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INTRODUCTION

Selling is one of the biggest challenges in 
professional life. And the varied opinions on 
what makes a good sales person just add to the 
complexity. We look at great sales people as almost 
mythical figures, having what could only be natural-
born gifts. But being good at selling is not magical. 
There’s a formula and a process – it can be, and 
almost always is, learned with hard work and the 
right tools. In this industry, we have the challenge 
of selling energy efficiency to decision makers who 
think only in dollar and cents. To be successful at 
selling, you have to conquer this roadblock and learn 
how to speak the CFO’s language. You need the tools 
and knowledge to get your next energy efficiency 
project approved!
 
This e-book will help you navigate the world of 
selling energy efficiency with a series of easy to 
digest sections that dive into all things sales, from 
how to talk to the CFO to making sure you have the 
strongest proposal.
 
Read through it and share with your colleagues…or 
don’t and give yourself the advantage next time your 
pitching energy efficiency projects! 
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Most of us are in this industry because of a natural 
strength with electrical or mechanical systems or 
engineering in general.  To us, and I include myself, 
selling is a very uncomfortable part of the job.  But over 
the course of my career, I’ve learned that great sales 
people can be anywhere on the spectrum from the 
introverted engineer to extroverted executive. Ultimately 
sales is about listening, observing and educating. So 
if you are a number cruncher, a problem solver, a problem hunter or a personal networker, 
dedicate yourself to mastering your main strength rather than thinking you have to be a 
Jack-of-All-Trades.  Be comfortable with your expertise; show a passion for your business; 
and convey your purpose to discover how to serve the customer; then you can sell      
energy efficiency!

As important as a display of passion and ease, the effectiveness of selling and ultimately 
closing the deal rests on skills that you can learn and repeat, regardless of personal style.  
So, let’s walk you though some fundamentals to get you selling energy efficiency projects 
more effectively. 

Chapter One: Getting to the Decision Maker
by David Emmerich, former Smart Buildings Industry Analyst

Ultimately sales 
is about listening, 
observing and 
educating.

https://www.noesisenergy.com/
https://www.noesisenergy.com/
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“What is it you’d say you do here?”
Buildings, especially larger buildings, are complex and rely on many very different systems 
to operate efficiently.  Whether you are a very narrowly focused technician, such as an 
ventilation expert for laboratories and hospitals, or a broad consultant for all aspects of a 
LEED Certification, You should create 
a description of when your services are 
needed in the life of a building, what 
is driving that need, and a map of the 
network of people who are involved 
in managing all decision for your area 
of interest. The idea here is to put 
as much detail as possible into this 
description to help with anticipating 
what information you will need to 
provide solutions to the customer’s 
problems and to overcome objections.  
With this framework, it will be 
clear where you need to have more 
knowledge or where you need to bring 
in other partners to help.

What ‘Rings the Cash 
Register’?: Time Management 
& Prioritization
Let’s assume, for the sake of simplicity, that your main goal in your work is to maximize your 
profit or take home pay…it takes a concerted effort every day to manage your time and stay 
focused.  Making the most out of your valuable time means you have to understand how 
each thing you do is moving the customer closer to buying your efficiency proposal.

Prioritizing your time starts with knowing what activity really ‘rings the cash register’.  If 
you’re a consultant, it may mean delivering a report or recording billable hours.   If you’re 
with a manufacturer, it’s probably getting a purchase order.   Regardless, there are going to 
be a very limited set of tasks that lead to those milestones.   Anything that doesn’t move you 
closer to those goals should be considered a potential risk or distraction.

You should take the time to list, in chorological order, the tasks you do that lead to a sell. 
Next, ask yourself what tasks are most critical in causing the sale to occur and reorder the 
list in that order. It may look significantly different.

DOWNLOAD FRAMEWORK

https://www.noesisenergy.com/
https://www.noesisenergy.com/
http://noesisimg.s3.amazonaws.com/Marketing/eBooks/framework.pdf
http://noesisimg.s3.amazonaws.com/Marketing/eBooks/framework.pdf
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Most people in sales will work as hard as possible to move the customer from step 1 to 6 in 
chronological order without realizing the customer doesn’t live by the order of your process.  
Instead, they are collecting puzzle pieces of information to later put together in their mind. 
This can delay and even completely disrupt a sell.

