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[Presenter: Monica Andrews]
Slide 2, Title: Today we will be discussing the SunShot Prize: Race to the Rooftops.  This is the first webinar of a series that will be centered on the SunShot Prize. During this webinar, we will provide an overview and guidelines for teams that are interested in competing for the prize.

Before we get started, let me introduce myself and others here who will be presenting today’s webinar.  I’m Monica Andrews and I work for the Department of Energy’s SunShot Initiative in Washington, DC.  I also have with me Adam Cohen and Ammar Qusaibaty, my colleagues at the SunShot Initiative who will also help to answer questions and provide guidance on the details of the SunShot prize. 

To retain call quality, attendees will be on listen-only mode. I have one other housekeeping announcement to make, which is to let you know that the information presented in this webinar does not change any of the information that is provided in the official SunShot Prize rules document that can be found .eere.energy.gov/solar/sunshot/prize.html. 
The purpose of this webinar is to clarify some of these rules and to provide further motivation for competing in the race to the rooftops.  Let’s get started. 

Slide 3, Agenda: Here is a quick overview of what we’ll be covering during today’s webinar.  First, we’ll go over the reason for why DOE is sponsoring a SunShot Prize. Then we will delve into the details of the prize goals and targets, how you can participate, installation specification and how the competition submissions will be judged.  Finally, we will allow some time at the end of this presentation to answer some questions.
Slide 4, Section 1: Prize Motivation: Let’s start with the motivations for a prize. For this section, I will pass the microphone to my colleague, Adam Cohen, who will discuss the business case and reasons for having a prize.
[Presenter: Adam Cohen]

Slide 5, Potential Market Opportunity: Thank you, Monica. Let’s take a moment to perform a back-of-the-envelope calculation regarding today’s solar market and the potential for future growth. There are approximately 100 million households in the United States. Most estimates agree that the majority of these households, or about 75 percent, will not be able to host rooftop solar for various reasons: be them location, too much shading, and renters and condo owners who may never be able to install solar.  This leaves a remarkable 25 million rooftops prime for solar, even before considering the non-residential sector.  

Today, only a handful of this massive potential has been met. What if solar broke out of this one-percent club?

 We’re talking about a market of tens to hundreds of billions of dollars. If one in ten adopts solar, and if rooftop solar system prices average $10,000, that’s $25 billion. If one in two households adopts, more than one hundred billion dollars is at stake. The question remains: How do we break open this potential? 

Slide 6, Costs and Trends:  Today, the costs underlying solar residential systems are split evenly between the hardware and the non-hardware, or soft, costs. The hardware includes the solar panels, installation equipment, and electronics.  The soft costs include labor, permitting, inspection, financing, and customer acquisition. While there’s a significant year-on-year decline in the cost of solar panels and other hardware, the total system prices have remained much more resistive to change. Over the last five years, photovoltaic module prices have dropped an extraordinary 25% per year.  Over the same period, on the other hand, the total install price has fallen only five percent per year.  Why has the price of a total system not declined as fast as the price of the hardware? 

Clearly, soft costs are the x factor. Soft costs are now the greatest barrier to moving solar mainstream. The Race to the Rooftops SunShot Prize is aimed specifically at unlocking the market potential by lowering soft costs.

Slide 7, SunShot Initiative: The SunShot Prize is a part of the Energy Department’s SunShot Initiative, a program to reduce the total cost of solar by 75% so it can be competitive with conventional energy sources by 2020 without subsidies - such as coal, nuclear, and natural gas. Setting and meeting this grand challenge will help diversify our nation’s energy mix.

Under the SunShot Initiative, the Energy Department supports a broad array of efforts aimed at reaching this ambitious goal: from research on advanced solar materials to moving the most promising ideas out of the lab to scaling up manufacturing efforts. 

