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Project Background and Research Objectives

The Environmental Defense Fund (EDF) is a nonprofit organization dedicated to
developing and promoting science-backed solutions to environmental and
economic issues. In operation for over 40 years, the organization has successfully
worked with major corporate partners to improve the sustainability of the American
social and economic systems.

EDF and its research partner Frost & Sullivan has been tracking the progress of the
new energy economy since 2008. The first two waves were random samples of
companies that EDF had obtained information about through its extensive
research. The third wave employed a return-to-sample methodology to gauge the
progress of the firms contacted in waves one and two as they weathered the
recession.

Wave four represents an opportunity to continue to add to the trending data and
cover businesses in states not previously researched.
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Methodology

» A telephone-based survey of business leaders on the topic of renewable energy
and energy efficient products and services was conducted by Frost & Sullivan.

» The data from the four waves are comparable at the national level as random
samples of sufficient size were interviewed.

» The total sample size of the fourth wave of the study is 500, including
respondents surveyed in the past three waves as well as those new in the fourth

wave:

Wave Total Sample
# Completed %

Respondents surveyed in Wave | 124 25%
Respondents surveyed in Wave |l 163 33%
Respondents surveyed in Wave Il 59 12%
New Respondents in Wave IV 154 31%
Total Sample 500 100%
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Executive Summary

Hiring Plans

- For those who said they had planned to hire more staff, three quarters
have hired additional staff. Most have hired between one to five new
employees. Most of the businesses that have hired staff have one to 49

employees.

- One third of businesses surveyed said they have plans to hire more
staff in 2010. The reasons they plan to hire more staff is driven by
Increasing sales and demand.



Executive Summary

Sales in the Past
- Half of the businesses reported a sales increase over the past one to two years.

- Sales performance for the renewable sector and energy efficiency sector are similar over
the past one to two years.

- Smaller companies with fewer than 50 employees reported a slightly better sales
performance than businesses with more than 50 employees.

- Those who said the American Recovery and Reinvestment Act (ARRA) had a great
Impact were more likely to report a sales increase.

Sales Expectations in 2010

- Half of businesses surveyed expect sales to grow in 2010. Respondents who said the
Act (ARRA) had a great impact are more optimistic about sales in 2010.

- For those who expect a sales increase, slightly over two thirds of respondents expect a
sales increase between 1% and 25% in 2010.

- Respondents from smaller businesses with less than 50 employees expect a greater
sales increase in 2010 than those from larger businesses with 50 employees or more.



Sales and Hiring Results for Clean Energy Companies

Sales Over Past One to Two Years

W 2008 = 2009 ™ 2010 FirstHalf 2010 Second Half
55%2054%
42% 42%
0%299%28%
16% 40£0728%
Increase Decrease Stay the same

Plans to Deal With Sales Increase

W2008 ' 2009 m 2010 FirstHalf m 2010 Second Half
I 0%
. 24%
Hire more staff 41%
R 34%
| I 6%
Expand/increase 29%
production 48%
IR 48%

-Just over half of all respondents (54%) saw
an increase in sales during the one to two
years as of October, 2010.

-About the same as the survey results in
January 2010 and August 2009, but 12%
higher than the results asking the same
guestion in December 2008.

Confidence Has Decreased for Clean
Energy Companies

-One third of those with an increase in sales
plan to hire more staff (7% less than the
January 2010 survey results asking the same
guestion).

-But still more than the August 2009 survey
results.

-Just under half plan to expand production,
the same as the January 2010 survey results.

Base: 2010 second half study (n=500), 2010 first half study (n=676), 2009 study (n=601), 2008 study (n=500).




Sales Expectations in 2010 for Clean Energy Companies

Sales Expectations in 2010

Stay the
same,
43%

Decrease
, 9%

Increase,
52%

Hiring Plans in 2010

—
Don't
know, 8%

No, 61%

I\

Base: All respondents (n=500).

Yes, 31%

-Half of the surveyed companies
expect sales to increase this yeatr.

-31% of the respondents indicated
their companies have plans to
Increase hiring.
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Executive Summary

The American Recovery and Reinvestment Act

- Respondents who said the Act (ARRA) had a great impact reported better
business performance and are more optimistic about sales in 2010. As a result,
more of them plan to hire additional workers.

- the Recovery Act had more indirect effects through customers or suppliers
than direct funding.

- Slightly over one in ten businesses surveyed have applied for any funding from
the recovery act.

- For those who said they have seen indirect effects on their business
performance from the Recovery Act, they have observed that customers are
more confident and have improved access to credit and financing.



Executive Summary

The Failure to Pass Clean Energy Legislation

- While a majority of respondents didn’t mention any effects on their
businesses, seven out of ten said their sales would increase if the U.S.
passed new policies to reduce greenhouse gas emissions.

- Those who saw a great impact from the American Recovery and

Reinvestment Act are more likely to see the effects of the clean energy
legislation.



Recovery Act Has Had an Impact Beyond Their Direct

Recipients

Impact of the Recovery Act Beyond Direct

Recipients « More than half (63%) of the companies

said the Recovery Act has had a positive
Impact on their sales.

63% said Recovery Act
has had positive impact

36%
said benefit
to suppliers/  In addition, 36% of the companies said the
customers Recovery Act had benefitted their suppliers and

2.4% customers.
received

funding

* Only 2.4% of clean energy companies surveyed said they have
directly received stimulus funds.

Base: All respondents (n=500).
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Direct Benefits for Suppliers or Customers Lead to

Increase in Hiring for Clean Energy Companies

ARRA Has Benefited Suppliers or Customers

Yes,
36%

Hiring Plans in 2010

B Yes, have hiring plans
No, do not have hiring plans
Don®know
67%

205 0%

ARRA has benefitted
suppliers or customers

25%

No/Don®know, have
not benefitted

8% 8%

Base: All respondents (n=500).

-Over one third of the companies
surveyed (36%) said the Recovery Act
has benefitted their suppliers and
customers.

-Clean energy companies that said their
suppliers or customers have directly
benefitted from receiving ARRA funds
are more likely to increase hiring in
2010.

-In fact, 42% of those with suppliers or
customers that have received funds
have hiring plans compared to 25% for
those who have not seen any direct
benefits.

14
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Implementation of Previous Hiring Plans

Wave |V

e For those who had previously indicated they plan to hire more staff, three quarters of the
businesses said they had in fact hired more staff in order to deal with the recent sales
increase.

* The majority of businesses surveyed that previously indicated they plan to hire more staff
are smaller organization with one to 49 employees.

No, 26%

Yes, 74%

Q7d). You had previously indicated that your organization planned to hire more people in order to deal with the recent increase in sales. Has your organizations in fact hired any
additional people since (MONTH AND YEAR OF LAST CONTACT)?

Base: All respondents who answered (n=69).




Number of Additional People Hired

Wave |V

 For those who said they have hired additional people to deal with the sales increase, 69%
have hired one to five new employees.

» The majority of businesses surveyed who have hired additional staff are small businesses
with one to 49 employees.

21 to 50 new

employees, 4% _
One to five new
11 to 20 new employees, 69%

employees , 6%

Six to ten new
employees, 22%

Q7e). How many additional people has your organization hired? Please include full and part-time employees at all locations in the U.S.

Base: All respondents who answered (n=51).




Hiring Plans in 2010

Wave |V

« Slightly under one third of respondents have hiring plans in 2010, with a higher proportion
from larger businesses with 50 employees or more.
» Two out of five who said the American Recovery and Reinvestment Act has had a great

impact plan to hire additional workers in 2010.

By Organization Size

M Yes No Don’'t know

61% 64%

55%

39%

31% 29%

8% 8% 6%

Total Sample One to 49 50 employees or

employees more

Q7h). Does your organization have any plans to hire additional workers in 20107?

Chart 1: All respondents (n=500).

Char 2: All respondents who answered (n=484).
Excludes don’t know.

By Impact of the American Recovery and
Reinvestment Act

Don’'t know
69%

M Yes No

63%

47%
41%

31%

26%

12%
6% 6%

Great impact Some impact No impact at all




Hiring Plans in 2010

Wave |V

* Twenty-one percent of respondents in the Midwest plan to hire additional workers in 2010,
while over one third of respondents in all the other three regions will hire more staff.

By Region
M Yes No Don't know
69%
61%
56% 54%
21%
6% 7% 7% . 10%
Northeast West South Midwest

Q7h). Does your organization have any plans to hire additional workers in 20107?

Base: All respondents (n=500).
20



Hiring Plans in 2010

Wave |V

» Over half of the respondents in Maryland plan to hire additional workers in 2010.
* While less than one fifth of respondents in Minnesota and New Jersey have plans to hire
additional workers in 2010.

