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EERE Solar SunShot Incubator Showcase

Good afternoon, everybody. Welcome to the SunShot Incubator Awardee Showcase. My

name is Victor Kane. I'm the program manager for the SunShot Incubator Program and

I'm glad you could all join us today.  
All right. Before we begin, if you're a presenter, I ask that you click the “Raise Hand”

feature in the webinar box. The reason we're doing this is there's a large number of people

attending and in order to quickly find those that are presenting, you should use that

“Raise Hand” feature. We ask that if you're not a presenter, please do not raise your hand

because this process won't work if you do that. Also, all attendees are going to be muted

just because in the interest of time, we won't really be able to have everybody asking

questions.  
The purpose of this meeting is to make connections and try and facilitate more open

information on what our awardees are working on and what our goals are and we want

you to ask us questions or ask to be connected or ask for more information about our

awardees and if we can answer that, we will. Also, if you would rather, you can use the

SunShot Incubator or SunShot.Incubator@EE.EOE.gov email address to request more

information. 
So, once again, thank you for joining us on our Incubator awardee showcase. The

purpose of these, again, is to try and facilitate the communication between what our

awardees are doing and what the industry is seeing. We have a large and diverse audience

on this webinar today and so we're going to be talking about a few different things. First,

I'm gonna begin by going over some recent industry trends to try and update everybody

on what we're seeing on our side. Then I'll go into what the SunShot initiative is, what the

goals are and why we're doing this and then go through the Incubator program and how it

relates to the awardees, which will then begin talking in one minute, quick presentation

fashion describing what their products and solutions are going to be able to do and kind

of what their needs might be.  
Again, the goal of this is to try and help make connections. If you're interested in

learning more about a particular awardee or group of awardees, just use the chat box or

email us. We'll try and facilitate that, if that's possible.  Also, I wanted to use this

opportunity to let everyone know that we're planning on doing another major SunShot

Summit on May 19th to 22nd in Anaheim, California. These are what you're seeing

pictures of over on the side.  
This is an opportunity to not just hear about the Incubator program, but to hear about all

of the awardees in the SunShot program. There's around 250 active awards and each of 
them will have a poster, as you see down here. And also, you'll have an opportunity to
talk to many of the people in the industry and our hope is that you will help us improve

the SunShot Program, create better funding opportunities that are more applicable to the

needs that you're seeing in the industry. So, I wanted to begin our discussion by looking 
at the recent history of the PV industry and an interesting way to do this is to look at the 
chart of module prices versus installed capacity.  
If you could click once. In the beginning of the industry, there was a pretty handy rule

that you kind of see – or trend – that was every time you doubled the installed capacity of 
solar – any amount of solar that was installed – the price decreased by about 20 percent.  
This was thought to be a pretty reliable trend. What I'm about to say is kind of an 
oversimplification but what happened next was this trend was based largely off of 
building solar panels off of the scrap of the integrated circuit industry. Once the company 
had reached a critical mass or once the amount of solar reached a critical mass, lots of 
companies then began to be interested in solar and start building solar panels.  
Also, there was a lot of value to integration of silicon, so a lot of groups started

manufacturing high purity silicon and we saw the price declined largely stopped for a 
period of years. And this was because silicon was so expensive and also, there were so 
many people competing within the industry. And then what happened was there were so 
many groups in the industry and there was so much silicon that there was an oversupply 
and this oversupply caused a rapid decline in prices and ultimately, a shakeout in the 
industry. With this large decline in prices, the companies that could either survive by 
selling at a loss or could innovate and not make a loss when they're selling a product were

the only ones that survived. If they couldn't do that, they either went bankrupt or they 
were acquired.
And so we saw a lot of that in the last few years. Fortunately, it looks as though we've 
reached market stability where most people feel that the prices will either remain stable 
or increase a little bit moving forward. The challenge here is that we have not quite 
reached $0.50 per watt and $0.50 per watt is the ultimate goal and I'll get out into that a 
little bit more in the next slide. But the challenge here is because of this rapid decrease in 
price, most of the kind of low hanging fruit or incremental improvements that were 
planned have occurred and the economy needs to scale how large they occurred. To get 
that last bit of price out, we're going need to see innovation. So that's what we're hoping 
to find in a lot of the funding opportunities that we're putting out.  
So, when you look at worldwide PV installations, you can see that the industry's doing 
pretty well. Largely, in the last few years, here have supported the industry through heat 
tariffs and incentives. This has supported the growth up to the point that PV has now 
surpassed wind. We believe that this has occurred very recently since both wind and 
solar are around 35 gigawatts. Also, European incentives are going down so the demand 
in Europe is decreasing but the US and developing world markets are expected to grow 
and more than compensate for this decrease.  
When you look at the US market by itself, there's been a lot of growth. PV deployment 
has increased by 10 times since 2008 and 2012 and in 2013, we reached a major 
milestone – PV surpassed 10 gigawatts of cumulative capacity. And this was the point of 
which the PV installed capacity reached a point that it was one percent of the U.S. 
electricity generating capacity. And this is significant because now, it's starting to 
become a key part of the U.S. energy portfolio. Getting that first one percent was a major 
challenge and the hope is that getting the next percent will be much easier, and much 
faster.  
So, it sounds like things are going pretty good. But when you look at the recent BT and

private equity solar capital raises, you'll see that there was a large push and a lot of

interest in large solar investments between 2007 and 2011. However, given that the 