Slide 8, SunShot: Tackling Soft Costs: The SunShot Prize joins the Energy Department’s complementary efforts focused on tackling solar soft costs. Here’s just a subset of these programs: 1) The Rooftop Solar Challenge supports teams across the country, representing state and local governments, working to reduce administrative barriers by streamlining, standardizing, and digitizing. 2) Our Plug and Play research program seeks the development of innovative technological solutions to reducing soft costs, by wholly re-imagining the way in which homeowners buy, install, and operate rooftop solar systems. Next, the highly-successful SunShot Incubator challenges the ingenuity of America’s small businesses to make solar more affordable and available. This year, ten programs were chosen that specifically tackle soft costs. The Solar Instructor Training Network helps fulfill a critical need for high-quality training. And finally, with collaboration from the National Renewable Energy Lab, the Energy Department performs an annual survey of solar installers to track soft costs. This survey provides valuable feedback into the soft cost trajectory and how to perform course corrections in our journey toward reaching the SunShot goals.
Slide 9, Why a Prize: So, why the SunShot Prize? Prizes inspire us to reach new heights. For centuries, incentive prizes have been spurring innovative solutions to the grandest challenges of their day. In 2014, we will celebrate the three hundredth anniversary of the birth of the Longitude Prize – a competition to accurately determine a ship’s longitude. Charles Lindbergh made the first non-stop transoceanic flight in 1927, motivated to win a $25,000 reward. Driverless vehicles and low-cost space flight have been triggered by DARPA’s Grand Challenge and the Ansari X Prize. The SunShot Prize continues this long tradition.

Like these other prizes, the SunShot Prize sets measurable targets but does not prescribe one specific approach. It doesn’t rely on a silver bullet to reduce solar soft costs. Instead, the hope is to inspire a new class of innovators to team up, in order to identify new possibilities and new opportunities.

[Presenter: Monica Andrews]

Slide 10, Section 2: Goals & Target: Thanks, Adam. Let’s now discuss the overall goals and targets for the SunShot Prize. 
Slide 11, Tipping the Scale: Soft costs have been weighing the market down. They’ve been hovering around $3 per watt for the last 5 years. Let’s leverage a series of smart and sustainable solutions to shed these barriers.
Slide 12, Tipping the Scale 2: We can tip the scale and reach one dollar per watt soft costs. The SunShot Prize creates the right conditions to inspire America’s businesses and communities to make it faster, easier, and cheaper to install rooftop solar. The Prize primes the market for subsidy-independence. One dollar per watt soft costs is the tipping point.
Slide 13, Target and Prize: Any team that takes on this challenge will have to prove in two phases that it can deploy 6,000 small scale installations at an average $1/W pre-subsidy for soft costs using sustainable business solutions. The first three teams to succeed will take a total of $10 million in cash. The first team will take home total $7 million in cash when completing Phase I and Phase II successfully. This team will be titled the Winner of the SunShot Prize: America’s Most Affordable Rooftop Solar.  
Slide 14, Eligibility: Now, let’s shift gears and discuss who’s eligible to compete. Ammar will walk us through these. 

[Presenter: Ammar Qusaibaty] 
Thank you, Monica. There are eight conditions that teams need to satisfy to qualify. Let’s get started… 
Slide 15, Team Eligibility, Part 1: In order to be eligible for competition, each team must have a team lead. The team lead should be a single legal entity that is responsible for representing all team members. The team lead must also be in good standing with their jurisdiction of organization or incorporation, it must have a valid bank account that can transact in U.S. dollars and finally, it must be insured or self-insured. 
Second, teams should name all their members, especially the members that have contributed significantly to their efforts. This is essential for validation and auditing.   
Third, every team member has to be either a U.S. legal entity or a foreign legal entity with an officially recognized place of business in the U.S. 

Number four, local governments, state governments or local authorities may participate as a team member but cannot be a Team Lead.
Slide 16, Team Eligibility, Part 2: We have another set of conditions…

Condition #5: The Team Lead should provide a proof of general liability insurance of $1 million per incident and a $5 million umbrella policy. Team members should also indemnify the U.S. government against third party claims for damages related to the competition.
Condition #6: Team members must agree to bear all risks and hold the federal government free of all claims or demands related to the prize. 
#7: All documents and information must be in English and all monetary figures should be in U.S. dollars. 
And finally, the teaming agreement: Team members have to agree to operate according to a teaming agreement signed by all team members. We outlined more details about the teaming agreement in the rules.  Please take a look at that, and pay attention to it. 
[Presenter: Monica Andrews]

Slide 17, Section 3: Installation Specifications: Thanks, Ammar. The purpose of the next section is to provide a high level overview of the required specifications for installations. Pages 6-11 of the SunShot Prize rules document contain more details, if you are interested. You may also review our frequently asked questions posted online for additional clarification. With that Ammar, will you please walk us through the installation process?  

