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NRG Home Solar: Why?
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35MM+ Potential Solar
Homes in Targeted States
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Nascent Industry
Delivering Significant Value Already
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Business Model

™

CUSTOMER INSTALLATION CONTRACT
ACQUISITION MANAGEMENT
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Customer Acquisition: ¢¢
Market Segments

Baby Boomers Millennials
I ) \.'..-_ .‘ 3
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Kitchen table and face-to-face sales Web-based and telemarketing sales

Differentiated approach to serve all segments
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Customer Acquisition: ¢¢
Marketing Channels

FACE TO FACE

Diversified marketing channels to reach multiple segments nrg':'
and propel large scale customer acquisitions
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Customer Acquisition:
Marketing Channels

™

DIGITAL/TELE SALES

Diversified marketing channels to reach multiple segments
and propel large scale customer acquisitions
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Customer Acquisition:
Marketing Channels
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MARKETING PARTNERSHIPS

Diversified marketing channels to reach multiple segments

. and propel large scale customer acquisitions
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™

RETAIL/ "z

HOME DEPOT

VARIOUS EVENTS

MASS %

DIGITAL LEADS FROM
THIRD PARTY

WEBSITE \llEN DORS m

| SOCIAL MEDIA | SEOC/SEM

I SEO OBTM

I SEM

| CONTENT

VSVE B/ TELSE

PARTNERSHIP
ADVERTISING MARKETING 9%
T COBRANDED EMAIL
| PRINT | DIRECT MAIL
| RADIO | PRESENCE ONWEBSITE
KITCHEN TABLE
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Cross-Marketing NRG Home
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Installation
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“NFL Quality” on your roof or on your stadium nrg
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Installation ¢¢

Operational excellence drives quality and scale efficiencies

Partnered with best-in-class installers to augment NRG Home Solar team nrg
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Finance & Contract Management ¢¢
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nrg.

ACCOUNTING FP&A PROJECT FINANCE M&A STRATEGY
FINANCIAL BUDGETAND ACQUISITION EVALUATION
STATEMENTS FORECAST AT
CONTROL BUSINESSANALYTICS ~ RELATIONSHIPS BUSINESS POSITIONING
ENVIRONMENT

ASSETMANAGEMENT
L
NRG YIELD.

Infrastructure to support the growth of a dynamic business,
while continuing to meet the need for accurate reporting

NRG provides Fortune 250 capabilities, innovation (e.g., NYLD), and the highest standards nrg

Pewer to be free



* ¢CUSTOMER



23

INVESTOR MEETING 2015

Customer Experience

Acquisition and Q

Turning a painful process into a pleasant ex,

ualification
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https://www.youtube.com/watch?v=LnZ1siqoLwI&feature=youtu.be
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Customer Experience

System Design and Presentation

Turming a painful process ne

GGQLQG

Brie
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https://www.youtube.com/watch?v=_rdB0Z_bj_E
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Project Tracker

MYNRG FRIENDS INFOHUB TESTIMONIALS

Welcome call

Next: Review your system design

You have a meeting scheduled with your Solar Advis

on Wednesday July 12th, 2015 [[EEEIIETT)

be shown how much money you'll save, what rbon offset will

be and just how much electri ar p ystem design will

produce. Brie will be there to answer your questions and helpyou

along the way. nd of _* Show your design toyourlrlends

- “H‘\“‘.Z‘ : %

Previously: Home visit Completed

Frank Abernathy, a licensed solar inspector, will be atyour house on -
Monday, July Lst, 2015 between the hours of 1000AM and 12:00PM. N
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Brie Emerson

SOLAR POINTS A MY SYSTEM  ~
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System Report Card

™

Simple user interface drives
customer loyalty and referrals
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Delivering Shareholder Value

Performance and Scaled Efficiencies

Target Cumulative Installations? Cost Per Watt
400,000 $3.40
350,000 $3.20
300,000 $3.00
250,000
$2.80
200,000
$2.60
150,000
100,000 $2.40
50,000 $2.20
B \) kﬁ \} \) $2.00 \} \) \) kﬁ
2015 2017 2022 2015 2017 2022
Implied MWs2  —~250 ~875 >2,400
12015 based on mid-point of guidance. 2017+ is an assumed target
2 Assumes 7 kw/installation. .
Scale, value capture from cross-selling NRG Home, n rg

., and potential NRG Yield monetization significantly enhance shareholder value
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Delivering Shareholder Value
Performance and Scaled Efficiencies

VALUE CAPTURE
nrg-f: I. :I:: nrg$ m_gfc My Green
Hg{m% reliant. | ,me evgo @/coaLzeno PERE. ENERGY
RESIDUAL VALUE
Scale, value capture from cross-selling NRG Home, I"Il'g:::

and potential NRG Yield monetization significantly enhance shareholder value
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NRG Home Solar Advantages

e
e ahig,

Strategic Advantages nrg" “SolarCity vivint,

Network of Retail Customers

Face-to-Face or Door-to-Door Sales

Affiliated industry companies (eVgo, Goal Zero)

Bundled and Cross Sell Products

nrg~
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