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We hosted a fireside chat with Jonathan Doochin, CEO of Soligent on 5/4. Soligent is one of 

the largest pure play solar equipment distributors in the Americas, headquartered in Petaluma, 

California. We include our takeaways and call transcript in this note. A replay of the call is 

available through 5/11 on 855-859-2056, pwd 7657804. 

 Residential solar slowdown has bottomed out, but recovery not before Q3: Jon 

saw the COVID-19-related slowdown result in lower installations in early April (up to 50% 

below the runrate), but noted that demand picked up in mid-April with new online tools for 

sales/permitting. However, sales conversion rates are low as customers await market 

certainty. Jon expects the market to return to normalized sales volumes in late Q3, but 

could get delayed if COVID-19-related shutdowns make a comeback. 

 Technology preference: Jon saw Enphase (ENPH) and SolarEdge (SEDG) maintaining 

their duopoly in the solar inverter market with no clear winner, but expects growth in 

storage to be a game changer and provides both to build an ecosystem of product and 

services around inverter. We have discussed both of their ecosystem plans in our analyst 

day takeaways from late last year (note links – 12/16 ENPH, 11/26 SEDG). The racking 

market is dominated by Ironridge (private) after its acquisition of QuickMount PV. The solar 

panel market has seen efficiency improvements, but is relatively commoditized with strong 

price reductions this year. The distribution channel is carrying ~2-3 months of inventory on 

hand which has remained unchanged despite supply worries before March (from Asia). 

 Small installers slowly navigating through stimulus: Small installers generally carry 

~27 days of cash on hand per Jon, implying many have started to run out of cash without 

any workforce/costs adjustments. Most of the small installers qualify for COVID-19-related 

stimulus for small businesses (PPP, furlough benefits, work share program, etc..), but are 

slow to claim them given limited legal/accounting resources. The industry is still hoping for 

targeted relief for renewables (tax credit extension etc...), that can help stimulate the 

economy faster at ground level across states, but see no immediate bipartisan support. 

 No labor shortage expected in 2020 even if demand recovers, but could see reduced 

employee attendance due to COVID-19 during the ramp-up period. However, Jon 

highlighted an important point that longer term labor challenges could emerge if other 

sectors (such as hospitality, etc..) received more federal/state incentives. 

 White House ruling still uncertain: Jon believes that weekend order banning imports of 

bulk power equipment from foreign adversary is ambiguous, though likely refers to 

transmission and grid control and not renewable projects. Expect additional clarity in the 

coming weeks.  

 Sector consolidation opportunities could rather be limited in the solar value chain 

per Jon, despite equity/credit market dislocations, mainly due to the unprecedented and 

quick stimulus infusion by the Fed. 
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Call Transcript 

 

Credit Suisse Securities, LLC 

Fireside Chat with Jonathan Doochin, CEO Soligent 

May 04, 2020, 3:00 p.m. ET 

(Edited for clarity) 

 

Operator: Ladies and gentlemen, thank you for standing by and welcome to the 

Credit Suisse Fireside Chat with Jonathan Doochin, CEO of Soligent.  

At this time, all participants are in a listen-only mode.  

 If you require any further assistance, please press star, zero.  I would 

now like to hand the conference over to your speaker today, Mr. Michael 

Weinstein.  Thank you, please go ahead.   

 

Michael Weinstein: Hi, this is Mike Weinstein and thank you everybody for joining us today.  

We are here with Soligent CEO Jonathan Doochin and will be talking 

about the state of the solar power equipment distributors industry and a 

timely discussion given some of the news out of the White House just 

this weekend and how that might be affecting the industry.   

 Prior to Soligent, Jon had cofounded and led companies in software, 

automotive, and financing construction, and he also served the public 

sector as a senior advisor to the Department of Energy, helping to lead 

deployment of $13 billion in energy funds across renewables and other 

technologies.   

 So I would like to welcome Jon to the call.  I'm also going to introduce 

Maheep Mandloi, my colleague here at Credit Suisse, who helps cover 

on the renewable side.   

 Just to start off, Jon, for those maybe not familiar with the solar 

distribution business, maybe you could briefly talk about Soligent and 

your history, and how you fit into the value chain as a whole.  Your 

business models, your main suppliers and customers, and the way you 

want to quantify your size relative to the industry.   

 

Jonathan Doochin: Absolutely.  My pleasure.  So Soligent is a large-scale distribution 

business with a few different add ons.  

 We have a specialty in supporting installers across the United States 

with everything from design services to just advice on how to think about 

any situation.  And at a high level, Soligent serves a few thousands 

different solar installers in every state every month.   

 We've been around for 40 years.  We've been through different 

acquisitions of other distributors in the past, as well as software 

organizations and such to roll up to what we are today, and our whole 

purpose is to help enable solar across the different states and the 

different geographies in the United States, to help all of the small- and 

medium-sized businesses who are building solar businesses in their local 

geography to be successful.   

 And as mentioned, we do that through providing equipment, logistics, 

warehousing, working capital, finance, even down to helping people and 

installers find the right software.   
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 And during COVID, we've been very focused on helping the different 

players in our space get educated as much as possible, whether that be 

bringing in experts for the PPP and walking people through that, or how 

to sell remotely. We probably have two to three classes a week for 

different installers to help them really think about everything that has to 

change in this changing environment.   

 (To give) you guys an idea of who we work with, it's pretty much all of 

the large-scale manufacturers in the solar space when it comes to 

residential, and our business is roughly 70% residential, 30% 

commercial if I just had to give it a very high level.   

 So we're really focused on installers that do both or one or the other 

across the United States, and residential is a big piece of our bread and 

butter.   

