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� SUNSHINE ENERGY CORP - CLIENT PRESENTATION
SCRIPT
Complete Business Transformation Proposal
Duration: 60-90 minutes Audience: Sunshine Energy Corp Leadership Team Presenter:
WAIMI.xyz Team

� PRESENTATION AGENDA
1. Opening & Context (5 min)
2. Current State Assessment (10 min)
3. The Opportunity (10 min)
4. The Solution: 8 Strategic Initiatives (30 min)
5. Financial Impact & ROI (10 min)
6. Implementation Approach (10 min)
7. Pricing Options (5 min)
8. Q&A & Next Steps (10-20 min)

1. OPENING & CONTEXT (5 minutes)
SLIDE 1: TITLE SLIDE

[Visual: Sunshine Energy Corp logo + WAIMI.xyz logo]

SCRIPT:

“Good morning/afternoon everyone. Thank you for taking the time to meet with us today. I’m
[Your Name] from WAIMI.xyz, and I’m joined by [Team Members].

Over the past several weeks, we’ve conducted an extensive analysis of Sunshine Energy Corp - your
operations, your market, your opportunities, and your challenges. What we’ve discovered is truly
exciting.

Today, we’re going to share with you a comprehensive transformation roadmap that will take
Sunshine Energy from a $2.5 million company to an $18 million company in just 12 months, with
a clear path to $44 million by Year 5.

This isn’t theory or guesswork. This is based on detailed analysis of your actual operations, real
market data, and proven methodologies that have worked for hundreds of solar companies world-
wide.

By the end of this presentation, you’ll have a complete understanding of: - Where you are today -
Where you could be - Exactly how to get there - What it will cost - What you’ll gain

Let’s dive in.”
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SLIDE 2: WHO WE ARE

[Visual: WAIMI.xyz team photos and credentials]

SCRIPT:

“Before we begin, let me briefly introduce our team:

Holly Rivera - Your boots-on-the-ground expert who has been deeply embedded in understanding
your operations, your market, and your customers. Holly has provided invaluable insights into the
Costa Rican solar market and your specific challenges.

Craig Gaghich - Strategic planning specialist who has designed the comprehensive transformation
roadmap you’ll see today.

Brian Wolf - Operations and technology expert who has mapped out the systems and processes
that will drive your efficiency gains.

Tony Wolf - Business process and implementation specialist who will ensure smooth execution
and rapid results.

Together, we bring over 50 years of combined experience in solar industry transformation, and
we’ve helped companies just like yours achieve extraordinary growth.

Now, let’s talk about Sunshine Energy Corp.”

2. CURRENT STATE ASSESSMENT (10 minutes)
SLIDE 3: YOUR CURRENT POSITION

[Visual: Dashboard showing current metrics]

SCRIPT:

“Let’s start with where you are today. And I want to be clear - you’ve built something impressive:

Your Strengths: - 10+ years in business - that’s significant experience - 30,000+ solar panels
installed - that’s real expertise - 400 clients in your CRM - that’s a solid foundation - Established re-
lationships with suppliers - Proven ability to execute projects - Strong reputation in the commercial
sector

These are real competitive advantages that many companies don’t have.

However, our analysis has also revealed some significant opportunities for improvement. And I say
‘opportunities’ because that’s exactly what they are - opportunities to unlock massive value that’s
currently being left on the table.”

SLIDE 4: CURRENT PERFORMANCE METRICS

[Visual: Current state metrics in red/yellow]

SCRIPT:

“Let’s look at your current performance metrics:
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Financial Performance: - Annual Revenue: $2.5 million - Gross Margin: 20% - Net Margin: 8%
- Net Profit: $200,000 per year

Operational Performance: - Project Duration: 120 days (industry standard: 75 days) - Crew
Utilization: 60% (best practice: 90%) - First-Pass Inspection Rate: 70% (target: 95%) - Rework
Rate: 15% (target: <5%)

Customer Experience: - NPS Score: 40 (industry leaders: 65+) - Customer Satisfaction: 3.8/5.0
(target: 4.7+) - Referral Rate: 10% (potential: 40%) - Complaint Rate: 25% (target: <5%)

Sales Performance: - Monthly Leads: 50 (potential: 125+) - Conversion Rate: 20% (best
practice: 35%) - Sales Cycle: 60 days (target: 30 days) - Cost per Acquisition: $2,117 (target:
<$1,000)

Now, these numbers aren’t bad. But they’re also not where they could be. And that gap represents
millions of dollars in untapped potential.”