trends that we discussed earlier and the shakeup that occurred – a lot of these initial 
investments in solar and other clean techs did not go so well for these VCs that were 
maybe first starting to dabble in their clean energy investment. This caused them kind of 
lose their case for venture capital raises in some cases and they either exited the industry 
or clean tech investment industry or groups and started being more strategic if they didn't 
remain in clean tech.  
The reason that it may have not gone so well is because, if you look at this chart of the 
groups that actually did survive, in the troubled times, they actually went down into 
negative gross margins – meaning they were selling at a loss. It cost them more to 
produce something than they were selling it for. And you can only exist in that area for a 
limited amount of time before you either go bankrupt or get acquired. So, these are the 
groups that were able to pull up out of the nose dive.  
And as you can see in the recent months, these groups are now in positive gross margin 
areas and you can see that the trend is that these margins are increasing. So, things are 
much – these companies are not becoming much more healthy. They're actually starting 
to be able to make a profit and this is, in large part, what leads most people to believe that 
we've reached a stabilization point. So, when you look at the stock market, this is usually 
a reasonably good indicator of what people think about the future. 
If you look at the last two years, you might say, “Wow, things do not look so good for 
solar.  It's performed at -40 percent from the S&P500.” However, when you zoom in to 
just the last year, solar and aggregation of solar stocks in this solar ETF – which tracks 35 
solar companies – has performed 100 percent above the S&P500. So, this tends to imply 
that people are recognizing that the solar industry is going to grow and grow rapidly and 
also, that the companies that have remained are likely pretty healthy.  hey've survived 
the shakeout, if you will.  
And finally, it's important to recognize that global PV shipments are significant. If you 
look at something we all know is a significant product – the IPhone – and its sales 2012 
were $47 billion. PV is much greater than that at $81 billion of total PV shipment. And

this is when solar energy represented less than one percent of global electricity supply.  
So, you can already see, you know, if this starts becoming in the 10 percent range, how 
big this can be. It's important to recognize that. So, that's the market in a nutshell, but let's 
switch gears and look at “What is the SunShot Initiative?” What are we trying to do here

at the DOE?    
We're trying to take the installed price of solar and drive it down below the cost of 
conventional electricity generation measures. This would mean that solar electricity 
would need to be around $0.05 to $0.06 per kilowatt hour without subsidies. That 
represents a 75 percent cost reduction by the end of the decade – or 2020 – from when we 
began in 2011. The way that we do this is by using what we call “funding opportunities.” 
We've structured the solar energy technology's office within the DOE into several kind of 
categories of photovoltaic, concentrating solar power, systems integration, technology 
to market and balance of system. As you can see, we offer many funding opportunities 
around the technology readiness levels to whether it's early stage research, later stage 
development, and demonstration and deployment. We've run across these two axis. And 
so if you're interested in any of these, you should really look at these funding

opportunities because we're trying to help the industry achieve these measures by 
providing funding and assistance. So, what we're looking at here is gonna be the 
Incubator program – which is just one funding opportunity within the entire program –

and the summit that I mentioned will actually go into detail with all of these.  
So, where have we come so far? If you look at where we were in 2010 of $3.80 per watt 
installed system price at utility scale. After the large decrease in module prices and other 
improvements, it got down to about $2.27 per watt. However, in order to achieve the goal 
of $1.00 per watt, we have quite a ways to go.  
We have the harbor innovations of both $0.18 a watt and $0.16 a watt for module and 
power electronics that really need to see a lot of innovation because, as I mentioned, all 
of the loading improvements had been captured during the shakeout. However, what was 
not captured was the soft cost component, which represents a major area that needs to see 
significant improvement in order to achieve the SunShot initiative goal of $1.00 per watt. 
And soft costs are becoming a growing problem. As module costs go down, the 
component made up of soft costs goes up. And for residential, right now, soft costs can 
represent up to 64 percent of the total installation price.
And we know where this is. This is captured largely in bureaucracy and inefficiency, you 
know?  Things like supply chain inefficiency or customer acquisition – we can't find the 
right people and you have to pay to find these people. Things like this. And this is where 
you'll see many people talking about this in their one-minutes pitches about their ideas on 
how we can really improve these costs and remove these costs.  
Okay, and now I want to talk about the Incubator Program. Before I get into the details of 
the program, I just want to make perfectly clear that the current round of the Incubator 
Program is open for application. This only happens once a year for a couple of months 
and it's currently open now. So, if you know of a group that you think this might be 
applicable to, they still have the opportunity to apply by January 13th.  
So, I recommend you appoint them to the EERE Exchange, which is where all of, 
basically, the clean tech funding opportunities are in many different groups outside of solar as well as solar. You can find this website by just Googling EERE Exchange and it'll take you right to that website where you can then learn about how to apply to our programs. So, the Incubator Program has two main goals here. We hope to bring high impact ideas to the market rapidly. 
If the things that we fund don't reach the market, we're not having an impact. So, that's 
our primary goal. And also, we want to leverage the USA's best in world R&D in 
business development capabilities. We know that the U.S. does this well and we want to 
use that resource that we have here and try and apply all of this knowledge to solving the 
solar energy's challenges. Some components of the Incubator Program that we think 
make it successful and interesting are that it's open to any impactful idea with one caveat 
– it needs to be what is classified as a small business, which is less than 500 employees.  
So, it's open to any of those groups that have any idea that will significantly reduce the 
installed price of solar. Also, you have the possibility for multiple awards. It doesn't 
mean you're guaranteed multiple awards, but it's structured in a way to try and foster 
development through the various stages from proof of principle and proof of concept to 
early prototype development to manufacturing relevant development all the way to 
commercial deployment. And same with software development – early alpha capability 
to beta capability and eventually 1.0. Also, this program is expedited.   
We try and get these – from when we receive the concept papers to when the awards 
start; we try and keep that down to five months. That may not seem like a very expedited 
process but this is a much shorter than what has been the norm in the past and the DOE's 
always working on trying to reduce this time even further. Also, the awards in this 
program are approximately one year – from 12 months to 18 months – because we want 
to cycle through these ideas. We either want to see that they work or know that they 
don't. If they do work, they have the opportunity to apply back in to develop it further. If 
it doesn't work and we all know that it doesn't work – we tried for a year and did our best.  
And the way that we structured the awards to make sure that they work is these awards 
are only able to receive funding when they achieve something. So, as an example, when 
they start the awards, they'll use their own funds to spend money to try and achieve a 
result usually about three months down the road. That result needs to be measurable and 
verifiable. And once we verify that result, they can submit an invoice to be reimbursed 
for the cost. If they don't achieve the results, they do not.  
So, in this way, we've been able to see awards typically stay on schedule and achieve the 
results that they claimed in their application and were ultimately selected to achieve. So, 
we've seen a lot of success using that model. All right. As I mentioned, the incubator is 
open to any impactful idea.  