 We work with Enphase, SolarEdge, SMA or Fronius on the investor side, 

and there's others as well. When it comes to modules - Panasonic, 

Solaria, Trina, Canadian, Mission, and others down the list. We work 

with quite a few different partners there as well, and then the same in 

the racking space.   

 And so we've got I think very strong long-term relationships with the 

manufacturers and have gone through ups and downs over many years. 

And I've been the CEO of Soligent for about little over 7 years now.   

 So hopefully that gives a little bit of detail, but we see all the ups and 

down by states, have representation in each state, and are serving those, 

so we've got a good feel of what's going on from the ground up in our 

space down to literally what installers are using to spec projects, how 

they're thinking about our sales pitches, you name it, that's our business 

is how do we support those guys and help them proliferate and really 

transform their businesses to be successful.   

Maheep Mandloi: Jon, on that note, could you elaborate more on your visibility in the 

industry, and specifically with respect to what we're seeing these days in 

the industry with the slowdown due to stay-at-home orders?  Any clarity 

on how have these orders impacted your business and for your dealers 

and installers across the states?   

Jonathan Doochin: Absolutely, so I think as most people probably know at this stage, the 

end of March saw the first big dip (the last 10 days of March) in demand 

and also in installations as people had a fear-based mindset when it 

came to COVID-19 and also were being shut down methodically for 

obvious reasons to protect the general public.   

 And in the month of April, we expected to see about a 50% decline 

based off of something similar to where we would have been, and we 

did see that essentially in the month of April roughly at a high level, and I 

think year-over-year, though, for us it was down a lot less than that.   

 So I think for a lot of players it really depends on how much they grew 

over the last year.  We had some substantial growth, and so we saw 

something that was much smaller than that as far as year over year, but 

compared to projections, we still saw what I would consider to be 

roughly a 50% dip, which seems to be in line with what some of the 

other larger entities are seeing.   

 We are seeing a general pickup in the second half of April, and we're 

seeing it in different places, but at a high level view we saw at the 

beginning of mid-April the “turning-on” of quoting, (and in data) as far as 

just having quotes go to homeowners.   
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 But then we saw hesitancy in home owners to make a purchasing 

decision. They wanted to wait to see what happened, and obviously that 

stalls things.   

 And so people's pipelines of potential customers were growing, even 

though they were growing at a slower rate than what you may expect for 

this time any other year, and what we're seeing now is some of those 

hesitancies are being a little bit more removed and we're seeing more 

conversions.   

 So we saw a lot of proposals going out, we saw a conversion rate that 

was much lower than traditional, and now we're seeing that conversion 

rate pick up a bit more.  We're also seeing the PPP funds come into 

place, especially with some of the mid to larger installers who are turning 

back on their salesforces.   

 We're also seeing that lot of people want to get back to work and can 

only take so much time off as far as installers go, and that time off is the 

first two or three week. And now they're trying to focus on building the 

business because they don't want this to be forever.   

 So there's a few different facets which are interesting at play, and in 

addition to that you've got the loosening and the clarification of what 

these stay at home orders mean and the clarification of solar and energy 

as an essential business, and more and more people understanding how 

to work around that and where to go.   

 The transformation from a door knocking-type salesforce for most of 

solar to a technically savvy video sales pitch is what a lot of them are 

working through and still struggling with, but there's a lot of training 

there, and then specific to states, help give some illumination there.   

 New York very much turned off its residential, whereas Florida and 

Texas, we still see a lot of the different players getting out and grinding 

through and driving volume.   

 In California, there were certain areas where you really couldn't do much, 

and we were seeing some of those turn back on, all slower than what 

we would expect this time, and all slower than frankly -- not all, but as a 

whole slower than pre-COVID-19 levels.   

 Some places are definitely bustling, and I would say the Texases of the 

world and the Floridas of the world, the south in general is an interesting 

market to keep an eye on. I dare say that it’s interesting that there may 

be a divide between Republican states and Democrat-led states in some 

forms of fashion, but that’ll be tested.   

 We’ll see if that actually plays out in any form or fashion over the next 

month or two.  I’ll be curious to see the different policies that are at play 

based off the political connotations of those states. 

 

Maheep Mandloi: In terms of these (NY, CA or Southern states), how soon do you think 

we could get back to a normalized trend to pre-COVID-19 projections 

once the orders lift off? 

 

Jonathan Doochin: I think the question is what are you benchmarking pre-COVID-19 levels 

off of.  Is it year-over-year growth or is it the year-over-year projections?  

And I think we can get back in Q3 to a place where we could see a 
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stability of year-over-year alignment, and then I think towards the end of 

Q3 we may actually see growth, but there’s still a risk.   

 There’s a lot of unknowns here when it comes to how COVID-19 will be 

treated policy-wise, and so far that hasn’t been fully clarified.  Each 

state is really doing its own thing with a little bit of federal guidance, and 

I think it’ll depend on how that’s clarified if we have a lull of COVID-19 

in the summer and then it comes back in the later fall.  That obviously 

changes a lot of these trajectories.   

 So it’s the crystal ball activity at this stage because a lot of it is how we 

react as a government into driving some of those policies, but I think it is 

possible to see a return to year-over-year alignment, let’s call it a zero 

growth rate in Q3 (Y/Y), and I hope to blow those out of the water with 

projections, but that’s my high level always. 

 

Maheep Mandloi: That’s helpful.  You said earlier that customers were initially taking a 

longer time to convert or to sign a deal but that activity is picking up, but 

have you seen any other changes in customer behavior in these times 

either in type of equipment they buy or the financing method or the 

comfort with the online sales processes? 