Prioritizing your time by what matters most to the customer leads to a more meaningful sales 
process so step out of the monotony, adjust to your potential customer, and close the deal!

Developing Your Message and Getting it to the Right Person
The core message you have to sell 
energy efficiency projects won’t 
change much from project to project, 
but each customer will have their 
own criteria for judging value. Your 
initial discussion with the customer 
should include discovering what 
their business priorities are and what 
other projects will be competing with 
your project for resources.

Think About It

[Scenario 1] A manufacturer considering an investment in cost reduction on the 
assembly line is more interested in hearing that energy efficiency can reduce utility 
spend, which adds dollars directly to the business profit. This kind of discussion 
allows the customer to compare the benefit of investing in your project on an apple-
to-apples basis with other ideas.

Your initial discussion with 
the customer should include 
discovering what their business 
priorities are and what other 
projects will be competing with 
your project for resources. 

This is what you do:

1. Audit the facility

2. Create customized report

3. Deliver sales presentation

4. Demonstrate the product

5. Follow up with customer to close sale

6. Deliver purchase order to factory

This is what you should do:

1. Demonstrate the product 

2. Follow up with customer to close sale

3. Create customized report

4. Deliver sales presentation

5. Audit the facility

6. Deliver purchase order to factory

https://www.noesisenergy.com/
https://www.noesisenergy.com/
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Knowing more about the customer’s priorities from the beginning can give you an enormous 
advantage as you build your proposal.

Get Out of the Boiler Room; Get to the Decision Maker!
The second part of your message is determining who ultimately needs to see it.   Too often, 
the majority of the sales pitch is not directed at the final decision maker who can say “yes”, 
but the many others who only have the authority to say “no” and shut down your efforts.  It’s 
great that energy efficiency is getting more attention at higher levels, but still most filtering-
out of projects occurs at the mid-management levels where the technical experts and 
engineers live.  It’s not usually possible to get the ear of the CFO from day one, but what you 
should be doing from the beginning is giving the engineer or manager at the customer site 
the language and evidence they need to take a winning case to the CFO for you.

• Selling is not natural for most people, but the techniques can 
be learned and successfully used without having a “personality 
transplant.”   Be yourself, be comfortable and passionate about 
your work, and be great at sales.

• Build your framework and understand the cast of characters 
between you and the sale. Anticipate questions and objections 
and be ready with answers.

• Spend your time working on only the things that will lead to 
the completion of the sell.  If you’re not good at something, 
outsource it or partner with someone who is.   The cost will be 
small compared to the benefit of success.

• Find out who has the authority to say “yes” and speak to them 
directly.  If you can’t get to that person initially, remember that 
everything you say to others will be what they use to make 
the argument for you in your absence.  In essence, you’re not 
selling to them – you’re training them to sell to the decision 
maker for you!

In Summary

[Scenario 2] A facility in the process of obtaining LEED certification is going 
to be more responsive to the carbon reduction or sustainability aspects of 
your project offerings.

https://www.noesisenergy.com/
https://www.noesisenergy.com/
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Is your elevator pitch so “sale-sy” that even your friends roll their eyes when someone asks 
what you do for a living? Here’s a trick; next time you’re in a networking situation, ask, “What 
excites you most about your job?”

This way, you will get a real answer and not just a tiresome sales pitch. Then, think about 
that yourself. What is YOUR favorite part? If you can provide an answer with more passion 
and knowledge than the last guy, then people will listen.

Having a strong aptitude for selling is more than knowledge, it’s about communication. And 
what you are communicating is crucial to selling energy efficiency. 

This industry is at a disadvantage. Lots of promises made and expectations not met so don’t 
expect the decision maker to understand or believe in what you’re selling; he/she needs to 
believe in you and your company. Ask yourself, what perception are you putting out there? 
What are you communicating to perspective clients?

Let’s talk about something probably outside of the scope of your job or background: 
marketing communications. 

Chapter Two: Communicating the Right Message
by Lacey Miller, former business development associate in the A/E/C industry

https://www.noesisenergy.com/
https://www.noesisenergy.com/
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Developing the Right Materials
So your buddy, we’ll call him 
John, is the facility manager 
at mid-size company XYZ and 
he has promised to deliver 
your marketing package to the 
decision maker. John passes 
along your fancy marketing 
package that includes 
interesting case studies with 
great financial results. Two 
things are going to happen, as the decision maker, I’m going straight to your website. Does 
it match the marketing package or is it a stale landing page? And two, I’m wondering about 
the statements made in each case study (if I’ve even read it before I “lose” it to the 
recycling bin).

