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Southwest Solar Industry Association presented on solar installer perspective 
 
Curtis Jackson – From Solar Today and Tomorrow 

• After conversation with other solar installers, took a look at math 
• Start with a 4kw system, at $4.50 a watt (This is just an estimate of installed 

cost) 
• The installed cost would be $18,000 per system  
• Would get a return of $1,600 from LPEA and then 30% Federal income tax 

credit 
• Indirect cost would be $11, 480 for system (after incentives) 
• To make Solarize work, 3 components need to be included; marketing, sales, 

buying. 
• 5% marketing budget (about .25/watt), this number becomes a wash with 

Solarize possibly having to pay this amount to the trusted non-profit. 
• Concern with only one company winning RFP– detriment to others 
• If all solar companies are involved then the customers would get paired 

randomly with a company, then you may not get who you like, you must take 
what you get 

• Need to establish what the value of sales is.  It typically ranges between 25 
cents and 50 cents. 

• The benefit of bulk pricing may only produce five cents savings per watt -
(worth $200 off of $18,000). This amount is within bid variation on a job. 

• However, if Solarize proposes a sales tax reduction from city, this might work 
compared to solar installers proposing this. It  could save $600 - $650 per 
installation. 

• One issue is that panel prices have probably hit bottom.  Possibly no more 
savings to be had there. 
 

 
Questions and discussion: 
 
Could new technology change to bring price down: 

• Curtis Jackson (CJ): it has to come to market which takes years 
• 5-7 years 

 
Peter May-Ostendorp – do Curtis Jackson’s #s include everything? 

• CJ: yes, includes everything, installation, materials 
 



What is the percent of total cost of panels in price of solar installation? 
• CJ: Around 50-70% 

 
Question re: panels can be found at only $1 per watt 
 CJ: Company’s selling panels at that price are “fly by night”, creating a race to 
the bottom. Many of these are going out of business, and may not be around for the 
warranty. 
 
Question: Isn’t some of the saving in shipping? 
 CJ: I don’t know what the savings might be in shipping. 
 
Derek Wadsworth – Reiterated the carnival ride analogy.  With loss of rebates, price 
of panels at bottom may not be such great savings. Let’s crunch #s, proceed with 
caution. 
 
Question: What is the labor pool situation with installers? 
Derek Wadsworth: Big pool, plenty of qualified installers. We have San Juan College 
nearby. 
 
Cori Andreatta: The point of the Solarize program is to create a healthy situation for 
all involved, avoid the boom/bust cycle, provide a benefit for all involved. 
 
Gregg Dubit: The program should reflect the values of community, not necessarily 
be focused on price. 
 
Elizabeth (community member): There is a great tool offered by CSU Extension 
service – DIY to help figure out return on investment for solar: 
ext.colostate.edu/energy – CSU resources 
 
“In My Backyard” another online resource that can be found 
at http://maps.nrel.gov/imby. This tool helps you to estimate how much electricity 
you can produce through solar in your own backyard. It also provides generation 
analysis given the average system loads for a given location. 
 
Question: Why the focus on PV versus on solar thermal? 
Cori Andreatta: Yes, a few case studies include solar thermal and this can be part of 
the campaign. 
 
PV means solar electric. Solar thermal is solar generated heat or domestic water. 
Solar thermal takes much less money to install, if the system is simply for water 
heating. 
 
Curtis Jackson: Solar heating of domestic water is cheaper, however solar thermal to 
use for space heating is not less expensive than PV. Solar hot water to heat can be 
more complex. 
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Why aren’t solar gardens included in this discussion? 
Gregg Dubit: Just a different concept.  This is one program, gardens a very different 
program.  
 
Community member: Big deterrent for most folks is up-front cost – an Arizona 
utility was offering consumer loans to install solar, paid off on bills with a big payoff 
for consumers.  After 20 years, they owned panels, essentially paid their bill.  Is 
there some kind of financing mechanism to save consumers front-end cost? 
 
Jeff Berman (LPEA board member and Living Solar representative): LPEA is looking 
at community solar – this could happen.  There are constraints due to contract with 
TriState.  Regarding loans from utilities – LPEA doesn’t have that program today, 
and has concerns over becoming a bank.   
 
Herb Brodsky (LPEA Board Member): Many utilities that offer loan programs are 
investor-owned utilities that have a different tax status, and may have fewer 
constraints. 
 
Tim Wheeler: How close is LPEA to a 5% cap (5% of energy coming from 
renewables)?  This is imposed by TriState. 
Jeff Berman: We currently have 2 megawatts of solar capacity to install– 25% 
capacity factor – community could build 2MW of solar today.   
 