By State
HYes No Don’t know
86%
76%
65% 64%
55% 8% 53%
4104470
35% 0 33% 37%
2% 7%
16%
Colorado Maine Maryland MassachusettsMinnesota New Jersey New York Ohio

Q7h). Does your organization have any plans to hire additional workers in 20107?

Base: All respondents (n=220).

Note: Includes states with minimum sample size
over 20.




Influences on Hiring Decisions in 2010

Wave |V

* Increasing sales and demand will be the main driver for hiring additional workers in 2010,
regardless of organization size.

By Organization Size

M Total Sample H One to 49 employees 50 employees or more

2% 72% 71%

16% 15% 20%
6% 8% 0 50/
2% 4% 3% 0 2% 2% 2%
_ I —
Increasing More funding/capital Improved economy Other Don®know
sales/demand investment/stimulus/tax
cuts

Q7i). What would most influence your decision to hire additional workers in 2010? (PROBE UNTIL UNPRODUCTIVE.)

Base: All respondents (n=500).
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Influences on Hiring Decisions in 2010

Wave |V

* Increasing sales and demand will be the main driver for hiring additional workers in 2010,
regardless of the impact the Act (ARRA) has had on their businesses.

By Impact of the American Recovery and Reinvestment Act

M Great impact B Some impact No impact at all

68% 7204 (4%

15% 18% 1504

10%
L |

4% 19 1%

IR
Increasing More funding/capital Improved economy Other Don®know
sales/demand investment/stimulus/tax
cuts

Q7i). What would most influence your decision to hire additional workers in 2010? (PROBE UNTIL UNPRODUCTIVE.)

Base: All respondents excluding those who

answered “don’t know” at Q9a (n=484).




Influences on Hiring Decisions in 2010

Wave |V

* Increasing sales and demand will be the main driver for hiring additional workers in 2010,
regardless of region.

By Region
B Northeast West South Midwest
76% 75%
67% 71%
23%
11% 17%
9% o 0 9% 0
[ —_— [
Increasing More funding/capital Improved economy Other Don®know
sales/demand investment/stimulus/tax

cuts

Q7i). What would most influence your decision to hire additional workers in 2010? (PROBE UNTIL UNPRODUCTIVE.)

Base: All respondents (n=500).
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Influences on Hiring Decisions in 2010

Wave |V

* Increasing sales and demand will be the main driver for hiring additional workers in 2010,
followed by more funding/capital investment/stimulus/tax cuts and improved economy.

Influences Specific Comments

Increasing sales and “Increase in sales.”
demand (72%) “More orders.”
“More business.”
“A real significant increase in sales.”
“A much stronger demand from customers.”
“Increased workload”
“More work”
“More projects”

More funding/capital “Access to capital.”
investment/stimulus/tax “Additional incentives.”
cuts (6%) “Outside investment.”

“Tax credit or incentives”

Improved economy (4%)  “Better economic conditions.”
“Economic changes need to happen for change.”
“Economy would have to change.”

“A better economy.”
Q7i). What would most influence your decision to hire additional workers in 2010? (PROBE UNTIL UNPRODUCTIVE.)

Base: All respondents (n=500).



Influences on Hiring Decisions in 2010

Wave |V

* Some businesses also mentioned some other drivers for hiring as listed below.

Influences Specific Comments

Other (16%) “We are replacing people who are retiring and people that have moved on.”
“Finding the right person to fit our team.”
“Nothing at the moment.”
“Experienced employees”
“We are going to have a 2nd shift.”
“Departure of one of our current employees.”
“Opening a plant.”
“Whether or not we expand and certain projects that we are working on.”

Q7i). What would most influence your decision to hire additional workers in 2010? (PROBE UNTIL UNPRODUCTIVE.)

Base: All respondents (n=500).






Sales of Renewable and Energy Efficient Products

Wave |V

* Over 75% of the respondents reported that sales increased or stayed the same over the
past one to two years, while 18% of respondents indicated that they had seen a decrease
in sales of their renewable and energy efficient products.

Stayed the
same, 28%

Increase, 54%

Decrease, 18%

Q. 4a) Have your total sales of renewable and energy efficient products and services increased, decreased or remained the same over the past one to two years?

Base: All respondents (n=500).
28



Sales of Renewable and Energy Efficient Products

Wave IV

* A slightly higher proportion of larger businesses with 50 or more employees reported a
sales increase over the past one to two years.
* A higher proportion of businesses who said the Act (ARRA) had a great impact saw sales

increase.
By Organization Size By Impact of the American Recovery and
Reinvestment Act
M Increase Decrease Stayed the same M Increase Decrease Stay the same
0
54% 5304 57% 75%
58%
0

28% _21% 29% 38% 440

18% 20% 28% 28%

14% 15% 9
10% > 14%
Total Sample  Oneto 49 50 employees Greatimpact Some impact No impact at all
employees or more

Q. 4a) Have your total sales of renewable and energy efficient products and services increased, decreased or remained the same over the past one to two years?

Chart 1: All respondents (n=500).

Char 2: All respondents who answered (n=484).
Excludes don’t know.




Sales of Renewable and Energy Efficient Products

Wave |V

 Sales performance in the renewable sector and energy efficiency sector is similar over the
past one to two years.

By Renewable Energy Sector versus Energy Efficiency Sector

M Increase Decrease Stay the same

58%
53%

26% 28%
0]
16% 19%
Renewable sector (wind, solar, bio-diesel, Energy efficiency sector (building materials,
geothermal) lighting, heating, cooling etc.)

Q. 4a) Have your total sales of renewable and energy efficient products and services increased, decreased or remained the same over the past one to two years?

Base: All respondents (n=395).

Those from renewable or energy efficiency sector.




Sales of Renewable and Energy Efficient Products

Wave |V

» Over half of the businesses in the South, West and Northeast saw sales increase over the
past one to two years.

 Sales growth in the Midwest is the slowest among the four regions with less than half
reporting increases and one fifth reporting decreases.

By Region
M Increase Decrease Stay the same
58% 58%
°2% 49%
32% 30%
26% 25%
21%
17% 16% 17%
Northeast West South Midwest

Q. 4a) Have your total sales of renewable and energy efficient products and services increased, decreased or remained the same over the past one to two years?

Base: All respondents (n=500).
31



Sales of Renewable and Energy Efficient Products

Wave |V

» Over half of respondents in every state surveyed had an increase in sales of their
renewable and energy efficient products, except those in Ohio.

» One quarter in Colorado reported a sales decrease over the past one to two years, highest
among all the states.

By State
M Increase Decrease Stay the same
60% > 61%
X 50u 519  52%  50%
I I I I 5% 41%
35% 33%
28% M 5oas0, Ml 25% 27% 29%
8% I 504 19%9|4% 9% I7% I4%
9%
Total Sample Colorado Maine Maryland Massachusetts Minnesota New Jersey  New York Ohio

Q. 4a) Have your total sales of renewable and energy efficient products and services increased, decreased or remained the same over the past one to two years?

Base: All respondents (n=220).

Includes only eight states with sample size
more than 20.




Sales of Renewable and Energy Efficient Products

Wave IV

» Over two-fifths of the respondents who said their sales have increased over the past one to

two years are installers or contractors.
» Two out of five who indicated either a decrease in sales or that their sales have remained

the same are manufacturers.
By Type of Organization

M Installer or contractor B Manufacturer Consulting
Engineering Retail sales Wholesale supplier
W Developer Architectural design or building W Importer
Exporter
9

35%

18%
15%

S X o X X S
» »n X S ¢ & 2
I 4 O - o i — o
— - 3 L L o
L] > i SR
- > ]
O - I
Increase Decrease Stay the Same

Q. 4a) Have your total sales of renewable and energy efficient products and services increased, decreased or remained the same over the past one to two years?

Base: All respondents (n=500).

Note: Multiple mentions.




Increase in Sales Over the Past One to Two Years

Wave |V

» Over half reported a sales increase of between 1% and 25% for the past one to two years,
and slightly under a quarter reported a sales increase of more than 50%.

» Smaller companies with fewer than 50 employees had better sales performance, with over
half reporting a sales increase of more than 25%, as compared to one third of companies
with 50 employees or more that reported the same.

By Organization Size

H1to25% 26 to 50% More than 50%
67%
55%
49%
0
23% 23% 23% 21% 21%
13%
Total Sample One to 49 employees 50 employees or more

Q. 4b) By approximately how much did your sales increase over the past one to two years?

Base: All respondents who answered (n=271).

Those who reported at sales increase.




Increase in Sales Over the Past Six Months

Wave |V

 Among those who reported a sales increase over the past one to two years, 71%
respondents reported an increase of 0% to 25% for the past six months.

