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YOUR GUIDE FOR THIS SESSION

Hi, I'm Jared. Let's Sell More Without Being Salesy.

Jared Mulliner

Senior Director, Business Development — Northeast U.S., NEIF

“I've sat in on hundreds of sales calls. The ones that close share one thing: the rep talks about a payment, not just a
price.”

jmulliner@neifund.org - (484) 550-6354




WHO WE ARE

About NEIF — A Trusted Financing Partner For Home

Improvements

<

Certified B Corp™ & DOE
Partner

Held to the high verified standards for
transparency and accountability.

o ©

Works With Approved Built Into Your Sales Process
Dealers

Vetted for quality work, financial Trusted, transparent financing woven
stability, and customer service. into the way you already sell.
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A National Lender

Based in Allentown, PA & Denver, CO
— funding home energy upgrades
nationwide.




AGENDA

What We'll Cover Today

The Problem The Psychology

Sticker shock, stalls, and the deals Why a payment beats a price in a
that got away. customer's mind.

The Financing

EnergyPlus plans, terms, and real
payment numbers.

The Pitch

Scripts, timing, and closing techniques
that work.
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SECTION ONE

The Problem: Sticker Shock

Or: how a great estimate turns into a great big “we'll get back to you.”




A FAMILIAR TRAGEDY

The 5 Stages Of Sticker Shock

Denial “Let Me Think” Bargaining

“That can't be right — let me The universal sales safe-word. “Can you just do the basic
see that number again.” Translation: no. version?”

Ghosting

Texts unanswered. Calls
unreturned. Silence.

HATIONAL ENERGY IMPROVEMENT FUND
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Acceptance

...of a cheaper unit from your
competitor.



THE REAL VILLAIN

It's Never The Project. It's The Number.

$15,000 $190/mo

Sounds terrifying as a lump sum due today for a home improvement project. Sounds like a decision they can actually make — 120-month EnergyPlus term.

Same project. Same value. Completely different reaction — that's the power of a payment.
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SECTION TWO

The Psychology Of A Sale

Understand how people actually decide, and selling gets easier.




HOW CUSTOMERS ACTUALLY DECIDE

It's Budget Math, Not Project Math

O o O v,

They Think In Monthly Terms They Need Permission To Say A Big Number Feels Risky They Want The Full Fix

Yes
Like a car or a phone bill — “can | A clear, affordable option removes Even customers who can pay cash Given an easy way to afford it, they
afford this each month?” the guilt of spending. hesitate at a large total. rarely choose the stripped-down

version.




THE REFRAME

Anchor The Payment, Not The Price

@ Leading With Price @ Leading With Payment

e “The total for this project is $15,000.” e “This works out to about $190 a month.”

e Customer goes quiet, does mental math. e Customer compares it to bills they already pay.

e Silence becomes “let me think about it.” e Conversation moves to “okay, what's next?”
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A LITTLE PERSPECTIVE

You're Already Paying More For Things That Don't Fix
Your Home

$730 $1,300 $180

Groceries for a family of four, A typical family cell phone plan,
Average new car payment, per i
) per month (USDA moderate per month (doxo Mobile
month (Experian, Q3 2025) i
plan, 2025-26) Spending Report, 2025)
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$190

Financing a $15,000 home
improvement, per month

The car, the phones, and the groceries don't raise a home's comfort or safety — and customers pay far more for those without blinking.




IF THEY'LL FINANCE A CRUISE...

Financing Isn't New. It's Just Normal Now.

Vacations & Flights Cruises Cell Phones

Airlines and travel sites offer “book now, pay monthly” Every major cruise line partners with a lender to Nearly every carrier sells phones on a 24-36 month
at checkout. finance the trip at booking. installment plan by default.

Cars Furniture & Mattresses Medical & Dental Care

The average new car is financed, not paid cash — and Big-box furniture and mattress retailers build their Programs like CareCredit finance everything from
payments keep climbing. sales model around it. braces to elective surgery.