 

Jonathan Doochin: Yes.  So a handful of thoughts.  One is the world is getting used to 

using digital forms of sales such as Zoom in a way that traditionally 

hasn’t been normal and we’ve got captive audiences at home.   

 Two, I mean, I believe – and I’m just going off the top of my memory 

here, but Google, for example, Google ad spend was up pretty 

substantially especially in certain areas, and there is this avenue where 

people are home, so they’re clicking, they’re looking, they’re thinking.  

The real question is can they make a big buying decision.  So I think 

there is big volume and there is interest in the way this plays out. 

 The third piece here is there is a hesitancy to make decisions because 

there’s uncertainty, and if people – the more certain people feel, the 

more likely they are to make long-term decisions.  And then the fourth 

piece is that there is going to potentially be a change in how financing is 

done when it comes to essentially the cost of capital for all forms of 

financing.   

 I think we’re already seeing that in markets and it’s very much 

fluctuating, but when you look at higher FICO scores for loans and 

anything, whatever that might be, whatever they’re using the FICO 

score for, the default rates for the lower FICOs, the 500s, the early 

600s, they’re pretty substantial compared to the 700s. 

 And so, what we might see is just a refocusing of finance on a higher 

FICO score arena and options of the lower FICO score become more 

expensive or not be as much offered.  So there’s going to be certain on-

off niches that may play out as the cost of capital essentially changes 

depending on the outlook of the economy.   

 Yes, there’s plenty more to go off of when it comes to how to think 

about, in my view, the buying habits, but if I had to take a guess based 

off the feedback we’re getting, people are going to be home and their 

energy bills are being driven up today because they’re using the power.   

 Being a sustainable, solar-driven home with battery storage makes more 

sense that it ever has, especially with wildfire season coming, and 
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provides a return on investment that could be better than the stock 

market by leaps and bounds, certainly safer than the stock market, 

better than the Fed interest rates that they could get by buying 

treasuries. 

 And so, there is a value proposition there that is pretty powerful in 

addition to this idea of being secure in an era where people are very 

much worried about their security, their health, having to be home, 

having to be off grid, and you can see that – those trends very 

interestingly play out because just ones on grocery stores, people 

stocking up with food.   I mean, these are things that say – that scream 

security and sustainability and off grid.  

 And so, if you can offer that with a return on investment in a world 

where there’s not much else that’s certain, I mean, there’s a pitch to be 

built there.  

 And as we’ve watched our installers, they’re learning to pitch a COVID-

19 and more COVID-19-oriented pitch which makes sense in COVID-

19 or not COVID-19, but it’s especially relevant when you think about 

the type of pitch that can be provided to a homeowner and the value 

proposition that can exist based off the current situation. 

 So we expect that to drive sales as people relearn how to pitch in this 

newer world.  So hopefully, it gives some context and color.  

 

Maheep Mandloi: And just building upon that, are there any specific technologies which 

are being pushed – inverters, storage, modules etc..? 

Jonathan Doochin: In the inverter world, there's really today a duopoly between SolarEdge 

and Enphase, and then there are other players that offer some of the – 

still optimized but some of the other alternatives as well that are very 

high quality and – but don't have as big of a market share today.   

 And I think – I don't see a huge disruption based off of the stickiness in 

the residential channel, and the value adds that a lot of these players are 

investing in, producing a channel strategy that adds value to the 

installers.  And so, we're seeing a lot of innovation in how these 

manufacturers are thinking about adding value to their customer bases 

that will keep giving them a lead and keep differentiating them.   

 And that goes for really all players that we work with, not just the 

Enphases and SolarEdges of the world, but very much the lead players 

think about this quite a bit as well.   

 And when it comes to the module side, it's interesting because it's – 

because of the fragmentation in modules, you get – you can get price 

wars and you get more of a commodity-type market because there are 

so many players.  And that's akin to an early-stage market of any sort, 

where you have multiple players and you don't yet have a full 

consolidation of market share. 

 What Enphase and SolarEdge have basically done is consolidated the 

inverter residential space, and they're both working on the commercial 

space as well, which is – which is – which then creates pricing stability 

and margins for installers and throughout the channel, and without 

having massive bankruptcies which is always good for consumers 

because it gives them the reliability versus having partners to go in and 

out of business. 
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 And so, on the module side, there's still – there's still fragmentation in 

my view of market share. Though we have a lot of strong partners and 

we believe in them wholeheartedly, we just see more of a commodity 

market.   

 And then finally, in the racking space, there's only a handful of players, 

and a majority of that in our world for residential is dominated by 

IronRidge, especially with the recent rollups of the different business 

together (like Quickmount).  So we see them as the elite, and there's a 

price stability and margin stability in the racking area.  

So really, we just see very large fluctuations today in the panel space. 

 

Maheep Mandloi: Got it.  And then in terms of batteries, is there anything specific which – 

amongst all these providers which you think is the most exciting or 

selling well in industry?  And any thoughts on how pricing is proceeding 

for batteries? 

Jonathan Doochin: Yes, absolutely.  So I mean, a handful of things.  One is, in every other 

industry that's akin to solar, take HVAC, take roofing, it's a full solution 

offered.  The manufacturers play with the dealer network, and they're 

because – for a lot of reasons, but we can always hit that later. 

 And basically, they're offering more of a full solution, and with the invent 

of storage and the players in the inverter space also having storage, they 

create an interesting channel strategy and a combination of multiple 

products that add obviously margin and also allow them to invest more 

per sale in some of the services and benefits they can offer because of 

that additional margin. 