So, you'll notice that when you're hearing these pitches, you’re hearing many different 
and varying ways of solving the problems that I've briefly discussed. So, you'll see that 
there's a large group of soft costs because there's a large opportunity in soft costs. Also, 
you'll see there's – we have a funding in concentrating solar power or concentrating 
photovoltaic source, balance of system hardware, energy storage, power electronics and 
photovoltaics. And all of these companies are small companies looking to solve the 
major problems in the industry.  

And so this will begin our one minute quick pitches. Each awardee will have exactly 60 
seconds to go through what it is that they do and why they think it's important. And we 
hope that this goes smoothly but if there are a few glitches, we hope you're patient with 
us. I'll go ahead and hand it off to the first group which I believe is Mosaic and Billy 
Parish. Billy, are you able to talk?

Yeah.  Can you hear me?
All right. You're up.
Great. Thanks everyone. Great presentation, Victor! My name is Billy Parish. I'm the 
president and founder of Mosaic and we are the first online investment platform for the 
clean energy economy.  
We are working to make it possible for all Americans to directly invest in solar projects 
and earn a good rate of return. We currently have thousands of investors from almost 
every state in the country investing in projects. Minimum investment is just $25.00 and 
we have zero defaults and 100 percent on time payments to date. Our award was around 
reducing the financing costs of solar and by bringing a new, lower cost source of capital 
to the market. We believe we're doing that. We also think crowd sourcing has 
applications throughout the world of reducing the soft costs of solar and are excited to 
apply those beyond that.  
So, hope folks will check us out at JoinMosaic.com and my email is just

Billy@JoinMosaic.com.
Great. Thank you, Billy. Next up is Oliver Davis from Concept 3D. Oliver, are you able to talk?
Hey, Victor. Can you hear me?
I can.
Oh, that's great. My name is Oliver Davis. I'm the CEO and co-founder of Concept 3D and we are a SunShot Incubator 6 awardee. Our background is we're the largest three dimensional modeling services company for solar firms and we're taking that services model of supporting and speeding up the process of permitting and designing solar sites to a tablet format in an automated work flow. So, what we're doing is allowing a salesperson and project engineer to rapidly design a system on a commercial rooftop.  
We've incorporated our own shading analysis and obstructions tools to allow a 
salesperson to rapidly create an accurate layout that can then be used through the project 
engineering process. So, we output a CAD sketch up file as well as one in three line 
diagrams with an accurate quote as well as a 3D model.  
Thank you very much, Oliver. Next up is Ted Schwartz from Clean Power Finance. Ted,

could you make sure the audio's working?
Hey, can you guys hear me all right?
We can.  Ready when you are.
All right. Sweet. Good job, Victor! All right, guys. So, my name is Ted Schwartz. I'm 
from Clean Power Finance. 

I'm actually going to be taking two minutes of your time today to go through two of the 
SunShot Incubator awards that we've been working on but I have my stopwatch going in 
front of me so I think I should be able to maintain that. The first I'm gonna talk about is 
an O&M marketplace – an Operations and Maintenance marketplace that we've created.  
Essentially, what we've found is that there's a problem that exists today where owners of 
third party distributing generation systems lack in infrastructure to insure O&M services 
for their fleet. What we found is according to Standards and Poor, addressing this 
problem and insuring a long-term, large scale O&M service is one of the largest obstacles 
to overcome to be able to successfully securitize these solar assists. So, as more third 
party owners come onto the marketplace, we're gonna need a way to insure that they have 
the services to insure long term operations and maintenance.  

So, what we've been able to do is connect third party system owners of these funds, of 
these assets, to connect with different integrators, different O&M service providers in a 
way to scalably service all the systems that they own through the lifetime of them. The 
main thing is to help securitization to so we can grow more solar. The next project we're 
working on is our – talking quickly about – is E-Deals. If you can scroll to that. What this 

project is doing is – what we've found is that there's a movement in the industry to get 
away from vertically integrated solar models.  