[Presenter: Ammar Qusaibaty] 

Slide 18, Installation Specifications: This is the exciting part! There are 18 specifications for installations. But they can easily be grouped into three main areas that build on top of each other: technical, financial, and business sustainability specifications. 
The technical specifications include system size, type, and performance. 

Financial specifications deal with total price, hardware costs, and soft cost distribution.    

Finally, each team must demonstrate business sustainability using several metrics that we will also discuss in this section. 
Slide 19, Technical Specifications, Part 1: There are 10 technical specifications. 

1) The minimum number of installations is 6000 rooftop photovoltaic systems, broken in two phases. Phase I requires a minimum of 5000 systems, and Phase II requires a minimum of 1000. 

2) Each system must be grid connected, rooftop mounted on a habitable place such as a residence, a business, a school, or a hospital.  The size of each system may range between 2 to 15 kilowatts.
3) Systems must BE completed on or after the registration date. This means that each system has to have a unique interconnection with a valid interconnection agreement from the local electric utility dated on or after the team’s registration date. Each team selects its own performance period and region, according to the following parameters:  

1. Performance period is any continuous duration starting with the team’s registration date and ending on or before December 31, 2014. To give an example, assume a team registers on May 1, 2013, the team decides to complete all its installations between June 1, 2013 and April 1, 2014. Systems must be completed during this period.
2. A performance region is a team-selected set of counties and county-equivalents to be considered in a Prize submission. All installed systems in a performance region must be included. For example, if Team A operates IN one hundred counties across the nation, but chooses fifty counties in their Prize performance region, than all of Team A’s installations in these fifty counties have to be included in their submission, without exception.   
As far as permitting, inspection and interconnection, all systems have to be permitted, inspected, and grid connected according to all applicable rules. 

Slide 20, Technical Specifications, Part 2: Now we have a 2nd part of technical specifications. Five of them…  

Now we will discuss the highlights. Key highlights regarding system performance. As part of each individual installation, projected energy generation figures should be provided to the customer.  Each system’s actual monthly generation should also be monitored. Now, the deviation between the projected and actual numbers should not exceed 25%. We show in Exhibit A of the SunShot Prize rules document how to calculate this deviation.   

Let’s talk about safety.   We require that all components be certified according to UL 1703 or IEC 61730 or other comparable standards.   

In addition, systems must have warranties for output, workmanship, AND installation. 
Installations should also be covered under construction insurance packages required by local authorities. 

There are special rules for third-party owned systems. In this case, each system should also be insured for the duration of the off-taker’s lease or power purchasing agreement and be covered under operations and maintenance contract.  

These are the key highlights of the technical specifications for installations. If you have questions please email us or visit our frequently asked questions online. 
Slide 21, Soft Cost Equation: Let us shift our attention to key financial specifications. The target of the SunShot Prize is to demonstrate an average pre-subsidy $1/W for soft costs using sustainable business approaches. So it is essential to calculate this value accurately. Two important values to remember: The first is Total Sales Price, and the second is the hardware costs. The soft cost is simply the difference between these two values. 

The Total Sales Price for an individual system is the Pre-Subsidy Price that includes all hardware costs and non-hardware costs.  

Depending on the system there are two ways to get this value:   
Case I:  If your system is a Host Owned System, The sales price is the total pre-subsidy price paid by the customer. 

Case II: If the system is a Third-Party Owned System, then it gets more complicated, because we introduce an equivalent sales price. The equivalent sales price is the maximum of the system’s fair market value and its net present value. That is the fair market value reported to authority for the sake of receiving subsidies and rebates, and present value of cash flows generated by the system’s off-taker for the duration of the lease or the power purchasing agreement.

We have provided a couple of useful examples in our frequently asked questions. 

