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1in 5 Aspiring Homeowners
Say They’ll Never Save Enough
for a Down Payment.

What if You Had a Solution for Those 20%?
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Start with the Realtor’s Problem

The program is strongest when it solves a problem they already see every day

Lead with:

“I have a financing strateqgy for buyers who can
afford the monthly payment but are struggling
with the cash needed to close.”

* Limited savings buyers

* FHA purchase or refinance opportunities
* Properties sitting too long

* Affordability limiting the buyer pool
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Position Green Advantage Correctly EEREERE
Never sell it as a solar program first. Sell it as an affordability strategy. S
Wrong opening Better opening

“I have a strategy that may help

‘ buyers reduce cash-to-close or help
move any sitting properties.”

Solar is the value enhancer.
The realtor needs a clear way to help more

buyers say YES.
Affordability is the story. Y Y

& NMLS #1101220 MLB Green Advantage Presentation - 4



? ™ Green Advantage

ML_E3 B

Step 1: Target the Right Partners

Start with agents whose business already includes cash to close and affordability challenges

Best Fit Realtor Relationships

* First time or limited savings buyers

* Listings sitting for a long time

 FHA heavy pipelines

 Manufactured home opportunities

e Listings where seller concessions are
already part of the conversation

Eligibility note: Alaska, Hawaii and New York are not eligible.
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Step 2: Ask Before You Pitch

Use discovery questions to make the realtor define the opportunity

Conversation Openers
“How many buyers do you have who qualify on income
by are short on cash?”

“Are seller concessions becoming a bigger part of your
offers?”

“Do you have any properties that have been sitting for
a long time?”

“Who are you working with who could buy now if cash
to close looked better?”
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Step 3: Use the 30 Second Pitch

Short, clear and focused on realtor value

“Green Advantage is designed for buyers who may
qualify for the home but need help with the upfront
cost of buying it. The buyer may receive 3.5% or 5%
assistance toward down payment or closing costs. The
program also includes a new, fully owned solar system

installed after closing with no separate solar payment,
UCC filing or third-party solar contract.”

Finish with: “Let’s see if it works for one of your current buyers.”
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Step 4: Teach the Three-Part Message

Give realtors language they can repeat without overexplaining the program

Less CaSh Better Household No Traditional
Upfront Picture Solar Contract
3.5% or 5% assistance may be Potential utility savings can support New solar installed after closing
available for down payment and/or long-term affordability after with no separate payment, UCC
closing costs. closing. filing or third-party contract.
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Step 5: Use It for Sitting Listings

Green Advantage is not only for buyers short on funds. It can also create a fresh affordability angle to properties
that have been sitting.

Before your seller considers a price reduction...

Explore whether Green Advantage
- can improve affordability and expand
the pool of qualified interest.
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e Listings sitting longer than expected

* Buyers pushing for concessions

e Affordability limiting the buyer pool

* Sellers who need a fresh marketing angle
 Green Advantage eligible on listings
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Step 6: Run the Numbers

The moment Green Advantage becomes real is when the LO compares scenarios

Show the realtor a side by side:

Program Comparison National DPA MLB Green Advantage
. $425k Home $425k Home

 (Cash to close impact

. Interest Rate 7.75% 6.75%
* Assistance amount

1t Mortgage $2,938 $2,887

* Mortgage payment o
 Estimated utility savings 27 Mortgage SIS -
 Remaining borrower liquidity Payment

Total P&l Payment $3,043
Do not sell only rate. Sell the buyer’s

complete monthly financial picture.

Utility Savings $0

The monthly payment with the Green Advantage Program is $156 less per
month and that doesn’t include the monthly utility savings
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Step 7: Make the Process Feel Easy

The Realtor sells the home. The LO manages the financing strategy.

00000

Pre-approve Submit lead Get Solar Cost Structure Loan Register

FHA purchase or Complete Arcasa lead Arcasa provides Selected Add solar cost to loan

refinance form Scenario Document amount Register loan with MLB

Realtor reassurance: “Send me the scenario. I'll handle the strategy and tell you what is possible”
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Step 8: Create a Realtor Follow-Up System

Consistency turns a single conversation into a referral habit

Within 24 hours

Send the realtor one-pager, simple program overview and
invitation to submit a buyer or listing scenario

Referral Trigger
3-5 days later

Ask if any current buyers are short on cash to close or if any

oK “Do you have a listing sitting too
listings need a new strategy

long or a buyer who is short on
funds that we should review?”
Weekly

Run one hypothetical or live buyer/listing scenario with a

realtor partner : :
That question creates the next scenario

Monthly

Share a success story, short video, open house flyer or
lunch and learn invitation
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The Bottom Line

Don'’t Sell Green Advantage as a Solar Program
Sell it as an AFFORDABILITY STRATEGY

Help families get into homes.
Help Realtors move properties that have been sitting for a long time.
Give Realtors another reason to say YES.

Green Advantage turns financing into a conversation starter - helping LOs build
realtor relationships, create opportunities and Making Lives Better.
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