Community member: Maybe a different entity other than LPEA could provide the 
financing, such as a credit union. 
 
4CORE Survey results: 
 
Should we examine a Solarize Campaign in our area? 

• Yes: 46 
• No: 6 (includes 4 maybe votes) 

 
Should 4CORE be the Solarize Campaign facilitator? 

• Yes: 50 
• No: 1 

 
 
Gregg Dubit: Discussed the importance of an energy audit first – become energy 
efficient as the first rung on the ladder.  Gregg shared information on the HomeRx 
Program and Resource Smart Business Program.   
 
Gregg Dubit shared 4CORE website for lists of auditors and solar installers – 
www.fourcore.org. 
 



Elizabeth (community member): The CSU Extension office offers a basic walk 
through audit for free. Email at elan@sprynet.com to receive one. 
 
Gregg Dubit: We don’t want businesses to go out of business.  We want to support 
the community. 
 
Community member: There are other areas for savings, not just panels. 
 
John Shaw:  Curtis’ numbers are ballpark.  However, there are some ways to save, 
and in a campaign like this, more solar is better.  In the case studies presented there 
was a lot of work that went into the communities including labor from the city, 
financing, and rebates. In all the successful examples, there are a lot of players, and a 
group comprehensive effort, it is not just about the installers. The campaign should 
focus on organizing volunteers all across the board and include a lot of different 
components.  The focus should not just be on the bid process. 
 
Community member: The graph in the presentation showed that the campaign 
boosts non-campaign solar installations.   
 
Gregg Dubit:  We don’t currently have the money to run a campaign – it will take the 
entire community to figure this out and fund.  There are many ways to achieve these 
savings.   
 
Community member: If a whole lot of solar is going to be put in, will there be 
problems with LPEA? 
 
Mark Schwantes (LPEA – Manager of Corporate Services): If you have renewables in 
the range of 25-40% of LPEA supported territory, you start to have issues with 
reliability, power flows. If you have an installation that produces excess it does 
count toward the 5% TriState cap. If your system produces only what you need, this 
does not count toward the 5% cap. LPEA wants more solar installations, and 
supports a community initiative. We have a ways to go before we have problems 
with the system. 
 
Community member: If the City of Durango supports the campaign, would it exclude 
those outside city (in other towns)? 
Gregg Dubit: More than likely, it would. 
Cori Andreatta: But this type of campaign could start in Durango and then move to 
another interested community next. 
 
Claire Ninde: The Solarize campaign is specifically geared toward a neighborhood or 
community-wide effort.   
 
Community member: Any discussion about sustainability should focus on buying 
local. 
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Cori Andreatta: Yes, we would hope the steering committee would include a buy 
local aspect in the Request For Proposal. 
 
Amanda Saunders: Is the next step more dialogue or forming a Steering Committee? 
 
Teresa Shishim (4CORE): Consensus sounds like next steps might be as follows: 

• Send out notes from this meeting to all attendees 
• For those who have shown interest, another meeting and more 

dialogue 
• Then Steering Committee formation 

 
 
 
4/3/2012 Revisions to include “flip chart” notes taken by Teresa Shishim during the 
meeting 
 
RFP = Request for Proposals 
 
Notes for further discussion at future meetings 

- Boom/Bust roller coaster 
- Crunch numbers carefully – savings worth it? 
- Electric rates (particularly the base rate increase and future increases) 
- Solar thermal as part of campaign 

o More complex systems needed for space heating with hot water 
- Solar Gardens concept 
- Slow money, financing (municipal or utility, etc) 
- Batteries, other equipment could have price savings  

o Note: Solarize is typically for net metered systems connected to 
the grid. Batteries are not used. 

- More solar is better for solar installers 
- Other Solarize communities really incentivized process (City, nonprofits, 

utilities) 
- First reduce then produce 
- Size system correctly for the load 
- Do-it-yourself systems should be considered 
- No constraints on LPEA’s renewable portfolio for Tri State? 

o LPEA response: If 25-45% of electricity is generated by 
renewables then there can be reliability issues for the system. We 
have a ways before issues arise. 

o Time-of-use rates benefit solar installations (Watt Watcher 
program) 

 
LPEA looking into: 
 Solar Garden 
 Financing 



 They have the capacity for another 2 MW 
 
Next Steps: 

Sign up to volunteer 
Formation of Steering Committee 
Detailed discussions at next meetings  