Next, we define the hardware cost for a system as the total pre-subsidy value recorded in an arm’s-length transaction.
Finally, the soft cost is simply the difference between the total sales price and the hardware costs.   

Slide 22, Financial Specifications: The final requirement in this section is regarding the value distribution of soft costs of all your installations. The main requirement is to average $1/W, therefore some values will be higher than $1/W and some will be lower than $1/W. 

We allow 10% of all these values to be greater than $2/W, 5% of the values to be greater than $2.5/W and finally, only 1% to be greater than $3/W.
Slide 23, Demonstrating Business Sustainability: Teams need to realize the $1/W soft cost target repeatedly with sustainable approaches. That means: approaches that do not rely on subsidies and policy-driven incentives. Teams have to prove sustainability in two ways: scale and confidence. To satisfy the scale requirement, we require that successful teams complete Phase II within a 12 month period following Phase I. 

The confidence requirement is unique to third-party owned systems, for which a Subsidy Sharing Program must be put in place. This requirement ensures the viability of the business models in a post-subsidy market.
Slide 24, What about subsidies?: System owners are entitled to claim available subsidies. But as discussed before benefits from these subsidies cannot be used to offset costs or revenues to reach $1/W average. And for Third-party owned systems, a team has to share a portion of subsidies with off-takers. We don’t specify a minimum portion, but by definition, it should be greater than zero. Remember this is an important requirement to the satisfy business sustainability test. 
[Presenter: Monica Andrews]

Slide 25, Section 5: Participation: Thanks, Ammar for providing such relevant information about the prize specifications. Now, you may be wondering how I can participate. Let’s go to the next section to find out. 
Slide 26, Participation Process: This slide shows the general timeline for participation in the competition. There are nine steps in the participation process: 1) Register for the competition. The deadline for registration is October 31, 2014. 2) You will receive a Pre-Submission Assessment from DOE. 3) Phase I Submission, and the deadline for submission is December 31, 2014. 4) Phase I Evaluation, 5) Third-party audit, 6) Phase I Results & Awards, 7) Phase II Submission, 8) Phase II Evaluation, 9) Phase II Results and Awards. Please make sure to take a second look at the start and end dates for the registration and submission steps of the process.

Slide 27, How to Sign Up: We made it easy to signup; just follow the steps shown on the screen: 
1. Visit SunShot Prize webpage  
2. Look for “Getting Started” 
3. Click on “register to participate” 
4. Look for FOA # DE-FOA-0000766 in EERE’s Funding Exchange
5. Find the link 
6. Create an account 
It’s that simple. You can also stay updated by signing up for our newsletter, which is also located at energy.gov/SunShot.  

Slide 28, Evaluating Winners: We will evaluate and audit winners using four types of assessment: 

1.  Submission Review: We will evaluate completeness, compliance and accuracy of 
a. Eligibility conditions  
b. Submitted records 
2. Technical Assessment: We will evaluate and audit: completeness, compliance and accuracy of the technical specifications of installations. This will be done in collaboration with an independent auditing firm.
3. Financial Assessment: we will also do this in collaboration with an independent third party partner to evaluate and audit: completeness, compliance and accuracy, of financial and accounting specifications. 

4. The Business Sustainability assessment:  also in collaboration with an independent third party partner we will evaluate and audit: completeness, compliance and accuracy of business sustainability conditions as discussed before. 
Finally, based on the results of these assessments, a panel of judges appointed by DOE will determine the winners. 
[Presenters: Monica Andrews]

Slide 29, Questions and Answers: We will move into the questions and answers portion of the webinar. We have a few questions, and I will ask Adam and Ammar to answer these questions. 
The first question has to do with the concept paper requirements. The question is “What happens when the team receives a discouraging assessment letter from DOE? Does that mean that the team is disqualified from the competition?” Ammar, would you be able to elaborate on this question?