» Sales increases in smaller companies with fewer than 50 employees are greater over the
past six months, with one third reporting a sales increase of more than 25%, as compared
to 14% of companies with 50 employees or more that reported the same.

By Organization Size

HOto 25% 26 to 50%

71%

65%

18% 21%
11% 14%

Total Sample One to 49 employees

Q. 4b) By approximately how much did your sales increase over the past six months?

Base: All respondents who answered (n=271).
Those who reported at sales increase.

More than 50%
86%

11%
3%

50 employees or more
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Increase in Sales Over the Past Six Months

Wave |V

* The percentage of sales increases for businesses who said the Act (ARRA) had great
impact are greater than those that said the Act had some impact and no impact at all.

By Impact of the American Recovery and Reinvestment Act

B0 to 25% 26 to 50% More than 50%
74% 4%
66%

20% 21%

15% 17%
()
504 9%

Great impact Some impact No impact at all

Q. 4b) By approximately how much did your sales increase over the past six months?

Base: All respondents who answered (n=271).

Those who reported at sales increase.




Main Reasons for the Sales Increase

Wave |V

* The main reasons for the reported sales increase include more awareness of the benefits
of their products by their customers, incentives offered by government, an increase in
demand, and better products to offer.

More awareness of the benefits 38%
Incentives offered by government 38%
Increased demand 23%
Better products 15%
American Recovery and Reinvestment Act 11%

Greater sales and marketing efforts 2%
Improved economy 2%
Other 8%

Don’t know/Can’'t say 5%

Q. 5a) What do you think are the main reasons for that sales increase?

Base: All respondents who answered (n=271).

Note: Multiple mentions.




Top Five Reasons for the Sales Increase

Wave IV

» Main reasons for the sales growth are similar regardless of organization size.

By Organization Size

M Total Sample H One to 49 employees 50 employees or more
38% 38% 3605  38% 37% 369
23% 92904 24%

15% 149% 15%
14/0 11% 11% 11%

More awareness of Incentives offered Increased demand Better products American
the benefits by government Recovery and
Reinvestment Act

Q. 5a) What do you think are the main reasons for that sales increase?

Base: All respondents who answered (n=271).

Note: Multiple mentions.




Top Five Reasons for the Sales Increase

Wave IV

By Impact of the American Recovery and Reinvestment Act

W Great impact B Some impact No impact at all

46% 46%

37%

32%
o) o)
21% 24% 210/ 24% 2%
° 18%
13% o
More awareness of Incentives offered Increased demand Better products American
the benefits by government Recovery and

Reinvestment Act

Q. 5a) What do you think are the main reasons for that sales increase?

Base: All respondents who answered (n=265).

Note: Multiple mentions.




Top Five Reasons for the Sales Increase

Wave |V

» Respondents in the Northeast and Midwest considered incentives offered by government
as the most important reason for their sales increases.

* Respondents in the South are more likely to mention more awareness of the benefits of
their products or services as the reason for their sales increases.

By Region
H Northeast West South Midwest
50%
40% 41%
0 36% 36%
31%34 /o 31%
27%
21%9004,21% 0
19% 16%1 504 1206

I I E .11%10% E

More awareness of Incentives offered Increased demand Better products American
the benefits by government Recovery and

Reinvestment Act

Q. 5a) What do you think are the main reasons for that sales increase?

Base: All respondents who answered (n=271).

Note: Multiple mentions.




Plans to Deal with the Recent Sales Increase

Wave IV

* In order to deal with the sales increases, 48% of respondents said they plan to expand
production, and one third said they plan to hire more staff.

* Respondents from companies with 50 employees or more are more likely to expand
production to deal with the recent sales increases.

By Organization Size

M Total Sample H One to 49 employees 50 employees or more
. 54%
34% 34% 3104
12%13% 14% 14%13%
8% % 5%
— |
Expand/increase Hire more staff  Nothing, we  More marketing Other Don’'t know/Not
production don’t expect sure
sales to
continue to
increase

Q. 5b) What are your business plans to deal with the recent increase in sales?

Base: All respondents who answered (n=271).

Note: Multiple mentions.




Plans to Deal with the Recent Sales Increase

Wave IV

* A higher proportion of respondents who said the Act (ARRA) had a great impact on their
sales are planning to hire more staff.

By Impact of the American Recovery and Reinvestment Act

M Great impact Some impact No impact at all
50% 490
48% 44%  43%
32%
26%
04 18%
1096 12% 14% L6%
4% 4195 6% 4% 39 5% 6%
- — — I
Expand/increase Hire more staff Nothing, we  More marketing Other Don't know/Not
production don’t expect sure
sales to
continue to
increase

Q. 5b) What are your business plans to deal with the recent increase in sales?

Base: All respondents who answered (n=265).

Note: Multiple mentions.




Plans to Deal with the Recent Sales Increase

WWEVISHAY)

* Businesses in the West are more likely to hire more staff to deal with the recent sales

Increases.
By Region
M Northeast West South Midwest
59%
o)
46%52 ;i 45%
26%
1294104294 2% 20/ 20 79
. 206 2% 3% 4% 105" 3% 9% l .
Expand/increase Hire more staff  Nothing, we  More marketing Other Don’'t know/Not
production don’t expect sure
sales to
continue to
increase

Q. 5b) What are your business plans to deal with the recent increase in sales?

Base: All respondents who answered (n=271).

Note: Multiple mentions.




Main Reasons for Sales Remaining the Same

Wave |V

 For respondents that said their sales remained the same, a majority considered poor
economic conditions as the main reason for sales remaining the same.

Economy does not improve 53%
More awareness of our products 9%
Lack of government investments and funds 6%
Greater sales or marketing effort 5%
High cost of the products 5%

New Start up 2%
American Recovery and Reinvestment Act 1%
Tax credits and rebates 1%
Other 14%

Don’t know/Can't say 11%

Q5c). What do you think are the main reasons for your sales remaining the same over the past one to two years?

Base: All respondents who answered (n=139).

Note: Multiple mentions.




Top Five Reasons for Sales Remaining the Same

Wave |V

By Organization Size

N Togagl);ample H One to 49 employees 50 employees or more
0
53% 52%

0
9% 8% o 6% 7% 300 5% 5% 5% 5% 5% 5%

Economy does not More awareness of Lack of Greater sales or High cost of the
improve our products government marketing effort products
investments and
funds

Q5c). What do you think are the main reasons for your sales remaining the same over the past one to two years?

Base: All respondents who answered (n=139).

Note: Multiple mentions.




Top Five Reasons for Sales Remaining the Same

Wave |V

By Impact of the American Recovery and Reinvestment Act

M Great Impact Some impact No impact at all
59%
o)
47% °1%
o) 0
Economy does not More awareness of Lack of Greater sales or High cost of the
improve our products government marketing effort products
investments and
funds

Q5c). What do you think are the main reasons for your sales remaining the same over the past one to two years?

Base: All respondents who answered (n=130).

Note: Multiple mentions.




Top Five Reasons for Sales Remaining the Same

Wave |V

» Respondents in the Northeast and South are more likely to consider the poor economic

conditions as the reason for their sales remaining the same.

By Region
B Northeast West South
65%
55%
0
440 8%
11% 0
2 7% 10% 796 595 7% o, 7% o4, a9y 7% 7%
. —
Economy does not More awareness of Lack of Greater sales or
improve our products government marketing effort
investments and
funds

Q5c). What do you think are the main reasons for your sales remaining the same over the past one to two years?

Base: All respondents who answered (n=139).

Note: Multiple mentions.

Midwest

a9 7% 9%

High cost of the
products




Decrease in Sales Over the Past One to Two Years

Wave |V

» Two out of five respondents reporting a sales decrease over the past one to two years
experienced a decrease of between 1% and 25%.

» Smaller businesses with less than 50 employees reported a greater decrease in sales than
larger businesses with 50 employees or more.

By Organization Size

H1to25% 26 to 50% More than 50%
50%
44%
40% 39% 39%
35%
25%
21%
6%
Total Sample One to 49 employees 50 employees or more

Q. 4b) By approximately how much did your sales decrease over the past one to two years?

Base: All respondents who answered (n=90).




Decrease in Sales Over the Past One to Two Years

Wave |V

By Impact of the American Recovery and Reinvestment Act

H1to25% 26 to 50% More than 50%
52%
41%
36% 36% 53% 3504
0
27% 4%
10%
Great impact Some impact No impact at all

Q. 4b) By approximately how much did your sales decrease over the past one to two years?

Base: All respondents who answered (n=90).
49



Decrease in Sales Over the Past Six Months

Wave |V

» Among the respondents who reported a sales decrease over the past one to two years,
two thirds experienced a decrease between 0% and 25% over the past six months.