Consider what your website says about 
your company, and what makes your 
marketing materials trustworthy. You 
work hard to make these connections 
and get in front of the right people; 
don’t think you can be hands off when 
it comes to the marketing side 
of things.

Are You Talking the (CFO) Talk?
With selling energy efficiency, we are talking results and financials. Read through your 
website, your case studies; make sure they convey the expertise and results you are selling.

The CFO, the guy that decides how company money will be spent when it comes to energy 
projects, believes in numbers. Don’t hide behind the old school fallacy that ‘financials are 
private’ because someone will come along with the audacity to show off how the numbers 
worked and that guys is going to win the project!

Try This! Don’t have the ability to 
make changes to your website? 
Take advantages of sites that give 
you an easy-to-update company 
page such as LinkedIn, Facebook, 
and Noesis Energy.

Speaking the CFO’s Language: The Case for Energy Efficiency *

1. Propose projects with a track record of consistent, assured savings in 
comparable climates, organizations, and facilities.

2. Cite, but don’t over-emphasize or overstate, secondary benefits (beyond 
utility savings).

3. Take a portfolio, rather than project-by-project, approach.

Did You Know? Noesis Energy has 
tools to help you get your foot in 
the door! With verified case studies 
and quick project estimator tools, 
Noesis can give you the competitive 
advantage you need for your next 
presentation! LEARN MORE

https://www.noesisenergy.com/
https://www.noesisenergy.com/
https://www.noesisenergy.com/site/content/noesis-pro
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Twitter – Thought leadership; build a following and use twitter to share industry 
articles and educational resources, as well as your project successes and case 
studies. Use relevant hashtags to further your reach beyond your ‘followers’.

Google+ – Google loves itself so this is a great site to post all of your content to help 
with search (SEO); Google will give priority to posts from a Google+ page.

LinkedIn – This is a GREAT professional networking tool; make sure you have an 
active company page with all of the correct information. Odds are, LinkedIn already 
has a page for your company so you might as well control what is on it. 

Also, take advantage of relevant LinkedIn groups; they are great for networking with 
like-minded professionals. Make sure you have a good mix of industry groups, such 
as AEE (Association of Energy Engineers) & Energy Efficiency Finance, and groups 
that are relevant to your job; for me, it’s marketing and content groups.

Facebook – Not my top choice for B2B companies but better for B2C and/or 
showcasing your company culture. Once again, if your website is outdated, make 
sure you have other great places for people to see your company’s content and 
marketing materials.

Blog Posts – Don’t just tell people you are an expert, show them. Add posts to your 
company blog or start your own. Then, next time you follow up on that proposal, add 
the blog link to your signature. Not only can you help educate your potential client 
but you also show off your industry/project expertise.

Use services such as Google URL 
Shortener to shorten and track 
engagement on your links.

Hashtag relevant words and 
phrases so people searching 
those terms will find your tweets

Tweet previous blogs and posts…
most of your tweets are for posts 
less than a week old

Social Media as a Business Strategy: A Few Tips-n-Tricks 

https://www.noesisenergy.com/
https://www.noesisenergy.com/
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Don’t Miss Out! Noesis is an amazing site for 
informational content and educational resources. Visit 
the site to download new whitepapers and register for 
webinars, or to ask/answer questions in the fastest 
growing community of professionals talking energy 
efficiency finance and projects!

Learn More

*source: the Department of Energy, “Speaking the CFO’s Language: Building the Case for Energy Efficiency with 
Financial Decision-Makers

https://www.noesisenergy.com/
https://www.noesisenergy.com/
https://www.noesisenergy.com/site/nb#!/community/explore


© 2014, Noesis Energynoesisenergy.com 10

Selling Efficiency - Start Making Cents by Talking Cents
®

Chapter Three: Customer Engagment
by Matthew Armstrong, former Lead Strategist for one of the largest shareholder-owned 
utilities in the U.S.

People have been talking about energy efficiency for decades, but despite the numerous 
educational resources thrown at facility managers, engineers, and planners, there is a 
growing need for education on the potential benefits of an energy efficiency project.  

