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All materials from the PV panels, mounts, wiring, electrical junction 

boxes etc. will be effectively standardized due to the size of the roof 

SUNRG! is targeting.  This will greatly simplify the installation of the 

PV system.   

O&M Service will be provided on a contractual basis and priced as a per 

watt cost. Moreover, since schools are not in the “power generation 

business” SUNRG! can expect a portion of its revenues to be derived 

from extended O&M servicing contracts. Or SUNRG! may assist in the 

training and facilitate the ultimate licensing of school employees to 

perform the O&M. Should the project be at a high school and the high 

school has a vocational training center, then it is entirely possible and 

conceivable to use a vocational training class in PV installation and 

maintenance to do the O&M with SUNRG! providing appropriate 

training and supervision 

 

 

 

 

 

6. Marketing Plan 
 

SUNRG! will be concentrating in the solar market of New Mexico where 

some of the highest insolation rates in the country exist. SUNRG!’s 

primary tool in its marketing plan is to demonstrate the affordability of 
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solar projects through maximizing the utilization of Federal, State and 

Local incentives effectively subsidizing a portion of the cost of the PV 

system. Finally, SUNRG! will demonstrate the financial viability of the 

500kW system via the use of 0% interest Clean Renewable Energy Bonds 

(CREBs). 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

New Mexico Market 

Figure 10: Photovoltaic Resource of USA (The blue rectangle outlines the 

market area SUNRG will be competing in). 
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New Mexico’s insolation rate ranks second in the nation after Arizona, 

with the potential to provide 1,000 times more energy than Public Service 

Company of New Mexico’s (PNM) current demand. Equally important; 

New Mexico provides some of the best PV incentives in the country.  

• The New Mexico Solar Market Development Tax Credit, or Solar 

Tax Credit (STC), will pay up to 10% (up to $9,000) of solar 

photovoltaic (PV) systems. 

• The Solar Gross Receipts Tax (GRT) Exemption 

• The Clean Energy Projects (CEP) provides grants on a competitive 

basis for clean energy projects to public entities including 

municipalities, counties, state agencies, colleges and universities, 

tribal and pueblo governments, and public schools (K-12). 

•  New Mexico to Award roughly $37 Million in Funding for Clean 

Energy Projects Statewide. 

 

In addition to State Government incentives PNM offers:  

 

PNM Small PV Program – 10kW or less 

• PNM Net Metering: When your solar panels produce more 

electricity than you use in a given month, PNM credits that energy 

toward your future bills. 
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• PNM REC Purchase: 13 cents per kilowatt-hour paid to household 

for helping PNM meet its environmental goals. This is in addition to 

the credit received under the Net Metering incentive. 12 

PNM Large PV Program - 10 kW up to 1 MW. 

• PNM REC Purchase Program: PNM credits owner’s account 15 

cents per kilowatt-hour for energy the facility generates and 

consumes on site within a given billing period.  

• Net metering: When your PV system produces more electricity in a 

given billing period than your facility uses, PNM will credit your 

account for the excess.  

o Excess energy is paid at our “avoided cost” rate, which is 

what it would have cost PNM to produce it13. 

Being the largest Power Provider in New Mexico, PNM serves about 

487,000 electricity customers statewide and also sells electricity on the 

wholesale market. This is a sizeable market for SUNRG!14. 

SUNRG! will be based out of Albuquerque, the largest city in the state.  

SUNRG!’s primary method of marketing will begin with approaching the 

Albuquerque Public School Board (APS Board).  With 168 schools in the 
                                                 
12 http://www.pnm.com/customers/pv/program.htm 

13 http://www.pnm.com/customers/pv_large/home.htm?source=smallpv 

14 http://www.pnm.com/about/home.htm 
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APS system, this market offers SUNRG! substantial growth opportunities. 

Additionally, the New Mexico State incentives offer a prime market for 

SUNRG!.   

The APS Board has regular meetings and prior to SUNRG! presenting, 

each board member will need to be individually met and have a good 

understanding of SUNRG’s value proposition.  (See Appendix B for the 

APS Leadership Team Organization Chart.) 

 

In addition to meeting the APS board members individually, on-site 

inspections of all schools will need to take place to determine suitable 

target locations. Once a target list is developed, SUNRG! will contact the 

City Council representatives responsible for target schools and also 

arrange a meeting to convey SUNRG!’s value proposition.  

Ultimately, the viability of SUNRG! will be its ability to create synergies 

between the decision makers and political will of the areas which have 

schools on the target list.  Additionally, since these are public institutions, 

standard operating procedure may require a bidding process for the project 

rights. This is where SUNRG!’s highly competitive price will be a major 

advantage but more importantly is the return SUNRG! will be able to offer 

the school due to its commitment to offer the 2%-3% rebate of 

administrative expenses surrounding debt issuance.  
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SUNRG!’s business model will generate free marketing and publicity due 

not only to the scale of the PV projects and their benefit to schools but also 

the large amount of Corporate Social Responsibility in the form of 

education., helping the State of New Mexico achieve its Renewable 

Energy Goal of 20% Renewable Energy by 202015, Energy Independence, 

creating “Green Collar” jobs and reinforcing the current Obama 

Administration’s stance on Renewable Energy.  