» Smaller businesses with less than 50 employees reported a greater decrease in sales than
larger businesses with 50 employees or more over the past six months.

By Organization Size
HO0to 25% 26 to 50% More than 50%

78%

0
66% 620

26% 28%

17%

0
9% 10% 6%

Total Sample One to 49 employees 50 employees or more

Q. 4b) By approximately how much did your sales decrease over the past six months?

Base: All respondents who answered (n=90).
50



Decrease in Sales Over the Past Six Months

Wave |V

By Impact of the American Recovery and Reinvestment Act

H O to 25% 26 to 50% More than 50%
73%
5504 59%
45%
31%
16%
10% 10%
Great impact Some impact No impact at all

Q. 4b) By approximately how much did your sales decrease over the past six months?

Base: All respondents who answered (n=89).




Main Reasons for the Lack of Sales

Wave IV

By Organization Size

M Total Sample Bl One to 49 employees More than 50 employees
69% 0%

1%

0 0 0 %
1% 7%6% 6% 4%11 % 3% 3% 6% 204 3% 1% 1% 1140 /g- 1% 1%
Poor Not enough Poor Too much Too expensive Not enough Other Don't
economic demand performance  competition awareness know/Not sure
conditions of construction
industry and
housing
market

Q. 5d) What do you consider to be the main reasons for the lack of sales increases over the past few years?

Base: All respondents who answered (n=90).

Note: Multiple mentions.




Main Reasons for the Lack of Sales

Wave IV

By Impact of the American Recovery and Reinvestment Act

W Great impact B Some impact No impact at all
0
64966% "
18% 16%
L7%4% 10%q, 9% 79 9%, 206 [ 2%
N - -

Poor Not enough Poor Too much Too expensive Not enough Other Don't
economic demand performance competition awareness know/Not sure
conditions of construction

industry and
housing
market

Q. 5d) What do you consider to be the main reasons for the lack of sales increases over the past few years?

Base: All respondents who answered (n=89).

Note: Multiple mentions.







Sales Expectations in 2010

Wave |V

 Half of businesses expect sales to increase in 2010, while only one out of 20 expect sales
to decrease, regardless of organization size.
* Respondents who said the Act (ARRA) had a great impact are more optimistic about sales

in 2010.
By Organization Size By Impact of the American Recovery and
Reinvestment Act
M Increase Decrease Stay the same M Increase Decrease Stay the same
52% 53% 50% 61%
43% 0 45% 50% 0
0 42% 450, 9% 45%
33%
5% 6% 5% 6% 4% 6%
Total Sample One to 49 50 employees or Great impact Some impact No impact at all
employees more

Q5e). Do you expect sales of renewable and energy efficient products and services to increase, decrease or remain the same in 2010?

Chart 1: All respondents (n=500).

Char 2: All respondents who answered (n=484).
Excludes don’t know.




Sales Expectations in 2010

Wave |V

* Respondents in the West and the South are more optimistic about sales in 2010.

B Increase

51%
42%

7%

Northeast

56%

6%

West

By Region

Decrease

38%

56%

4%

South

Stay the same

47% 49%
40%

4%

Midwest

Q5e). Do you expect sales of renewable and energy efficient products and services to increase, decrease or remain the same in 2010?

Base: All respondents (n=500).
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Sales Expectations in 2010

Wave |V

 Of the states surveyed respondents in New York are the most optimistic about sales in
2010, followed by those in Maine, Maryland and Colorado.

By State
M Increase Decrease Stay the same
63%
59% 60% 59% 59% ’
>3% 48%
0
41% 42% 41% 43% 5% 45%
Q 35%
34% 30%
0
6% 506 6% o 7% 9%
Colorado Maine Maryland MassachusettsMinnesota New Jersey New York Ohio

Q5e). Do you expect sales of renewable and energy efficient products and services to increase, decrease or remain the same in 2010?

Base: All respondents (n=220).

Includes only eight states with sample size
more than 20.




Expectations on Sales Increase in 2010

Wave |V

 For those who expect sales to increase in 2010, slightly over two thirds of respondents
expect a sales increase between 1% and 25% in 2010.

» Respondents from smaller businesses with less than 50 employees expect greater sales
increases in 2010 than those from larger businesses with 50 employees or more.

By Organization Size

H1to25% 26 to 50% More than 50%
78%

0
08% 64%

20% 22%
12% 14% 16%

6%

Total Sample One to 49 employees 50 employees or more

Q5f). Approximately how much do you expect sales to INCREASE in 2010? Please provide your best estimate in the form of a percentage change.

Base: All respondents who answered (n=259).
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Expectations on Sales Increase in 2010

Wave |V

» For those who expect sales to increase in 2010, those who said the Act (ARRA) had a
great impact expect a greater sales increase than those who said the Act had some or no

impact at all.
By Impact of the American Recovery and Reinvestment Act
H1to25% 26 to 50% More than 50%
5% 73%
51%
31%
18% 16% 18%
10% 9%
Great impact Some impact No impact at all

Q5f). Approximately how much do you expect sales to INCREASE in 2010? Please provide your best estimate in the form of a percentage change.

Base: All respondents who answered (n=254).
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Expectations on Sales Decrease in 2010

Wave |V

» For those who expect sales to decrease in 2010, a majority expect sales to decrease
between 1% to 25%.

26 to 50%, 15%

1 to 25%, 85%

Q5f). Approximately how much do you expect sales to DECREASE in 2010? Please provide your best estimate in the form of a percentage change.

Base: All respondents who answered (n=26).

Note: Low base, sample size less than 30.
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Impact of Failure to Pass Clean Energy Legislation

Wave |V

* Thirty-one percent of respondents said the failure to pass clean energy legislation had an
effect on their businesses.

* One out of ten expect lower future sales due to the failure.

Has had no effect at all 62%
Have lower than expected projections for future sales 10%
Has resulted in lower sales 8%
Has limited new product development 7%
Delayed plans to hire/expand business 5%
Subsidies/government funding are not available 4%

Positive effect since it will keep costlow 1%
Other 3%

Don’t know/Can’t say 10%

Q. 7j). Recently, Congress did not pass clean energy legislation that would have put a national limit on carbon emissions. How do you think this has impacted your
organization?

Base: All respondents (n=500).

Note: Multiple mentions.




Impact of Failure to Pass Clean Energy Legislation

Wave IV

» The failure to pass clean energy legislation has greater impact on smaller businesses with
less than 50 employees than on larger businesses.

By Organization Size

M Total Sample H One to 49 employees 50 employees or more
69%
62% 60%
0
I =l 2
- 1IN I
Has had no effect at alll Have lower than Has resulted in lower Has limited new Delayed plans to

expected projections sales product development  hire/expand business
for future sales

Q. 7j). Recently, Congress did not pass clean energy legislation that would have put a national limit on carbon emissions. How do you think this has impacted your
organization?

Base: All respondents (n=500).

Note: Multiple mentions.




Impact on Sales if New Clean Energy Legislations Passed

Wave |V

* Forty-seven percent thought sales would increase greatly or moderately if the U.S. passed
new policies to reduce greenhouse gas emissions.

* Respondents in smaller businesses expect greater sales increases if the U.S. passed new
policies to reduce greenhouse gas emissions than those in larger businesses.

By Organization Size

M Total Sample M One to 49 employees 50 employees or more

3204 34%

27% 26%

2304 24% 230 24%
17% 19%
13%
0 0
6% 6% 4%

Great increase in Moderate increase Some increase Iin No increase in Don’t know/Can’t
sales in sales sales sales say

Q7k. If the U.S. passed new policies to reduce greenhouse gas emissions, increasing the demand for low-carbon renewable energy and energy efficiency, do you think
this would lead to an increase in sales for your company?

Base: All respondents (n=500).
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Impact on Sales if New Clean Energy Legislations Passed

Wave |V

* Respondents who have seen a great impact of the Act (ARRA ) expect greater sales
increases if the U.S. passed new policies to reduce greenhouse gas emissions than those
who have seen some or no impact of the Act (ARRA) .

By Impact of the American Recovery and Reinvestment Act

M Great Impact Some impact No impact at all

45%

38%
30%
28%
240, 26% 90
20% L
129 15% 16%
’ . 9%
6% 4% 4%
L] -

Greatincrease in Moderate increase Some increase in No increase in Don't know/Can’t
sales in sales sales sales say

Q7k. If the U.S. passed new policies to reduce greenhouse gas emissions, increasing the demand for low-carbon renewable energy and energy efficiency, do you think
this would lead to an increase in sales for your company?

Base: All respondents excluding those who

answered “don’t know” at Q9a (n=484).