The good news: the reason for such projects is that the customer wants to save money. 
They’re motivated, so how do you engage them?

It’s Not About You
The consultant’s job at this point is to 
present ideas that will save the client 
money. This is where experts in the 
field get hung up, believing their main 
deliverable is their knowledge and 
careful opinion of the building’s current 
operational deficiencies. It’s not; it’s 

Your job is to find a way to 
quickly understand a building’s 
profile and present your client 
with a real, tangible course of 
action to improve

https://www.noesisenergy.com/
https://www.noesisenergy.com/
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not about you. The client may already know their building is inefficient, that’s why they are 
listening to you – that’s why they called in a pro – so don’t get trapped in the weeds of 
your extensive knowledge and experience. Your job is to find a way to quickly understand 
a building’s profile and present your client with a real, tangible course of action to improve; 
both are key to a successful implementation.

Auditing and other more detailed analysis will come later – in fact, they’ll be required – but to 
lead with a laborious ‘assessment’ process as the first tangible benefit of working with you 
will not get anybody excited or confident about saving money; you’ll still have to sell them on 
a project.

Now, Sell the Project!
Create a simple profile of the building and compare to an existing dataset like CBECS 
(Commercial Building Energy Consumption Survey) and make an educated determination 
of their energy consumption over the long term, say 15 years.  Since you’ll be the most 
informed on what your usual savings achievements are, you can then present the client 
with a valid estimated savings if they implement your suggested ECMs. And don’t forget to 
include financing options! You are working to make sure your proposal stands out from the 
rest so don’t leave out the part that will get you across the goal line. Plenty of consultants 
have robust proposal packages but get scared away by financing; it’s hard so they just leave 
it off. But that’s handing in a report that is only half complete.

Did You Know? Noesis Pro brings proposal development 
onto a secure online platform, giving stakeholders real-time 
access to project updates, reports and documents. Noesis 
Pro supports multi-party collaboration, minimizing time 
spent on proposal revisions, group emails and meetings.

LEARN MORE

Don’t leave your proposal incomplete! Noesis provides 
everything you need to offer 3rd party financing options 
to your customers that are cash flow positive from day 
one – in 48 hours or less!

LEARN MORE

https://www.noesisenergy.com/
https://www.noesisenergy.com/
https://www.noesisenergy.com/site/content/noesis-pro
https://www.noesisenergy.com/site/content/efficiency-project-financing
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Once you’ve gauged their appetite for doing a project, it makes more sense to go further 
with the engagement and do an audit/visit the site. Also, by presenting financing options with 
the estimate, you’ll already have started solving for the customer when it comes to paying for 
the project.  

Introducing these two concepts early helps to keep the project as the main deliverable for 
the engagement, and will prevent your sales cycle from becoming stuck in a never ending 
and not-very-profitable audit process.

https://www.noesisenergy.com/
https://www.noesisenergy.com/
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Chapter Four: Quantifying the Project Value
by Achai Broner, former Technical Services Manager at a consulting firm specializing in 
running third party incentive programs for utilities

After you’ve decided on what projects to propose you will need to communicate the project 
value to your customer.  In addition, your client may be deciding between multiple projects, 
and they must understand how to compare multiple projects to each other.

There are a number of metrics and methods to communicate project value.  The ones you 
chose will depend on your client’s sophistication, as well as the merits of the project.

The most common metrics to use are: 

• Simple Payback

• Return on Investment

• Life Cycle Savings

• Net Present Value

• Internal Rate of Return

• Life Cycle Cash Flow Analysis

https://www.noesisenergy.com/
https://www.noesisenergy.com/
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SIMPLE PAYBACK (SPB) AND 
RETURN ON INVESTMENT 
(ROI)

Definition
Simple payback (SPB) 
is “simply” just the cost 
of the project divided by 
the savings.  This easy 
calculation tells us how many 
years it will take to recoup 
the investment in the project.  
Simple Payback is probably 
the most commonly used 
metric to describe the value 
of a project.

The inverse of SPB is Return 
on Investment (ROI), or the 
project savings divided by 
the project cost.  ROI returns 
a number in percentage basis 
indicating the percent return 
on the investment.