 But even more so, it helps move the market towards a world where we 

have more microgrid-type plays, which is important from a 10- to 20-

year perspective in the sense that there is a shift that could occur 

between utilities and the way communities are provided power, 

especially as we notice these powerline issues and wildfires.   

 There is a shift that comes over time, especially with the declining cost 

of solar and the declining cost of storage, where you could have much 

more resiliency through local networks and through homes specifically 

providing their own – their own power, and you avoid a lot of the cost of 

traditional utility. 

 So from a micro trend today, there's a lot of this infrastructure being 

built out that is innovating a lot of ways to do off-grid, to keep power in 

the home, and traditional solar has, even solar plus batteries for most 

cases, haven't allowed you to use the battery when the grid goes off.  

It's been fascinating. 

 And so, we're just getting to a place where most batteries that are 

installed with the solar, when the grid goes off, you're actually using the 

battery and charging it with the solar while the grid's off because you 

can be a contained network.   

 And then that transitions into a longer, bigger view of the world which 

changes the utility grid and the cost to serve customers, which has a 

whole bunch of different effects, but it's a neat thing to look at.  

 And so, you can break it up into pieces and say, hey, you've got an 

evolution of a fragmented market of different parts and pieces that was 

highly incentivized, moving to a lower cost market where price has 

declined pretty substantially and continues to decline, making it more 
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affordable and obviously making each house have more power they can 

have at a lower price point. 

 And that then changes as these solutions have come together and 

you've got consolidation or at least consolidation of leading players into 

duopolies and other type of structures that we see in almost every other 

industry.   

 You've got these full solution sets, and those full solution sets then 

change the 10- to 20-year outcome of the utilities and much larger grid 

systems, and we just – we're in the middle of that evolution.  We're just 

in that – part of that cycle's line.  We just need to see it from a 

perspective of mind on the macro view.   

 

Maheep Mandloi: It seems like on the equipment side, stable pricing on the inverter 

racking side and pretty much commoditized pricing war on the module 

and the battery side.   

 On the inverter, I think this question comes pretty often, and I'm sure 

you also hear it, but do you or installers prefer one technology versus 

the other - micro-inverter versus the optimizers? And has that changed 

this year or during this time – this COVID-19 time? 

Jonathan Doochin: Yes.  I think, frankly, both are wonderful.  They both have similar and 

different attributes.   

 So there's reasons to use each one, and I think they both provide 

substantial value propositions that can be differentiated depending on 

what the installer is looking for as far as just how they think about the 

world, as they're looking for – well, I mean, there's a whole litany of 

things.  But in many ways, they're both phenomenal products and both 

very dominant players with great value propositions. 

 

Maheep Mandloi: Just going back to the impact of COVID-19, can you talk about the 

biggest challenges you see the dealers or the installers are facing right 

now?  You had mentioned that some of them are receiving PPP or small 

business loans.  But have these incentives helped or are they looking for 

anything else from the government or the industry to help in these 

times? 

Jonathan Doochin: Yes, absolutely.  So I think to say cash flow, is an understatement for a 

lot of these players.  These are businesses that are built by 

entrepreneurs across the country.  They're not usually built on 

sophisticated cash flow forecasting just because they're organically 

grown.  

 It's often two guys in a truck who might have a marketing niche or might 

have an installing niche, and they organically grow themselves in a way 

that is really admirable, to say it lightly.   

 But when it comes to managing cash flows and investing (class 

accounting) that you might see at a much larger institution because you 

can hire in the talent to do that, you've got a sourcing process for it, for 

these guys, that's often a harder place to be.   

 In the forecasting cycle for them, on a good day of the month out, it's 

not a six-month preview of cash flows. And not that anybody can predict 

COVID-19 and what that looks like longer term. So for them, if you look 
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at the average installer, call it about 27 days of cash on hand, and if we 

think about what we said today, those 27 days have expired. 

 Now, the question is can they use and win, have they gotten the PPPs?  

Do they know how to use it properly?  Because there are a lot of rules 

around this so the loan gets forgiven. Have they figured out how to use 

some of the furloughing and some of the unemployment benefits, as 

well as some of the part-time working benefits that they can provide 

their employees? 

 And these are things that we're training everybody on, but they're 

benefits that a large institution has a team that's doing and driving (or 

even a medium-sized institution).   

 Whereas, smaller installers, people are having to figure it out on their 

own, or they may not have a big payroll because they may be using a lot 

of contract services.  And so, they may not even be eligible for that 

money but still paying a lot of people who are originating for them on 

contract services. 

 So if I had to say the biggest thing they say is going to continue to be, 

obviously cash flow. And that's across all small businesses in the United 

States, which represent a majority of our GDP and that's also across 

large businesses.  

 Goldman did a great piece on this and very much pointed out that there 

is liquidity crunch potential for a majority of business over time as things 

shift.   

 So I think that would be where I would focus and a lot of where we 

focused as we spent a lot of our time working with hundreds of – 

actually thousands of installers over the last five weeks, is just teaching 

these skills, helping people understand how to get the PPPs, helping 

them understand how to sell digitally, helping them understand how to 

slow their businesses for a period and then pick back up. 

 And so, that's been – that's been our major focus.  So hopefully, it gives 

some ideas, but it's all a cash flow game. 

Maheep Mandloi: Interesting.  And it's nice to see your organization and other distributors 

helping them out in these processes.  Is there any other incentive or any 

other expectation from the government which these installers have? To 

help them right now? Or is it just focusing on execution right now? 

 

Jonathan Doochin: Yes.  So for them, it's focusing on execution. It might be that there are 

local aspects on this, but there's the PPP, there's the ability to do 

what's called a workshare program.   

