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1.​ Introduction 

The Philadelphia Energy Authority (PEA) and Philadelphia Green Capital Corps (PGCC), hereafter known 
as the Program Team, developed this Solarize Greater Philadelphia (Solarize) Installer Manual to 
provide guidance to Solarize Contractors about program expectations and to delineate the requirements 
referenced in Appendix B of the RFQ, the Solarize Independent Contractor Service Agreement, hereafter 
known as the Solarize Program Agreement. The terms of this edition of the Solarize Installer Manual 
apply to all contracts signed during the 2025-2026 contract term.  

This Solarize Installer Manual is provided in draft form as part of the 2025 Installer RFQ; the final 
version will be provided for consideration before Contractors sign the Solarize Program Agreement. 

1.1.​ About Solarize Greater Philadelphia and Solar For All 

Solarize is a program to help homeowners in Southeastern Pennsylvania (Bucks, Chester, Delaware, 
Montgomery, and Philadelphia Counties) go solar. The Solarize program serves market-rate residential 
customers (households of all income levels) who are not eligible for or not interested in the Solar For All 
(SFA) subsidy program described below. This Solarize Installer Manual describes Contractor 
responsibilities for the Solarize program. 

The SFA program provides subsidies to interested and eligible low- and moderate income (LMI) 
residential solar customers and operates as a component of the Solarize program. SFA will ensure that 
systems deliver a minimum 20% cost savings, along with potential subsidies for the cost for energy 
storage projects and enabling upgrades. SFA Contractors can find additional, specific information about 
the SFA program in the SFA Installer Manual [to be provided before program launch], which will 
delineate the additional requirements referenced in the SFA Program Agreement [also to be provided 
before program launch]. Some information about SFA is included in this Solarize Installer Manual where 
it coincides with Solarize operations. 

Both Solarize and SFA programs serve homeowners in the five-county Southeastern Pennsylvania area, in 
single-family residences or multi-family residential structures of no more than four units. All Solarize 
Contractors must serve Philadelphia County, but may choose to serve any other combination of Bucks, 
Chester, Delaware, and Montgomery Counties. Solarize Contractors may not conduct Solarize operations 
in any of the five counties they have not informed the Program Team about (i.e. Contractors must inform 
the Program Team prior to expanding to a county that was not indicated in their initial application).  

1.2.​ History 

PEA launched Solarize Philly in April 2017 with a goal to establish a scalable and replicable model to bring 
solar to underserved communities in Philadelphia. The program evolved into a platform for connecting 
property owners to vetted solar installers to grow consumer trust and accelerate market growth. PEA 
identified and qualified installers for the program as well as engaged in marketing education and 
community outreach since its inception. In 2021, Solarize Philly began offering a lease, which increased 
access to solar by providing affordable and predictable monthly payments with no income or credit 
requirements. PGCC partnered with PEA by providing financial subsidies for LMI households in the 
program. PGCC has supported LMI lease projects by purchasing the Solar Renewable Energy Credits 
(SRECs) from those systems and by providing upfront lease buydowns on select homes. PEA also 
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expanded Solarize Philly to include commercial properties in 2021. To date, Solarize Philly projects have 
added over 22MW of rooftop solar in Philadelphia.  

In 2025, PEA and PGCC expanded the Solarize Philly program to all five southeast PA counties (Bucks, 
Chester, Delaware, and Montgomery, along with Philadelphia) and rebranded the program to Solarize 
Greater Philadelphia (referred to in this manual as “Solarize”).  

1.3.​ Solarize Goals 

The goals of the Solarize program are as follows:  

1.​ Grow the demand for solar in Southern Pennsylvania. Solarize enables homeowners to go solar 
who may not have done so on their own, by embedding important consumer protections into 
contracts and pre-vetting installers. The involvement of the Program Team and the consumer 
protections built into the program increase consumer confidence and ensure that the local 
market grows with high-quality installations and consumer-friendly practices. 

2.​ Grow the supply of solar in Southeastern Pennsylvania. The Program Team aims to increase the 
number of solar installers serving the Philadelphia market by leading programs that create 
favorable market conditions for current and new players. The Program Team currently engages 
regularly with PECO and the Philadelphia Department of Licenses and Inspections (L+I) to 
streamline the interconnection and permitting processes and address Contractor questions. The 
Program Team has supported Philadelphia City Council to pass legislation, zoning changes and 
incentives that reduce the soft costs of solar, and make it easier to design, permit and install 
solar installations citywide. As Solarize expands into the five county region, the goal of the 
Program Team is to develop these same relationships and support with the respective agencies. 

2.​ Lead Generation 

There are two methods by which a homeowner can participate in Solarize: as a Program Team-generated 
lead or installer-generated lead. Contractors should plan to self-generate at least the same number of 
leads as those referred to them by the Program Team. Repeated failure to do so may result in the 
suspension of Program Team-generated leads and termination from the program, as described in Section 
6.  

2.1.​ Program Team-generated Leads 

The Solarize website has an intake form that collects basic information about a customer’s home and 
requests that they upload a PECO bill.  

a.​ SFA. The homeowner will select whether they are interested in and believe they qualify for the 
SFA program. If so, that homeowner will fill out an income affidavit which will check for SFA 
eligibility as further described in the SFA Installer Manual. For SFA, homeowners are required to 
select a specific installer in the submission form. When an SFA Contractor is presenting SFA 
project financing to an eligible Program Team-generated customer, they may present non-SFA 
financing options as well, but must make clear that SFA is the only option with subsidy calculated 
to provide 20% savings. The process for SFA opportunities is described further in the SFA Installer 
Manual.  

b.​ Solarize. If the homeowner does not indicate an interest in SFA, they will be routed to the 
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Solarize form, where they can choose to select an installer and indicate their preference 
between ownership and lease or PPA offerings. If the customer does not select a specific 
installer, the Program Team will distribute the leads across the pool of Contractors. The following 
instructions/guidelines are for Solarize opportunities.  

When a customer submits the webform, this creates a lead in the Program Team’s Customer Relationship 
Management (CRM) software. The Program Team will share opportunities with Contractors through the 
Program Team’s CRM, and each Contractor will be given a license for opportunity notification and 
communication with the Program Team about individual projects. 

Once an opportunity is assigned to the Contractor, the Program Team’s expectation is that the Contractor 
contacts the homeowner within 3 days with their solar proposal. If the initial project review shows that 
the home is not viable for solar, the Contractor is still required to contact the homeowner with an 
explanation. The Program Team highly values customer service and requires that all customers receive 
outreach after showing interest in solar, even if their project is not viable. The Program Team may 
conduct surveys of all customers (including projects that do not receive proposals) to ensure that they 
were contacted within the expected timeframe and to confirm that non-viable projects were given a call 
and explanation.  

Once the opportunity is assigned to the Contractor and the first outreach is complete, the Contractor 
must update the opportunity’s status directly in the Program Team’s CRM to “Attempted Contact”, 
“Proposal Sent”, or “Lost”, as applicable. The Program Team will regularly check to ensure that 
opportunities do not remain in the initial “Pre-qualified” stage.  

Contractors are expected to add the opportunity to their own CRM or database from this point to 
conduct their sales process and record any additional progress in their own system. If a Program 
Team-generated project makes it to the contracting stage, Contractors will send updates to the Program 
Team via the monthly data sharing process described in Section 4.1.  

The Program Team does not provide guarantees on the number of leads to be provided to any 
Contractor, but Contractors are required to self-generate at least as many leads as the Program Team 
sends them. The Program Team has a goal for Contractors to close at least 10% of Program 
Team-generated projects.  

2.2.​ Installer-generated Leads 

Contractors will generate leads through methods of their own choosing and per the Program Team’s 
guidelines. The Program Team will support marketing and outreach efforts as described further in 
Section 7, but Contractors are expected to work independently.  