Benefits 
The main benefit of SPB 
and ROI is that they are well 
understood by almost any 
audience.  They can help an 
audience assess the risk of 
getting a return on a project.

Drawbacks
The main problem for simple 
payback stems from its 
simplicity.   It is not truly a 
financial metric, but is really a 
risk metric.  While it can help 
assess the risk of getting a 
return, it gives no indication 
of what that return will be.   

Simple payback only uses 

today’s cost against today’s 
savings.  It does not take into 
account any future benefits.  
What if you have a project 
with a simple payback of 2 
years but the lifespan of the 
equipment is only 7 years, 
versus a project with a simple 
payback of 5 years but a 
lifespan of 20 year?  Simple 
payback does nothing to 
compare the benefits of 
these two projects.

Since ROI is simply the 
inverse of SPB, it suffers 
from the same drawbacks.

LIFE CYCLE SAVINGS

Definition
To overcome problems with 
future benefits, life cycle 
savings can be shown.  Life 
Cycle Savings adds in the 
expected life span of the 
project.   In other words, 
project savings multiplied by 
project life, minus the project 
cost.  Life cycle savings can 
be augmented by including 
an energy escalation rate.

For Example, if I have a 
project that costs me $50 
and saves me $200 for 2 
years, my total savings would 
be $150. Savings = ($100 x 
2) - $50

Benefits 
Including the life span of a 
project shows the benefits 
of longer life projects over 

shorter ones.  It shows the 
total cost benefits in nominal 
dollars (don’t worry if you 
don’t understand nominal 
dollars, we’ll explain this in a 
bit).  

Drawbacks
Life Cycle Savings does 
not take into account the 
time value of money.  This 
means projects that have 
a longer life span will be 
overly weighted to look 
more attractive since the 
diminishing returns over time 
are not taken into account.  

NET PRESENT VALUE

Definition
Going a step beyond life 
cycle savings, and finally 
getting into true financial 
measures, Net Present Value 
(NPV) tells you the value of 
a project in today’s dollars.  
What does that mean?  Well, 
we all know that a dollar 
today, is not worth the same 
as a dollar tomorrow.  So, 
NPV uses a factor called the 
Discount Rate to “discount” 
all future savings and makes 
them equivalent to their value 
today.  In other words we 
are calculating the total cost 
benefits in “real dollars”, as 
opposed to nominal dollars 
in the previous example   

Take the previous example 
above, where I had a project 

Let’s split each of these metrics up and show their benefits and drawbacks:

https://www.noesisenergy.com/
https://www.noesisenergy.com/
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that cost $50 and saved 
$100 for 2 years.  We’ll 
also assume we have a 7% 
discount rate.  Using some 
helpful functions in excel, I 
can calculate my real savings 
to be about $130, about 
$20 less then the previous 
example.

Benefits
Similar to life cycle savings, 
NPV allows you to gain a 
sense of the long term value 
of a project.  In addition, 
by taking into account the 
discount rate, future savings 
of long term projects is not 
overly weighted and you 
can begin to get an apples-
to-apples comparison of 
projects.

Drawbacks
The two main drawbacks of 
NPV are: 1) It can be difficult 
to explain to an audience 
that does not have a financial 
background and 2) finding 
the correct discount rate 
to use can be tricky.  The 
discount rate is distinct 
to each company and 
depends on multiple factors.  
Sometimes it’s possible 
to ask them directly what 
discount rate they would 
like to use, but many times 
an estimated value must be 
used.

INTERNAL RATE OF RETURN

Definition
A common metric that is 

often used is Internal Rate 
of Return (IRR).  It’s often 
easiest to describe IRR as 
the interest rate you would 
get if you took you money 
and put it in a bank.  In 
technical terms the IRR is 
the discount rate makes the 
NPV equal to zero.  Many 
companies will have a 
“hurdle rate” for which the 
IRR will need to exceed.

In the example that we’ve 
been using, the IRR would 
be equal to 173%. That’s a 
pretty healthy return!

Benefits
IRR allows you again to 
determine projects on an 
apples-to-apples basis.  
Unlike ROI, it takes future 
cash flows into account and 
can be considered a true 
financial metric.

Drawbacks
Similar to NPV, IRR can 
be difficult to explain to an 
audience that does not have 
a financial background.  In 
addition, IRR does not show 
the magnitude of savings that 
can be achieved.  Both my 
$50 project with $200 worth 
of savings any my $500,000 
project with $2 million worth 
both have an IRR of 173%.