While some companies will continue to source, lease, sell, and build themselves, what we 
see is more and more companies that specialize in either sales or constructions that are 
entering the marketplace. So, what our task was with this initiative – to provide a better 
infrastructure through which these companies could collaborate and expand residential 
solar, focusing on issues such as payment, data management, job tracking. What we've 
tried to do is create a market where different parties can act in a much more transparent 
way to be able to pass deals off, get a better understanding of the different milestones that 
exist from the selling to the installation process. 
All right. Thank you very much. Let's move on to Omer Atesmen at Clean Energy

Experts. Omer, can you test your audio?

Sure.  Can you hear me?

Yes, we can hear you.

Okay. Happy New Year, everybody. My name is Omer Atesmen. I'm a president and co-
founder at Clean Energy Experts. We're a 50 person marketing company specializing in 
lead generation and customer acquisition.  

In 2013, we qualified and sent 175,000 residential leads to about 350 solar companies 
across the U.S. With the DOE program – the SunShot Program – we were able to develop 
an online marketplace and tools that helps our clients reduce the cost of acquisition and 
helps our operational team qualify leads more effectively. At this point, our operation's 
team talks to about 1,000 homeowners every day who are considering going solar so with 
the help of this tool, we expect continued growth in 2014 and beyond.  

Great, thank you! Okay, Brian Fitzsimmons with Qado. Brian, if you could go ahead and

test the audio. 

Can you hear me, Victor?
Yes.
Okay, great! Thank you. Good afternoon, everybody. My name is Brian Fitzsimmons.  
I'm the CEO of Qado Energy.  
Over the past three years, my team of distribution power engineers and enterprise 
software experts have been developing a new distribution grade analytics platform. It's 
designed to enable utilities to conduct high resolution analysis of the impact of 
distributed generation on their specific grids and do this across any time series from 
seconds, minutes, days, years. This past year, we have worked with large utilities in New 
England, the mid-Atlantic and California to use this platform to help them automate their 
interconnection impact studies and validate that through our technology that can improve 
the quality of their DG impact studies while reducing the time it takes from weeks to 
hours. This will have a dramatic impact on interconnection costs. If you're interested in 
seeing a demo or learning more, please contact me at

Brian.Fitzsimons@QadoEnergy.com and thank you for your time. 
All right. Thank you, Brian! All right, Michael Wallander from Demeter. Could you go 

ahead and test the audio?
Victor, thank you. Can you hear me okay?
I can. Ready when you are.
All right.  Good afternoon everyone.  I'm Mike Wallander, president of Demeter Power.  
We're a current Incubator 8 awardee. We focus on financing for the commercial and 
industrial sector.  
This sector accounts for 60 percent of electricity used in the United States compared to 
only 37 percent used in residential. Yet, this segment of the marketplace has failed to 
scale. Largely, we believe, because of inability to easily assess and mitigate customer 
credit risks. So, for solar developers, how many times have the words “Corporate 
Guarantee” killed your deals? What if it were possible for you to determine in seconds if 
a potential customer represented a bankable deal knowing only the customer's property 
address?  
That is effectively what we're working on with our SunShot award. If you're a solar 
developer, property owner or interested investor, we want to learn more, we'd love to 

speak with you. You can find us at DemeterPower.com. Thanks so much.   
How about Mark Liffman from Clean Power Research?
Okay, Victor, can you hear me?
Yes.
All right. We'll go ahead. We are Clean Power Research and we've been powering

intelligent energy decisions with fast, accurate analysis of the value of energy since 1998.  
We work in three primary software product areas today – solar prediction, economic 
evaluation and program optimization. Two of those are related to our Incubator award.  
Our economic evaluation product area includes clean power estimated in the industry 
trusted, solar economic analysis software used by utilities, energy agencies and solo 
providers. And there, our program optimization area includes power clerk incentives and 
power clerk interconnect software services. Our power clerk incentive software today 
helps administer approximately 75 percent of DG solar incentives nationwide and has 
reduced soft costs associated with incentive management by up to 65 percent. Our 
Incubator 2S award will help us work with partners – Hawaiian Electric Company, 
Sacramento Municipal Utility District, Sam Edison Solar Electric Car Association to 
commercialize our power clerk interconnect product nationwide to streamline the utility 
and interconnection process for DG solar by taking the process online and integrating it 
with existing utility systems and solar energy systems. Also, into the award, we will 
leverage the data collected through Power Connect Interconnect to give the utilities a tool 
to reach out and engage their customers and encourage solar adoption.
All right. Thank you very much. Eric? Eric, check the audio?
Yeah. Hey, can everybody hear me?
Yes.
All right. Great!  
Ready when you are.
Great. Sorry about that. So yeah this is Eric Danziger with Genability. We are a software 
company and we help solar installers and developers deliver proposals and essentially 
calculate solar related costs. So, whether that's again building leads or prospecting, we've 
got a database of electricity rates for the entire country and then a number of tools that 
sort of fill in the gaps to help installers and developers plug in the gaps where utility data 
is missing.  
So, we've got a database of what we call “typical”. So, what is a house or home in this 
part of the country, this size, et cetera, look like? Or what is their low profile? Take that 
plus any sort of customer usage data that we can and model it against sort of any of the 
popular solar productions modeling tools to get a “This is what your bill is today. This is 
what it is afterwards.”  
So, a lot of solar developers do this for full blown proposals and things that go to the 
customers a lot. It's sort of prospecting our RFP triage of “We got 100 buildings. Which 
are the top candidates for solar?” So, we've got a database of rate coupled with a 
sophisticated calculator and rate engine with a number of tools along the way to sort of 
help where good customer usage data isn't available. So, we do a lot on the proposal and 
installation side but we help a number of our solar installer customers and developer 
customer with sort of after install.  
So, what did your customer actually save? So, really, our main goal and mission is 
around electricity pricing transparency and if anyone's interested in talking, feel free to 
reach out on our website, Genebility.com.
Great. Thank you. Okay. We're gonna switch to Nicholas Malaya from Kilowatt Hour 
Analytics. Nicholas, can you test your audio?
Yeah, Victor. Can you hear me? 
Yes, I can.
Excellent. Good afternoon. This is KwH Analytics and KwH Analytics' mission here is 
to make solar affordable by attacking one of the biggest problems, in particular, the high 
cost of capital. And in order to lower these costs, we want to enable investors to 