SLIDE 5: THE CORE CHALLENGES

[Visual: 8 challenge areas highlighted]

SCRIPT:

“Through our analysis, we’ve identified 8 core challenges that are holding you back:

1. Operational Inefficiency Your projects take 120 days when they should take 75. Your crews
are utilized at 60% when they could be at 90%. This is costing you time, money, and capacity.

2. Poor Customer Communication Customers feel left in the dark during projects. This leads
to complaints, poor reviews, and lost referrals. You’re leaving money on the table every time a
satisfied customer doesn’t refer you.

3. Financial Blind Spots You don’t have real-time job costing. You don’t know which projects
are profitable and which aren’t. You’re pricing based on guesswork rather than data. This is
literally costing you hundreds of thousands of dollars.

4. Underperforming Sales Process You’re converting only 20% of leads when you should be
converting 35%. Your sales cycle is twice as long as it should be. You’re generating only 50 leads
per month when you could be generating 125+.

5. Manual Processes Everything is manual. No automation. No integration. Your team is
spending 40+ hours per week on tasks that could be automated. That’s $100,000+ per year in
wasted labor.

6. High Employee Turnover 40% annual turnover is costing you $300,000+ per year in replace-
ment costs, plus untold amounts in lost productivity and quality issues.

7. Weak Market Presence You’re spending $60,000 per year on marketing but getting minimal
results. Your brand is not well-known. You’re missing out on the massive residential market
opportunity.

8. Supply Chain Vulnerabilities You’re dependent on a single supplier with 6-8 month lead
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times. You have no negotiating leverage. You’re paying more than you should and taking unneces-
sary risks.

Each of these challenges is costing you money. But here’s the good news - each one is also an
opportunity.”

3. THE OPPORTUNITY (10 minutes)
SLIDE 6: THE MARKET OPPORTUNITY

[Visual: Costa Rica solar market growth chart]

SCRIPT:

“Let’s talk about the opportunity in front of you, because it’s massive.

The Costa Rican Solar Market: - Currently: 1-2% of renewable energy - Projected by 2026:
5-8% (post-elections) - That’s 400-800% growth in the next 2-3 years - Zero import tariffs (except
US at 13%) - Strong government support - Growing environmental awareness - Rising electricity
costs

The Residential Market: This is the big one. You currently have ZERO residential accounts in
your pipeline. Zero.

But the residential market is: - 10x larger than commercial - Higher margins (30-35% vs. 20-25%)
- Faster sales cycles - More referrals - More predictable - Less competitive

We estimate the residential market opportunity for you at $1.5 million+ in Year 1 alone.

Your Competitive Position: You have advantages that new entrants don’t: - 10+ years of
experience - 30,000+ panels installed - Established infrastructure - Supplier relationships - Technical
expertise - Brand recognition (in commercial)

You’re perfectly positioned to dominate this market. You just need the right systems and processes.”

SLIDE 7: THE GAP ANALYSIS

[Visual: Current vs. Potential comparison]

SCRIPT:

“Let me show you the gap between where you are and where you could be:

Revenue Gap: - Current: $2.5 million - Potential: $18 million (Year 1) - Gap: $15.5 million

Profit Gap: - Current: $200,000 (8% margin) - Potential: $2.7 million (15% margin) - Gap: $2.5
million

Customer Gap: - Current: 50 projects/year - Potential: 360 projects/year - Gap: 310 projects

Market Share Gap: - Current: ~5% of market - Potential: 15-20% of market - Gap: 10-15
percentage points
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This gap represents the opportunity. And closing this gap is exactly what our transformation
program is designed to do.”

SLIDE 8: WHAT’S POSSIBLE

[Visual: Success story examples]

SCRIPT:

“Now, you might be thinking ‘This sounds too good to be true. Can we really grow from $2.5
million to $18 million in one year?’

The answer is yes. And here’s why:

You already have the foundation: - Experienced team - Proven track record - Established
operations - Supplier relationships - Market presence

The market is ready: - Growing demand - Limited competition (residential) - Strong economics
- Government support

The timing is perfect: - Pre-election positioning - Market expansion phase - Technology maturity
- Cost competitiveness

What you’re missing is: - Optimized operations - Effective sales process - Strong marketing -
Financial controls - Customer experience - Employee development

And that’s exactly what we’re going to give you.

We’ve seen companies just like yours achieve similar growth. In fact, this is conservative compared
to what’s possible. But we’d rather under-promise and over-deliver.”