When a Contractor is presenting SFA project financing to a potential customer, they may present non-SFA 
financing options as well. Further details will be provided upon the release of the SFA Installer Manual.  

If a Solarize Contractor does not participate in the SFA program, that Contractor will not be eligible to 
offer SFA project financing to customers. If such a Contractor generates a lead that is interested in SFA 
project financing, the Contractor will be responsible for referring this lead back to the Program Team for 
assignment to another Contractor that is participating in the SFA program by having the customer fill out 
the Solarize webform and directing them to the SFA option. The Program Team will endeavor to replace 
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this lead with another Solarize lead. 

Contractors will provide updates to the Program Team on installer-generated projects that have signed 
contracts through the monthly reporting process described in Section 4.1. Contractor will also provide a 
count of the total self-generated leads that did not make it to the contracting stage.  

3.​ Required Timing for Solarize Activities 

The Program Team requires that Solarize Contractors act on a prompt and professional timeline when 
interacting with the Program Team, customers, and when completing installations. The Program Team 
believes the response times in the following table are necessary in order to maintain a positive customer 
experience. 
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Reporting Requirements 

3.1.​ Project Reporting 

8 

Activity Timing 

Respond to inquiries from the Program Team Within 3 business days. If it is not commercially 
feasible to respond in 3 days, the Contractor may 
request and the Program Team will not 
unreasonably withhold consent to a longer 
period, not to exceed 10 business days. 

Contact new leads Within 3 business days of assignment 

Update the status of Program Team-generated 
leads in the Program Team’s CRM 

Within 3 business days of new activity 

Present lead with a proposal and quote  
(if viable) 

Within 15 business days of assignment 

Notify a non-viable lead about why their project is 
not viable 

Within 3 business days of solar assessment  

Respond to inquiries from customers Within 3 business days of inquiry 

Commission the solar array Within 120 days of contract signing barring major 
permitting or interconnection delays 

Participate in group Solarize Contractor Check-in 
Calls 

Frequency to be determined but no less than 
quarterly 

Participate in one-on-one Check-in Calls with the 
Program Team 

Frequency to be determined but no less than 
monthly 

Provide monthly reporting export to the Program 
Team 

By the 4th Tuesday of each month, unless 
otherwise specified  

Submit quarterly jobs reports Within 10 business days of the Program Team 
sending the request 

Provide the Program Team with additional project 
documents when requested 

Within 5 business days 

Update the Program Team about any significant 
operational changes, such as changes to key staff, 
proposed new equipment, proposed pricing 
changes, etc. 

Within 10 business 
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Contractors will report on their project activities on a monthly basis. In an effort to reduce the effort for 
Contractors, the Program Team only requests details for projects that have signed contracts. Contractors 
will share a data export file of their CRM or database of all contracted Program Team-generated and 
installer-generated projects in Southeastern Pennsylvania.  

The Program Team will support the Contractor’s data team to confirm all details that must be shared 
with the Program Team and to help ensure that this data export can be easily generated. The Program 
Team will also provide an Excel template with all of the required data fields. Contractors will build a 
report with the fields in their CRM or database that best correspond with the Program Team’s required 
fields. The following is a list of the fields Contractors must share:  

●​ Unique Record ID in Contractor’s CRM or database 
●​ Opportunity Name, Address, Email, and Phone 
●​ Record Created Date 
●​ Property Type (single-family, small multi-family) 
●​ Project Stage 
●​ Lead Source 
●​ Project Description 
●​ System Price (all-in)  
●​ kW system Size  
●​ Adders and Adder Value 
●​ Yr 1 kWh production 
●​ Contract Signed, Installed, and Interconnected Date 
●​ Installation Subcontractor (if any), and in what capacity (roof, efficiency, solar) 
●​ Project Type (cash/lease/financing) 
●​ Financing Method 
●​ Monthly loan/lease payment 
●​ Loan/lease term in years 
●​ Product Type (solar/battery/EV charger) 
●​ Optional if Contractor is already collecting 

○​ Lost Reason 
○​ Module make/model 
○​ Inverter make/model 
○​ Amount financed (if financed) 
○​ Financing fee (if financed) 
○​ Interest rate (if financed) 
○​ Escalator (if leased) 
○​ Total lifetime cost 
○​ Initial PECO Response (Approved, Approved as Revised, Engineering Study, Denied) 
○​ Any other interconnection milestone dates 
○​ Do Not Contact Flag 

In addition to the monthly data export file, the Contractor will provide a count of total self-generated 
leads that did not make it to contract. 

Contractors must provide accurate, clean, and duplicate-free data to the Program Team. The Program 
Team will review this data after every monthly reporting period and follow up regarding any issues. 
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Continued data issues will result in a reduced lead flow from the Project Team until they are resolved. 
This data will be used to maintain a record of program performance, support the Program Team’s 
reporting requirements, and allow the Program Team to be able to provide support in resolving any 
customer issues. 

In summary, Contractors will share updates on projects by the following methods: 

 Program Team-generated  Installer-generated 

Pre-Contract Signed Contractors must update the 
stage of all Program 
Team-assigned opportunities in 
the Program Team’s CRM within 
3 days of initial contact. 

Contractors must provide a 
monthly count of all 
installer-generated leads that do 
not make it to contract. The 
Program Team will not receive 
project-level updates. 

Post-Contract Signed projects Reported via monthly data 
export file. 

Reported via monthly data 
export file. 

3.2.​ Customer Data Privacy 

Customer data reported to the Program Team contains Personally Identifiable Information (PII) so 
Contractors will be expected to follow the Program Team’s PII Policy to be provided as Appendix D (to 
be provided before program launch). Data export files must be uploaded using Transfernow, a secure file 
transferring platform, via a link provided by the Program Team. 

3.3.​ Contractor Jobs Reporting 

The Program Team will actively track how the Solarize and SFA programs are contributing to job creation 
in the region. To support that effort, Contractors will be required to share demographic data on their 
company’s current and recently-hired staff on a quarterly basis, provided as the Jobs Report in Appendix 
B. The Program Team will provide a blank template every quarter which must be returned within 10 
business days.  

3.4.​ Record Audits 

3.4.1.​ Customer Proposals and Contracts 

Solarize Contractors will not be required to upload all customer proposals and contracts into the 
Program Team’s CRM; however, the Program Team plans to conduct quarterly spot checks of these 
documents and Contractors will be required to furnish these documents upon request by uploading 
them via Transfernow. The Program Team will check for all of the items listed in Section 5.17.  

3.4.2.​ Approved Financing and Equipment Offerings 

The Program Team will maintain a list of approved financing and equipment offerings on the Solarize 
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customer resources webpage. The initial list will be built from the information provided in the RFQ, but 
Contractors must share any changes to their offerings at least 10 business days before implementation 
so the Program Team can vet the product and update the webpage. The program team may occasionally 
send a request to affirm that there have been no changes to the approved offerings. The Program Team 
will spot check proposals and contracts to ensure Contractors are only using products the Program Team 
has approved. 

3.4.3.​ Subcontractor Vetting 

The Program Team will maintain a list of approved subcontractors and recommended contractors for 
internal reference only. The initial list will be built from the information provided in the RFQ, but 
Contractors must share any changes to their offerings at least 10 business days before implementation 
so the Program Team can vet the new company and update the internal reference list. The program team 
may occasionally send a request to affirm that there have been no changes to the approved list of 
companies. All subcontractors involved in a customer project must be included as a field in the monthly 
data export file, which the Program Team will spot check to ensure Contractors are only using 
subcontractors the Program Team has vetted.  

3.4.4.​ Marketing Materials 

The Program Team will conduct spot checks of Contractor marketing material to ensure adherence to the 
Marketing and Sales Guidelines outlined in Section 7. This may involve, but is not limited to, the Program 
Team performing internet searches of the Contractor to find advertising, checking Contractor’s websites, 
and requesting marketing materials directly from a Contractor.  