completely invest in the asset class and our approach to this has been by providing 
analytics methods that characterize the risks and uncertainties in solar system operations. 
So, our approach is statistical.  
We view this as a big data problem. And in short, we're applying sophisticated modeling 
and machine learning techniques to predict PV system response. To give you a 
snapshot of our progress, we're the largest independent aggregator of photovoltaic data.  
We have data from over 10,000 systems. These are spread across thousands of sites all 
around the United States and this represents about a gigawatt of solar energy capacity, 
which is roughly a nuclear power plant.  
We've been recognized by The Wall Street Journal, The Atlantic and Scientific American.  
We have a broad range of clients and thank you for your time.  
All right.  Thank you very much.  Let's move on to Paul Grana from Folsom Labs.
Thanks, Victor. So, hey everyone! This is Paul from Folsom Labs here. We're actually 
going after the heart of solar design and engineering. With all the innovation that the 
solar industry has seen, the core tools that people use for designing and engineering and 
the solar plant remain CAD and PVassist and they've been that way for the last 10 years.  
Our solution is HelioScope.  
So, HelioScope is a cloud based tool which really provides an integrated approach with 
system design and layout as well as bankable performance modeling. We've actually 
gone through with our core physics and had them vetted by independent engineers at BW 
engineering. So, this integrator approach results in dramatically lower time it takes to 
design a solar array. Taking a raw rooftop to both the materials and a full energy yield in 
a fraction of the time that it used to take historically. It also broadened the base of users 
who can actually do design engineering because this is a much, much more streamlined 
basic user interface here.  
The feedback's been very positive. We've actually been a private beta for about nine 
months and next week, we're actually releasing this to the public. Now, onto the SunShot 
Program. So anyway, SunShot Program, we're taking that component based approach one 
step further where we can actually automate designs to further reduce the cost of capital 
by finding the economically optimal system design.  
Great. All right. Thank you very much. Okay. Next up will be Geostellar. Either

Breighton or David, can you do an audio check?
Hi.  This is Breighton Dawe, CTO of Geostellar. Can you hear me? 
I can.  All right.  Ready when you are.
Thanks. Very good. At Geostellar, we recognize that every home is different. You can 
see the heat map generated by our pre-processing where we've gone over 31 million 
rooftops at this point and analyzed every one with slope and shade, using remote sensing 
lidar primarily. We also take into account different electricity rates, usage patterns, solar

incentives, credit scores, loan terms and come up with all of that available instantly to the 
homeowner when they come to our website.  

All of that information – everything we've computed, everything we've gathered – 
including everything that comes back from the homeowner – goes into a solar record.  
And our SunShot award is to be able to publish that record for free to anyone that comes 
in using either the API or web or mobile to look at that. We have different ways that 
people can get to it. So, as a company, we're trying to create the marketplace.  It's up 
there now and running and going forward, we wish to be able to provide this data of the 
record and the process of the project as it moves forward to anybody that needs it.  
All right. Thank you very much. Next up with be David Roach from Simply Civic.  
David, could you check the audio?
Yeah. Can you hear me now?
Yes. All right. Ready when you are.
Okay. Great. So, my name's David Roach. I'm a co-founder of Simply Civic and we're 
working on an online application that can be used by cities, states, regions to streamline 
the solar soft cost request processing. So, this includes permitting, inspection, 
interconnection and financing.  
We remove a lot of the hassles and a lot of the time that's normally associated with the 
soft cost request approval processes. So, as part of the SunShot Incubator round 6, we 
built an alpha version of the product and now we're in the process of building the 
production version of the application as part of the SunShot Incubator round 8. The 
application's currently being beta tested. We've got two states as beta partners and we're 
seeking beta program participants in two additional states at this time. So, if you're a 
solar company wanting to see your state or region processes simplified or if you're a state 
or region that's looking to streamline your solar soft cost processes, please email us 
infor@SimplyCivic.com
All right. Thank you very much. I believe we have Gary on the line, Gary? Let's see. Can 
you check your audio, Gary?
Yeah. Hey, Victor!
All right. Ready when you are.  
Yeah. Sunrun pioneered third party financing for residential systems in the United States.  
Sunrun now owns and operates 40,000 residential systems. In the process of running 
these systems, as part of the DOE contract, we have been given support to create a 
completely automated, end to end platform for the complete solar life cycle from sales 
and marketing to design development, construction, permitting, installation and 
operations and maintenance. Based on our operating data and a very detailed operating 
model, we believe we will be able to reduce soft costs by $0.70 a watt by 2015. Thank 
you.  

All right. Thank you very much, Gary. Next up will be Aaron Woro from Solar Census. 