 

 

Federal Incentives 

The US Government has committed a significant amount of money to the 

renewable industry. These incentives coupled with the state incentives are 

the driving force behind the proliferation of PV technology. An estimated 

$5.5 billion for government procurement of energy efficiency and 

renewable energy projects has been set aside in the American Recovery 

Act.16 

 

• Business Energy Investment Tax Credit (ITC):  Solar. The credit is 

equal to 30% of expenditures, with no maximum credit. Eligible 

solar energy property includes equipment that uses solar energy to 
                                                 
15 http://apps1.eere.energy.gov/states/maps/renewable_portfolio_states.cfm 

16 SEIA 2008 YEAR IN REVIEW 
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generate electricity, to heat or cool (or provide hot water for use in) 

a structure, or to provide solar process heat. Hybrid solar lighting 

systems, which use solar energy to illuminate the inside of a 

structure using fiber-optic distributed sunlight, are eligible. 

 

Figure 11: Example of roof mounted PV system 

 

Clean Renewable Energy Bonds: CREBs 
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However, equally important to SUNRG! will be opening an avenue for the 

APS and local municipality to use traditional municipal bonds and Clean 

Renewable Energy Bonds (CREBs). In this case, the host owns the PV 

system and finances all or part of the system’s cost with attractive debt. In 

February 2009, the American Recovery and Reinvestment Act of 2009 

allocated an additional $1.6 billion to the 800 million already allocated in 

2008 for CREBs.17 CREBs provide cities, counties, school districts, and 

tribes with the ability to obtain interest-free financing for renewable energy 

projects by providing investors with a federal tax credit in lieu of interest 

payments. 18  Subsequently, CREBs provide an interest free source of 

money to fund local government-owned renewable energy projects. (See 

Appendix C for CREBs details) 

Additionally SUNRG! will examine the potential and opportunity to sell 

Renewable Energy Certificates (RECs) to further financial incentives and 

project viability.  

With this strategy, SUNRG! will be able to demonstrate a financially 

viable project to all stakeholders.  

6.1 Economics- SUNRG’s greatest barriers to entry 
 

High capital costs: 
                                                 
17 http://www.taxcreditbonds.org/CREBs.html 

18 http://www.matneyfrantz.com/crebs/crebs‐faqs#how‐do‐crebs‐work 
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The 500kW is priced around US$3.4 million installed. SUNRG! will need 

to have sufficient working capital to cover business operations prior to its 

first project sale. Therefore an estimated US$100,000 will be SUNRG!’s 

seed funds. More importantly it is SUNRG!’s primary concern to 

effectively sell and convince a school district to raise the debt necessary 

for a project within its first 12-15 months of operation.  

 

 

Training and skills: 

SUNRG! will need to contract out the installation process to a reliable, PV 

certified, trustworthy contractor. SUNRG will need to market contractors 

and build relationships to build a network of preferred providers.  

 

Unions:   

Unknown variable 

 

Professional Knowledge: 

SUNRG must stay up to speed on 

technology trends to take 

advantage of cost savings and/or 

higher efficiencies.  

• An example being; a new 

500kW inverter specifically 

Figure 12 SatCon’s 500 kW PowerGate Inverter
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designed for 500kW systems. If cost effective, one inverter may 

replace the 120 inverters of the standardized design.  

 

 

 

 

 

 

 

 

 

• Trade show visiting and continued relations with suppliers 

 

SUNRG! must devote as much time as possible to maintaining a first rate 

knowledge of ALL incentives applicable to its markets and their proper 

application.  Attend training seminars, become familiar with local and 

state level departments and personnel responsible for such incentives.  

 

 

6.2 Customers  
 

Public Schools (K-12):  

The target market of K-12schools has been described above in detail.  

Through careful scouting and pre-feasibility studies followed up with 
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specific relationship building among key decision makers ultimately 

leading to a project’s main presentation. 

 

Additionally, SUNRG! may explore a secondary revenue channel of a 

5kW PV roof mounted solar system targeted at Residents and is outlined 

in appendix D.  

 
Competition 
Currently there is not a competitor in the Albuquerque market pursuing 

SUNRG!’s strategy of targeting K-12 public schools for a roof placed PV 

system. All competitors in both markets are either doing residential 

instillations or large multi-megawatt power generation projects. 

Additionally, due to the very nature of PV instillations they could quickly 

become competitors once SUNRG!’s business model and strategy is 

proven effective 

Major competitors: Albuquerque Market  

• See Appendix D 

It is reasonable to assume that initially there will be little interest in the 

Solar Companies to enter the market SUNRG! is interested in. 

Additionally with the sheer volume of residential projects and the relative 

small size of the competitors (SUNRG! included) there is currently more 

demand than supply. Moreover as the “pie” continues to grow, it is 

reasonable to expect that there will be enough projects for all.  Since 
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SUNRG!’s strategy is relatively novel and unique and due in a large part to 

relationship building as well as economies of scale due to a standardized 

product and instillation, the cost at which SUNRG! operates should prove 

to be a barrier for other competitors.  

 

 

 

 

 

 

 

 

 

 

 

 

 

7. Strategy 

In 2006–07 The Albuquerque Public School District (APS) in New Mexico 

spent approximately $67.6 million on Operations and Maintenance 19 .   

Though this category includes many things it is reasonable to assume 

                                                 
19 http://legis.state.nm.us/LCS/lfc/lfcdocs/perfaudit/APS%20Oct%2007%20_Usha_.pdf 