4. THE SOLUTION: 8 STRATEGIC INITIATIVES (30 minutes)
SLIDE 9: THE TRANSFORMATION ROADMAP

[Visual: 8 initiatives overview]

SCRIPT:

“Our solution is comprehensive. We’re not just fixing one thing - we’re transforming your entire
business across 8 critical areas:

1. Operational Efficiency & Project Management
2. Customer Communication Enhancement
3. Financial Optimization & Profit Maximization
4. Sales Process & Lead Generation Excellence
5. Digital Transformation & Technology Integration
6. Employee Training & Development
7. Marketing & Brand Positioning
8. Supply Chain & Vendor Management
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Each initiative is designed to deliver specific, measurable results. And together, they create a
multiplier effect that drives exponential growth.

Let me walk you through each one.”

SLIDE 10: INITIATIVE 1 - OPERATIONAL EFFICIENCY

[Visual: Project timeline comparison - before/after]

SCRIPT:

“Initiative 1: Operational Efficiency & Project Management

The Problem: Your projects take 120 days when they should take 75. Your crews are only 60%
utilized. You’re leaving money on the table through inefficiency.

The Solution: We’ll implement a comprehensive 7-phase project management system: - Phase 1:
Initial Consultation & Site Assessment - Phase 2: System Design & Proposal - Phase 3: Contract
& Permitting - Phase 4: Procurement & Logistics - Phase 5: Installation - Phase 6: Inspection &
Commissioning - Phase 7: Post-Installation Support

Each phase has detailed processes, checklists, and quality gates.

The Results: - Project duration: 120 → 75 days (-38%) - Crew utilization: 60% → 90% (+50%)
- Projects per year: 50 → 75 (+50%) - First-pass inspection: 70% → 95% - Rework rate: 15% →
5%

The Impact: - Additional revenue: $1.25 million (more projects) - Cost savings: $460,000 (effi-
ciency) - Margin improvement: +10 points - Total Impact: $430,000 additional profit

Investment: $98,000 ROI: 339% Payback: 2.7 months”

SLIDE 11: INITIATIVE 2 - CUSTOMER COMMUNICATION

[Visual: Customer journey map with 15 touchpoints]

SCRIPT:

“Initiative 2: Customer Communication Enhancement

The Problem: Customers feel left in the dark. Complaints are high. Referrals are low. You’re
losing money through poor customer experience.

The Solution: We’ll implement a 15-touchpoint customer journey: - Initial inquiry response (<2
hours) - Pre-consultation preparation - Consultation visit - Proposal delivery - Contract signing -
Permit updates - Equipment updates - Pre-installation confirmation - Daily installation updates
- Completion walkthrough - Inspection updates - System activation - 30-day follow-up - 90-day
review - Annual review

Plus departmental integration, automated workflows, and customer portal.

The Results: - NPS: 40 → 65 (+25 points) - CSAT: 3.8 → 4.7 (+0.9) - Referral rate: 10% →
40% (+300%) - Complaint rate: 25% → 5% (-80%) - Review rating: 3.8 → 4.7 stars
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The Impact: - Referral revenue: +$750,000 - Review-driven leads: +$500,000 - Repeat business:
+$300,000 - Reduced complaints: +$40,000 - Total Impact: $1,630,000 additional revenue

Investment: $76,000 ROI: 2,045% Payback: 17 days”

SLIDE 12: INITIATIVE 3 - FINANCIAL OPTIMIZATION

[Visual: Job costing dashboard]

SCRIPT:

“Initiative 3: Financial Optimization & Profit Maximization

The Problem: You don’t know which projects are profitable. You’re pricing based on guesswork.
Cash flow is unpredictable. You’re leaving money on the table.

The Solution: We’ll implement: - Real-time job costing system - Data-driven pricing models
- Cash flow forecasting tools - Financial controls and reporting - Optimized payment schedules -
Working capital management

The Results: - Gross margin: 20% → 30% (+10 points) - Net margin: 8% → 15% (+7 points) -
Job costing accuracy: Unknown → ±5% - Cash conversion cycle: 90 → 60 days - Working capital
need: $150K → $100K

The Impact: - Margin improvement: +$250,000 - Pricing optimization: +$260,000 - Cost reduc-
tion: +$200,000 - Cash flow savings: +$20,000 - Total Impact: $730,000 additional profit

Investment: $108,000 ROI: 576% Payback: 1.8 months”

SLIDE 13: INITIATIVE 4 - SALES PROCESS

[Visual: Sales funnel transformation]

SCRIPT:

“Initiative 4: Sales Process & Lead Generation Excellence

The Problem: You’re generating only 50 leads per month. Converting only 20%. Sales cycle is
60 days. You’re missing massive opportunities.