Aaron, can you check your audio?
Hello, everyone. In 2014, we were introducing the industry's first commercial grade 
online shade pool. The software will allow installers, regulators and tax equity funds to 
run truly accurate and fully automated rooftop surveys through their choice of our 
software or through an API. The shade slope and aspect values will be reportable a CSC 
and DWG formats for use in any proposal software and in autocad. Our pricing model is 
a straightforward, $25.00 per residential survey and $50.00 for commercial.  
In 2006, our company retained both of the core paths that teach the only known methods 
of rooftop shade analysis over 3D models. Digital rooftop surveys will all but eliminate 
change or reduce it as well as streamline sales radically and thus increase close rates. We 
currently have data in three states and we invite companies in the northeast and California 
to field test the accuracy of our new software and installs. Thank you very much.  
All right. Thanks a lot. All right. So, let's try Vikram again. Vikram, can you check your

audio?
Can you hear me now?
Yes, yes.  Thank you.
Hello, everyone! I'm Vikram Aggarwal, Chief Executive at Energy Sage. Energy Sage 
has been called “The Expedia or Kayak of solar” by industry experts. It's a unique online

marketplace, one that helps consumers to easily and quickly shop for solar. Each

consumer gets three or more competitive quotes from our network of pre-screened, high

quality installers.  

These quotes are then presented in a standardized apples to apples format so consumers 
can pick the best option for themselves. The platform provides consumers with

unprecedented choice and transparency. They can see and compare all their options all in 
one place – whether it's the type of panels or financing options like loans and leases. A 
number of leading non-profit businesses, utilities and municipalities are recommended 
Energy Siege to their audience, to their consumer, employees, members as a way to 
research and shop for solar. The platform is already delivering higher close rates and 
shorter sale cycle time than market averages. Thank you.  

All right. Thank you, Vikram. Next up will be David Herrmann from Sun Number. 

David, could you check your audio?

Happy New Year?
All right.  
All right. So, this is David Herrmann from Sun Number. We're lowering the soft cost of 
solar by reducing the cost of customer acquisition. We have a couple of different 
products. One is a consumer product.  

It provides a Sun Number score for a home or a building. It's an easy to understand 
estimate of the home's solar potential with a score between 1 and 100. We also provide 
solutions for the solar industry. Specifically, we're providing qualification data that is 
quick, accurate and cost mere pennies per building. An example of this is that we 
currently enable you to estimate the solar size of a given rooftop for any of the buildings 
in our coverage area.  

In the future, we'll offer qualification data to estimate the energy usage of a building and 
also the likelihood that the building owner will qualify for a solar loan or lease. Sun 
Number data is instantly available by address in any of our coverage areas and we 
currently have coverage in over 15 states. To learn more about Sun Number, please 
contact me and we can – skip ahead a couple of slides – at 
DavidHerman@SunNumber.com. Thanks, Victor.

Thank you. Next up we'll have Brenor Brophy from Enki.
Hey, Victor. Can you hear me? 
I can. All right. Ready when you are.
Excellent! Hi! Enki technology is a chemistry and materials company located in the 
Silicon Valley in California. We make high performance coating for covered glass 
photovoltaic modules. Our customers would be module companies or solar glass 
companies. Our coatings are the most abrasion resistant coatings available.  
They have anti-soiling, self-cleaning and anti-reflective properties that, taken together, 
increase the peak performance of a module and reduce the LCOE and operations and 
maintenance costs of solar plants. We're currently wrapping the first half of this year 
with a major tier one PV manufacturer. We're interested in looking for partners to 
investigate regional soiling characteristics and performance of anti-soiling coatings and 
we're always interested to talk to investors and customers. You can contact me at 
BB@EnkiTech.com.  
All right. Thank you very much. Next up will be Anthony Lochtfeld from Amberwave. 

Anthony, can you test the audio?
Can you hear me, Victor?
I can. All right. Ready when you are.
Good afternoon. I'm Anthony Lochtfeld, CEO of Amberwave. We're an Incubator 7 
awardee and we have integrated the world's record silicon solar cell design from the 
University of New South Wales with curflus, 20 micron thin mono-silicon laminated to a 
steel carrier. So, the question is, “Why?” Well, we're doing this because we think this 
solar cell could enable the great system cost reduction potential of BIPV which has been 
waiting for a high efficiency, flexible, durable and weatherable solar cell. We're 
beginning work with a major steel roof manufacturer integrating our cell into their steel 
rooftop product.  
Okay. Thank you very much. Next up will be Tom Stalcup from Rehnu.  Tom, can yo

test your audio?
Yeah.  Can you hear me?
I can. All right. Go ahead and start.
Yeah. My name is Roger Angel. I'm the founder of Rehnu and its CTO. Tom couldn't 
make this. So, what Rehnu is trying to do is use very efficient concentrator cells but the 
cost of optics that concentrate light has sort of made that difficult to compete with silicon 
PV.  
So, we're looking at using glass mirrors. And the first slide shows what's been

demonstrated at the University of Arizona with glass mirrors feeding multi-junction cells. 
The next one shows the principle of that. So, basically, you take a big glass mirror – and 
these are very cheap; they're like $0.10 a watt – and you put it onto the cells and this 

shrinks gets ups some optics and the Incubator has allowed us to develop these optics 
which are built around a pole. And then next one shows the latest phase, where we are, 
with the incubator. 
So, we're going to use mirrors, as you see, about five foot square and little units that 
make 800 watts. They're replaceable so that you can upgrade and make power increase.
All right. Great. Thank you very much, Roger. Next up will be Leo Mathew from 
Applied Novel Devices. Leo, can you test your audio? 
Can you guys hear me? 
Yeah. Ready when you are.
All right. So, Applied Novel Devices is based out of Austin, Texas. We develop novel 
semi-conductor device technologies to scale various technologies that shape technology 
and market roadblocks.  As part of this project, we are developing silicon PV technology 
that marries high efficiency characteristics of the back contact cells such as those that are 
currently shipped by Sunflower and Kyocera with the high efficiency characteristics of 
heteogenen cells such as those that are shipped by Panasonic. Our architecture is 
projected to allow very high efficiency.  

