
•  Accredited	  Cer8ficate	  Training	  	  
•  Midwest	  Solar	  Training	  Network	  
•  Grow	  Solar	  Partnership	  
•  Solar	  Powering	  Conference	  Series	  
•  Offices	  in	  Custer	  and	  Milwaukee,	  WI	  

Source:	  	  www.midwestrenew.org,	  www.midwestsolartraining.org	  	  www.growsolar.org	  	  



Midwest	  Market	  Characteris8cs	  
•  3%	  of	  na8onal	  installed	  capacity	  
•  Of	  that,	  only	  2%	  is	  residen8al	  
•  Fastest	  growing	  market	  (%)	  in	  the	  US	  
•  Rela8vely	  low	  u8lity	  rates	  but	  o\en	  good	  ‘8me	  of	  use’	  rates	  
•  Diverse	  u8lity	  and	  policy	  landscape	  
•  Dominated	  by	  rural	  and	  ‘rural	  hub’	  communi8es	  
•  Strong,	  tradi8onal	  social	  networks	  
•  Diverse	  small	  business	  landscape	  
•  Low	  understanding	  of	  the	  prac8cal	  applica8ons	  of	  solar	  in	  
residen8al	  and	  commercial	  space	  



Undeveloped	  Market:	  	  The	  PV	  Customer	  

Actual	  
•  Has	  heard	  of	  solar	  
•  Generally	  thinks	  it’s	  a	  good	  
idea	  (if	  a	  bit	  expensive)	  

•  Misunderstands	  poten8al	  
•  Confused	  by	  design/install	  
process	  

•  Does	  not	  have	  informa8on	  
about	  finance	  op8ons	  

Desired	  
•  Has	  realis8c	  goals	  for	  solar	  
for	  their	  home/business	  

•  Maintains	  a	  healthy	  
skep8cism	  but	  trusts	  the	  
technology	  

•  Manages	  informa8on	  about	  
finance	  op8ons	  

•  Weighs	  op8ons	  with	  
mul8ple	  contractors	  



Actual	  
•  Costly	  customer	  acquisi8on	  
•  Incen8ves	  are	  fundamental	  
to	  business	  model	  

•  O\en	  chasing	  new	  business	  
opportuni8es	  

•  Caught	  in	  severe	  cycle	  of	  
price	  compe88on	  	  

•  Frustrated	  with	  margins,	  
complexi8es,	  uncertain8es	  

Desired	  
•  Simple,	  transparent	  
business	  model	  

•  Protected	  from	  incen8ve	  
uncertainty	  

•  Knows	  the	  customer	  
•  Manages	  data	  to	  
understand	  market	  

•  Collaborates	  with	  local	  
industry	  stakeholders	  

Undeveloped	  Market:	  	  The	  PV	  Contractor	  



 

 

The	  Power	  Pack	  



Power	  Pack	  Partners	  

•  Local	  Contractors	  
•  Community	  Partners	  
•  Supply	  Chain	  Partners	  
•  Local	  Lenders	  
•  Community	  Colleges	  
•  Outreach	  Partners	  



Power	  Pack	  Providers	  

•  ICC	  Cer8fied	  Installers	  
•  IL	  	  office	  and	  primary	  service	  
territory	  

•  Training	  Standard:	  
•  NABCEP,	  UL,	  or	  graduate	  of	  DOL	  
appren8ce/accredited	  training	  
with	  2	  documented	  installa8ons	  

•  5-‐year	  labor	  warranty	  
•  3	  customer	  references	  
•  Cost	  compe88ve	  



The	  Power	  Hour	  
•  Delivered	  by	  MREA/KCC	  
•  Hosted	  by	  community	  partner	  
•  Free	  and	  open	  to	  public	  
•  Providers	  requested	  to	  aeend	  
•  Content	  includes:	  
•  PV	  market	  trends	  and	  system	  basics	  
•  Performance	  expecta8ons	  and	  cases	  
•  Basic	  system	  economics	  and	  finance	  
•  General	  system	  si8ng	  requirements	  
•  Naviga8ng	  the	  design/install	  process	  
•  Take-‐home	  resources	  



Workforce	  Training	  



Power	  Pack	  Objec8ves	  

•  Increase	  local	  solar	  literacy	  
•  Generate	  and	  qualify	  customers	  
•  Support	  local	  contractors	  
•  Encourage	  compe88on	  
•  Maintain	  standards	  
•  Build	  community	  support	  
•  Develop	  the	  local	  workforce	  
•  Facilitate	  model	  projects	  
•  Replicate	  success	  



Sources:  Bloomberg New Energy Finanace 
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Sources:  Solar Energy Industries Association. 2014. US Solar Market Insight: 2013 Year in Review 
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Source: Union of Concerned Scientists  
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Sources:  Solar Energy Industries Association. 2013. Solar Means Business. 
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Crea8ve	  Destruc8on	  



1.  Dominated	  by	  a	  community-‐
centered	  rural	  geography	  

2.  Local	  manufacturing	  and	  solid	  
support	  systems	  

3.  PV	  currently	  an	  un-‐matched	  
investment	  opportunity	  

4.  Strong	  poten8al	  to	  posi8vely	  
influence	  neighboring	  states	  

Why	  Illinois?	  



The	  Long	  Game	  

•  Build	  local	  market	  
symmetry	  

•  Grow	  community	  
leadership	  density	  

•  Prepare	  for	  a	  local	  
energy	  future	  



Street	  Team	  

•  Power	  Hour	  Street	  
teams	  help	  expand	  
market	  in	  IL	  

•  Promote	  solar	  as	  part	  
of	  our	  clean	  energy	  
future	  

•  Bring	  solar	  to	  your	  
community	  



Street	  Team	  

•  Get	  resources	  from	  
MREA	  	  

•  Deliver	  Power	  Hour	  
presenta8ons	  to	  your	  
community	  

•  Con8nued	  resources	  
and	  training	  from	  
MREA	  
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