The Solution: We’ll implement: - Structured 7-stage sales process - Multi-channel lead generation
(Google Ads, Social, SEO, Referrals, Email, Partnerships) - CRM optimization and automation -
Sales team training and coaching - Residential market entry strategy

The Results: - Monthly leads: 50 → 125 (+150%) - Conversion rate: 20% → 35% (+75%) - Sales
cycle: 60 → 30 days (-50%) - Cost per lead: $200 → $132 (-34%) - Monthly sales: 10 → 44 projects

The Impact: - Additional projects: 408/year - Average deal: $52,000 - Additional revenue:
$21.2 million - At 30% margin: $6.36 million profit - Less current profit: $200K - Net Impact:
$5,250,000 additional profit

Investment: $95,000 ROI: 5,426% Payback: 6.6 days”
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SLIDE 14: INITIATIVE 5 - DIGITAL TRANSFORMATION

[Visual: Technology stack diagram]

SCRIPT:

“Initiative 5: Digital Transformation & Technology Integration

The Problem: Everything is manual. No automation. Disconnected systems. Your team wastes
40+ hours per week on tasks that should be automated.

The Solution: We’ll implement an integrated technology stack: - CRM optimization (Insightly)
- Project management (Buildertrend) - Accounting & job costing (QuickBooks) - Design software
(Aurora Solar) - Monitoring systems - Communication tools (Slack, Zoom) - Marketing automation
(HubSpot) - Document management (Google Workspace) - Photo documentation (CompanyCam)
- Mobile forms

Plus process automation and mobile-first strategy.

The Results: - Automation savings: 40 hours/week - Mobile efficiency: 15 hours/week per person
- Better data decisions - Improved customer experience - Real-time visibility

The Impact: - Automation savings: +$565,000 - Mobile efficiency: +$180,000 - Better decisions:
+$150,000 - Customer experience: +$300,000 - Total Impact: $745,000 additional value

Investment: $92,400 ROI: 706% Payback: 1.5 months”

SLIDE 15: INITIATIVE 6 - EMPLOYEE TRAINING

[Visual: Career development paths]

SCRIPT:

“Initiative 6: Employee Training & Development

The Problem: 40% annual turnover. No formal training. Inconsistent quality. Low productivity.
This is costing you $600,000+ per year.

The Solution: We’ll implement: - Comprehensive onboarding program - Ongoing training
(monthly, quarterly, annual) - Role-specific training and certifications - Career development paths
- Performance management system - Retention strategies

The Results: - Turnover: 40% → 15% (-62.5%) - Productivity: +30% - Quality: +40% - Employee
satisfaction: +50% - Training hours: 0 → 40/year per employee

The Impact: - Turnover cost reduction: +$187,500 - Productivity gains: +$300,000 - Quality
improvement: +$200,000 - Retention value: +$300,000 - Total Impact: $987,500 additional
value

Investment: $78,000 ROI: 1,166% Payback: 0.9 months”
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SLIDE 16: INITIATIVE 7 - MARKETING & BRAND

[Visual: Multi-channel marketing strategy]

SCRIPT:

“Initiative 7: Marketing & Brand Positioning

The Problem: Weak brand. Limited market presence. Spending $60K on marketing with minimal
results. Missing the residential market entirely.

The Solution: We’ll implement: - Strong brand strategy and positioning - Professional website
redesign - Multi-channel digital marketing (Google Ads, Social, SEO, Email) - Content marketing
(blog, video, social) - Traditional marketing (print, outdoor, events) - Community engagement -
Residential market campaigns

The Results: - Brand awareness: +200% - Lead generation: +100% - Conversion rate: +30% -
Market share: +5-8 points - Residential market entry

The Impact: - Additional leads: 900/year - Additional conversions: 330/year - Average deal:
$52,000 - Additional revenue: $17.4 million - At 30% margin: $5.22 million profit - Net Impact:
$5,220,000 additional profit

Investment: $85,000 + $240K marketing budget ROI: 6,047% (on consulting) Payback:
5.9 days”

SLIDE 17: INITIATIVE 8 - SUPPLY CHAIN

[Visual: Diversified supplier network]

SCRIPT:

“Initiative 8: Supply Chain & Vendor Management

The Problem: Single supplier. 6-8 month lead times. No negotiating leverage. Price volatility.
Quality inconsistencies. High risk.