 And I'm obviously not an accountant or a lawyer, but there are benefits 

to being able to have people part-time. And you can pay those people 

decently well through the government unemployment program. 

 There's a federal unemployment benefit that exists for people so you 

can keep them potentially unemployed but actually doing quite well 

depending on their salary level through the federal unemployment in 

June or July.   

 And so, there's different lever points that exist, like the SBA loans. The 

EIDL, and then obviously there's the PPP.   

 So there's a handful of these things coming to bear that the government 

is pushing.  So from a level of support and other things, there's a lot 
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going on there that can be taken advantage of, but people have to know 

how to do it, which is the big piece. 

 And then from a macro point of view, if we look at how this unfolds over 

a one-year or two-year or three-year time period, if we're going into a 

phase where the world stops or the U.S. stops growing as much as it 

has, and we level off, whenever you see those phases, you often see 

the government stimulating the economy, and we don't have an interest 

rate to stimulate off of. 

 So stimulating the economy by putting money into infrastructure, and 

there's no better infrastructure to have than energy infrastructure that's 

with people because it saves homeowners money, it makes small 

businesses generate jobs and helps them with that.   

 And it essentially just stimulates the economy through doing those types 

of things, while transitioning to more clean energy. So there's a lot of 

benefits of it.   

 So from a macro perspective, I would expect infrastructure over time to 

be incentivized, and I would hope that solar and other energy 

infrastructure would see that because there's so many different bottom 

lines and, I guess, money multiplier like effects to stimulating this due to 

the fact that it hits on savings for individual homeowners, due to the fact 

that hits on lower the cost of grid, due to the fact that it hits on getting 

dollars and jobs into small businesses' hands.  There's a lot of benefits.   

 So my hope is that we may see the ITC extended in some form.  We 

may see incentives in this arena.  We may see even a grant come back 

to help homeowners and owners specifically.  But these are all hopes.   

 And obviously, we know in Congress there's been a bit of standoff 

around this type of issue, as different parties have different preferences 

or different people have different preferences.  So hopefully, that gives 

micro and macro. 

 

Maheep Mandloi: That's helpful.  And obviously as we kind of wait for what the Congress 

might eventually provide for this industry, I think one thing which 

developed over the weekend was the White House executive order 

which banned or is planning to ban power equipment imports from 

foreign adversaries. Details are pretty thin.  But could you provide any 

color on the impact in the residential space or commercial /utility solar.   

Jonathan Doochin: So yes, absolutely.  I mean at a high level these types of tendencies 

during a period of this nature becoming more nationalistic and cutting off 

trade is something that we could expect more of in the future. 

 And so in my view -- I did some research over the weekend for my 

weekend reading for fun of course, I hope that’s what everybody else 

does for fun as well, right.  No bike rides, just reading about bulk power. 

 And basically, as of right now, it arguably does not apply to equipment 

for wind and solar projects.  It applies for using quote, unquote “bulk 

power systems” and that is defined kind of as facilities and control 

system that are necessary for operating grid.   

 So I think it’s targeted on the transmission grid and also generation 

facilities that are necessary for system reliability. 

 At the same time, because it isn’t an exceedingly well-defined executive 

order for obvious reasons, there are different ways that this theoretically 
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could go and it depends on the interpretation about how we view 

national security and how we view controlling power output. 

 And that could be at a lot of different levels. I don’t think it was originally 

intended for wind and solar projects.  I think it was more the bulk power 

grid.  But at the same time, my quick read of this was that it could 

potentially be extended to a deeper purview based off its interpretation 

and it allows for more open-ended for my read of it. 

 At the same time, I don’t know enough about it to give a, what I would 

call an expert opinion, I’m just opining on some weekend reading and I 

think over the next week we’ll see a lot of true experts come out with 

their thoughts on how this specifically will play and what’s to be 

interpreted.  Right now I’m hopeful that it doesn’t apply to wind and 

solar projects. 

 

Maheep Mandloi: So now just like going back to just the impact on the industry, do you 

see any labor challenges? Obviously, we see massive levels of 

unemployment claims these past few weeks, but do you see any 

challenges in the longer term for the solar industry. 

Jonathan Doochin: Yes.  So I don’t see labor challenges in the near future mainly because 

of the unemployment numbers being higher than expected.  There is a 

chance that for some it actually makes sense to stay at home and get 

paid because unemployment benefits are pretty substantial. 

 So it is possible to potentially stay at home and make OK money for a 

period of time depending on what programs you’re on.   

 At the same time, because the labor has fallen as far and because 

unemployment has gone up and we’re not utilizing our labor and 

demand had decreased and people are gearing up for larger demand 

and hitting bigger numbers, I don’t expect the labor to be an issue. 

 Now, getting attendance in the short term and having more turnover of 

labor with people being out because they’re sick or items of that nature 

could delay a project because just for the sheer reason that I would 

expect to have more people calling out and more people needing to be 

filled in to larger jobs or even smaller jobs due to sick family members 

and that is the kind of the COVID-19 world we live in. 

 So while the number of heads are available, the proper utilization of that 

could be unique and interesting as to what that model looks like just 

because how many people are out sick, how often are they taking days 

off. 

 Like there’s a lot of things that could affect their ability to show up to 

work and thus create a disruption and a little bit of a slowdown in the 

speed in instillation of certain projects. Whether or not there are enough 

total heads to be available for projects. 

 

Maheep Mandloi: Got it.  Looking forward, say later this year or next year if demand 

comes back to prior projections and if there’s no labor shortage, how 

many months do you think will it take to train a new breed of installers or 

sales associates. 

Jonathan Doochin: Yes.  No, it’s a good question.  I think -- I mean solar sales associates 

can be trained pretty rapidly through a lot of programs that installers 
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have or through apprenticeship programs depending on what type of 

installer. 

