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Ten years and 10 million solar sys-
tems in American homes and busi-
nesses, is it possible? The U.S. Sen-

ate Energy committee believes it is since
they approved a bill by Sen. Bernie
Sanders (I-Vt.) July 21, 2010 to encourage
the installation of 10 million solar installa-
tions on American homes in 10 years.1)

For those in the roofing and solar indus-
try, this is great news and a major chal-
lenge. Many believe that more than ever
they need to use every tool and technology
available to meet the upcoming alternative
energy demand. 

For homeowners and building owners
who are responding to the lure of solar
grants and tax incentives, it can be some-
what confusing; they are faced with the
question of where to start the solar process.
Solar companies touting turnkey solutions
are emerging every day. It’s critical that
the solar installer have a solid understand-
ing of the roofing system that is on a build-
ing as it must protect the structure under-
neath for the life of the solar system. Be-
cause of the strong tie between a roof and
a solar installation, more traditional roof-
ing contractors are expanding their ser-
vices and knowledge of the solar industry
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Contractors utilize new 
technologies to provide
solar installations.
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roofing 
report that is
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tors, solar installers, and
the overall roofing indus-
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measurement report that
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overall rooforientation 
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to become solar and roofing installers. 

Roofing Contractors Offering Solar 
Solutions

Tecta America Zero Company, a Cincin-
nati-based roofing company, has been in-
stalling roofing for the commercial, resi-
dential and industrial markets since 1929.
With the increasing interest in solar instal-
lations, Zero Company understood the im-
portance of being able to provide solar in-
stallations to its customers. Gabe Drake,
general manager for Zero Company, said,
“We are a forward-thinking company and
recognized that energy efficiency and alter-
native energy solutions are growing in-
creasingly more popular, especially with
the funding and incentives offered by the
government and utility companies. Even in
Cincinnati we are amazed at the
groundswell of interest from homeowners
even before incentives enter the equation.” 

Drake discovered a solar 3D roof mea-
surement report recently developed by Ea-
gleView Technologies, a Seattle-based
software company. EagleView has become
well known in the roofing and insurance
industries for providing precise, guaranteed
3D roof measurement reports. The addition

of the solar report means the contractor re-
ceives everything needed to calculate solar
exposure, roof square footage and panel
placement. 

“What these reports have done for us,
with just a 10-minute investment of time,
is allow us to determine if solar is even an
option for a home or building owner,” ex-
plained Drake. “We can qualify them
ahead of time and have a ready-to-present
professional report, which in the end, saves
us time and money.”

New Technology Supplies Expertise to
Roofing Contractors

Chris Barrow, President and CEO of Ea-
gleView Technologies, said, “We used our
technology and feedback from solar in-
stallers to create a report offering important
diagrams for grid layout, solar orientation
and azimuth. The report provides the abili-
ty for solar installers to accurately calculate
material needs and overall positioning of
solar equipment.”

American Solar Electric (ASE),
Phoenix, AZ was instrumental in helping
Barrow’s company design the industry-
changing solar report. Specializing in resi-
dential solar installations and designs, ASE
installs solar electric systems that have
everything homeowners need to generate
their own electricity. This includes system
design, approvals, installation, and full util-
ity coordination. With over 2,300 Arizona
homes and businesses featuring ASE work
on their roofs, this company has positioned
itself as a leader in the market. 

“We are focused on the residential mar-
ket,” stated Will Herndon, Executive Vice
President of Construction for ASE. “The
demand for solar continues to grow in Ari-
zona. We are focused on the market and
we are using every means of technology to
improve our process, sales and installa-
tions. We want to do our
share of those 10 million
homes.”

“We see the azimuth table
as one of the strongest com-
ponents of this report,” said
Herndon. “In fact, the az-
imuth page is excellent. The
most important part for us is
that it accounts for magnetic
declination. Having the ac-

curacy of EagleView measurements is crit-
ical to the solar information since we know
that performance estimates for the next
twenty years are at stake.”

Another sounding board for the new re-
port was CI Services. “We tested the solar
reports and found them to be an incredible
asset to our ability to estimate, plan and in-
stall a solar roof system,” confirmed Bill
Baley, President of CI Services, Mission
Viejo, CA. 

CI Services specializes in commercial
and residential roofing installations with a
strong focus on solar and green applica-
tions. “We are committed to incorporating
new technologies and strong roofing prac-
tices into our solar business. It allows us to
make sure the solar installations will work
for the homeowner and local building
codes,” Baley stated.

Adding Solar to Portfolio Is a Huge
Asset

The important first step in providing
solar solutions is being able to plan where
a solar system can be installed on an exist-
ing roof, which contractors have found
easier through the use of technology such
as that provided by EagleView. In addition
to this first step, contractors need to be able
to size the array, pick the panels, choose
the size and design of the rack, plan for
monitoring and interface with utility com-
panies. 