The Solution: We’ll implement: - Diversified supplier base (China 60%, Panama 30%, Local
10%) - Vendor management system - Strategic partnerships - Inventory optimization - Procurement
optimization - Quality assurance - Risk management

The Results: - Lead time: 6-8 months → 3-4 months (-50%) - Equipment cost: -15% - Logistics
cost: -20% - Carrying cost: -50% - Quality defects: -70% - Risk: -80%

The Impact: - Equipment savings: +$225,000 - Logistics savings: +$30,000 - Carrying cost
savings: +$10,000 - Quality improvement: +$35,000 - Faster delivery value: +$100,000 - Better
quality value: +$50,000 - Lower risk value: +$50,000 - Total Impact: $500,000 additional
value

Investment: $68,000 ROI: 635% Payback: 1.6 months”
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5. FINANCIAL IMPACT & ROI (10 minutes)
SLIDE 18: TOTAL INVESTMENT SUMMARY

[Visual: Investment breakdown table]

SCRIPT:

“Now let’s talk about the investment required and what you’ll get in return.

Total Investment Breakdown:

Initiative Investment Year 1 Return ROI
Operational Efficiency $98,000 $430,000 339%
Customer Communication $76,000 $1,630,000 2,045%
Financial Optimization $108,000 $730,000 576%
Sales Process $95,000 $5,250,000 5,426%
Digital Transformation $92,400 $745,000 706%
Employee Training $78,000 $987,500 1,166%
Marketing & Brand $85,000 $5,220,000 6,047%
Supply Chain $68,000 $500,000 635%
TOTAL $700,400 $15,492,500 2,112%

Total Investment: $700,400 Total Year 1 Return: $15,492,500 Combined ROI: 2,112%
Payback Period: 16.5 days

Let me repeat that - you’ll recover your entire investment in just 16.5 days. Everything after that
is pure profit.”

SLIDE 19: TRANSFORMATION IMPACT

[Visual: Before/After comparison dashboard]

SCRIPT:

“Let me show you what this transformation looks like in practice:

CURRENT STATE: - Revenue: $2,500,000 - Gross Margin: 20% - Net Margin: 8% - Net Profit:
$200,000 - Projects: 50/year - Employees: 20 - Market Share: ~5%

OPTIMIZED STATE (Year 1): - Revenue: $18,000,000 (+620%) - Gross Margin: 30% (+10
points) - Net Margin: 15% (+7 points) - Net Profit: $2,700,000 (+1,250%) - Projects: 360/year
(+620%) - Employees: 35 (+75%) - Market Share: 15-20% (+10-15 points)

What This Means: - You’ll be 7x larger in revenue - You’ll be 13.5x more profitable - You’ll
be the market leader - You’ll have a sustainable competitive advantage - You’ll be positioned for
continued growth”
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SLIDE 20: 5-YEAR FINANCIAL PROJECTION

[Visual: 5-year growth chart]

SCRIPT:

“And this is just Year 1. Let me show you the 5-year trajectory:

Year 1: $18M revenue, $2.7M profit Year 2: $22.5M revenue, $3.6M profit (+25% growth) Year
3: $28.1M revenue, $4.8M profit (+25% growth) Year 4: $35.2M revenue, $6.3M profit (+25%
growth) Year 5: $43.9M revenue, $8.8M profit (+25% growth)

5-Year Totals: - Cumulative Revenue: $147.7 million - Cumulative Profit: $26.2 million

Compared to Current Trajectory: - Current 5-Year Profit: $1 million - Optimized 5-Year
Profit: $26.2 million - Improvement: +$25.2 million

This is the difference between staying where you are and becoming the dominant player in Costa
Rica’s solar market.”

SLIDE 21: RISK & MITIGATION

[Visual: Risk matrix]

SCRIPT:

“Now, I know what you’re thinking - ‘This sounds great, but what are the risks?’