 When it comes to the construction side it depends on what they’re trying 

to be trained in. Obviously there’s specific programs and specific 

timelines for those individuals that don’t distort it at the bottom but want 

to get some form of accreditation and call it engineering or such.  

 So I think because of the shift and the way the economy is structured 

and because hospitality and retail will probably suffer substantially in a 

restructuring of how GDP is done, due to COVID-19, there should be 

enough able bodied individuals who could take on the jobs for any 

expansion in construction.   

 But that could be competing with other incentives that may flow to 

stimulate the economy, depending on where the economy goes in what 

would be a traditional stimulation, which could lead to a lot of 

construction oriented jobs early on and ebbs and flows in labor 

availability for very specific types of jobs as the workforce gets retrained. 

 So as of right now I don’t see an issue in the immediate call it 2020 until 

later 2020 at best.  But overtime, depending on stimulation you could 

have ebbs and flows that could be unique to just different programs, 

governmental programs turning on and off is my view. 

 

Maheep Mandloi: I’ll just remind all the listeners on the call, if you do have any questions 

feel free to forward to the Michael Weinstein at w.weinstein@csg.com 

or you could send it to me at maheep.mandloi@csg.com.  

 Jon, just going back, on the labor side you said not many changes, and 

we have some demand side challenges until Q3 at least.  But on the 

supply side can you talk about any challenges, any issues for residential 

or commercial equipment. 

Jonathan Doochin: Yes.  I don’t see a large supply chain gap on the inverter side when it 

comes to residential or small commercial.  And I don’t see a large gap 

on the racking side.   

 And traditionally when you see different gaps you see lead times extend.  

So the way a distribution channel works is a manufacturer provides 

certain lead times and as their volumes ramp up and they get orders, 

they either raise or lower the lead times based off their capacity 

produced and their demand. 

 And so you can tell when there are constraints outside of shocks to 

specific pieces that might be short term and cause issues.  But you can 

tell by watching the lead times of those manufacturers. 

 Secondarily, there’s usually some slack in the systems and especially 

during a low, organizations move from air freighting when they’re really 

tight to shipping by sea if that’s available. 

 And when things speed up they have slack in the system to go back to 

air freight in order to speed up and supply.  So that’s a technique that’s 

been used mainly for inverter manufacturers. Potentially for storage, 

though it’s much heavier. 

 And then you look at the racking side and usually the weeks of supply 

and on hand in the channel as well as the lead time for metals 

(aluminum) is not that long.   
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 When you look at the module side there is what I would determine to be 

a bit of an oversupply scenario as it were, especially the larger player are 

still turning on a lot of volume in their factories and these products are 

finding homes. 

 So I don’t see ups and downs for very specific manufacturers depending 

on the scenarios, as they have their own supply chain ups and down but 

as a whole there appears to be a lot of supply throughout the supply 

chain that goes back all the way to product in China sitting in 

warehouses and other places that’s being produced because you don’t 

want to run a factory at a low utilization. 

 It’s hard to make back your money, especially when there’s an 

oversupply.  So the goal is, no matter basic economics, for this is sell 

your volume, cycle your cash flow, wait till you can raise your prices even 

if you’re selling at cost. 

 And that would be a good day in some cases.  So I don’t think supply 

has been a huge hit.  We may see different shocks to very specific 

things, right, but those are some of the major categories. 

 

Maheep Mandloi: And a follow up question was on inventory levels. How much inventory 

do you normally have? And a related question to this came in from a 

listener; how much inventory do you have today and how far orders will 

fall for equipment or when do you expect a trough in order rates from 

your dealers? 

Jonathan Doochin: Yes, absolutely.  So when it comes to the average time that an average 

distributor will hold inventory - call it anywhere from 60 days (or two 

months of supply), depends on how you do it.  But there’s some skews 

that move quicker, there’s some skews that move less.  You could be all 

the way up to three to four months of supply and you could be lower 

than that.   

 But a lot of solar, because it’s a bit fragmented, has a lot of different 

skews and so there’s a lot of balancing that plays out there.  So you see 

different alignments in the channel but I would think that you’d want 

most distributors with at least six weeks of supply aggregately. 

 And I believe that that’s really kind of a focal point of how traditional 

channel management works for manufacturers. So each distributor 

holds a different amount and it definitely fluctuates but I’m just trying to 

give that high level. 

 Second, when it comes to customers and specifically on the volumes 

that we’re seeing from customers, I believe we’ve seen the low.  We 

saw it in permit data about three weeks as the permit data started to 

stabilize.  

 And one of the largest bottlenecks was that permit offices were not 

opened. They were shut down and then they also didn’t have digital 

processes.  And a lot of these permit offices are moving to more digital 

processes or finding a way to do permits and that’s a major bottleneck 

in addition to obviously the sales funnel and these other pieces. 

 So it’s something to keep a good eye on.  But what we’ve seen is we’ve 

seen an increase in -- as people have gotten back to work after a two- 

to three-week low of waiting, we’ve seen an increase of their sales 

pipelines, we’ve seen an increase of their marketing activity and we’re 

not at pre-COVID-19 levels but we’re seeing those bulk up and suggest 
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that the low was probably the first week and a half of April and that 

people can only sit so long before trying to re-stimulate and move 

forward. 

 Now I speak for a channel, I don’t necessarily for specific large-scale 

companies when it comes to their technique and what they’re driving.   

 

Maheep Mandloi: And just on inventory -- did you see an inventory buildup in Q1 when 

probably there were more concerns around supply challenges due to 

slowdown in Asia. 