CASH FLOW ANALYSIS

Definition
Bottom line, many 
companies really just are 

about Cash Flow, i.e. how 
much money is coming in the 
door.  Cash flow is commonly 
used when a project is being 
financed and shows the 
difference in the payments 
made versus the energy 
saved.

Continuing on with our 
simple example of a $50 
project, if I take a lease 
out for 2 years and make 
payments of $27 each year, 
my cash flow would be $73 
($100 - $27).  That means 
for no money, my company 
would get to make an extra 
$73 per year. 

Benefits
With cash flow the 
conversation can be kept 
at a level most customers 
understand, and take 
into account the long-
term benefits of a project.  
Combining the elements 
and ease of understanding 
of life cycle analysis and 
the bottom line value that 
companies care about can 
be a powerful tool to move 
project forward.

Drawbacks
It takes slightly longer to do 
a proper cash flow analysis 
for a project than simply 
calculating values such as 
simple payback or ROI.  It 
may also take slightly more 
explanation than those 
commonly used metrics.

https://www.noesisenergy.com/
https://www.noesisenergy.com/
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Conclusion
There are many different financial metrics to choose from to quantify the value of a project.  
While it may feel easiest to default to the simple metrics such as simple payback and ROI 
that you customer may know and understand right off the bat, it’s worth the extra time to 
explain more accurate metrics such as NPV, IRR or Cash Flow so that you customer can 
understand the full benefits of the project.

 

https://www.noesisenergy.com/
https://www.noesisenergy.com/
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Chapter Five: Overcoming Objections
by Achai Broner, former Technical Services Manager at a consulting firm specializing in 
running third party incentive programs for utilities

When you first present your energy efficiency project to your client, it’s only natural that 
they will begin to raise objections.  After all, no one likes to part with his or her hard             
earned money.  

With the right tools and knowledge, these objections can be easily overcome.

Lack of Capital
This is usually the most common response given to a project developer.  It can actually stem 
from a number of issues.  Number one being the truth, they just don’t have the capital at the 
moment, so let’s begin there. 

Through our annual survey at Noesis, we’ve found the two biggest objections are:

1. No money or the project isn’t budgeted (lack of capital)

2. I don’t believe these savings are true (lack of trust)

https://www.noesisenergy.com/
https://www.noesisenergy.com/
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No Money
The easiest way to overcome this objection is to simply bring them the money.  Energy 
efficiency financing is becoming a popular tool in project developers’ belts.  The important 
thing to remember is to bring the money up front.

A common mistake that’s made is to wait until after the customer has raised the objection.  
At this point it’s too late.  You’ve essentially left the work up to the customer, and they have 
too many other concerns on their plate to find additional money for another project.  This 
also requires you to backtrack and start explaining additional benefits.

Doing a proper cash flow analysis that includes financing 
(as described in chapter 4), makes sure the customer 
never raises this objection.  The money is there if they 
need it.  This also gives the added benefit of taking 
the conversation away from the conversation of simple 
payback and brings it into the realm of long-term benefits.

Not Budgeted
The cousin to ‘No-money’ is ‘Not-budgeted, we’ll wait’.  This problem can be especially 
prevalent for a shorter payback project where the customer wants to maximize their 
benefits.  In this case, it may be counter intuitive, but financing can actually help save the        
customer money.

The easiest way 
to overcome this 
objection is to 
simply bring them 
the money.  

1-Year 2-Year 3-Year

Project Cost $100,000 $100,000 $100,000

Annual Savings $100,000 $50,000 $33,000 

Total Interest Paid $13,000  $13,000 $13,000 

Monthly Savings $8,333 $8,333 $2,750

Break-even (months) 1.6 3.1 4.7

1-yr Cost of Delay $87,000 $37,000 $20,000 

2-yr Cost of Delay $187,000 $87,000 $53,000

Simple Pay Back

https://www.noesisenergy.com/
https://www.noesisenergy.com/
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The break-even row shows you how long it takes for the monthly savings to pay back the 
interest (i.e. Break-even = Interest Paid / Monthly Savings).  This means that in the case of 
the 1-year Simple Payback project if you delay your implementation by more than 2-months; 
you’ve lost money.  In this same project, if you wait for a full year until the next budget cycle 
you would lose $87,000. 

