Solar Cold Call Script Templates
Six solar cold call scripts for residential and commercial prospecting, from a savings hook to handling skepticism, that book a free assessment rather than hard-sell panels.
Residential savings hook
When to use: Use it as a first cold call to a homeowner who could cut their power bill.
When to use
Use this as a first cold call to a homeowner in an area with rising power bills, when your goal is to book a free assessment, not to sell a system on the phone.
Script
Hi [homeowner], this is [your name] from [company]. I will be quick -- do you have a minute?
I am calling because power rates in [area] keep climbing, and most homeowners here are paying more every year for the exact same electricity.
The reason for my call is simple. A lot of homes in [area] can cut that [bill] significantly with solar, and the only way to know if yours is one of them is a quick look at your roof and your usage -- no cost, no obligation.
Can I ask, roughly what are you paying a month for power right now?
If solar is not something you would ever consider, that is completely fine and I will not keep calling.
If saving on that bill is worth a look, could we book [meeting length] for a free assessment? I will follow up once by [timeframe] and leave it with you.
Commercial owner call
When to use: Use it to prospect commercial rooftops and book a site assessment.
When to use
Use this to prospect a commercial building or facility with a large power bill, when your goal is to book a site assessment rather than close on the call.
Script
Hi [owner], this is [your name] from [company]. Do you have a quick minute?
I am calling because [business] runs on a lot of electricity, and commercial power rates are only heading one way, which makes that [bill] one of the few big costs you can actually control.
The reason for my call is not to pitch panels. Owners in your position usually want to see the numbers first, so I would rather show you what a rooftop or ground system could shave off your costs and how fast it pays back.
Can I ask, roughly what is [business] spending on power a month right now?
If cutting energy costs is not a priority this year, no problem at all, and I will not keep chasing you.
If the numbers are worth a look, could we book [meeting length] for a site assessment? I will follow up by [timeframe] either way.
Roof and bill qualifier
When to use: Use it when you need to qualify fit fast before booking an assessment.
When to use
Use this when you want to qualify a prospect fast -- roof and bill -- before you commit a field team to a full assessment, so you only book visits that can convert.
Script
Hi [homeowner], this is [your name] from [company]. I only need a minute -- is now okay?
I am calling because we are checking which homes on your street are actually a good fit for solar, and it comes down to two quick things, so I will not keep you long.
The reason for the questions is that I do not want to waste your time or mine booking a visit if your home will not benefit -- I would rather be straight with you.
Can I ask two things: roughly what is your [bill] a month, and is your [roof] mostly clear and getting good sun?
If it turns out solar is not a fit for your home, I will tell you honestly and I will not keep calling.
If it looks promising, could we book [meeting length] so a specialist can confirm on-site? I will follow up by [timeframe] with the details.
Solar skeptic handler
When to use: Use it when you hit hard skepticism early and want to earn a fair hearing.
When to use
Use this when a homeowner reacts with strong skepticism -- solar is a scam, the savings are fake -- and you want to earn a fair hearing rather than argue.
Script
Hi [homeowner], this is [your name] from [company]. I already know what you are thinking about solar calls, so let me be straight with you -- got a minute?
The reason I am not going to hard-sell you is that skepticism is fair. There are pushy outfits out there, and I would rather earn your trust than talk over it.
Here is the honest version: not every home benefits, the savings depend on your [bill] and your roof, and the only way to know real numbers is to look. No pressure, no gimmick.
Can I ask, is it the savings claims you doubt, or the companies that make them?
If you would simply never do solar, I respect that completely and I will not call again.
If you are open to seeing real numbers with no obligation, could we book [meeting length]? I can point you to [proof] first, and I will follow up by [timeframe].
Neighborhood proof call
When to use: Use it when local installs give you real, nearby proof to reference.
When to use
Use this when several homes nearby have already gone solar, so you can lead with real, visible local proof and make the idea feel normal rather than risky.
Script
Hi [homeowner], this is [your name] from [company]. Quick minute?
I am calling because we have put solar on a number of homes right around [area], and while I will not share anyone's private details, you have probably seen the panels going up.
The reason for my call is that neighbors with similar roofs and similar bills are cutting what they pay for power, and it made sense to check whether your home could do the same before rates climb again.
Can I ask, roughly what is your [bill] running each month right now?
If solar is just not for you, that is completely fine and I will not keep calling.
If you are curious how your home compares to the ones nearby, could we book [meeting length] for a free look? I will follow up by [timeframe].
Old inquiry follow-up call
When to use: Use it to revive an aged lead and book a fresh assessment.
When to use
Use this to revive an aged lead who once asked about solar but never moved forward, when a change in rates or incentives gives you a fresh reason to call.
Script
Hi [homeowner], this is [your name] from [company]. We spoke a while back about solar for your home -- do you have a minute?
I am reaching out because since we last talked, [change], and it genuinely shifts the math for a lot of homes that were on the fence before.
The reason for my call is not to rehash old numbers. I would rather give you a fresh, honest look at what your [bill] could become now, because the picture may be quite different from when you first asked.
Can I ask, is cutting your power bill still something you would like to sort out this year?
If you have decided solar is not for you, no problem at all, and I will take you off my list.
If it is still on your mind, could we book [meeting length] for an updated assessment? I will follow up once by [timeframe] and leave it there.
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