[Presenter: Ammar Qusaibaty]  
Sure, the simple answer is no, the team is not disqualified. Let me describe the motivation of the concept paper. The goal is to provide feedback early in the competition to reduce overall participation risk. At the outset, a team presents its overall approach for meeting competition targets. DOE will evaluate the concept and assess if it meets the requirements. If it does, then DOE will issue an encouraging assessment letter. But there are no guarantees that the concept in practice will be successful. On the other hand, if there are inconsistencies between a team’s approach and the prize goals, then the team will receive a discouraging assessment. A discouraging assessment doesn’t bar the team from the running but the hope is that the team will reconsider their strategy.
[Presenter: Monica Andrews]

Thanks, Ammar. Some people have asked if they are able to use volunteers during the competition. If a team decides to use a volunteer workforce, does that change how the non-work costs are calculated? 
[Presenter: Ammar Qusaibaty]  

This is a good question, teams may use volunteers but that should be a part of their business approach not just a tactic to win the SunShot Prize. Therefore, a team that’s planning to use volunteers has to prove two things. 1) They must have access to volunteers on a regular basis, 2) It has established programs to recruit and train volunteers. Now, the direct labor costs in this case may be zero but there are still associated labor costs related to managing these volunteer specific programs. These associated costs have to be accounted for and included. 

 [Presenter: Monica Andrews]

That is good to know, Ammar. Now, some people want to know if 5,000 installations are really doable by the end of 2014. In order for teams to reach 5,000 installations by 2014, they need to complete almost 200 installations each month. Does that mean that only big players can compete and how can smaller teams compete?
[Presenter: Adam Cohen]

We get this question a lot. The 5,000 installations requirement may be considered ambitious over the next two years but it’s also attainable. In fact, in 2010 and 2011 there were about 100,000 residential installations in the United States, and the market is growing year over year. Perhaps to win the prize, the teams and installers need to join forces but the demand is there to meet and indeed surpass the 5,000 installation minimum. The real challenge is in scaling the $1/W soft cost target, and not in finding the demand. There is no limit to the innovative market tools that can be implemented when small nimble players pool their resources, such as, group buys or solar cooperatives. Also, the entrance of new market players such as providers of home services, roofers, security companies, and home automation companies, it may be a game changer. 
[Presenter: Monica Andrews]
Thank you, Adam. That’s encouraging news. The next question is from a state office. What are the opportunities for states and local authorities to compete for the SunShot Prize? 

[Presenter: Ammar Qusaibaty]  

We expect and encourage local authorities to be directly involved. There are really no restrictions on participation except that local authorities cannot be the team lead. It’s obvious that administrative processes are a large component of the soft costs, and administrators play an important role in driving cost reductions. We think this is an opportunity for process at the local level, and we hope to see some structural changes that ultimately benefit consumers. 

[Presenter: Monica Andrews]

Thanks, Ammar. We have one last question. Where can I find information about the current soft costs across the United States, and the breakdown of these costs into segments such as permitting, labor, customer acquisition, financing, etc.? Adam would you be able to share your discuss your list of best available resources? 
[Presenter: Adam Cohen]

Slide 30, Resources: 
Sure, so on the next slide here we put together a set of resources that shine a light on the U.S. soft costs. We continuously to update current reports on our SunShot web page, and we encourage others to sign up for email updates to stay informed. In this list of five preliminary things, we have the SunShot Vision Study which was published in February of 2012 which outlines our soft costs and hardware cost targets and residential and commercial scales including all of these balance of systems challenges. Another recent study was performed by SunRun, and it estimates the cost burdens associated with permitting and inspection at the local level. A Rocky Mountain Institute study on near term balance of system cost reduction discusses the possibilities for streamlining business processes. The fourth link here is an analysis from the National Renewable Energy Laboratory that provides a bottom up analysis on soft costs, based on survey data that we talked about earlier. And finally, an intriguing study that was done by Lawrence Berkeley National Laboratory last month that outlines the differences between residential PV prices in the United States and Germany.    

[Presenter: Monica Andrews]

Slide 31, Thank You: This is the conclusion of this webinar. Thank you for attending and participating. If you have any other questions or comments, please feel free to email us at sunshot.prize@ee.doe.gov. We are happy to answer any and all questions! 

Also, keep your eyes peeled for the next SunShot Prize webinar, which will take place at the end of next month.  Thank you again and have a great afternoon!  
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