3.4.5.​ Competitive Pricing and Close Rate  

The Program Team will review system price data shared in the monthly data export on a quarterly basis 
to calculate the Contractor’s average price per watt (subtracting the cost of adders) to highlight projects 
that are outside the pricing expectations described in Section 5.12. The Program Team will also review 
the number of Program Team-generated projects that sign a contract with each Contractor to determine 
that Contractor’s close rate on a monthly basis. The Program Team has a goal for Contractors to close at 
least 10% of Program Team-generated projects.  

3.4.6.​ Contractor Vetting Documents  

The Program Team will vet Contractors during the RFQ process, but may conduct occasional spot checks 
to ensure continued insurance coverage and tax clearance, so Contracts must be prepared to provide this 
additional documentation at any time throughout the contract term.  

4.​ Contractor Requirements  

Consumer protections are core to the Solarize program. The following sections are a list of the 
requirements for a selected Contractor. The Program Team’s proposal and contract spot checks will check 
for the following and we may ask about these provisions in customer surveys to ensure compliance.  

4.1.​ Utility Escalator Transparency and Limit 
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To provide transparency, all customer proposals must state the percent utility escalator used in their 
calculations, and this escalator may not exceed 3%. The Program Team believes that an electric utility 
price growth greater than 3% year-over-year may artificially inflate the value proposition of solar 
systems. While a higher grid electric price escalator may illustrate better potential project economics and 
help with solar sales, it may also have a long-term negative market impact if these savings do not 
materialize. This is especially concerning if the project only delivers a positive cash flow if this type of 
electric price increase is realized and these customers otherwise risk increasing their total cost for 
electricity. 

These expectations are listed in the customer disclosure sheet and will be on the customer resource 
webpage. To ensure compliance, the Program Team’s proposal spot checks will look for this and the 
Program Team may ask about it in customer surveys.  

4.2.​ 10-year Workmanship Warranty 

The Program Team requires Contractors to offer a minimum workmanship warranty of 10 years for 
Solarize and SFA installations. This should be stated clearly in all customer proposals and contracts, and 
will be included in the Program Team’s customer disclosure sheet and customer resource page on the 
website. Contractors should have a clear warranty claim process which includes responding to and 
documenting all warranty claims, regardless of if warranty work was needed/performed.  

These expectations are listed in the customer disclosure sheet and will be on the customer resource 
webpage. To ensure compliance, the Program Team’s proposal and contract spot checks will look for this 
and the Program Team may ask about it in customer surveys.  

4.3.​ Roof Check Process and Panel Removal and Reinstallation Terms 

The Program Team requires installers to inspect roofs and discourages solar installation if the roof is not 
in good condition. Ideally, roofs receiving solar will have been resurfaced or replaced within the last 5 
years and/or and have an expected life of 10 or more years with minimal maintenance. Customers with 
older roofs can move forward, but Contractors must make customers aware of any concerns they find. 
This recommendation will be listed on the Solarize webform and customer resources page.  

Contractors must ensure that before a customer signs a contract, a trained employee or roofing company 
subcontractor physically checks the customer’s roof to ensure it is in sufficiently sound shape for a solar 
installation.  

In the event of necessary roof repairs, Solarize and SFA Contractors must waive any costs of panel 
removal and reinstallation for a period of 3 years after installation so that the homeowner can make the 
repairs, with the exception of damage caused by force majeure events1. To provide transparency and 
ensure customers are not surprised by the costs of possible future panel removal and replacement, 

1 Force Majeure Event. Neither Party shall be held responsible for delay or default caused by war, insurrection, acts 
of terrorism, strikes, lockouts, labor disputes, riots, terrorist acts or other acts of political sabotage, volcanoes, 
floods, earthquakes, fires, acts of God, acts of the public enemy, epidemics, quarantine restrictions, freight 
embargoes, a change in law or regulation, unusually severe weather, or any other act or circumstance beyond PEA, 
PGCC, or Contractor’s reasonable control and without fault or negligence of the Party. 
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customer proposals should include estimated pricing after this 3-year waived period. The proposal 
document should make clear that this price is a non-binding estimate of costs quoted prior to contract 
signing, and is subject to change over time.  

The Program Team’s goals with these conditions are to ensure that customers are being made aware of 
their roof condition and the risks of installing solar on a less-than-ideal roof, and to prevent avoidable 
costs of and sticker shock over panel removal and reinstallation.  

These expectations are listed in the customer disclosure sheet and will be on the customer resource 
webpage. To ensure compliance, the Program Team’s proposal spot checks will look for both the waiver 
statement and cost estimate, the contract spot checks will look for the waiver statement, and the 
Program Team may ask about it in customer surveys.  

4.4.​ Contractor Customer Support 

The Program Team strives to standardize expectations of customer support to ensure fairness across 
customers who will be assigned to different Contractors. Contractors should provide full support to 
customers through the entire process of going solar, including but not limited to the following items:  

●​ Support applying for any rebates customers may be eligible for, including PECO’s residential solar 
rebate, and for purchased systems, the Federal Investment Tax Credit.  

●​ For purchased systems, SREC support at the end of the process, including setup in the GATS 
portal if the customer wants to self-manage their SRECs, or connection to brokers if not. 

●​ Support to locate manufacturer/equipment warranty documentation if needed. 
●​ System troubleshooting and maintenance should be included for any lease or PPAs.  
●​ For purchased systems, follow-up support - if a customer has simple questions after the project 

is interconnected, these should be answered at no cost. To provide transparency and ensure 
customers are not surprised by the cost down the line, customer proposals should include a 
summary of what troubleshooting and support is provided free of charge, and estimated pricing 
of any other troubleshooting, service calls, or other maintenance needs beyond that. The 
proposal document should make clear that this price is a non-binding estimate of year 1 costs, 
and is subject to change over time. 

These expectations are listed in the customer disclosure sheet and will be on the customer resource 
webpage. To ensure compliance, the Program Team’s proposal spot checks will look for both the 
maintenance commitment statement and cost estimate, the contract spot checks will look for the 
maintenance commitment statement, and the Program Team may ask about it in customer surveys.  

4.5.​ Customer Payment Schedule 

For Customers that are purchasing a Project for cash or providing their own financing, Contractor may 
not collect more than 10% of the Project price from a Customer more than 3 weeks prior to the date the 
project is installed on the property (start of construction), unless the additional payments are for utility 
upgrades required by PECO as part of system interconnection, upgrades required by a structural 
engineer, electrical or roof work that are included in the Contractor contract, or in the case of 
termination by Customer for reimbursement of costs incurred by Contractor beyond payments already 
made. 
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For Customers using PPAs or Leases, the Contractor or associated financial provider may not collect any 
payments from a Customer prior to receiving Permission to Operate (PTO) from the electric utility. 

Contractors also must be clear to customers from the start if they only offer the ability to make 
payments via ACH (with no option for paper bills). For Contractors who do send paper bills, the bills must 
be sent at least 15 business days before the due date to allow enough time for them to be received by 
the customer at least 10 business days before the due date.  

These expectations are listed in the customer disclosure sheet and will be on the customer resource 
webpage. To ensure compliance, the Program Team’s contract spot checks will look for this and the 
Program Team may ask about it in customer surveys.  

4.6.​ Required Terms in Customer Contracts 

Contractors will provide all types of customer contracts (Installation-only, Loan, Lease, or PPA) for use in 
the Solarize program to the Program Team for review and approval during the RFQ process, and shall not 
enter into any Customer Contract that is not an approved form. All customer contracts must include the 
following: 

1.​ Right of Rescission allowing the Customer to cancel the Contract without penalty within three (3) 
or more business days. 

