THE ARCHITECTURE

Systemising Australiansolar -+ + -+ - 1

businesses for operational leverage
and premium exit valuations.
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The Uncomfortable Truth About Business Valuation

When someone acquires a business, they pay for predictable, repeatable cash flow.
If lead routing, follow-up, and quoting live in the founder's head, the buyer isn’t
purchasing a business—they are purchasing a job.

VALUATION MULTIPLIER TEETER-TOTTER ‘

OWNER DEPENDENCY

Fragmented data
Manual follow-up
Unrecorded call history

— SYSTEM AUTOMATION

=

Clean data
J Documented processes
1 X Automated workflows
Multiplier
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The Diagnosis: A System Problem, Not a Lead Problem

Most solar companies respond to growth by adding headcount on top of a fragmented stack of
5-8 disconnected tools. Under demand surges—Ilike the current Battery Boom—manual
processes break, and scaling simply creates a more expensive mess.

The Tangled Legacy Stack Integration-First Infrastructure

Vo= Proposal

High Friction / High Leakage Zero Friction / High Throughput




The Pipeline Diagnostic:

Six Points of Revenue Leakage

Sinte evsstructins osione for-z are head to emalate your revenue, and
data inowrn leakage atorrts leaning thany projects of complant tpipelints.
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1. Inconsistent Follow-up
| Variable response
times; leads go cold
after one attempt.

2. Proposals
Going Cold

Quotes sent but
abandoned without

3. Messy 3

Handovers

Sales-to-Install
transition drops
critical promises.

4. Reactive
Support

Ad hoc issue
resolution with
zero ticket
visibility.

5. No Call
Visibility

Management relies

on rep guesswork

instead of
structured data.

. Y
6. Reviews Left
to Chance
Hundreds of happy

installs yield a
dozen reviews.

P

contextual chasing. g
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The Foundation: Enterprise-Grade Middleware

True scalability requires infrastructure that understands Australian solar natively. Zapier and
generic Saa$S hit walls; Solar Al-Q Hub processes millions of events with pure efficiency.

The Architecture Matrix

Generic SaaS / Zapier Solar Al-Q Enterprise Hub

Rate limits / Timeouts /
Throttling

Async Speed

<500ms parallel execution

Industry Logic Generic data moving Native understanding of STC/BSTC

pricing, state rebates & equipment rules

Shared multi-tenant

Data Sovereignty databases

Isolated PostgreSQL databases per client

Exponential backoff retry logic with

Error Handling Fails silently forensic audit trails
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One Entry. Everywhere Updated.

The entire sequence occurs without a single human keystroke, eliminating double-entry and handoff latency.
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The Solar Lifecycle Engine

> >
Lead: Appointment:
Al-qualified for Self-scheduled,
roof viabiiity and auto-assigned via
bill intent. smart routing. h 4
Reactivation: Quote:
Database mining for Proposal context
battery add-ons connected to
and upgrades. A consultation data.
€ € S
Review: Support: Install: Sale:
Automated extraction Structured help desk Clean, automated Al-driven contextual
upon job completion. routing. Simpro/Aroflo handover. follow-up.
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The Paradigm Shift: Throughput vs. Tradition

In high-demand periods, the traditional low-throughput sales model becomes the primary bottleneck.

A system-led remote model is not a compromise; it is a structural competitive advantage.

Legacy In-Home Sales Model

Daily Capacity

3-4 consults max

System-Led Remote Model

8+ consults

Travel Waste

Hours lost to driving/no-shows

Zero travel waste

Data Capture

Clipboard notes, rep memory

Al Note Taker, 100% structured data

Surge Scalability

Requires immediate
linear hiring

Absorbs volume without
proportional headcount

Project reference ##3 [ 9273 983

Blueprint revisinn C:10

& NotebookLM



The Intelligence Layer (Part 1): Al Note Taker

Every call must generate usable performance data. The Note Taker does not just transcribe; it extracts
structured intelligence from the conversation, removing manager blind spots and institutionalizing sales
knowledge.

Block 1: Technical Objections

(e.g., "Customer concerned about 3-phase power
compatibility.")

Block 2: Equipment Preferences

Extracti /. (e.g., "Prefers Enphase microinverters over string.")
Xiractuion

Engine

Block 3: Timeline & Budget Constraints

Block 4: Rep Performance Metrics
(Objection handling effectiveness)

OO0
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The Intelligence Layer (Part 2): Proposal Intelligence

Andy Al is not a generic chatbot or a static nurture sequence. It is a contextual follow-up engine that
chases proposals using the specific intelligence gathered during the sales call. B

Elput: Structured Objections & Preferences]

\\'_I

,...
l Data Packet: Contextual Message

N\
Hi [Name], saw you reviewing the OpenSolar
quote. Based on our chat about the 3-phase
power concerns, |'ve confirmed the selected

Output: Automated Enphase setup handles this perfectly. Ready
SMS/Email Execution to lock in the install date? )
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The Compounding Flywheel

Integration and Al do not just save time—they create a virtuous cycle. Every interaction feeds the system,
institutionalizing knowledge and separating your business from competitors relying on human memory.

0

1. Conversation

/2. Structured Data

Al Note Taker logs
objections, context,
and intent.

Remote consultation
generates raw audio.

o The Unfaﬁ
I ,_Advantage |

0

-/3. Contextual Follow-up

g \
4. Refined Blueprint \\

Management dashboard MBS
reveals winning patterns,
optimizing the process for
the next conversation.

o |c:||||||\ /7

Andy uses data to execute
personalized soft-closes.

a
FU o
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The Proof: Scaling Without Proportional Headcount

A systemised business shifts the ratio of revenue to headcount.
Automation handles repetitive execution; Al handles the intelligence layer.

;40—50%# F20—30%i ;Same-Dagi

Reduction in Increase in Lead Response
Administrative Workload Sales Volume Guaranteed

Baseline metrics consistently achieved within approximately 6 months of implementing the Solar Al-Q Core infrastructure.
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Building a Business Worth Buying

You do not have to sell to benefit. A systemised business is easier to run, more profitable to scale, and fundamentally more
valuable. Solar Al-Q acts as a pre-built due diligence package, ensuring every metric a buyer wants is tracked and proven from day one.

Clean, Centralized /' K SR /*@ Ducumegted,
b sty 55— @ foreaot
Provable [ .| . NN\ Z A 22 2 - Low Owner
Acquisition Metrics l(©) L Mtz (U7 Dependency
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