Impact on Sales if New Clean Energy Legislations Passed

Wave |V

* Forty-eight percent of respondents in the South thought sales would increase greatly or
moderately if the U.S. passed new policies to reduce greenhouse gas emissions.

By Region

B Northeast West South Midwest

31% 31% 30%
28% 27%27%

219 (22% 22% 22% 23% 540
19% 17% 18% 18%
12%
4% 304 5%

Great increase in Moderate increase Some increase in No increase in Don’t know/Can’t
sales in sales sales sales say

Q7k. If the U.S. passed new policies to reduce greenhouse gas emissions, increasing the demand for low-carbon renewable energy and energy efficiency, do you think
this would lead to an increase in sales for your company?

Base: All respondents (n=500).
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Impact of the American Recovery and Reinvestment Act

Wave |V

* Sixty-three percent said the American Recovery and Reinvestment Act had an impact on

their sales.
Total Sample By Organization Size
iﬁre;;t W Very great impact Great impact
12% Some impact No impact at all
Very great — Don't know/Can’t say
impact 46%
8% Some 0
impact 38% 35% 0
Don't 41% 32%
know/Can't
say, 3%
. 15%
No impact 9% 11%
at all, 34% 6% 5%
L .
One to 49 employees More than 50 employees

Q. 9a). How much of an impact has the federal government’s American Recovery and Reinvestment Act had on your sales?

Base: All respondents (n=500).
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Impact of the American Recovery and Reinvestment Act

Wave |V

* Respondents that said their sales increased over the past one to two years are more likely
to report that the Act (ARRA) had an impact on their sales.

By Sales History Performance

B Very great impact Great impact Some impact
No impact at all Don’t know/Can’t say
54%
43% 40% 41%
32%
24%
13% 18%
° 9% 9% 6%
I I
Increase Decrease Stay the Same

Q. 9a). How much of an impact has the federal government’s American Recovery and Reinvestment Act had on your sales?

Base: All respondents (n=500).
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Impact of the American Recovery and Reinvestment Act

Wave |V

* A slightly higher proportion of respondents in the Northeast and the South said the Act
(ARRA) had an impact on their sales.

By Region

B Very greatimpact ~ Great impact = Some impact No impactat all = Don’t know/Can’t say

44%
384 42% 40%40%

0
30% 33% 30%

15% 15%

129%13% 11% 12%

6% 5% 5% %
- B B > 1%

Northeast West South Midwest

Q. 9a). How much of an impact has the federal government’s American Recovery and Reinvestment Act had on your sales?

Base: All respondents (n=500).
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Application for Funding from the Act (ARRA)

Wave |V

« Slightly over one out of ten respondents said their company has applied for funding from
the Act (ARRA).

* A higher proportion of respondents from smaller businesses and those who said the Act
(ARRA) had a great impact reported applications for funding from the Act.

By Organization Size By Impact of the American Recovery and
Reinvestment Act

M Yes No/Don’'t know W Yes No/Don®Know
88% 87% 91% 89% 92%
80%
20%
12% 13% 9% - 11% 8%
] ] ) ] —
Total Sample One to 49 50 employees or Great impact Some impact No impact at all
employees more

Q9b). Has your company applied for any funding from the American Recovery and Reinvestment Act?

Chart 1: All respondents (n=500).

Char 2: All respondents who answered (n=484).
Excludes don’t know.




Application for Funding from the Act (ARRA)

Wave |V

» Proportions of respondents who said their company has applied for funding from the Act
(ARRA) are similar across different regions.

By Region
M Yes No/Don®Know
88% 87% 88% 89%
12% 13% 12% 11%
Northeast West South Midwest

Q9b). Has your company applied for any funding from the American Recovery and Reinvestment Act?

Base: All respondents (n=500).
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Application for Funding from the Act (ARRA)

Wave |V

» Of the states surveyed, a higher proportion of respondents in Colorado said their company
has applied for funding from the Act (ARRA), followed by those in Massachusetts and New

York.
By State
M Yes No/Don®Know
95% 95% 92% 95% 8 7% 91%
81% 83%
19% 0
i 8 13% 9%
. 5% 5% 0 5%
— — [ ] — - ]
Colorado Maine Maryland MassachusettsMinnesota New Jersey New York Ohio

Q9b). Has your company applied for any funding from the American Recovery and Reinvestment Act?

Base: All respondents (n=220).

Includes only eight states with sample size
more than 20.




Status of the Application to the Act (ARRA) for Funding

Wave |V

 For those who applied for funding from ARRA, 48% of theses applications were accepted,

one third are pending and one fifth have been rejected.
A higher proportion of applications from smaller businesses with less than 50 employees
have been accepted.

By Organization Size

B The application was rejected = The application is still pending B The application was accepted

)
48% °1%
42% 42%
20% 19% 17%
Total Sample One to 49 employees 50 employees or more

Q9c). What is the status of the application to the American Recovery and Reinvestment Act for funding?

Base: All respondents who answered (n=60).
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Benefits Received from Suppliers or Customers who Used Funds from
the Act (ARRA)

Wave IV

» Over one third of the businesses said they have directly benefited from funds that their
suppliers or customers received from ARRA, regardless of organization size.

By Organization Size By Impact of the American Recovery and
Reinvestment Act
B Yes No/Don®Know B Yes No/Don®Know
949%
64% 64% 65%
° ° 62%
49% 51%
36% 36% 35% 38%
]
Total Sample One to 49 50 employees or Greatimpact Some impact No impact at all
employees more

Q9d To your knowledge, have any of your suppliers or customers used funds from the American Recovery and Reinvestment Act that has directly benefited your company?

Chart 1: All respondents (n=500).

Char 2: All respondents who answered (n=484).
Excludes don’t know.




Benefits Received from Suppliers or Customers who Used Funds from
the Act (ARRA)

Wave IV

* A higher proportion of respondents in the West have directly benefited from funds provided
by the Act (ARRA) to their suppliers or customers.

By Region
HVYes No/Don®Kno
63% ) 09%
0
0 5804 62%
0
3794 42% 38%
. l . i
Northeast West South Midwest

Q9d. To your knowledge, have any of your suppliers or customers used funds from the American Recovery and Reinvestment Act that has directly benefited your company?

Base: All respondents (n=500).
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Benefits Received from Suppliers or Customers who Used Funds from

the Act
Wave IV

» Of the states surveyed, a higher proportion of the businesses in Minnesota have directly
benefited by funds that their suppliers or customers received from the Act, followed by
those in Colorado, Maryland and Maine.

By State
M Yes No/Don®Know
71% 67% 68%
0 61%
56% 00% °9% K 549%
0 46%
44% 40% 41% 309
0
I I I I I ] i I32%
Colorado Maine Maryland MassachusettsMinnesota New Jersey New York Ohio

Q9d. To your knowledge, have any of your suppliers or customers used funds from the American Recovery and Reinvestment Act that has directly benefited your company?

Base: All respondents (n=220).

Includes only eight states with sample size
more than 20.




Indirect Effects on Business Performance Due to the Act
(ARRA)

Wave |V

* Thirty-eight percent of the respondents saw indirect effects on their business performance
due to the Act (ARRA).
» Seven out of ten who said the Act had a great impact saw indirect effects.

By Organization Size By Impact of the American Recovery and
Reinvestment Act
W Yes No/Don®Know W Yes No/Don®Know
9 90%
62% 61% 66%
70%

0 39%
38% 0 34%

Total Sample Oneto49 50 employees
employees or more

Q9e Have you seen any indirect effects on your business performance that you could reasonably attribute to the American Recovery and Reinvestment Act?

54%
46%
30%
10%

Greatimpact Some impact No impact at
all

Chart 1: All respondents (n=500).

Char 2: All respondents who answered (n=484).
Excludes don’t know.




Effects of the Act (ARRA) on Business Performance

Wave |V

 For those who said they have seen indirect effects of the Act (ARRA) on their business
performance, a majority have observed that customers are more confident.

Customers are more

0
confident 62%

Improved access to credit

23%
and financing 3%

Investors are more

0]
confident 16%
More political certainty 6%
Other 7%

Don®know 1%

Q9f). What effects have you observed on your business performance that you could attribute to the American Recovery and Reinvestment Act?

Base: All respondents who answered (n=188).

Note: Multiple mentions.




Effects of the Act (ARRA) on Business Performance

Wave |V

« Smaller businesses with less than 50 employees are more likely to mention improved
access to credit and financing and increased investor confidence as the indirect effects.

 Larger businesses with 50 employees or more are more likely to mention increased
customer confidence as the indirect effect.

By Organization Size

M Total Sample B One to 49 employees 50 employees or more
74%

62%

S57%

23% 297
0 0 18%
16% 16% 1204
6% /% 5oy
|
Customers are more Improved access to Investors are more More political certainty
confident credit and financing confident

Q9f). What effects have you observed on your business performance that you could attribute to the American Recovery and Reinvestment Act?