2.​ Contractor License Number and Proof of Insurance Certificate, allowing the Customer to verify 
the registration and insurance of the Contractor. 

3.​ Description of warranties and performance guarantees, in line with the requirements of the 
Program Agreement. 

4.​ PPA or Lease Only - An option for the Customer to purchase the system at the end of the PPA or 
lease and at milestones throughout the term. 

5.​ The following waiver of liability printed in all caps to ensure that it is prominent and conspicuous 
in the Customer Contract: “WAIVER OF LIABILITY—THE PARTIES ACKNOWLEDGE AND AGREE 
THAT THE PHILADELPHIA ENERGY AUTHORITY AND THE CITY OF PHILADELPHIA, ITS OFFICERS, 
EMPLOYEES, AND VOLUNTEERS WORKING ON BEHALF OF SOLARIZE GREATER PHILADELPHIA ARE 
NOT PARTIES TO THIS CONTRACT AND WILL NOT BE LIABLE IN ANY CIRCUMSTANCES FOR ANY 
DAMAGES OR LOSSES ARISING OUT OF OR IN CONNECTION WITH INSTALLER’S PERFORMANCE 
OF THIS CONTRACT OR THE EQUIPMENT INSTALLED PURSUANT TO THIS CONTRACT. TO THE 
FULLEST EXTENT PERMITTED BY LAW, THE PARTIES WAIVE ALL CLAIMS, DEMANDS, SUITS, AND 
LIABILITY THAT MAY BE ASSERTED AGAINST THE PHILADELPHIA ENERGY AUTHORITY OR THE CITY, 
THEIR RESPECTIVE OFFICERS, EMPLOYEES, AND VOLUNTEERS WORKING ON BEHALF OF 
SOLARIZE GREATER PHILADELPHIA TO THE EXTENT SUCH CLAIMS, DEMANDS, SUITS, AND 
LIABILITY ARISE OUT OF OR IN CONNECTION WITH INSTALLER’S PERFORMANCE OF THIS 
CONTRACT OR THE EQUIPMENT INSTALLED PURSUANT TO THIS CONTRACT. 

Contractors must share any changes to their Customer Contracts at least 10 business days before 
implementation so the Program Team can approve the new document. A general, customer-facing 
version of these expectations are listed in the customer disclosure sheet and will be on the customer 
resource webpage. To ensure compliance, the Program Team’s contract spot checks will look for this and 
the Program Team may ask about it in customer surveys. 
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4.7.​ Customer Disclosure Sheet 

As part of the Program Team’s efforts to ensure clear and standardized customer communication, 
Contractors for Solarize will be required to include the Solarize Customer Disclosure Sheet provided as 
Appendix A with every customer proposal and contract. The disclosure sheet will also be sent to all 
Program Team-generated opportunities as part of the confirmation email sent after they submit the 
webform, and will be included on the consumer resources webpage.  

To ensure compliance, the Program Team’s proposal and contract spot checks will look at whether this 
document is included and the Program Team may ask about it in customer surveys. 

4.8.​ Financing Offerings 

For Solarize projects, Program Team pre-approval is required for all financing options (i.e. loans, PPAs, 
and leases) offered by Contractors. Contractors will have provided all of the financing products they sell 
during the RFQ process, but they must also inform the Program Team of any change in their offerings 
during the Program Term. The Program Team will maintain a list of program-approved financing products 
on the Solarize website for customer reference. 

Criteria the Program Team will consider in approving solar loans include those that offer a range of term 
lengths, no or low dealer fees, no penalties for prepayment, no balloon payments (required or optional) 
that result in higher monthly costs if not paid, and the option to re-amortize the loan after receiving the 
Federal Investment Tax Credit. Allowable solar loans may be unsecured or secured by a security interest 
in the solar system, but may not be secured by a mortgage on the customer’s property.  

Criteria the Program Team will consider in approving Power Purchase Agreement (PPA) or Leases 
(defined as a lease with a third-party tax-owner) include the following characteristics: 

●​ No payment is required upfront; 
●​ Projected to result in customer savings in Year 12; 
●​ System insurance (insurance held by the third-party owner to cover the cost of damage or issues 

that are not at the fault of the Customer and are not included in the scope of the Contractor or 
equipment warranties), warranty management, ongoing maintenance support, and performance 
guarantees are offered; 

●​ Have simple assignability/transferability provisions;  
●​ For leases, early buyout terms are provided; 
●​ Have low or no annual escalators; 
●​ No collateral is required beyond the solar system itself;  
●​ Uses alternative underwriting (i.e. not reliant on FICO scores) to include households that are 

likely to make on-time payments.  

Outside of the RFQ process, to support additional offerings that increase accessibility to solar, PGCC will 

2 The Program Team acknowledges that Year 1 savings are difficult to achieve for households on the Customer 
Assistance Program (CAP) and plans to serve these households (at or below 150% of the Federal Poverty Level 
(FPL)) through SFA and PEA’s Built to Last program. 
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be open to subsidizing Contractor’s products using a Loss Reserve, a long-term contract for purchasing 
the SRECs, or another approach suggested by the Contractor given funding availability. Scalability is 
critical for this and all Program Team’s programs, so preference will be given to products that balance 
solar accessibility with minimal subsidies. 

Contractors must share any changes to their financing offerings at least 10 business days before 
implementation so the Program Team can vet the new product and update the customer resources 
webpage. The customer disclosure sheet states that Contractors may only use products approved by the 
Program Team and will link to the list of those approved products. To ensure compliance, the Program 
Team’s proposal and contract spot checks will look for this and the Program Team may ask about it in 
customer surveys.  

4.9.​ Equipment Offerings 

For both Solarize and SFA projects, Program Team pre-approval is required for all modules, inverters, 
batteries, and racking to be utilized by Contractors. All equipment must meet Tier-1 and 
UL-certifications.  

Contractors must share any changes to their equipment offerings at least 10 business days before 
implementation so the Program Team can vet the new product and update the customer resources 
webpage. The customer disclosure sheet states that Contractors may only use products approved by the 
Program Team and will link to the list of those approved products. To ensure compliance, the Program 
Team’s proposal and contract spot checks will look for this and the Program Team may ask about it in 
customer surveys.  

4.10.​ Subcontractor Vetting 

Contractors are responsible for all actions of their subcontractors and for ensuring that all contract terms 
and Solarize Installer Manual requirements flow down to subcontractors. The Program Team will conduct 
a review process to confirm that any subcontractors are not debarred, are licenced, up to date on taxes, 
and carry insurance.  

Contractors must make it clear to a customer when they are simply recommending a company or when 
the company operates as their subcontractor. Subcontractor work should be included in the agreement 
between Contractor and customer.  

If the Program Team has valid concerns about a subcontractor or recommended company either from 
customer or partner complaint, installation quality issue, or a loss of compliance with the vetting 
process, the Program Team will meet with the Contractor to discuss the problems and decide on a 
solution, up to and including requiring the Contractor to end the relationship.  

The Contractor is responsible for providing their list of subcontractors and recommendations in the initial 
RFQ process, and for keeping the Program Team updated about any changes to this list during the 
Contract Term at least 10 business days before implementation so the Program Team can vet and update 
the internal reference list. To ensure compliance, the Contractor must include the names of any 
subcontractors that worked on a customer’s project in the monthly data reporting and the Program 
Team will spot check to ensure they are on the vetted list. 
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4.11.​ Marketing and Sales Guidelines 

The following guidelines are designed to increase customer awareness and protection:  

●​ No predatory sales tactics.  
●​ Clear communication about dealer fees and no hidden fees. Per the Consumer Finance 

Protection Bureau, some lenders bake high markups into the loan principal.3 Proposals should 
also make clear that dealer fees are not eligible to be included in the total being submitted for 
the Federal Investment Tax Credit (ITC). 

●​ Contractors should make clear that roof work cannot be included in the cost being submitted for 
ITC.  

