
 
Checklist for Solar Panel Salesperson 

Our checklist for a solar panel salesperson can help ensure that you are prepared to 
effec�vely engage with poten�al customers and close deals. Here's a checklist you can use: 

 

1. Knowledge of Solar Energy: 

Understand the basics of solar energy, how solar panels work, and their benefits. 

_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________ 

2. Product Knowledge: 

Familiarize yourself with the solar panel products and systems offered by the various installers 
offered your quo�ng tool. 

_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________ 

3. Understanding of Incen�ves and Rebates: 

Be aware of any local, state, or federal incen�ves, tax credits, and rebates available to 
customers. 

_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________ 

4. Site Assessment Skills: 

Develop the ability to assess a customer's property for solar panel feasibility. 

Considering shading, roof condi�on, and orienta�on. 

_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________ 



 
5. Energy Consump�on Analysis: 

Analyze the customer's historical energy consump�on to recommend an appropriately sized 
solar system. 6 months to a year of bills is recommended for an accurate quote. 

_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________ 

6. Financial Analysis: 

Prepare financial models that show poten�al savings and ROI for customers over �me. Review 
the different financing companies available and choose the best one for your customer. 

_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________ 

7. Building Codes and Regula�ons: 

Understand local building codes and regula�ons related to solar panel installa�ons. 

_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________ 

8. Sales Skills: 

Develop effec�ve sales techniques, including ac�ve listening, objec�on handling, and closing 
strategies. Your sales manager is available to assist in developing these skills. 

_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________ 

9. Communica�on Skills: 

Communicate technical informa�on in a clear and understandable way to non-technical 
customers. Record yourself reading any paragraph and listen to yourself. 

_____________________________________________________________________________
_____________________________________________________________________________ 



 
10. Customer Rela�onship Management: 

- Maintain a database of poten�al leads and exis�ng customers for follow-ups and referrals. 

_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________ 

11. Sales Materials: 

- Ensure you have brochures, presenta�ons, and other marke�ng materials to leave with 
poten�al customers. Contact your sales manager to have printed material or videos with your 
contact informa�on. 

_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________ 

12. Proposal Genera�on: 

- Be able to create detailed, customized proposals for poten�al customers. 

_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________ 

13. CRM So�ware: 

- Familiarize yourself with the customer rela�onship management so�ware Qua�va. 

_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________ 

 

 

 

 



 
14. Compe��ve Analysis: 

- Understand the strengths and weaknesses of your compe�tors' offerings. 

_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________ 

15. Legal and Contractual Knowledge: 

- Know the terms and condi�ons of your company's contracts and agreements. 

_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________ 

16. Networking: 

- Build rela�onships with other professionals in the solar industry, such as our installers. 

_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________ 

17. Customer Educa�on: 

- Be prepared to educate customers on the maintenance and care of solar panels. 

_____________________________________________________________________________
_____________________________________________________________________________ 

 

 

 



 
18. Sustainability Knowledge: 

- Understand the environmental benefits of solar energy and how it can contribute to 
sustainability goals. 

_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________ 

19. Safety Awareness: 

- Emphasize safety during installa�ons and educate customers on safety precau�ons. 

_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________ 

20. Con�nuing Educa�on: 

- Stay updated on industry trends, technology advancements, and changes in regula�ons. 

_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________ 

21. Sales Quota Tracking: 

- Keep track of your sales progress and set targets for yourself. 

_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________ 

22. Problem-Solving Skills: 

- Develop the ability to address customer concerns and resolve issues effec�vely. 

_____________________________________________________________________________
_____________________________________________________________________________ 

 



 
23. Follow-Up Process: 

- Establish a structured follow-up process to nurture leads and maintain customer 
rela�onships.  

_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________ 

24. Ethics and Integrity: 

- Maintain a high level of ethics and integrity in all interac�ons with customers. 

_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________ 

25. Feedback and Improvement: 

- Seek feedback from customers and colleagues to con�nually improve your sales approach. 

_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________ 

 

By following this checklist, a solar panel installa�on salesperson can be well-prepared to 
engage with customers, provide valuable informa�on, and ul�mately close sales successfully. 
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