Base: All respondents who answered (n=188).

Note: Multiple mentions.




Effects of the Act (ARRA) on Business Performance

Wave |V

By Impact of the American Recovery and Reinvestment Act

B Great impact B Some impact No impact at all

66%
60%

47%
30%
25% 2304
18% 18%
L
Customers are more Improved access to Investors are more More political certainty

confident credit and financing confident

Q9f). What effects have you observed on your business performance that you could attribute to the American Recovery and Reinvestment Act?

Base: All respondents who answered (n=187).

Note: Multiple mentions.




Effects of the Act (ARRA) on Business Performance

Wave |V

» Respondents in the Northeast and the Midwest are more likely to consider increased
customer confidence as the effect of the Act (ARRA).

* Respondents in the West are more likely to mention more political certainty as the effect of
the Act (ARRA).

By Region
Bl Northeast West South Midwest
76%
66%
0
54% 50%
30%
219, 24% 21%
16% 14% 16% 16% 15%
B I
I
Customers are more Improved access to Investors are more More political certainty
confident credit and financing confident

Q9f). What effects have you observed on your business performance that you could attribute to the American Recovery and Reinvestment Act?

Base: All respondents who answered (n=188).

Note: Multiple mentions.




Suppliers in the U.S.

Wave |V

» Two-fifths of the businesses have 100 percent U.S. suppliers.
« Smaller businesses with less than 50 employees have a higher proportion of U.S. suppliers.

By Organization Size

W 25% or less 26 to 50% m51to75%
76 t0 99% 100%
0 43%
41% 38%
33%
30% 2804
15% 15% 17%
%6% %/ % %69%,
Total Sample Oneto49 50 employees
employees or more

Q9h. What percentage of your suppliers are located in the U.S.?

Chart 1: All respondents (n=500).

Char 2: All respondents who answered (n=484).
Excludes don’t know.

By Impact of the American Recovery and
Reinvestment Act

B 25% or less 26 to 50% m51to 75%
76 t0 99% 100%
42%
39% 39%
30% 329 31%
18%
14% 14%

%
5%

7%/ % %6 %

Some impact No impact at all

Great impact




Suppliers in the U.S.

Wave |V

» Businesses in the Midwest have a higher proportion of U.S. suppliers.

By Region
M 25% or less 26 to 50% 51 to 75% 76 to 99% 100%
43%
39% 41% 41% 3704
28% 27% 26%
20%
16% 15%
os QO 11%

8% 69 7% 8% .94’94’ .5% 104

Northeast West South Midwest

Q9h. What percentage of your suppliers are located in the U.S.?

Base: All respondents (n=500).
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Suppliers in the U.S.

Wave |V

 Of the states surveyed, businesses from Maryland and Minnesota have a higher
proportion of U.S. suppliers.

By State
M 25% or less 26 t%8502% M51to 75% 76 to 99% 100%
50% 54% N
3421/:% 384 2083% 41%
30% 32% 33%
25025% 22% 22%
16% 0 18% LohA%
IS%*)% 10 A0S I 308% 5%, c ’ ;/%(/% 5%5%65%
] m  H o 1 H =
Colorado Maine Maryland MassachusettsMinnesota New Jersey New York Ohio

Q9h. What percentage of your suppliers are located in the U.S.?

Base: All respondents (n=220).

Includes only eight states with sample size
more than 20.




Customers in the U.S.

Wave |V

» Sixty-three percent of the businesses have only U.S. customers.
« Smaller businesses with less than 50 employees and those who said the Act (ARRA) had a
great impact have a higher proportion of U.S. customers.

By Organization Size

W 25% or less 26 to 50% m51to75%
76 to 99% 100%
69%
63%
46%
38%
)
26% 2204
4%go,P%0 3%p0 A% 6%406%
mm BN - N Il
Total Sample Oneto49 50 employees
employees or more

Q9i. What percentage of your customers are located in the U.S.?

Chart 1: All respondents (n=500).

Char 2: All respondents who answered (n=484).
Excludes don’t know.

By Impact of the American Recovery and
Reinvestment Act
W 25% or less 26 to 50%
76 to 99;& 100%

2%

Bm51to /5%

62%
56%

29% 28%
20%

6%4%6%
Il B

Some impact No impact at all

10397 3%04%
— mm BN

Great impact




Customers in the U.S.

Wave |V

Businesses in the Northeast have a higher proportion of U.S. customers.

By Region
M 25% or Ie%sé(y 26 to 50% 51 to 75% 76 to 99% 100%
0
61% 62% 59%
24% 28% A
21%
6% on a0 870 6% 0
3% 204 4% 4% 3% 1% 3% 3% 4%
I [ ] I - [ ] I I
Northeast West South Midwest

Q9i. What percentage of your customers are located in the U.S.?

Base: All respondents (n=500).
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Customers in the U.S.

Wave |V

» Of the states surveyed, businesses in Maryland, Maine and Minnesota have a higher
proportion of U.S. customers.

By State

W 25% or less 26 to 50% Mm51to 75% 76 to 99% 100%
. 86%
67%
63% 5704 60%
45%
33% go%
22% 20% 22% 23%
0 140 13% 0

S%B(ﬁ% 506 9% 8% 30 55/(;% 3% l 9%9%
Colorado  Maine Maryland MassachusettsMinnesota New Jersey New York Ohio

Q9h. What percentage of your customers are located in the U.S.?

Base: All respondents (n=220).

Includes only eight states with sample size
more than 20.
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Sales of Renewable and Energy Efficient Products over the Past One

to Two Years
2008, 2009, 2010

» The proportions of respondents who said their sales have increased, decreased or stayed
the same over the past one to two years in the first and second half of the 2010 surveys
are similar, with over half reporting sales increases.

Total Sample

W 2008 2009 2010 First Half 2010 Second Half

5% oo, 54%
42% 42%

30%  29%  28%

16% 1404 20%  18%

Increase Decrease Stay the same

Q. 4a) Have your total sales of renewable and energy efficient products and services increased, decreased or remained the same over the past one to two years?

Base: n=500 respondents in 2010 second half, n=676 respondents in 2010 first half, n=601 respondents in 2009, n=500 respondents in 2008




Sales of Renewable and Energy Efficient Products over the Past One

to Two Years
2008, 2009, 2010

* A higher proportion of larger businesses with 50 employees or more reported a sales
increase over the past one to two years in the second half of 2010 than in the first half of

2010.
One to 49 Employees 50 Employees or More
H 2008 2009 W 2008 2009
2010 First Half 2010 Second Half 2010 First Half 2010 Second Half
0
53964%63% 61% .y,
44%
] 39% 45% 46%
38%
28°/c27% 60/32 %905
1796 . 19920% 23%
&5% 16%3% 14%
Increase Decrease Stay the same Increase Decrease  Stay the same

Q. 4a) Have your total sales of renewable and energy efficient products and services increased, decreased or remained the same over the past one to two years?

Base: n=500 respondents in 2010 second half, n=676 respondents in 2010 first half, n=601 respondents in 2009, n=500 respondents in 2008




Sales of Renewable and Energy Efficient Products over the Past One

to Two Years
2008, 2009, 2010

» About the same proportion of businesses in both the renewable energy and the energy
efficient sectors reported a sales increase over the past one to two years in the first and
second half of 2010.

Renewable Energy Sector Energy Efficiency Sector
W 2008 2009 W 2008 2009
2010 First Half 2010 Second Half 2010 First Half 2010 Second Half
60% _ 580p 550
o)
52% /5 52953% 48%
34%
33%
7988% 6% 6987988%
99517 9%
15% 395  726% 18% 0
Increase Decrease Stay the same Increase Decrease Stay the same

Q. 4a) Have your total sales of renewable and energy efficient products and services increased, decreased or remained the same over the past one to two years?

Base: n=500 respondents in 2010 second half, n=676 respondents in 2010 first half, n=601 respondents in 2009, n=500 respondents in 2008




Increase in Sales Over the Past One to Two Years

2008, 2009, 2010

* In the second half of 2010, businesses reported slower sales increases over the past one
to two years than those surveyed in the first half of 2010.

Total Sample

W 2008 2009 2010 First Half 2010 Second Half
54% 55%
51% °
38%
%
30% . 2704 29%
23% 2104 23%
19% 0
1to 25% 26 to 50% More than 50%

Q. 4b) By approximately how much did your sales increase over the past one to two years?

Base: n=271 respondents in 2010 second half, n=349 respondents in 2010 first half, n=331 respondents in 2009, n=210 respondents in 2008




Increase in Sales Over the Past One to Two Years

2008, 2009, 2010

» Smaller businesses reported greater increases in sales over the past one to two years
than larger businesses for all the four waves.