●​ Ensure customers are aware that the 30% Federal Investment Tax Credit is dependent on the 
customer’s tax liability. 

●​ Clear communication about voluntary prepayment terms in a solar loan. For customers 
purchasing their systems with a loan, initial loan payments must be based on the full cost of the 
system and allow for a penalty-free prepayment that re-amortizes the balance to a lower 
monthly payment if the customer receives the ITC, instead of lower initial monthly payments 
that assume full receipt of the ITC that re-amortize to a higher monthly payment if the customer 
does not apply the full ITC to the loan principal. This ensures customers are not subject to higher 
monthly payments if they receive a lower ITC than expected or if they choose to use their tax 
credit for other purposes.  

●​ For Solarize Contractors offering a lease (as opposed to a PPA), proposals and contracts must 
disclose the 6% sales tax in the pricing breakdown.  

●​ Clear communication about cost escalators. The proposal and contract must both include a full 
schedule of payments throughout the term of the loan or lease. 

●​ Be transparent about cost savings. Proposals cannot assume a utility adder greater than 3% so as 
to not overstate savings.  

●​ Proposals and contracts should clearly state the full lifetime cost of the loan or lease product. For 
purchased projects, these costs should not include the value of ITC. 

●​ Proposals should include Solar Renewable Energy Credit values that reflect reasonable market 
conditions and outlooks. Like the ITC, projected SREC values should not be subtracted from the 
total financed price. 

●​ Proposals should utilize a solar production degradation consistent with the modules specified in 
the propoInclude current electricity data that are based on the customer’s actual annual 
electricity consumption and costs or a load calculator. 

●​ Proposals should clearly list the reasons and amounts of any adders that increase the total price 
beyond standard system pricing.  

●​ Proposals should not include property value increases potentially resulting from installation of 
solar when communicating net cash flow to the customer. This data has not yet been verified in 
the Philadelphia market and can be misleading. 

●​ Contractors should present multiple financing options so customers can compare. 
●​ Proposals should include the percentage of electric usage offset by solar PV systems. 

A general, customer-facing version of these expectations are listed in the customer disclosure sheet and 

3 https://www.consumerfinance.gov/data-research/research-reports/issue-spotlight-solar-financing/ 
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will be on the customer resource webpage. To ensure compliance, the Program Team’s proposal and 
contract spot checks will look for this, the Program Team may ask about it in customer surveys, and the 
Program Team may conduct additional internet searches as detailed in Section 4.4.4. 

4.12.​ Competitive Pricing 

A core concept of the Solarize model is that customers in the program can access highly competitive 
pricing by participating in the program. The Program Team will issue a memo (Appendix C: Sample 
Statement of Policy on Pricing, to be appended when available) to Contractors stating suggested 
maximum pricing, and will monitor pricing on a quarterly basis to provide feedback. Contractors 
consistently offering higher pricing than stated in the memo may face termination.  

Contractors must inform the Program Team about any significant changes in pricing models during the 
Program Term at least 10 business days prior to the change taking effect. To ensure compliance, the 
Program Team will review system price data on a quarterly basis. The details of this requirement will not 
be published externally.  

4.13.​ Standard of Care 

The Contractor shall install each Project in accordance with the Standard of Care. As used herein 
“Standard of Care” means performance of the work in compliance with all of the following standards: 

●​ Specific standards, methods and requirements set forth in the Agreement; 
●​ All laws and legal requirements, including all building and electrical codes and any health and 

safety concerns, applicable to the work associated with a project; 
●​ The requirements of all manufacturer’s warranties; 
●​ The application of professional engineering judgment; and 
●​ Industry best practices and NEC 2023 guidelines. 
●​ If a discrepancy arises between any of these standards, the most stringent standard will apply. 
●​ In cases where the Contractors must create a penetration of any kind through the exterior of a 

customer home, the Contractor will take all reasonable measures to keep those penetrations as 
discreet in location and small in size as possible and will ensure that any penetrations are 
properly sealed. 

A general, customer-facing version of these expectations are listed in the customer disclosure sheet and 
will be on the customer resource webpage. This language does not need to be added to customer 
contracts.  

4.14.​ Customer Service 

The Program Team will be accessible to customers in the event of any complaints or concerns, and will 
mediate between the customer and Contractor to find a resolution. Contractors are expected to provide 
excellent customer service and must resolve customer issues quickly and reasonably, but the Program 
Team will not impose any unfair expectations on the Contractor. Customer surveys may ask about the 
Contractor’s customer service quality. 

All Solarize communications to customers will encourage customers to “Reach out to 
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solarize@philaenergy.org with any questions or concerns about the Solarize Greater Philadelphia 
program.” Contractors are encouraged to add this language to their approved marketing materials, 
website, and customer communications.  

4.15.​ Quality Assurance Assessments 

Before joining Solarize, the Program Team will evaluate Respondents’ previous performance by 
contacting the customer references and conducting on-site Quality Assurance Assessments (QAA). 
During the contract term, the Program Team will also conduct random QAAs of completed installations 
to ensure installation quality and that Contractors are meeting industry best practices. These QAAs may 
include: 

1.​ Review of the construction plan set, system layout and electrical drawings; and review of 
estimated solar generation. 

2.​ Post-installation quality field inspection.  
3.​ Other analysis related to customer satisfaction and system performance.  

Contractors must cooperate with all Quality Assurance Assessments, and provide all requested 
documentation which may include: shading analysis, estimated solar generation, wiring diagrams, and 
actual production reports and photos of the following system components: junction box, inverter, A/C 
combiner, A/C disconnect, and the main panel tie-in.  

The Contractor will be expected to correct any critical issues identified in these assessments at their own 
cost within 1 month of notification. 

4.16.​ Summary Table 

A summary of these requirements and the Program Team’s verification mechanisms is provided below. 
The Program Team may conduct occasional customer surveys to confirm that Contractors are meeting 
the guidelines in this manual, in addition to the mechanisms stated.  

Requirement Verification Mechanism 

Contractor Jobs Reporting Submitted quarterly 

Contractor Vetting Documents (i.e. proof of 
insurance, tax clearance certificates, contractor 
and other professional licenses) 

Provided to Project Team upon request 

Utility escalator transparency and 3% limit Must be included in customer proposal 

10-year workmanship warranty Must be included in customer proposal and 
contract 

Panel removal and reinstallation: 3-year cost 
waiver statement and estimated pricing after 3 
years 

Must be included in customer proposal and 
contract 
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System maintenance information and estimated 
pricing for additional support after installation 

Must be included in customer proposal and 
contract 

Payment schedule meeting program 
requirements 

Must be included in customer contract 

Special program terms for customer contracts Must be included in customer contract 

Customer disclosure sheet Must be included in customer proposal and 
contract 

Approved financing products Only approved financing products may be offered 

Approved equipment offerings Only approved equipment offerings may be 
offered 

Subcontractors and recommended roofing and 
electrical contractors  

All subcontractors and recommended contractors 
must be approved by the Program Team 

Sales and marketing guidelines Provide materials to Program Team upon request 

Competitive Pricing  Update Program Team within 10 business days of 
any change in pricing models 

Customer Service Program Team will conduct customer surveys 

Quality Assurance Assessments Program Team may conduct occasional QAAs on 
completed projects and Contractor must correct 
any critical issues at own cost 

4.17.​ Checklist of Required Items in Customer Proposals and Contracts 

Solarize Contractors will provide proposals and sign contracts with customers using their existing process 
and documents, but must add the provisions listed in the Solarize Program Agreement and this Installer 
Manual. Contractors must check their existing proposal and contract documents to ensure that any 
assumptions and existing language are updated to meet Solarize guidelines (for example, many proposal 
generation softwares may use a utility escalator greater than 3% by default).  

A summary list of the required provisions to be added to existing proposal and contract documents is 
listed below.  