This would allow product differentiation.  This technology also aids to substantially 
reduce costs to meet the SunShot goals and allow better margins for a margin starved 
industry. We are already working with multiple industry partners to take this technology 
to market.  

Okay. Thank you very much. Next up will be Douglas Hutchins from Silicon Solar 
Solutions. Doug, can you test the audio?

Yep.  Can you hear me just fine?
Yeah. All right. Ready when you are.
All right. Hi, everyone. I'm Douglas Hutchins with Silicon Solar Solutions. Next slide, 
please. Over four billion commodity solar cells are made each and every year and they all 
have the same flaw – they lose 15 percent of their efficiency due to imperfections in the 
top layer of the solar cell.  
In a $32 billion market, solving this is worth $5 billion and that's exactly what we're 
working on. Next slide, please. Our technology uses atomic hydrogen to fix the flaws in 
that top layer allowing a manufacturer to reclaim that efficiency. At the same time, they 
can also use one-third less silver grid lines. Combined, this is worth $140 million a year 
at the gigawatt scale.  
Next slide, please. Leveraging the SunShot award, we've already achieved some very 
exciting milestones which includes taking an industrial processed cells and raising key 
metrics to be equivalent to the world record solar cell. There's still a lot more work to do 
but thank you for your time this afternoon.  
All right. Thank you very much. Next up is Paul Breslow from Qbotix. Paul, can you test 
the audio?
Yes.  Can you hear me, Victor?
Yeah. All right. Ready when you are.
Great. Thanks. My name is Paul Breslow, director of marketing at Qbotix. Qbotix is an 
optimized solar PV tracking system company and the first to use mobile, rugged and 
intelligent robots for the operation of solar power plants. From a technology perspective, 
we improve energy yields by up to 15 percent over single access trackers and up to 45 
percent over fixed tilled systems at costs similar to traditional tracking systems.  
The use of robotics solves a previously impossible problem and enables smaller trackers 
of higher precision and density and lower materials cost due to lower wind loads and a 
shared actuation system. The higher production and low coat results in cost savings in 
project economics – improvements of up to 20 percent. Additionally, the square power 
profile results in differentiated product, better power. From a company perspective, 
we've raised $12.5 million from top investors. We were awarded a $1 million SunShot 
grant.  
We have eight installations so far and just signed a very large supply contract and we just 
started – our Series B raised $12 million. Thank you.  
Next we'll try Whitman Fulton from Infinite Invention. All right. Whit, are you there?
Testing. 1, 2 testing.
All right. Ready when you are.  
Excellent. Hi, everyone. My name is Whitman Fulton and this is how to revolutionize 
residential PV in one minute or less. You take an ordinary glass asset – like say, the 
meter case on a house. Create a technology that turns that asset into a new revenue center 
for its owner – in this case, utility.  
With SunShot's support, we created a solar socket, a column that installs behind a meter 
to enable plug-and-play integration of solar PV and provides utilities options for 
monetizing it while lowering the cost of going solar for customers. It does a lot in a little 
package. It gives the homeowner a way to go solar without ripping up their walls. It 
gives the installer a way to avoid costs of electrical wiring work. It gives the inspector a 
simplified system less likely to fail inspection and it gives the utility a means to meter 
actual production for solar PV and allows them to easily support new tariff and 
ownership models.  
Our basic goal's lowering the cost of solar installation but our big goal's the utility 
industry that's promoting distributive generation instead of fighting it. We're working 
with utilities to make this happen now. Thanks for listening. Our contact info is at 
InfiniteInvention.com
All right. Thank you very much. All right. Next up is Rick West from Renewable Power

Conversion. Rick, are you there?
Hi, Victor.
All right. Ready when you are.
Okay. Hi, everybody. RPC is developing a modular inverter product that we call the 
Macro/Micro ‘cause is enables a scaled up micro inverter type solution for multi-
megawatt PV plans. This is a new PV system approach wherein a number of 
Macro/Micro inverters are distributed throughout a megawatt sized PV array field. This 
new technology can replace large central inverters and substantially reduce the cost of 
energy production in PV systems.  
The inverter has a power rating of between 10 and 20 kilowatts, has no moving parts, is 
totally sealed, features plug-and-play installation and – perhaps most importantly – is 
designed for maintenance free lifetime equal to that of the PV module. That's it.
All right. Thanks again. I think we're gonna try John again, from Brittmore. John, can

you test your audio?  
Yeah, Victor. Can you hear me now?
Yes, I can. All right. 
Fantastic! Great! So, this is John Samuels, head of business development in the Brittmore 
Group and the Brittmore Group is a Silicon Valley startup founded in 2010 by semi-
conductor manufacturing automation and solar installation veterans. And we're applying 
the proven principles of manufacturing automation to repetitive actions in large scale PV 
construction. So, the turn key Brittmore system assembles individual PV modules into 
larger building block panels via an onsite mobile assembly factory that installs a 
simplified racking system which doubles as an above ground deliver track to transport the 
panels to their installation point under full automation control.  
Our goal is to deliver megawatt per day, structural balance of system installation rates

with a much smaller construction crew, less mud and dust due to less heavy equipment, 
and shorter construction times for increased power generation revenue and reduced 
associated construction costs. Our expected returns to the customer are about $0.12 per 
watt peak savings and balance of systems plus an additional $0.02 to $0.03 a watt peak 
end value for generated power sooner for a total of 15 percent cost value to the project.  
An additional value is through robotics and tools handling. We facilitate the use of more 
fragile frameless PV modules which provides and additional $0.03 to $0.10 per watt peak 
in project savings.  
The Incubator's currently supporting development of our mobile assembly factor and the