Often times though, these objections are really just a smoke screen to say, “We don’t trust 
the numbers”.

Lack of Trust
This may be the hardest objection to 
overcome.  Energy efficiency projects 
can have such phenomenal returns, 
that it’s often difficult to believe.  There 
are a number of ways to overcome this 
objection, but the bottom line comes 
down to “prove it”.  

Case Studies
It’s common to try and overcome this objection through showing the successes of past 
projects.  Sometimes this can raise more questions than answers for a customer.  They 
understand marketing material is made to show projects in the best light.  Also, they 
may not be able to make the leap of how the savings from one project translates to their        
particular situation.

The best way to make sure a customer trusts the savings that are shown in a case study 
is to provide information from an independent third party.  This way they can trust the 
calculations were done using industry accepted M&V practices and the savings are not   
being exaggerated.

Project Appraisals
In certain instances a project may be large enough to warrant an “appraisal”, or a third 
party verification of the savings calculations.  The Environmental Defense Fund (EDF) has 
begun an initiative called the Investor Confidence Project (ICP).  The ICP layouts out a set of 
guidelines and standards of the process that should be followed to calculate savings for a 
project, and how that information should be shown.

This initiative allows investors and stakeholders in a project see all the information used to 
calculate savings in a transparent manner.  In addition, when an independent third party 
does the appraisal, they can have the confidence that the standards were followed in an 
appropriate manner.

This can be done through:

1. Cases Studies

2. Project Appraisals

3. Measurement and Verification

https://www.noesisenergy.com/
https://www.noesisenergy.com/


© 2014, Noesis Energynoesisenergy.com 20

Selling Efficiency - Start Making Cents by Talking Cents
®

Measurement and Verification
At the end of the day, the only thing a customer truly cares about is how much money did 
they save at their facility. Measurement and Verification (M&V) is an important component of 
any energy efficiency project.  Offering up front to include M&V into a project can give your 
client the confidence that you will make sure they see the savings that have been promised 
to them.

There are two main standards that outline how M&V 
should be conducted: The International Performance 
Measurement and Verification Protocol (IPMVP) and 
ASHRAE Guideline 14.  Both these standards give 
excellent guidance on how to create a transparent M&V 
process that allows all stakeholders in the process to 
have confidence in energy savings.

In short…
When you’re selling an energy efficiency project, you will undoubtedly run into objections.  
The common objections, lack of capital and lack of trust, are well known and understood.  
Being prepared upfront to answer these objections is important to closing the sale.

At the end of the 
day, the only thing a 
customer truly cares 
about is how much 
money did they 
save at their facility.   

https://www.noesisenergy.com/
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Chapter Six: Closing the Deal
by Matthew Armstrong, former Lead Strategist for one of the largest shareholder-owned 
utilities in the U.S.

Once an actionable, relevant project scope has been assembled (usually post-audit) the 
strategy of having already built in an understanding of benefits of implementation and 
financing with your customer pays off when trying to close a project.

It’s vital that at this stage the financial decision maker has been included in the development 
of the scope – this is the purpose of introducing financing concepts early.  It allows your 
champion, inside the firm, the ammunition they need to advocate for the project with 
company stakeholders.  

When you’ve put together your package for the project – including the charts, graphs and 
relevant technical data - a built-in financing component ‘closes the doors’ of the decision 
room and makes doing a project an obvious and rational choice.

After the proposal…
The next key component to an effective sale procedure is to detail what your next steps are.  
No one likes to commit funds without an understanding of what immediately happens next – 
it’s how he/she can see their value being returned to them as soon as possible.

https://www.noesisenergy.com/
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1. Outline what your next steps will be and schedule a follow-up meeting to get the 
internal stakeholders – facility managers, accounting folks, decisions makers – lined up 
behind the project and helping you to push it across the finish line.  

2. Standardize your communications – know who you need to include on documentation of 
the project and who you need to loop in only when necessary.  