Customers already finance vacations, phones, and couches without a second thought. A home improvement that keeps their family safe and comfortable is an easier yes — not a harder one.
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SECTION THREE

EnergyPlus Financing For Home Improvements

The specific tool — and the real numbers — you'll put in front of customers.




TWO PLANS, ONE GOAL NEIF
Plan 1 vs. Plan 2 — Pick The Right Fit

e Plan 1 — 8.99% Low Payment e Plan 2 — 0% Best Of Both Worlds

e Fixed rate up to 12-year terms. e 0.00% APR for the first 12 months, 8.99% fixed after (blended 6.14%

. ) APR for most borrowers).
e Rate from 8.99% (700+ credit) up to 14.99% for lower tiers.

e Every early payment goes straight to principal.
e $100 flat dealer funding fee — no % buydown. Y A . . . e

* 6.99% dealer buydown fee — requires opt-in addendum.
e Loan amounts from $2,500 to $50,000.

e Fixed 5-year (60-month) term.




What A Monthly Payment Actually Looks Like

$5,000 $104

$15,000 $311 $190 $171
$25,000 $519 $317 $284
$35,000 $726 $443 $398
$50,000 $1,038 $633 $569

Based on Plan 1 (8.99% APR for qualifying credit, as of the current NEIF rate sheet). 144-month terms require a minimum 510,000 loan amount. Rates and terms are subject to change —
always confirm current figures with your NEIF Financing Gateway or rep before quoting a customer.



WHAT ALMOST ALWAYS QUALIFIES

If It Makes A Home Better, It Probably Counts

O A =

HVAC & Heat Pumps Windows, Doors & Roofing Solar & Battery Storage

Furnaces, boilers, central AC, ductless Envelope upgrades of every kind. Generators, battery storage &
& geothermal — any fuel type. renewable systems.
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Plumbing, Electrical & More

Water heaters, kitchens, baths,
insulation & whole-home upgrades.




FROM QUOTE TO FUNDED
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The Golden Path — What Happens After You Quote It

Pre-Application

Pre-screen with “Know Before You Go,”

then share the application link.

2 3 4

Application In Process Pre-Funding Docs Completion & Funding
Borrower submits the app; NEIF Loan agreement is sent, signed, and Notice to Proceed issued, work
reviews and presents loan offers. » repayment info entered. completed, funds in 1-2 business days.



YOUR PART IN THE PROCESS

Three Moments Where You're In The Driver's Seat

1. Pre-Screen & Share The Link 2. Upload The Workscope 3. Complete The Job & Certify
Run “Know Before You Go” before you even present Required at Application Submitted — skipping this is Begin work once Notice to Proceed is issued, then
the price, then send the application link. the #1 cause of delay. initiate and sign the Completion Certificate.

Everything else in the Golden Path — reviews, offers, agreements, funding — runs on NEIF's side. These three moments are the only places you can slow things down, so don't be the bottleneck.
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SECTION FOUR

Making It Part Of Your Pitch

Small changes to your process, big changes to your close rate.




TIMING IS EVERYTHING %&NEIF
When To Bring Up Financing

Before The Price On Every Proposal Never As A Last Resort

Mention financing exists before you ever say a total Show a monthly payment option alongside the cash Don't save it for when they're already halfway out the
number. price. door.




Try This Instead Of Reading The Total Out Loud

o “The full project is 515,000 — or, with financing, about 5190 a month.”

O “Which works better for you — paying today, or spreading it out with a fixed monthly payment?”

Example figures for illustration — actual payment depends on amount, term and credit profile.

NEIF




OPEN THE DOOR EARLY L‘?f‘ff:ii'f'?’ NEIF

Discovery Questions That Set Up The Close

@ “What monthly number would feel comfortable for a project like this?”

@ “Would it help to see this broken out as a payment as well as a total?”

@ “Is getting the full project done now a priority, or are we working within a tight budget?”
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SECTION FIVE

The Sales Mindset

Three ideas that separate reps who close from reps who collect maybes.