Jonathan Doochin: Yes, so there were a few different stages that people went through.  

First, people were worried about supply in general for the year due to 

the scenario in Asia. And so we did see that people were trying to buy 

some product early but not a lot. 

 I think the channel’s very disciplined.  If you were to just take the 

inverter world, even if you wanted to buy more early, a lot of it’s 

scheduled and structured and scheduled and structured ahead of time.   

 So you may have been able to buy both purposes in the module world 

but probably less happens whenever you have larger leads times and 

you have more duopoly forces when it comes to the majority of volume 

in a certain segment. 

 So I guess that’s to say that you would expect to see maybe a little pull 

forward but not a ton just because a lot of that is scheduled.   

 In Q2, it’s the channel is doing its best to remain healthy, which means 

everybody, manufacturers and distributors are all working together to 

balance inventory levels based off of sales is my interpretation of the 

way the world is working, and that’s actually what I found about solar at 

a high level is that everybody’s actually in it together and helping each 

other.   

 I’ve found it to be one of – it’s a good people industry, and it’s really 

impressive frankly about the people around the table, and I just had to 

give them a shout across the board for really being able to work together 

and have the best interest of everybody at heart.  It’s a differentiated 

thing in my view and I just – I’m appreciative of it. 

 But essentially what I see is I would think about the inventory trade-offs 

based off of maybe a little more than whatever run rate is for distributors 

get to put into distributors in Q2, but generally people are running 

through their supply at a rate of whatever the market’s up taking, and 

that’s based off those macro forecasts or when you add this all together 

and all of a sudden, hey, you’ve got a year-over-year or – it’s those 

macro numbers I was speaking to earlier would be my take of kind of 

how to interpret, but making a perfect model I would say is never an 

easy thing when it comes to projecting these, so hopefully that gives 

some color, but again it’s a macro view. 

 

Michael Weinstein: Hey, Jon.  It’s Mike.  Couple of questions I’m getting in from the 

listeners, one wants to know about technology trends.  Do you see any 

particular winners in terms of solar technology or inverter technology or 

any technology going forward?  Which types of panels and modules are 

– do you think the future supports best based on current trends? 
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Jonathan Doochin: It’s a really good question.  So in the inverter space, there’s obviously 

going to be different players, and there’s a whole utility world which is – 

which is interesting as well.   

 I really only can speak to the commercial and residential spaces on that, 

but I see – I see large R&D budgets, large capital budgets, large cash 

positions of the dominant players to invest and remain dominant players 

in the space, which is interesting, and I see a channel nurturing strategy 

which is what’s really important to the existence of large scale players in 

general or manufacturers that at least in every other space. 

 So we’re seeing that start to really occur in solar, and in my view the big 

piece here is you have to have enough margin to reinvest or you have to 

be able to raise enough money to reinvest in the channel.   

 And so, if you’ve got margins and if you’ve got – and every time you 

make a sale you turn a profit and you can reinvest that in growth as well 

as put it to the bottom line, there is an existence as long as you’re able 

to remain that dominant technology place, so I think we have seen the 

emergence of two very strong leaders in the inverter space on the 

residential and commercial side, but there will be – there are obviously 

other players that are pretty good technology, and they’ve all got very 

great roadmaps as well and will be differentiated there. 

 So on the storage space, obviously that’s a new area, and I think as 

costs come down, we’re already seeing storage costs on the open 

market.  When you look at what makes up a battery come down right 

now because there’s an expectation that car sales will slow.  I don’t 

know what gave anybody that idea. So the short of it is we’re seeing 

price declines there, but obviously it takes a while to flow through the 

supply chain, but I expect to see a huge evolution of off grid storage or 

storage that takes you off grid and does a whole bunch of grid services.   

 And to me, there’s an evolution of a connected home that’s doing all of 

your energy management for you, and it starts with some of these 

bigger purchases – solar plus storage and then the apps that go around 

it – and that’s a really interesting value proposition. 

 So are there other technologies that are – that are out there that are 

really game changing at a high level.  I mean, there’s different 

companies that are emerging in the storage space and it’s yet to be 

determined who the winners are and who the loser are in that world.   

 Generac has the pairing of a battery and a generator along with an 

inverter that goes around that.  So there’s different solutions, and I think 

we’re going to see these types of markets evolve.  So I don’t have any – 

I don’t have any silver bullets for anybody on that.   

 I also have the macro view that there’s a solution set that’s starting to 

occur than enables a dealer network to take a position that adds value 

and creates margin and that margin gets taken back and put back into 

the – gets put back into the R&D and projects and/or buying other 

competitors, and that evolves into market leadership over time as my 

macro view of how I’ve seen most channel markets develop. 

 

Michael Weinstein: All right.  So I guess I take away from that sort of a view that an 

ecosystem of interconnected parts, so anybody that’s developing that, 

and that could be at the developer level, residential developer level, or it 

also could be the inverter level.  They all have their ecosystems now that 

are being created. 
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 But the other takeaway I got from what you just said is that storage 

seems to be as probably the biggest game changer going forward.  

Probably that’s where the center of any new technology probably 

emerges. Anything that handles storage, optimizes it, uses it most 

effectively is probably going to be the winning technology going forward.  

Would you say that that’s (right)? 

Jonathan Doochin: Yes.  Well it has substantial margin in it, or has a substantial revenue 

dollar value, so if you’re selling it and you can get it into the channel, it 

will over time add substantial value to whoever’s selling it because it’s a 

bigger sale in a declining cost environment, and it’s margin accretive 

when it comes to what it can do for people.   

 And the more margin somebody has, the more they can put to their 

bottom line. The more dominant traditionally their position is if they’re 

also innovating. 