●​ Proposals:  
○​ Utility escalator transparency and 3% limit 
○​ 10-year workmanship warranty 
○​ Panel removal and reinstallation: 3-year cost waiver statement and estimated pricing 

after 3 years 
○​ Contractor commitment to system maintenance and estimated pricing for additional 

support after installation 

20 



DR
AF
T

 

○​ Inclusion of customer disclosure sheet 
○​ Financing and equipment offerings only from the vetted list of products 

●​ Contracts: 
○​ 10-year workmanship warranty 
○​ Panel removal and reinstallation: 3-year cost waiver statement 
○​ Contractor commitment to system maintenance 
○​ Requirements for payment schedule 
○​ Required terms for customer contracts 

■​ 3 day Right of Recission 
■​ Contractor license number and proof of insurance 
■​ Description of warranties and performance guarantees 
■​ For PPAs and Leases, customer buy-out terms 
■​ Program Team’s waiver of liability 

○​ Inclusion of customer disclosure sheet 
○​ Financing and equipment offerings only from the vetted list of products 

Contractor’s current customer proposal and contract documents are reviewed during the RFQ process, 
but once accepted into the program, the above provisions must be incorporated into these documents. 
The Program Team may request a random sampling of customer files to ensure all provisions are being 
met.  

5.​ Contractor Oversight and Issue Resolution  

Contractor must follow the terms listed in the Solarize Program Agreement and this Solarize Installer 
Manual. The Program Team will communicate any issues found and will meet with the Contractor to 
make a plan for resolution. Failure to adhere to program guidelines, continued reporting problems, an 
insufficient response to issues, and/or frequent customer complaints may result in a reduction in 
Program Team-generated lead flow, a formal letter detailing the issue(s), increased scrutiny via more 
frequent performance reviews or QAA inspections, and/or termination as an approved Solarize 
Contractor.  

6.​ Marketing and Joint Recruitment 

The Program Team will list the selected Contractors on the Solarize website, provide the Contractors with 
printed Solarize collateral, including material describing them as a Solarize-approved Contractor (such as 
brochure inserts and website images), and will name the pre-approved Contractors in press and social 
media about the program. The Program Team may request additional, anonymized customer material 
such as before and after customer PECO bills and roof photos to support marketing campaigns, and may 
occasionally ask Contractor for customers who may be interested in being featured publicly.  

Other than already approved program outreach materials, if the Contractor develops new 
communication, marketing, or advertising materials, then the use of Program Team logos must be done 
with prior approval from the Program Team. The Program Team will endeavor to turn around these 
approvals within 3 business days. The following are the marketing guidelines Solarize Contractor must 
adhere to:  

●​ No disparaging other participating Solarize Contractor. 
●​ Contractor shall not refer to PEA, PGCC, or Solarize Greater Philadelphia in any advertising or 
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other publication in connection with Contractor’s participation in the Program or work 
performed by Contractor under the Program, without the prior written approval of the Program 
Team.  

●​ Contractor shall not, either directly or indirectly, publish or disclose any photographs, images, 
logos, copyrighted or trademark protected information of PEA, PGCC, or its affiliates; or use such 
information for the benefit of itself or any other person or entity without the prior written 
consent of the Program Team. 

The Program Team expects Contractors to engage in marketing their participation in Solarize to recruit 
leads in Southeastern Pennsylvania. Contractors may use their commercially reasonable discretion in 
determining an effective marketing program, which may include but is not limited to paid advertising, 
prior customer referrals, or other outreach methods. The Contractor will be expected to make a 
demonstrable effort to market Solarize and recruit Customers into the program. Contractors are 
expected to generate at least the same number of leads as assigned to them by Solarize. Contractor’s 
website must provide a link to the Solarize website: https://solarizegreaterphl.org/.  

Alongside Contractors’ recruitment and marketing efforts, the Program Team will be building on its 
successful track record of lead generation from prior years. The Program Team plans to recruit leads 
using earned media coverage, social media, webinars, and engagement with partners across the city 
including Philadelphia City Council, the Office of Sustainability, PECO, community-based organizations, 
Chambers of Commerce and other business associations. The Program Team attends high-turnout 
community events, such as neighborhood meetings, block parties, and City Council resource fairs, and 
expects Contractors to join and share events they plan to attend. The Program Team will also work with 
Contractors to re-engage leads from prior years of the Solarize program that did not move forward with a 
project.  

7.​ Streamlined Permitting and Interconnection 

Contractors will benefit from improvements that have been put in place in Philadelphia to streamline 
permitting and interconnection. The Department of Licenses + Inspections (L+I) process permit 
applications through their online Electronic Commercial Licensing, Inspection and Permitting Services 
Enterprise (eCLIPSE) platform. In October 2020, L+I announced a major improvement specifically for 
solar permits, rolling out a new EZ permit for solar which provides a 3-day turnaround for residential 
installations that comply with the Solar PV Standard (linked in Appendix E: L+I Best Practices; to be 
provided before program launch). In addition, in 2019 the Philadelphia City Council capped the cost of a 
building permit for solar at $200.  

The Contractor is responsible for submitting Solarize permit applications with high attention to detail and 
accuracy. If recurring issues with permit applications are revealed, the Contractor’s ability to have access 
to this process may be revoked. Appendix E includes tips on opening and closing a permit shared by L+I.  

PECO has also made improvements to the interconnection process over recent years. After establishing 
its Green Power Connect Group, PECO started offering alternative inverter settings as an additional 
interconnection option and also launched an online application portal, Connect The Grid CTG. In early 
2025, PECO upgraded the Connect The Grid system to allow for online payments from solar installers.  

The Program Team has worked closely with L+I and PECO to support them in managing the large volume 

22 

https://solarizegreaterphl.org/


DR
AF
T

 

of applications and facilitate communication about specific Solarize projects to reduce delays. The 
Program Team has also set up recurring meetings between Contractors and PECO/L+I to provide a forum 
for questions and issues and expedite projects where possible.  

The Program Team will work with Solarize Contractor to find ways to further improve these processes in 
Philadelphia. The Program Team does not currently have relationships with licenses and inspections 
departments outside of Philadelphia or with PPL, but is working to build similar relationships with the 
goal of supporting process improvements where possible outside of Philadelphia.  

8.​ PEA’s Workforce Development Programs 

Diversity and inclusion in business ownership, employment, and the overall workforce composition are 
core values for the Program Team. There are large numbers of marginalized populations that we are 
committed to serving, including black and brown people, indigenous people, and all other 
under-represented individuals in the solar workforce, and in this region. Solar installers and other 
energy-adjacent employers typically report difficulty finding qualified candidates for open positions. In a 
concerted effort to build a well-trained, diverse workforce in Philadelphia, PEA launched the Bright Solar 
Futures program, which trains young adults to become solar installers. 

Solarize Contractors will be granted early access to interview Bright Solar Futures graduates. Additional 
opportunities to engage with Bright Solar Futures trainees include serving on the School District of 
Philadelphia’s Solar Energy Occupational Advisory Committee, advising on curriculum development, 
visiting the classes as a guest speaker, or hosting classes for a virtual or in-person field trip. 

Contractors participating in Solarize and SFA will be encouraged to do the following:  

1)​ Participate in surveys and/or occasional focus groups to help the Program Team improve and 
customize training to meet industry needs.  

2)​ Notify the Program Team when new jobs are available so the Program Team can share the 
opening with graduates of workforce development programs, and so the Program Team can post 
the opening to the Program Team’s job boards to further advertise the position.  

3)​ Attend career fairs and related events hosted by the Program Team.  