3. Develop milestones that allow you to both get buyoff on your design work and smooth the 
path towards ultimate implementation.

https://www.noesisenergy.com/
https://www.noesisenergy.com/
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Chapter Seven: Service After the Project
by William Ball, former Project Manager at an energy efficiency consulting company

Once an energy efficiency project is sold 
and installed, what comes next? The 
best business models facilitate long-term 
relationships and continuous revenue 
streams; energy efficiency is no exception. 
Developing a services based model carries 
numerous benefits that are familiar to other 
industries, such as increased customer trust 
in your initial offering, more predictable cash 
flow, recurring revenue generated by ongoing maintenance contracts, and reduced customer 
acquisition costs as the needs of existing customers expand.  Energy efficiency financing 
has also recognized the benefits of a services based approach, both to the customer and 
service provider, as demonstrated by innovative financing vehicles such as shared savings 
agreements.

The best business models 
facilitate long-term 
relationships and continuous 
revenue streams; energy 
efficiency is no exception.

https://www.noesisenergy.com/
https://www.noesisenergy.com/


© 2014, Noesis Energynoesisenergy.com 24

Selling Efficiency - Start Making Cents by Talking Cents
®

Measurement and Verification (M&V)
Measurement and verification (M&V) is one of the most important post-project services 
within energy efficiency.  In addition to being required for an increasing number of financing 
vehicles, M&V is an excellent example of how ongoing services can help secure the initial 
deal and pave the way for future projects.  As demonstrated in Noesis’ 2013 Annual Energy 

Project Survey, uncertainty about how to prove that savings are realized is one of the 
biggest barriers to project approval.  Through technically rigorous M&V, building owners can 
overcome this concern, knowing that the project’s savings will be tracked in accordance with 
industry standards, such as IPMVP and ASHRAE Guideline 14.

After the project is installed, M&V can be a highly effective tool in generating follow up 
projects.  By carefully measuring the energy use of the facility, a project developer has 
the opportunity to prove the value of his services by delivering frequent savings reports 
to the customer.  Also, M&V helps maintenance contracts to be managed profitably, since 
dedicated energy monitoring can quickly identify building drift before it becomes a significant 
issue.  By responding to drift or irregularities early, maintenance providers can minimize their 
site visits and effectively manage more service contracts.

Identifying Follow Up Projects
When executed well, M&V and ongoing maintenance contracts can not only prove the value 
of past projects, but also serve as a launch pad for new energy saving measures.  Since 
most building owners have had little to no experience with energy efficiency projects, it is 
common that smaller packages of “no-brainer” retrofits are preferred for initial conservation 
efforts.  Once the first project is demonstrated to be successful, deeper retrofits are more 
likely to be approved and undertaken.  

M&V and maintenance agreements facilitate trust with the customer and provide the existing 
service provider with several advantages in competing for new projects.  In addition to the 
benefit of established relationships, an existing service provider has much greater awareness 
of what savings opportunities still exist within the facility.  Unlike a new consultant who is 
performing an initial audit, an existing service provider has the benefit of interacting with 

Did You Know? Noesis Pro M&V tools are built to 
meet industry best practices and can be used to show 
progress towards KPIs or identify operations and 
maintenance issues before they become problems.

LEARN MORE
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the facility over time and gaining a more complete understanding of its specific operating 
patterns.  This increased knowledge about the facility also decreases the time and cost 
of delivering follow up projects to the building owner.  Since the audit and pre-project 
analysis is largely completed, an incumbent service provider can offer better pricing for the            
new retrofit.

Services Are Appealing to the Right Customers
Despite the many benefits of an ongoing service model in energy efficiency, this approach 
will rule out certain types of potential customers.  As veterans of construction related 
industries know all too well, there are always customers who are driven by the lowest 
bid, which can disadvantage firms with pricing that includes ongoing services.  But, while 
some building owners are prone to opt for the cheapest bid that satisfies a one-time need, 
it is worth considering whether these customers are worth pursuing in the first place.  
Shortsighted customers are frequently unpredictable, demanding relative to their size, 
present a higher risk to your accounts receivable, and do not contribute to sustainable 
growth in your operations.

In contrast, a services-driven model in energy efficiency resonates with the type of 
customers that are worth building a business around.  Though customer acquisition 
can seem more challenging at the outset, establishing a reputation for quality, long-term 
relationships will generate referrals to new customers with similar priorities.  This ongoing 
services philosophy supports energy efficiency’s most effective value proposition: attractive 
savings that consistently accrue over a long project lifecycle.
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