DOE in general is supporting the productization of the overall systems. Thank you very 
much. 
All right. Thanks, John. Next up will be Jürgen from Sinewatts.  Jürgen, can you test your 
audio? 
Yep. Can you hear me, Victor?
I can. All right. Ready when you are.
Okay. Thank you so much. Hello, everybody.  I'm Jürgen Fehr, Vice President of 
Projects/Business Development for Sinewatts and we thank DOE and the SunShot team 
for giving us opportunity to present here. The Sinewatts molecule is a single silicon 
high-feed based distributive inverter that requires no on site installation.  
The power plan consists of strings of molecules with each molecule co-packaged with its 
PV panel and it's approximately the footprint of an IPhone. They provide panel level 
power optimization on a capable of advanced grid interactive and assist features. The 
molecules utilize the best power switching technologies developed for mobile 
applications that allow dramatic miniaturization digital paradigm shift through PV power 
plan architecture. We sell invert molecules to bankable solar module and electrical 
manufactures and are based out of Charlotte, North Carolina and Palo Alto, California.  
Thank you for your time. 
All right. Thank you. Next is Tyler Troy from Smash Solar. Tyler, are you there?
Yes, Victor. This is Troy. Thank you. Hello. I'm Troy Tyler, co-founder and CEO of 
Smash Solar.  
Our mission is to break down barriers to consumer solar.So, we start with a question – 
what if solar could be easy, expandable and affordable to install, just like connecting 
puzzle pieces? Next slide. With the help of the DOE SunShot funding, Smash Solar is 
developing a solar module mounting system that is preassembled to each module which 
installs two times faster than current systems, resulting in lower balance of system costs.  
So, if you're interested in partnering or investment, please contact us and help us make 
solar easy, expandable and affordable.  
All right.  Thanks, Tyler.  Let's try Marcie Black from Bandgap.
Hi. This is Marcie.  
Hi, Marcie. Ready when you are.
Bandgap Engineering is developing – it's commercializing silicon nanowire solar cells.  
By replacing one step in the cell process, we can allow cell manufactures to get a boost in 
efficiency of roughly 10 percent relative. So, the step that we replaced is we changed the 
texturing step to a nanowire etch and since we keep the existing cell process the same, 
cell manufactures can keep their equipment set and all the investment that they've already 
invested into building their cell line. In addition, we have second and third generation 
technology that can roughly double the efficiency of solar and also further lower the cost 
of efficiency. I'm sorry – further lower the costs of solar cells. So, together with all the 
other Incubators, we're hoping that this will make solar cost competitive with other 

technologies. 
Okay. Thank you. Next up will be Scott McCalmont from Tigo. Scott, are you there?

Yes, I am.
All right. Ready when you are.
Okay. Tigo Energy is best known as the manufacturer of DC Optimization so distributed 
power electronics at every PV module and that's now moving in a very exciting direction 
of the smart module where the two are integrated. What this gives you is it gives you 
data from every module. And so we have developed software which leverages this data 
to lower the soft costs associated with commissioning and operations and maintenance.  
The software takes the module data, uses industry standard interfaces to bring it in and 
does commissioning reports equivalent to string level IV characterization and ongoing 
O&M analytics which are precise and detect problems and then provide notifications and 
scheduling for service teams to optimize their response.  
We're currently in closed beta testing and so we'd certainly welcome people who are 
interested in using this software – so it'd be installers, O&M providers and fleet 
operators.  
All right. Thanks, Scott. Let's circle back to Bill Bender from Solaflect one more time.  
Yeah, my name's Bill Bender. I'm President in the Solaflect Energy and since hunching 
bridges are vastly more mature and efficient than trust bridges, so why do we design 
heliostats and PV trackers and racking system all modeling them after trust bridges? So, 
Solaflect Energy has redesigned these to model them after a suspension bridge. This 
works and it saves more than two-thirds of the steel compared to a traditional system.  It's 
fast and easy to install. We started selling commercial systems in 2013 and we've had 
some excellent customer reception. In the current SunShot project, we're continuing to 
improve the design for volume manufacturing and high speed installation. For more 
information, please email me at Bbender@Solaflect.com. Thanks for your time.  
All right. Thank you very much. That concludes the one minute pitches. So, sorry that we 
were a few minutes over and there were a few glitches but hopefully, that was worth your 
time and we hope to hear from you. So, if you would like any more information about 
any of these awardees, please email either myself at Victor.Kane@EE.DOE.gov or the 
SunShot Incubator email address is SunShot.Incubator@EE.DOE.gov.  
Or go ahead and leave a message in the chat box in this webinar. I really appreciate your 
time in attending this webinar and hope that you attend these in the future since we will 

be doing these as the program continues. 
[End of Audio]