SAY THIS OUT LOUD WITH ME

The Worst Word In Sales Isn't “No.” It's “Maybe.”

A Clear No A Vague Maybe A Clear Yes
A real answer. You can stop chasing it and put that The most expensive answer in sales — it never closes, The goal. Financing exists to remove the biggest
time into the next customer. and it never quite lets go. reason a maybe doesn't get here.

Most reps spend the majority of their time managing maybes, not closing yeses or losing decisively to no's. Financing is a tool for moving a maybe to a yes — more payment options means more
ways for a customer to say yes, and a real way to get the job done instead of just wishing they could.



SHOW ME THE MONEY '-?f::};:i-}f'i‘ NEIF
Quote It While You're Still In The Room R

® The Slower You Are, The Colder They Get e Why A Captive Audience Closes

e Every hour after you leave is an hour to second-guess. e Timeshare pitches close hard for one reason: you have their full

- o attention, right now.
e They'll compare your number to a competitor's before you even

follow up. * A same-visit payment number keeps the momentum on your side,
not theirs.

e A price that felt fine in person feels bigger over email three days
later. e Ask for the yes while the interest is still in the room — not after

you've both had time to cool off.




FROM “HOW TO WIN FRIENDS & INFLUENCE PEOPLE"”

Old Book. Still The Best Sales Advice.

Get Genuinely Curious First Speak In Their Terms Let Them Own The Decision
Ask about their home and their “why” Frame the payment around their Offer real options and let them
before you ever talk numbers. budget and priorities, not your choose — people defend decisions

product specs. they feel were theirs.

{
HATIONAL ENERGY IMPROVEMENT FUND
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Never Argue A Maybe

You can't win an argument with a
hesitant customer — get curious
about the hesitation instead.
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SECTION SIX

Objections & Closing

Word-for-word responses, and a simple framework to get to yes.




MYTH VS. REALITY : NEIF
“Financing Is Too Complicated To Offer” |

@ The Myth @ The Reality

e Financing sounds like extra paperwork for me. ® One link does the work — you just mention the option.

e Approval must take days. * Pre-qualification can happen in minutes, on the spot.

e My customers don't want debt. e Customers want an affordable number, not a scary total.




WORD FOR WORD NEIF
When They Say: “Let Me Think About It”

O “This all sounds great, but let me think about it and get back to you.”

“Totally fair — is it the project itself, or the total number that's got you thinking?”
“A lot of folks feel that way until they see it as a monthly payment instead. Want me to run that number for you now?”

“No pressure at all — while I'm here, want me to check what a payment option would look like, just so you have it?”

© 0 0O



A SIMPLE FRAMEWORK %&NEIF
The Assumptive Payment Close

Present Both Numbers Ask The Payment Question Go Quiet

Always show the total and the monthly payment “Would today or the 15th work better for your first Let them answer. The next person to talk shouldn't be
together. » payment?” you.




ILLUSTRATIVE SCENARIO NEIF

Same $25,000 Job. Two Very Different Fridays.

O Cash-Only Pitch @ Payment-First Pitch

e “So, total is $25,000.” e “That's about $317 a month with financing.”
e Customer goes quiet. e Eligibility checked on the spot.
e “We'll think about it and get back to you.” e (Questions answered, no pressure.

e They don't call back. e Signed the same visit.




RECAP & ROLLOUT

Do This On Your Very Next Estimate

Lead with the payment, not just the price, on every proposal.

Know your numbers — $190/mo on a $15,000 project, $317/mo on $25,000.

Keep your “let me think about it” script nearby.

Close with a specific question, then stop talking.

© 0 ® ®© ©

Offer financing before they ask — silence is a missed opportunity, not a no.



% NATIONAL ENERGY IMPROVEMENT FUND
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Go Sell The Payment, Not Just The Project.

Thank you for spending this session with me — now go make sticker shock somebody else's problem.

Jared Mulliner

jmulliner@neifund.org - (484) 550-6354

Questions? Find me after the session — I'll be the one still talking about payments.
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