One to 49 Employees 50 Employees or More
W 2008 2009
= 5823 First Half %888 Second Half 2010 First Half 2010 Second Half
0,

0% 49% 57%

43%
0, 0,
33% 33% 30% 32(y§7%
S%mn304 2304270 28%
24% 104
1896~ " 19%
13%
1to 25% 26t0 50% More than 50% 1to 25% 26 to 50% More than 50%

Q. 4b) By approximately how much did your sales increase over the past one to two years?

Base: n=271 respondents in 2010 second half, n=349 respondents in 2010 first half, n=331 respondents in 2009, n=210 respondents in 2008




Increase in Sales Over the Past Six Months

2010

Total Sample

2010 First Half 2010 Second Half
71%
62%
24%
18%
° 14% 1%
0 to 25% 26 to 50% More than 50%

Q. 4b) By approximately how much did your sales increase over the past six months?

Base: n=271 respondents in 2010 second half, n=349 respondents in 2010 first half




Increase in Sales Over the Past Six Months

2010

One to 49 Employees

2010 First Half 2010 Second Half

65%
57%

28%
21%

16% 149

0 to 25% 26 to0 50% More than 50%

Q. 4b) By approximately how much did your sales increase over the past six months?

Base: n=271 respondents in 2010 second half, n=349 respondents in 2010 first half

50 Employees or More

2010 First Half

86%
81%

2010 Second Half

12% 11%
7% 3%

0 to 25% 26 to 50% More than 50%




Main Reasons for the Sales Increase

2008, 2009, 2010

* Increased awareness of the benefits of their products and services is the main reason for
the sales increases in all the four waves.

* A higher proportion of respondents considered government incentives as the main reason
for sales increases in the second half of 2010 survey.

H 2008 2009 2010 First Half B 2010 Second Half

More awareness of the 34%
benefits 41%

Incentives offered by 21%
government 34060

Increased demand

Better products 15%

I 15%

Q. 5a) What do you think are the main reasons for that sales increase?

Base: n=271 respondents in 2010 second half, n=349 respondents in 2010 first half, n=331 respondents in 2009, n=210 respondents in 2008

Note: Multiple mentions




Plans to Deal with the Recent Sales Increase

2008, 2009, 2010

Total Sample

W 2008 2009 2010 First Half 2010 Second Half
50%
46% 48% 48%
41%
34%
29%
24% 26%
15% 14% 159,
Hire more staff Expand/increase production  Nothing, we don’t expect sales

to continue to increase

Q. 5b) What are your business plans to deal with the recent increase in sales?

Base: n=271 respondents in 2010 second half, n=349 respondents in 2010 first half, n=331 respondents in 2009, n=210 respondents in 2008

Note: Multiple mentions




Plans to Deal with the Recent Sales Increase

2008, 2009, 2010

One to 49 Employees

2009 2010 First Half 2010 Second Half
55%
0 47%
43% 46% 45%
34% 0
30% 33%
22%
13% 14% 13%
Hire more staff Expand/increase production Nothing, we don’t expect sales

to continue to increase

Q. 5b) What are your business plans to deal with the recent increase in sales?

Base: n=271 respondents in 2010 second half, n=349 respondents in 2010 first half, n=331 respondents in 2009, n=210 respondents in 2008

Note: Multiple mentions




Plans to Deal with the Recent Sales Increase

2008, 2009, 2010

50 Employees or More

W 2008 2009 2010 First Half

0
48% >1% >

39%

0
34% 31%

25%

12%

Hire more staff Expand/increase production

Q. 5b) What are your business plans to deal with the recent increase in sales?

2010 Second Half

30%

15% 15%

8%

Nothing, we don'’t expect sales to
continue to increase

Base: n=271 respondents in 2010 second half, n=349 respondents in 2010 first half, n=331 respondents in 2009, n=210 respondents in 2008

Note: Multiple mentions




Decrease in Sales Over the Past One to Two Years

2008, 2009, 2010

 For those reporting a sales decrease over the past one to two years, the percentage of the
decreases is similar in the first and second half of 2010.

Total Sample

H 2008 2009 2010 First Half 2010 Second Half
54%  53%

0
39% 40% 37% aggp 2%
32%

20% 21%
15%
10%

1to 25% 26 to 50% More than 50%

Q. 4b) By approximately how much did your sales decrease over the past one to two years?

Base: n=90 respondents in 2010 second half, n=132 respondents in 2010 first half, n=87 respondents in 2009, n=82 respondents in 2008




Decrease in Sales Over the Past One to Two Years

2008, 2009, 2010

One to 49 Employees

W 2008 2009
2010 First Half 2010 Second Half

49952%

0
3505070 36% 38%50,
99
] 24985%
1504870

1to25% 26 to 50% More than 50%

Q. 4b) By approximately how much did your sales decrease over the past one to two years?

50 Employees or More

W 2008 2009
2010 First Half 2010 Second Half

64% 64%

49% 50%
44%
36%
9% 6%
11%
7% 06%
1to 25% 26 t0 50%  More than 50%

Base: n=90 respondents in 2010 second half, n=132 respondents in 2010 first half, n=87 respondents in 2009, n=82 respondents in 2008




Decrease in Sales Over the Past Six Months

2010

» Sales decreases over the past six months are a little slower in the second half of 2010
than in the first half.

Total Sample

2010 First Half 2010 Second Half
65% 66%
26%
19% 16%
9%
0 to 25% 26 to 50% More than 50%

Q. 4b) By approximately how much did your sales decrease over the past six months?

Base: n=90 respondents in 2010 second half, n=132 respondents in 2010 first half




Decrease in Sales Over the Past Six Months

2010

» Sales decreases over the past six months are a little slower in the second half of 2010
than in the first half for smaller businesses with less than 50 employees, while similar in
the first and second half of 2010 for larger businesses with 50 employees or more.

One to 49 Employees

2010 First Half 2010 Second Half

61% 62%

28%
19% 20%

10%

0 to 25% 26 to 50% More than 50%

Q. 4b) By approximately how much did your sales decrease over the past six months?

Base: n=90 respondents in 2010 second half, n=132 respondents in 2010 first half

50 Employees or More

2010 First Half 2010 Second Half

77% 78%

17% 17%
6% 6%

0 to 25% 26 to 50% More than 50%




Main Reasons for the Lack of Sales

2008, 2009, 2010

* Poor economic conditions is considered the main reason for the lack of sales for all the
four waves.

W 2008 2009 2010 First Half M 2010 Second Half
e 00%

. . 0
Poor economic conditions 74%

Too expensive 4%

B 2%
Il 4%

2%
5%
B 7%
I 7%
1%
3%
1%

Not enough demand

Not enough awareness

Q. 5d) What do you consider to be the main reasons for the lack of sales increases over the past few years?

Base: n=90 respondents in 2010 second half, n=132 respondents in 2010 first half, n=87 respondents in 2009, n=82 respondents in 2008

Note: Multiple mentions




Sales Expectations

2010

Total Sample

2010 First Half 2010 Second Half
76%
52%
43%
21%
3% 5%
Increase Decrease Stay the same

Q5e). Do you expect sales of renewable and energy efficient products and services to increase, decrease or remain the same in 2010?

Base: n=500 respondents in 2010 second half, n=676 respondents in 2010 first half




Sales Expectations

2010

A lower proportion of respondents expect sales to increase in the second half of 2010 than
in the first half for both smaller and larger businesses.

One to 49 Employees 50 Employees or More
2010 First Half 2010 Second Half 2010 First Half 2010 Second Half
78% 70%
50%
53% 45%
42%
26%
20%
304 6% 5% 5%
Increase Decrease Stay the same Increase Decrease  Stay the same

Q5e). Do you expect sales of renewable and energy efficient products and services to increase, decrease or remain the same in 2010?

Base: n=500 respondents in 2010 second half, n=676 respondents in 2010 first half




Expectations on Sales Increase

2010

Total Sample

2010 First Half 2010 Second Half
68%
52%
23% 20% 20%
12%
1to 25% 26 to 50% More than 50%

Q5f). Approximately how much do you expect sales to INCREASE in 2010? Please provide your best estimate in the form of a percentage change.

Base: n=259 respondents in 2010 second half, n=511 respondents in 2010 first half




Expectations on Sales Decrease

2010

» For those who expect sales to decrease, they anticipate less decrease in the second half
of 2010 than in the first half.

Total Sample

2010 First Half 2010 Second Half
85%
55%
10% 15% 15%
1to 25% 26 to 50% More than 50%

Q5f). Approximately how much do you expect sales to DECREASE in 2010? Please provide your best estimate in the form of a percentage change.