Let me be transparent about the risks and how we’ll mitigate them:

Risk 1: Change Resistance - Mitigation: Early stakeholder involvement, clear communication,
phased rollout, quick wins - Probability: Medium - Impact: Manageable

Risk 2: Resource Constraints - Mitigation: Phased approach, external support, prioritization,
flexible timeline - Probability: Medium - Impact: Low

Risk 3: Technology Challenges - Mitigation: Proven solutions, comprehensive training, techni-
cal support, backup plans - Probability: Low - Impact: Low

Risk 4: Market Conditions - Mitigation: Diversified strategies, flexible approach, continuous
monitoring - Probability: Low - Impact: Medium

Overall Risk Assessment: LOW

Why? Because: 1. We’re using proven methodologies 2. We’re building on your existing strengths
3. We’re taking a phased approach 4. We have extensive experience 5. The market conditions are
favorable 6. The ROI is so strong that even partial success is valuable

The bigger risk is doing nothing and watching competitors take the market.”
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6. IMPLEMENTATION APPROACH (10 minutes)
SLIDE 22: PHASED IMPLEMENTATION

[Visual: 3-phase timeline]

SCRIPT:

“We’re not going to try to do everything at once. We’re taking a phased approach that prioritizes
quick wins and builds momentum:

PHASE 1: FOUNDATION (Months 1-3) Focus: Quick Wins & Revenue Drivers

Initiatives: - Financial Optimization - CRM Optimization - Sales Process Enhancement

Investment: $281,000 Expected Return: $6,610,000 Quick Wins: 90 days

Why these first? Because they directly drive revenue and provide immediate visibility into your
business.

PHASE 2: ACCELERATION (Months 4-6) Focus: Efficiency & Customer Experience

Initiatives: - Operational Efficiency - Customer Communication - Digital Transformation

Investment: $266,400 Expected Return: $2,805,000 Results Visible: 120 days

Why these second? Because they multiply the effectiveness of your sales efforts and improve
margins.

PHASE 3: OPTIMIZATION (Months 7-12) Focus: Growth & Sustainability

Initiatives: - Marketing & Brand Positioning - Employee Training & Development - Supply Chain
& Vendor Management

Investment: $153,000 Expected Return: $6,077,500 Full Optimization: 180 days

Why these last? Because they build on the foundation and acceleration phases to drive sustainable
long-term growth.”

SLIDE 23: MONTH-BY-MONTH ROADMAP

[Visual: Detailed 12-month timeline]

SCRIPT:

“Here’s what the first 12 months look like in detail:

Month 1: Assessment - All 8 initiatives assessed - Roadmaps created - Priorities identified -
Resources allocated - Investment: $99,000

Months 2-3: Design & Setup - Systems designed - Tools selected - Processes documented -
Training materials created - Investment: $245,000

Months 4-5: Training & Rollout - Teams trained - Pilots launched - Systems implemented -
Processes refined - Investment: $156,000
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Months 6-12: Optimization & Support - Performance monitored - Systems optimized - Con-
tinuous improvement - Ongoing support - Investment: $200,400

Key Milestones: - Month 3: First systems operational - Month 6: Full rollout complete - Month
9: Measurable results - Month 12: Full optimization

You’ll see results starting in Month 3, with full impact by Month 12.”

SLIDE 24: WHAT YOU’LL GET

[Visual: Deliverables checklist]

SCRIPT:

“Let me be very specific about what you’ll receive:

1. Detailed Implementation Guides (250+ pages) - Step-by-step processes - Financial models
and calculations - Templates and checklists - Best practices and examples

2. Systems & Tools - Job costing system - Pricing models - CRM workflows - Project management
system - Financial dashboards - Sales processes - Marketing campaigns - Training programs

3. Templates & Documents - 50+ email templates - 15+ SMS templates - Proposal templates
- Contract templates - Quality checklists - Training materials - Marketing content - SOPs for all
processes

4. Training & Support - Team training (all levels) - Management coaching - System implemen-
tation - Process refinement - Ongoing support (12 months) - Quarterly business reviews

5. Technology Setup - CRM optimization - Software implementation - System integrations -
Mobile app deployment - Dashboard configuration - Automation setup

This isn’t just consulting - this is complete implementation with ongoing support.”

SLIDE 25: SUCCESS METRICS

[Visual: KPI dashboard]

SCRIPT:

“How will we measure success? We’ll track specific KPIs across all areas:

Financial Metrics: - Revenue vs. target - Gross margin % - Net margin % - Cash position -
Project profitability

Operational Metrics: - Project duration - Crew utilization - Quality scores - Efficiency gains

Customer Metrics: - NPS score - Customer satisfaction - Referral rate - Review ratings

Sales Metrics: - Lead generation - Conversion rates - Sales cycle length - Cost per acquisition

Employee Metrics: - Turnover rate - Productivity - Satisfaction - Training completion
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We’ll review these metrics weekly, monthly, and quarterly. You’ll have complete visibility into
progress and results.”