9.​ Going out of business responsibly 

In the event that a Contractor must end operations, Contractor must provide as much notice as possible 
and must meet with the Program Team to plan a responsible shutdown. Contractor must submit a list of 
customers still under their 10 year workmanship warranty, and also share all customer contracts and 
other documents that the Program Team will maintain in order to provide access to customers 
requesting them in the future.  
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Appendix A: Solarize Customer Disclosure Sheet 

 

Customer Disclosure Sheet 
Updated 6/26/25 

Solarize Greater Philadelphia is a government-backed program to help overcome the barriers to installing 
solar. We have carefully selected vetted installers, chosen high-quality equipment for solar panels and 
energy storage systems, and negotiated important consumer protections to help you go solar with 
confidence.  

This Customer Disclosure Sheet provides information about the program, lists out expectations for 
Solarize Greater Philadelphia installers, and answers some frequently answered questions so you can 
assess your solar proposal. This disclosure must be provided to you by your Installer with your proposal 
and contract.  

You can find more information on our customer resources page: [link to come]. If you have any questions 
or concerns, please reach out to solarize@philaenergy.org.  

The Solarize program serves households of all income levels. We also administer the Solar For All (SFA) 
subsidy program for low- and moderate-income homeowners - learn more here.  

Your solar project  

After signing up on our website, you should hear from an Installer within 3 business days to let you know 
if your home is viable or not. If it is viable, you should get a quote within 15 business days. Your initial 
proposal may just be a basic assessment built from solar modeling software, but your installer will work 
with you to build a project that makes sense for you. Your final proposal should list your system size, 
number of panels, base price, description of any adders (i.e. roof or efficiency work), adder costs, and 
average monthly electricity expenses before and after solar.  

If you are financing your system with a loan, your proposal should include the monthly loan payment, 
loan term, interest rate, any dealer fees and escalators, and principal and lifetime cost without the 
Federal Investment Tax Credit (ITC) of 30%. You may be eligible for the ITC, but installers may not 
subtract this amount from your total financed price in your proposal as your loan payment is calculated 
before you subtract the ITC. Your proposal should also list out your projected Solar Renewable Energy 
Credits (SRECs,) but Installers should not subtract this value from your total financed price either. Your 
proposal should state both the projected ITC and SREC values as estimates for consideration, but should 
not be factored into your payment. This requirement is to ensure that you are not subject to higher 
monthly payments if you receive a lower ITC than expected or if you choose to use the tax credit for 
other purposes. Many loans proposed by Installers include a dealer fee that increases the cost, so we 
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encourage you to consider other financing options such as a home equity loan which may have a total 
lower cost, if that is an option for you. 

If you are considering a Lease or Power Purchase Agreement (PPA), your proposal should include the 
lease term, initial monthly payment, any escalators and a payment schedule for the life of the 
agreement.  

Once your system is operational, the solar energy produced will flow into your home to be used first and 
any extra electricity will flow out onto the grid. Your electric utility will credit your bill for this excess 
production, through a process known as “net metering.” When your solar array is not producing (e.g. at 
night), your house will consume electricity from the grid and your bill credits will be applied toward the 
cost of this grid-based power. Your electric utility keeps track of this back-and-forth and any positive 
balance rolls over from month to month until it’s paid out every May. You will continue to receive an 
electric bill with a base fee to stay connected to the grid. 

Customers are encouraged to reach out to multiple installers to compare quotes. Take your time to make 
sure you understand your contract before signing. 

Once you sign a contract, your installer will apply for a permit from the municipality and permission from 
your electric utility to connect to the electric grid. Occasionally, the electric utility requires changes to 
the system before it can be approved. After receiving these permits, your installer will complete your 
solar installation and then your electric utility will give the final go-ahead for you to turn on your solar 
array. Our goal is for your solar to be powering your home within 120 days from when you sign a 
contract. 

Solarize Installer Requirements 

Utility escalator 

When your installer presents your proposal, they will project the savings you will see from solar by 
estimating the utility bills you would pay without solar over the next 15-30 years. Because utility bills 
historically increase most years, Installers include an assumption about the percentage your utility bill 
will increase each year, which is called a utility escalator. Solarize Installers must state the utility escalator 
they’re using in their calculations, and this escalator may not exceed 3%.  

10-year Workmanship Warranty 

All Solarize Installers are required to offer a 10-year workmanship warranty (which covers any defects or 
issues caused by the installer’s construction work). This term should be in both your proposal and 
contract, and your installer should clearly present their warranty claim process.  

Roof 

The ideal roof for a solar installation is one that is unshaded and in good condition, Ideally, roofs 
receiving solar will have been resurfaced or replaced within the last 5 years and/or and have an expected 
life of 10 or more years with minimal maintenance. Your installer will do a free assessment of your site to 
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find out whether it has enough sun exposure to be a good fit for solar and physically assess your roof 
condition to make sure it’s in good shape. It is possible to remove panels if roof repairs are needed, but it 
is best to have any needed work done before the solar is installed.  

In the event any roof work is required4 that necessitates your panels be removed and reinstalled, your 
installer is required to waive these costs for 3 years after your installation date. If you need roof work 
done after this period, you can find your installers's estimated pricing for panel removal and installation 
in your proposal document. Please note that these prices are an estimate and subject to change over 
time. Solarize installers are required to present these prices in the proposal to increase transparency, but 
they will not be stated in the contract as the prices are nonbinding. Your contract will, however, include a 
clause about any panel removal and reinstallation within the first three years. 

Troubleshooting and maintenance 

Installers should remain available to help locate any manufacturing/equipment warranties if needed, and 
answer simple questions. For Lease or PPA projects, system troubleshooting and maintenance should be 
included and managed by the financing provider. For purchased projects, your proposal should include a 
summary of what services will be provided free of charge, and estimated pricing for any other 
troubleshooting, service calls, or maintenance needs that may arise. These prices are only year 1 
estimates and are subject to change over time. Solarize installers are required to present these prices in 
the proposal to increase transparency, but they will not be stated in the contract as the prices are 
nonbinding. Your contract will, however, state what maintenance services are included free of charge.  

Payment Schedule 

For Lease or PPA projects, your installer or financing provider may not collect any payments prior to 
receiving Permission to Operate (PTO) from the electric utility - the final step of the process where your 
system is turned on.  

For purchased projects, your Installer may not collect more than 10% of the Project price more than 3 
weeks before the date that construction to install your system begins, unless the additional payments 
are for utility upgrades required by your electric utility as part of system interconnection, upgrades 
required by a structural engineer, and/or electrical or roof work that are included in your contract. Note 
that your system may not be turned on for another few weeks after installation as the final steps to 
receive PTO can take some time.  

Contractors also must be clear to customers from the start if they only offer the ability to make 
payments via ACH. For Contractors who send paper bills, the bills must be sent early enough such that 
they are received by the customer at least 10 business days before the due date.  

4 Force Majeure Event. Neither Party shall be held responsible for delay or default caused by war, insurrection, acts 
of terrorism, strikes, lockouts, labor disputes, riots, terrorist acts or other acts of political sabotage, volcanoes, 
floods, earthquakes, fires, acts of God, acts of the public enemy, epidemics, quarantine restrictions, freight 
embargoes, a change in law or regulation, unusually severe weather, or any other act or circumstance beyond PEA, 
PGCC, or Contractor’s reasonable control and without fault or negligence of the Party. 
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Other required contract terms 

●​ Right of Rescission - allowing you to cancel the Contract without penalty within three (3) or more 
business days. 

●​ Contractor license number and proof of insurance (The Program Team has vetted installer’s 
compliance). 

●​ Description of your warranties and performance guarantees. 
●​ For PPAs and Leases, system insurance coverage. 
●​ For PPAs and Leases, your options to purchase the system at the end of the agreement and/or at 

milestones throughout the term.  
●​ PEA/PGCC waiver of liability. 