Base: n=26 respondents in 2010 second half, n=20 respondents in 2010 first half




Hiring Plans

2010

* Thirty-one percent of respondents said their businesses have hiring plans in the second
half of 2010 than in the first half.

Total Sample

2010 First Half 2010 Second Half

61%
52%

38%
31%

10% 8%

Yes No Don’'t know

Q7h). Does your organization have any plans to hire additional workers in 20107

Base: n=500 respondents in 2010 second half, n=676 respondents in 2010 first half




Hiring Plans

2010

One to 49 Employees

2010 First Half 2010 Second Half
64%
51%
37%
29%
11% 8%
Yes No Don't know

Q7h). Does your organization have any plans to hire additional workers in 20107

Base: n=500 respondents in 2010 second half, n=676 respondents in 2010 first half

50 Employees or More

2010 First Half 2010 Second Half

55% 55%

39% 39%

6% 6%

Yes No Don’t know
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Conclusions

Hiring Plans

- Three quarters who planned to hire additional workers in the previous
waves actually hired more staff, with a majority reporting an addition of
one to five new employees to deal with the increased sales and
workload.

- One third have hiring plans for 2010 to deal with the increasing demand
for their products and services in the second half of 2010, down from
half in the first second of 2010.

- Increasing sales and demand is the single most important factor which
would influence hiring decisions.
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Conclusions

Sales Within the New Energy Economy

- The proportion reporting sales increases remained relatively similar
from 2009 to the second half of 2010, at over 50% percent.

- However, amongst those reporting growth, sales increased at a lower
rate in the second half of 2010 than in the first half.

. Poor economic conditions remains as the main reason for lack of sales.
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Conclusions

The American Recovery and Reinvestment Act
- Fourteen percents say the Act (ARRA) had a great impact on their sales.

- A much higher proportion of respondents who said the Act (ARRA) had a great
Impact on their businesses saw sales increase, as compared with respondents
who said the Act had no impact on their businesses.

- A higher proportion of respondents claiming the Act (ARRA) had a great impact
expect sales to grow in 2010. They also expect to hire as a result.

- One in five of those who said the Act (ARRA) had a great impact on their
businesses actually applied for funding, and slightly under two thirds thought
they benefited from funds their suppliers or customers received from the Act
(ARRA).

- A higher proportion report its indirect effects on their business performance
such as greater consumer confidence, or that their suppliers or customers used
funds that directly benefited them, than applying for funds from the Act (ARRA)
directly.
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Conclusions

The failure to Pass Clean Energy Legislation

- 31% of respondents indicated that the failure to pass clean energy
legislation had an effect on their businesses.

- Those who thought the American Recovery and Reinvestment Act had
a great impact are more likely to expect sales to drop due to the failure.

- However, seven out of ten thought their sales would increase if the U.S.
passed new policies to reduce greenhouse gas emissions.
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Renewable and Energy Efficient Products and Services

Wave |V

* The majority of respondents said their companies provide solar power and heating systems,
energy efficient building materials, and wind energy and turbine systems or components.

Solar power and heating systems

Energy efficient building materials (e.g., windows, doors, siding,
insulation and roofing)

Wind energy and turbine systems or components

High efficiency heating and cooling systems
Geothermal energy systems

Energy efficient lighting systems

Green Building

EnergyStar rated appliances

Biogas management systems (e.g., methane capture)
Backup power systems or advanced batteries

Natural lighting and skylight systems

Electric or hybrid electric vehicles or components
Waste heat recovery or combined heat and power systems or...
Energy audits and consulting

Others

9%
9%
8%
6%
5%
4%
3%
3%
2%
2%
2%

Q. 3. What type of renewable or energy efficient products or services does your company provide?

Base: All respondents who answered (n=448).

Note: Multiple mentions.

39%
21%
20%

15%




Renewable and Energy Efficient Products and Services

Wave |V

* A slightly higher proportion of businesses with less than 50 employees provide solar power
and heating systems as compared with larger businesses.

* A slightly higher proportion of businesses with 50 employees or more provide energy
efficient building materials as compared with smaller businesses.

By Organization Size
M Total Sample M One to 49 employees 50 employees or more
39%40%

37%
28%
219%0% 20949%20%

- - 99%10%8%6 9% 9% 9% 8% 9% G0, 6% 6% 6% 5% 5% 49
mE Pl Tl - s

Solar power Energy Wind energy High Geothermal Energy Green EnergyStar
and heating efficient and turbine efficiency energy efficient Building rated
systems building systems or  heating and systems lighting appliances
materials components cooling systems
(e.g., systems
windows,
doors...

Q. 3. What type of renewable or energy efficient products or services does your company provide?

Base: All respondents who answered (n=448).

Note: Multiple mentions.




Organization Size

Wave |V

* A little under three quarters (73%) are from businesses with less than 50 employees.
* A larger proportion of respondents in the West are from smaller businesses with less than
50 employees.

Number of Employees By Region
73% B Northeast West South Midwest
87%
78%

08% 659

9% 0 14% 0
% 4% % l2 %% 69 3%7%5%2(y§ >%06% o
0, 0, 0,
B o eas o BN Wil m. m 2
Oneto49 50t099 100to 249 250to 499 500 Oneto49 50t099 100to249 250 to 499 500
employees employees employees employees employees employees employees employees employees employees
or more ormore

Q. 11. How many people does your company employ in the United States? Please include full-time and part-time employees

Base: All respondents (n=500).




Type of Organization

Wave |V

* The majority of respondents are from either installer/contractor companies or

manufacturers.

Manufacturer

Installer or contractor
Engineering

Consulting

Wholesale supplier

Retail sales

Architectural design or building
Developer

Importer

Exporter

Service provider including repair
Other

1%
1%

Q. 10. Which of the following best describes your organization?

Base: All respondents (n=500).

Note: Multiple mentions.

38%
37%
14%
14%
14%
14%
9%
8%
5%
5%




Type of Organization

Wave |V

* A much higher proportion of businesses with 50 employees or more are manufacturers.
* A higher proportion of businesses with less than 50 employees are installers or contractors,
retailers and consulting companies.

By Organization Size

M Total Sample W One to 49 employees 50 employees or more

63%

m’i
13%
14%
16%
10%
14%
17%
7%
14%
13%
14%
14%
6%
lg%
11%
5%
I8%
o 10%
0
5%
6%
2%
5%
6%
2%
1%
1%
2%
1%
1%
1%

Manufacturer Installer or Engineering Consulting Wholesale Retail sales Architectural Deweloper  Importer  Exporter Senice Other
contractor supplier design or provider
building including
repair

Q. 10. Which of the following best describes your organization?

Base: All respondents (n=500).

Note: Multiple mentions.




Job Title or Position

Wave |V

» More than half of the respondents are either Owner/Partner, or in sales and marketing management.

* A higher proportion of respondents from businesses with less than 50 employees are owners or
partners, while a higher proportion of respondents from businesses with 50 employees or more are in
sales or marketing management and general managers.

Job Title or Position By Organization Size
Owner/Partner 34% M One to 49 employees = 50 employees or more
|
Sales or 19% Owner/Partner = 44%
marketing
Salesor I 14%
General manager 16% marketing 29%
moaazra;ir%relzsm 13% General manager I 149 23%
g Operations N 11%
Vice president 8% management 18%
- 7%
Administration 3% Vice president 12%
- . B 3%
Purchasing/Buyer 2% Administration 3%
Engineer 1% Purchasing/Buyer O %32

(Technical) Engineer 1%
Other 4% (Technical) = 1%

0
Other Il 3% 7%

Q1. Which of the following best describes your job title or position?

Base: All respondents (n=500).




Geographic Distribution

Wave |V

Northeast West South Midwest
n=145 n=85 n=117 n=153
0 Minnesota 24%
Massachusetts 25% Colorado 38% Maryland 19% 0
North 15% Ohio 14%
Carolina
New York 21% , 0 Wisconsin 12%
Montana 20% Georgia 14%
lllinoi 0
Delaware 13% 'nots 10%
New Jersey = 14% _ 0
New ) Indiana 9%
Mexico 20% Florida 12%
. o lowa = 8%
Maine 14% Virginia =~ 9%
Missouri = 7%
Nevada — 12% Arkansas = 5%
Pennsylvania =~ 10% Michigan = 5%
South 4% South
Carolina outh 1 £/
Utah 9% Dakota
i % Tennessee 4%
Connecticut =~ 8% Nebraska | 2%
N Texas 4% DN?(”h 204
ew P akota
_ 8% California 1% .
Hampshire Districtof ., 0
Columbia 1% Kansas 1%

Base: All respondents (n=500).