7. PRICING OPTIONS (5 minutes)
SLIDE 26: THREE PRICING OPTIONS

[Visual: Pricing comparison table]

SCRIPT:

“Now let’s talk about pricing. We’re offering three options to fit your preferences:

OPTION A: FIXED FEE (Most Predictable) - Total Investment: $700,400 - Payment Sched-
ule: Monthly over 12 months - No performance risk - Clear ROI: 2,112% - Payback: 16.5 days -
Best for: Risk-averse clients who want predictability

OPTION B: HYBRID MODEL (RECOMMENDED) - Base Fee: $420,000 (60% of fixed)
- Performance Bonus: 3% of incremental profit - Year 1 Total: ~$559,433 - Shared risk/reward -
Aligned incentives - ROI: 1,033% - Payback: 21.5 days - Best for: Most clients - balances risk and
reward

OPTION C: PURE PERFORMANCE (Maximum Alignment) - Base Fee: $210,000 (30%
of fixed) - Performance Bonus: 5% of incremental profit - Year 1 Total: ~$442,388 - Lowest upfront
investment - Maximum alignment - ROI: 1,950% - Payback: 17.5 days - Best for: Confident clients
who want maximum alignment

All three options deliver exceptional ROI. The choice is about your risk tolerance and preference
for alignment.”

SLIDE 27: PAYMENT SCHEDULE (OPTION B - RECOMMENDED)

[Visual: Payment timeline]

SCRIPT:

“Let me show you the payment schedule for Option B, our recommended approach:

Base Fee Payments: - Month 1: $59,400 (Assessment) - Month 2: $73,500 (Design & Setup) -
Month 3: $73,500 (Design & Setup) - Month 4: $46,800 (Training & Rollout) - Month 5: $46,800
(Training & Rollout) - Months 6-12: $17,143/month (Support) - Base Fee Total: $420,000

Performance Bonus: - Calculated quarterly based on actual incremental profit - 3% of incremen-
tal profit above baseline - Year 1 Estimated: $139,433 - Paid quarterly in arrears

Total Year 1: ~$559,433

What This Means: - Lower upfront investment than fixed fee - You only pay performance bonus
if we deliver results - We’re aligned with your success - Still exceptional ROI (1,033%)

This is our recommended option because it balances predictability with performance alignment.”
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SLIDE 28: VALUE COMPARISON

[Visual: Investment vs. Return comparison]

SCRIPT:

“Let me put this investment in perspective:

What You’re Investing: - Option A: $700,400 - Option B: $559,433 (recommended) - Option C:
$442,388

What You’re Getting: - Year 1 Return: $15,492,500 - 5-Year Return: $25,198,438

ROI Comparison: - Option A: 2,112% ROI - Option B: 1,033% ROI - Option C: 1,950% ROI

Payback Period: - Option A: 16.5 days - Option B: 21.5 days - Option C: 17.5 days

What Else Could You Do With $700K? - Hire 10 more employees: Adds capacity but not
efficiency - Buy more equipment: Doesn’t solve core problems - Increase marketing: Without
systems, you’ll waste it - Do nothing: Watch competitors take the market

The Reality: This isn’t an expense - it’s an investment that pays for itself in less than 3 weeks
and generates millions in return.

The question isn’t ‘Can we afford this?’ The question is ‘Can we afford NOT to do this?’”

8. Q&A & NEXT STEPS (10-20 minutes)
SLIDE 29: ADDRESSING COMMON CONCERNS

[Visual: FAQ format]

SCRIPT:

“Before we open it up for questions, let me address some common concerns we typically hear:

‘This seems too good to be true. Is it really possible?’ Yes. Here’s why: - You already
have the foundation (experience, team, infrastructure) - The market is ready (growing demand,
limited competition) - The timing is perfect (pre-election, market expansion) - We’re using proven
methodologies that have worked for hundreds of companies - The numbers are conservative - we’d
rather under-promise and over-deliver

‘What if we can’t implement everything?’ That’s why we have a phased approach. Even if
you only implement Phase 1, you’ll see $6.6 million in returns on a $281K investment. That’s still
a 2,250% ROI.

‘What if the market doesn’t grow as expected?’ Our projections are based on capturing
more of the existing market, not just market growth. Even if the market stays flat, you can still
achieve these results by taking share from competitors.

‘What if our team resists the changes?’ Change management is built into our approach. We
involve your team early, communicate clearly, provide comprehensive training, and demonstrate
quick wins. We’ve successfully managed this with hundreds of companies.