Many roofing contractors see the impor-
tance that solar will play in their future
business but realize they don’t necessarily
have the expertise required to offer solar.
With new construction starts and comple-
tions remaining down, it’s more important
than ever for the traditional roofing con-
tractor to be able to provide solar solutions
to their customers who may be inquiring
about a new roof. This can mean that the
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The 3D diagram is essential to accurate roof measurements.
(Source: EagleView Technologies)

“We used our
technology and
feedback from
solar installers to
create a report
offering impor-
tant diagrams for
grid layout, solar
orientation and
azimuth.”
- Chris Barrow, President of EagleVeiw
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contractor must invest resources in hiring
solar experts or sending existing employ-
ees to one of many solar training schools.
Many contractors are looking for efficient
ways to train their employees in solar, tak-
ing advantage of every resource and new
technology that will provide them with the
expertise they need in the most cost-effi-
cient manner. 

Burns and Scalo Roofing, established in
1956 and headquartered in Pittsburgh, PA,
recently started Scalo Solar Solutions, LLC
to provide solar installations on commer-
cial buildings. “We found that there aren’t
a lot of training opportunities for contrac-
tors who want to break into solar,” ex-
plained Tom Peters, Executive Vice Presi-
dent at Scalo Solar Solutions. “We went to
a lot of classes, performed our own studies
and spent a lot of time picking the brains of
experts at the major manufacturers and
suppliers in the United States.” Peters’
company has gone so far as to install sev-
eral different systems on their own build-
ing, not only to learn from it but to offer a
demonstration area for potential customers. 

Training Opportunities for Contractors
The Solar industry is growing at a rapid

pace and it can be difficult to find reliable
sources to provide training to contractors.
The National Roofing Contractors’ Associ-
ation (NRCA) is one organization that un-
derstands the critical role that roofing sys-
tems play in the solar market. They also
understand the need to train roofing con-
tractors and provide them the knowledge
and expertise to be able to supply solar so-
lutions to their customers. Using technolo-
gy as simple as a personal computer and
the Internet, roofing contractors as well as
consultants, architects and engineers can

participate in NRCA’s online education
‘Roofing, Energy and the Environment Se-
ries.’ Courses such as ‘Photovoltaics’ and
‘Roofing’ are part of the educational expe-
rience which can earn the participant a cer-
tificate and professional recognition. There
is a small fee to take these courses, but
doing so in an online learning environment
offers benefits in time savings and travel
costs. 

It’s hard to find credible training pro-
grams with so many new companies ap-
pearing on the radar every day. Kirk
Roller, Vice President of Carlisle Energy
Services, a Pennsylvania-based company
providing large, turnkey commercial solar
solutions, explained that there are not a lot
of traditional training opportunities for
contractors. “Most solar panel companies
are not providing a lot of training as much
of their product is dictated by the mounting
structure and other details,” said Roller. In
cases of unique photovoltaic systems, such
as those using thin-film solar or tubes, con-
tractors may find training through the man-
ufacturer. “Many contractors end up get-
ting trained by solar distributors,” said
Roller. 

For Tecta America Zero Company,

Drake says that training is a dilemma every
day. “We are fortunate because Tecta
America started a solar division recently
and we are able to draw from their exper-
tise,” said Drake. Drake has found that
many solar manufacturers and turnkey
suppliers are turning to his company for as-
sistance in the installation. “These compa-
nies know solar, but don’t always under-
stand how to properly install it on a roof
without causing damage or voiding a roof
warranty.” 

Internet Provides Information, Training
and Answers

The Internet provides an enormous
amount of resources to contractors or other
professionals searching for solar solutions.
Online training courses, manufacturers’
and suppliers’ websites are key sources for
education and information. Another conve-
nient resource is found online at Solar Hub
(www.solarhub.com). According to their
site, Solar Hub provides a free reference
database of product specification data used
by professionals in the solar energy mar-
ket. Visitors can browse the listings or
search for information on PV modules, in-
verters and manufacturers. The site is a
good starting point that leads information
seekers to the companies that can provide
details, specifications and possibly even
training on their products and services. 

Before joining Scalo Solar Solutions,
Peters worked as a consultant and says he
has used online tools and software such as
PVwatts and PVsyst for calculations and
determining monthly electricity output.
“While the tools are great to have, it still
requires a lot of knowledge prior to being
able to plug in your numbers,” said Peters. 