Standard of Care 

Your Installer must install your system with adherence to our Standard of Care, which includes:  

●​ All laws and legal requirements, including all applicable building and electrical codes and any 
health and safety concerns; 

●​ The requirements of all manufacturer’s warranties; 
●​ The application of professional engineering judgment; and 
●​ Industry best practices and NEC 2023 guidelines. 

If a discrepancy arises between any of these standards, the most stringent standard will apply. 

In cases where an Installer must create a penetration of any kind through the exterior of your home 
home, your Installer should take all reasonable measures to keep those penetrations as discreet in 
location and small in size as possible and will ensure that any penetrations are properly sealed. 

Marketing and Sales Guidelines 

Installers must adhere to PEA/PGCC’s marketing and sales guidelines to increase customer awareness 
and protection. You can find our full guidelines at our website here. If you have any questions or 
concerns about an installer’s adherence to our guidelines, please reach out to solarize@philaenergy.org.  

Financing 

Solarize Installers may only offer financing options that have been vetted by PEA/PGCC. You can find the 
full list of financing options we have vetted here [to link to SGP Customer Resources site, equipment 
section]. 

Equipment 

Solarize Installers are required to use equipment that meets quality and safety certifications and has 
been vetted by PEA/PGCC. Solar panels must be Tier-1 rated and all other equipment including inverters, 
racking, and batteries, must be UL-certified. Most equipment carries a 25 year warranty. You can find the 
full list of equipment we have vetted here [to link to SGP Customer Resources site, equipment section].  
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Rebates 

If you live in PECO’s territory, your installer must help you apply for their residential solar rebate. If you 
are purchasing your system, they must also help you apply for the Federal Investment Tax Credit.  

SRECs 

Solar Renewable Energy Credits (SRECs) are performance-based incentives that create economic value 
from solar generation. Each megawatt-hour of electricity generated by your solar system equals 1 SREC 
from the state. A typical home in Philadelphia generates 3-5 SRECs annually. For Lease or PPA projects, 
the financing provider will keep the SRECs.  

For purchased projects, your installer will either connect you with a broker to sell your SRECs, or get you 
set up in the GATS portal to self-manage your SRECs. The PEA/PGCC Program Team has also created a 
guide to self-managing your SRECs [link to be added once done].  

After going solar:  

We would love to hear from you about your experience going solar - please reach out to us at 
solarize@philaenergy.org. You may also receive a survey after your project is completed and we may 
reach out about conducting random Quality Assurance Assessments to ensure installation quality. 
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Appendix B: Jobs Report 

[insert company logo here]  

Solarize Greater Philadelphia Jobs Report 

Date Submitted: ____________________ 

Quarter/Date Range: 202X QX (X to X, 202X) 

 

Job Growth and Loss over the Quarter 

FTE Employees Count 

Count of Full-Time Equivalent (FTE) employees at the start of the quarter  

Count of FTE employees removed  

Count of FTE employees added  

Count of FTE employees at the end of the quarter (Net Job Count)  

 

Staff Demographics 

Total FTE Staff at the end of the Quarter: __________ 

Demographic Number of Full-Time Staff 

Minority (non-white)  

Women  

Disabled  

Resident of Philadelphia  

Returning Citizens*  

Veterans  
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Total New Hires over the Quarter: __________ 

Demographic Number of New Hires 

Minority (non-white)  

Women  

Disabled  

Resident of Philadelphia  

Returning Citizens*  

Veterans  

*As defined in Code Section 19-2604(9): “Returning Citizen. A person previously convicted of a 

felony, or who was incarcerated for any conviction, or who is currently on probation or parole 

for any conviction.” 

 

I certify that the information provided in the Solarize Philly Quarterly Jobs Report is accurate to 

the best of my ability.  

 

 

_____________________________________  
Signature of Authorized Representative 

 

_____________________________________  
Print name 

 

_____________________________________  
Company  

 

_____________________________________  
Date  
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Appendix C: Sample Statement of Policy on Pricing 

To be provided in final draft of Installer Manual  
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Appendix D: PEA PII Policy  

To be provided in final draft of Installer Manual  
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Appendix E: L+I Best Practices 

To be updated in final draft of Installer Manual 

 

Tips to Open and Close an Electrical Permit 

Refer to the Electrical Permit Check-list: https://business.phila.gov/media/ElectricalPermitChecklist.pdf 

Refer to the updated Solar PV Standard: 

https://business.phila.gov/media/Solar-PV-System-Standard.pdf 

Refer to the summary sheets about solar permitting developed by the Office of Sustainability and L+I: 

https://business.phila.gov/media/Standard-Solar-Permitting-Process.pdf 

https://business.phila.gov/media/Expedited-Solar-Permitting-Process.pdf 

Common Missing Information:  

The following information is often missing from the submittal documents that an applicant provides the 

Department of Licenses + Inspections when applying for a solar PV system permit.  

1.​ Junction Box – required to be a “listed” Solar Combiner Box  

2.​ Meter Taps – required to be a “listed” Tap Connector; such as MILBANK K4977-EXT  

3.​ Circuit Breaker – required to be a “listed” Back-fed Breaker Secured in Place  

4.​ Junction Box Taps at Service – required to be a “listed” Tap Connector  

Closing Permits:  

The Department of Licenses + Inspections does not close out a permit until they have received the 

“certificate of inspection.” It is important that contractors ensure their permits are closed as quickly as 

possible. Contractors can ask the inspector for a copy of the certificate of inspection to ensure that it can 

be transferred to L+I.  

 

33 

https://business.phila.gov/media/ElectricalPermitChecklist.pdf
https://business.phila.gov/media/Solar-PV-System-Standard.pdf
https://business.phila.gov/media/Standard-Solar-Permitting-Process.pdf
https://business.phila.gov/media/Expedited-Solar-Permitting-Process.pdf

	 
	 
	1.​Introduction 
	1.1.​About Solarize Greater Philadelphia and Solar For All 
	1.2.​History 
	1.3.​Solarize Goals 

	2.​Lead Generation 
	2.1.​Program Team-generated Leads 
	2.2.​Installer-generated Leads 

	3.​Required Timing for Solarize Activities 
	3.1.​Project Reporting 
	3.2.​Customer Data Privacy 
	3.3.​Contractor Jobs Reporting 
	3.4.​Record Audits 
	3.4.1.​Customer Proposals and Contracts 
	3.4.2.​Approved Financing and Equipment Offerings 
	3.4.3.​Subcontractor Vetting 
	3.4.4.​Marketing Materials 
	3.4.5.​Competitive Pricing and Close Rate  
	3.4.6.​Contractor Vetting Documents  


	4.​Contractor Requirements  
	4.1.​Utility Escalator Transparency and Limit 
	4.2.​10-year Workmanship Warranty 
	4.3.​Roof Check Process and Panel Removal and Reinstallation Terms 
	4.4.​Contractor Customer Support 
	4.5.​Customer Payment Schedule 
	4.6.​Required Terms in Customer Contracts 
	4.7.​Customer Disclosure Sheet 
	4.8.​Financing Offerings 
	4.9.​Equipment Offerings 
	4.10.​Subcontractor Vetting 
	4.11.​Marketing and Sales Guidelines 
	4.12.​Competitive Pricing 
	4.13.​Standard of Care 
	4.14.​Customer Service 
	4.15.​Quality Assurance Assessments 
	4.16.​Summary Table 
	4.17.​Checklist of Required Items in Customer Proposals and Contracts 

	5.​Contractor Oversight and Issue Resolution  
	6.​Marketing and Joint Recruitment 
	7.​Streamlined Permitting and Interconnection 
	8.​PEA’s Workforce Development Programs 
	9.​Going out of business responsibly 
	Appendix A: Solarize Customer Disclosure Sheet 
	 
	Appendix B: Jobs Report 
	 
	Appendix C: Sample Statement of Policy on Pricing 
	Appendix D: PEA PII Policy  
	Appendix E: L+I Best Practices 