16



‘What if we need to pause or slow down?’ The phased approach gives you natural pause
points. You can complete Phase 1, assess results, and then decide on Phase 2. You’re in control.

‘How much of your time will this require?’ We’ll need significant involvement from leadership
in Month 1 (assessment). After that, we’ll need 5-10 hours per week from key stakeholders. We do
the heavy lifting - you provide direction and decision-making.

Now, what questions do you have?”

SLIDE 30: NEXT STEPS

[Visual: Decision process flowchart]

SCRIPT:

“Here’s what happens next:

TODAY: - We answer all your questions - You discuss internally - You review the complete
documentation

THIS WEEK: - Schedule follow-up call if needed - Review detailed implementation guides -
Discuss with your team - Make a decision

NEXT WEEK: - Select pricing option - Sign engagement agreement - Assign internal resources -
Schedule kickoff meeting

MONTH 1: - Begin assessment phase - Conduct stakeholder interviews - Analyze current opera-
tions - Develop detailed roadmaps - Identify quick wins

MONTH 3: - First systems operational - Quick wins delivered - Momentum building - Results
visible

MONTH 12: - Full transformation complete - All systems optimized - Results exceeding targets
- Sustainable growth trajectory

The sooner we start, the sooner you start seeing results. And remember - you’ll recover your
investment in just 16.5 days.”

SLIDE 31: THE DECISION

[Visual: Two paths comparison]

SCRIPT:

“Let me leave you with this:

PATH 1: STATUS QUO - Continue current operations - $2.5M revenue - $200K profit - 5%
market share - Watch competitors grow - Miss the residential opportunity - 5-Year Profit: $1 million

PATH 2: TRANSFORMATION - Implement comprehensive transformation - $18M revenue
(Year 1) - $2.7M profit (Year 1) - 15-20% market share - Become market leader - Dominate resi-
dential market - 5-Year Profit: $26.2 million
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The Difference: $25.2 million over 5 years

The Investment: $700K (or less with performance pricing)

The ROI: 2,112% (or higher)

The Payback: 16.5 days

The Risk: Low (proven methodologies, phased approach, your existing strengths)

The Opportunity: Once in a decade market conditions

This is your moment. The market is ready. The timing is perfect. You have the foundation. All
you need is the right systems and processes.

We’re ready to help you become Costa Rica’s dominant solar leader.

What questions can I answer?”

SLIDE 32: CONTACT & THANK YOU

[Visual: Team contact information]

SCRIPT:

“Thank you for your time today. We’re excited about the opportunity to work with Sunshine
Energy Corp and help you achieve this transformation.

Your WAIMI.xyz Team: - Holly Rivera: [Email] [Phone] - Craig Gaghich: [Email] [Phone] -
Brian Wolf: [Email] [Phone] - Tony Wolf: [Email] [Phone]

Next Steps: 1. Review the complete documentation package 2. Discuss with your team 3.
Schedule follow-up call if needed 4. Make your decision 5. Let’s get started!

Remember: - 16.5-day payback period - 2,112% ROI - $15.5M additional revenue in Year 1 -
$25.2M additional profit over 5 years - Market leadership position

The opportunity is here. The timing is perfect. Let’s make it happen.

Thank you!”

� PRESENTATION TIPS
DELIVERY GUIDELINES

PACING: - Speak clearly and confidently - Pause after key points - Allow time for questions -
Don’t rush through numbers - Emphasize ROI and payback

ENGAGEMENT: - Make eye contact - Read the room - Adjust pace based on interest - Encourage
questions throughout - Use examples and stories

HANDLING OBJECTIONS: - Listen fully before responding - Acknowledge concerns - Provide
data and examples - Offer alternatives - Stay positive and confident
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CLOSING: - Summarize key points - Emphasize the opportunity - Create urgency (market timing)
- Make next steps clear - End with confidence

� KEY MESSAGES TO EMPHASIZE
1. “You’ll recover your investment in 16.5 days”
2. “This isn’t an expense - it’s a 2,112% ROI investment”
3. “The market is growing 400-800% by 2026”
4. “You’re leaving $15.5M on the table every year”
5. “We’re using proven methodologies that work”
6. “The timing is perfect - act now”
7. “Even partial success delivers exceptional returns”
8. “The bigger risk is doing nothing”

END OF CLIENT PRESENTATION SCRIPT

This script is designed to be delivered in 60-90 minutes with flexibility for questions and discussion.
Adjust pacing and depth based on audience engagement and time available.
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