Drake said his company has an objective
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In the degrees diagram, pitch values are shown in degrees and arrows indi-
cate direction to help with panel placement. (Source: EagleView Technologies)

In this grid diagram, roof facets are overlaid with 1x1 foot squares, arranged
in groups of 5x5, to aid in  marking protrusions. (Source: EagleView Technologies)

It’s more important 
than ever for the 
traditional roofing 
contractor to be able to
provide solar solutions 
to their customers who
may be inquiring about 
a new roof.
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to be a solution provider and not
just a roofing company. “We ap-
preciate the value of third-party
tools because they enable us to be
able to speak intelligently to
homeowners, architects and
building owners about the feasi-
bility of their project.” 

State Incentives Scattered
throughout the U.S.

While training opportunities are
still being developed and discov-
ered, another challenge for con-
tractors is to understand the myri-
ad of incentives, credits and re-
bates that are available to the
homeowner or building owner
who chooses to install a solar sys-
tem. This is another area where
the Internet and technology can
save the contractor much time and
money. 

In the United States, many solar
incentives are state specific, thus,
being difficult to identify. States
are offering new programs all the
time and with new administra-
tions ready to step in to many
states’ governments, it can be a
challenge keeping up with the lat-
est rebates and financial incen-
tives. The most recent hot spots
have been New Jersey and Cali-
fornia with many states planning
to following suit. 

For contractors and installers
who want to know what is hap-
pening in the United States, the
U.S. Department of Energy has
put together the Database of State
Incentives for Renewables and In-
centives (DSIRE). DSIRE pro-
vides comprehensive information
on state, local, utility and federal
incentives and policies that pro-
mote solar energy. The database
can be found online at www.
dsireusa.org/solar.

Relying on Third-Party Solu-
tions Becoming a Necessity 

With solar experts emerging on
a daily basis, it is more important
than ever for contractors to rely
on information provided by a reliable, re-
spected, trustworthy source. Again the best
place to start is with the U.S. Department
of Energy. Their Solar Energy Technolo-
gies Program was developed to achieve
high market penetration of solar energy
technologies (www1.eere.energy.
gov/solar). The Solar Program has several
areas of focus with perhaps the Market
Transformation Program being of highest
interest to contractors and installers. The
program’s goal is to reduce market barriers
to solar power through non-R&D activi-
ties, including infrastructure development,
outreach and technical assistance.

The Solar Energies Industry AssociationⓇ

(SEIA) reports that companies and re-
search labs are continually discovering
new techniques and materials that improve
the efficiency and reduce the cost of cap-
turing solar energy. The goal is to commer-
cialize the most promising technologies to
improve delivery of solar power generation
for homes, businesses and government. 

A contractor or installer must be knowl-
edgeable about the latest developments
within the solar industry yet this can take
an extraordinary amount of time. There is a
need to find a balance between staying
knowledgeable and continuing to run a
profitable business. The contractor often
turns to reliable, third-party resources to

stay educated and remain produc-
tive in their business at the same
time. 

EagleView’s Barrow explains
that one of the goals behind his
company’s reports is to help the
contractor by providing a reliable
source of accurate information re-
lated to their potential jobs. “We
understand that this market is
growing phenomenally every day.
It’s hard enough for the contractor
to keep up with the requests for
solar estimates. We are providing
a service that not only saves them
time but provides the critical in-
formation they need to accurately
assess a project’s potential solar
value.” 

ASE’s Herndon confirmed the
value of using the third-party tool.
“The combination of contractor
feedback and strong software de-
velopment has created a tool that
is going to change the solar indus-
try,” said Herndon. “We see this
as one of the most powerful tools
to come along in a long time.”

10 Million Homes A Reality?
At the rate that the U.S. solar

market is growing, 10 million
solar systems in American homes
in 10 years may not be such a
lofty goal. According to
Bloomberg New Energy Finance,
the United States currently gener-
ates 1.4 GW of electricity from
solar, enough to power about
750,000 homes. Increasing the
United States’ solar production to
44 GW by 2020 (enough to
power more than 20 million
homes) depends on the amount of
financing available, which ac-
cording to Bloomberg, needs to
be about US$100 million. This
growth should be possible
through the decreasing cost of
equipment and the strong support
being shown by the government. 

Whether or not the actual num-
ber of homes sporting solar in 10
years actually reaches 10 million,
there is no doubt that the solar in-

dustry will see explosive growth over the
next decade. This means that there is also
no doubt that roofing and other general
contractors are sure to profit from this
growth. 

Karen L. Edwards is Marketing Director in
EagleView (www.eagleview.com). She is also a
freelance writer for the construction and roof-
ing industries, with a background in marketing
for several major roofing manufacturers and
solar solution providers. 
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The Orientation(azimuth) diagram shows the orientation of the
facets. Facet directions are labeled in degrees to assist in determin-
ing southern exposure. (Source: EagleView Technologies)

In this 3D model, facets appear as semi-transparent to reveal over-
hangs. (Source: EagleView Technologies)
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