 And to your point, the technology and that ownership of the hub is a 

really fascinating place that often, my view, plays out to a dominant 

position, and the inverters are a place for a lot of that to occur because 

they naturally tie into software and can do a lot of different services.  

They can play off of these solutions-set holistically and make a better 

value proposition for the home owner and for everybody involved. 

 

Michael Weinstein: I understand you think highly of the different types of inverter technology 

that are out there. You put the AC connected micro inverter, or sort of 

more of a DC approach (for optimizers).   

 Do you think any of these technologies have an advantage or a 

disadvantage that would be notable versus the other going forward 

especially considering where the future’s headed? 

Jonathan Doochin: Yes, I do.  I think at a high level a lot of the players are carving out 

specific niches that can exist and take different parts of the market, and 

then you’ve got your leaders that are carving out what would hopefully 

be the bulk version. 

 I don’t want to comment too much on the specific technology mainly 

because I know general roadmaps and other things.   

 And so, I just want to stay more away from that, but I think each player 

has substantial value proposition, and I think you’re intuition on – in my 

view, the intuition on the inverter space specifically being essentially the 

hub of intellect is a very powerful takeaway, and if you connect that with 

the connected home and you remain the intellect, there’s a lot of value 

there.  And so, there’s – I think it’ll be a race to be the intellect in many 

ways. 

 

Michael Weinstein: OK, another question I just got was I guess with the 2020 cycle and 

utility scale projects, now you’re not working any utility scale projects, 

but do you see any spillover effects of the utility scale side of the 

industry onto consumer and C&I equipment pricing?  Anything going 

there and any kind of effect that’s happening? 

Jonathan Doochin: Yes.  It depends. So there’s always spillover mainly because – and it 

depends on how you ask the question.  There’s slowdowns of projects 

and oversupply of module that’s going to spill everywhere.   
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 If it’s the fact that there’s a lower cost to install in utilities and will that 

make it – will make residential solar less viable or commercial solar less 

viable, I think it’ll take years for the 30-year infrastructure of the utilities 

the way they actually set rates and other things to get to a point where 

those things make large impacts in the near-term at least so with 

different utilities, different things. 

 

Michael Weinstein: OK.  One more.  On M&A opportunities do you see anything of note 

there?  And also, another question we had was on safe harboring 

equipment.  Are you yourself safe harboring any equipment for your 

customers to comply with the IRS Safe Harbor requirements? 

Jonathan Doochin: So at a high level for us, no.  We don’t do as much safe harbor mainly 

because we don’t operate a PPA fund.  I think for a lot of those guys, 

that becomes interesting, but it also really depends on where pricing 

goes and what gets extended by the government.  But no, the answer 

for us is today we did not safe harbor last year. 

Michael Weinstein: Got you, and do you see any trends in terms of M&A?  Any 

opportunities especially considering dislocation of public markets 

anyway?  And are there any opportunities coming your way in terms of 

competitors that might be at a disadvantage now? 

Jonathan Doochin: Yes.  I mean, I think there’s always opportunities.  I think we’re going to 

see for a lot of the players there’s a lot of reason why people hold cash 

on the balance sheet through these recessionary periods or downturns.   

 And so, I think generally speaking there’ll be opportunities.  There’s 

obviously if we think about intellect version, there’s always opportunities 

for collection of IP and intelligence for some of the players in the space.  

If we think about capacity and lower cost, it’s always better to buy 

something that has been bought pennies on the dollar so there’s a way 

of creating competitive cost in changing hands of different facilities for 

modules, for example. 

 In our world, there’s always something on our mind when it comes to 

what we’re thinking about, but as of right now I will stay away from 

mentioning kind of our view in the world. 

 

Michael Weinstein: Do you think – do you think we’re in a period of consolidation as a result 

of the economic situation that’s happening? 

Jonathan Doochin: Not yet.  I think depending on the world sorts COVID-19 and the cash 

position, there’s so much stimulus going into infrastructure that it’s 

possible that that will stimulate.   

 I mean, if I just at a very high level about the stimulus packages that 

have been pushed to the United States and the advantages of that and 

keeping businesses running and the push of cash even into the Chinese 

markets and the other markets is my understanding there are a lot of 

benefits that help people whether the storm.   

 This is an unusual era.  No time in history to my knowledge have we – 

and I’m pretty sure that I’ve gotten this one down – have we ever seen a 

delivery of a stimulus this fast and with this amount of dollars compared 

to GDP. It took years in the Great Depression era to do this, and years 

in other eras.  This is the fastest delivery of capital we have really ever 

seen, and as such the outcomes thought at a macro level can be 

peacefully predicted are all unknown what that looks like over the next 
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six months just because the infusion is unprecedented and unheard of 

and frankly impressive when it comes to infusion.  I worked doing some 

of this in the Department of Energy, and this is fast and impressive.  So 

it’s unclear. 

 

Michael Weinstein: Yes.  That makes sense.  Thank you very much, Jon.  I just wanted to 

say thank you, again, for allowing us to give you the inquisition treatment 

today, and we hope to keep in touch and hear more from you later at 

some point, and we wish you the best of luck.  All right, and we’ll keep 

in touch and talk soon. 

 

Jonathan Doochin: Pleasure.  Thanks a bunch. 

 

Michael Weinstein: OK.  And to everybody else, stay safe, stay healthy, and feel free to give 

us a ring or give us an email if you have any other questions or 

comments or follow-ups.  Thank you very much. 

 

Operator: Ladies and gentlemen, this concludes today’s conference call.  Thank 

you for participating.  You may now disconnect. 
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