
Annual number of home energy upgrade 
projects jumps from 18 to 135 in 2 years

 
GreenStreet Solutions’ close ties with a utility company make its 
business model unique compared to many other companies, and helps 
illustrate the diverse points of entry into the home performance industry. 
GreenStreet Solutions has grown from $100,000 in revenue in 2009 to 
$900,000 in 2011, staff  has increased from 2 to 12 since 2009 and average 
project size is now $3,200, compared to $1,500 when the company 
initially opened.

GreenStreet Solutions is a wholly owned subsidiary of the Vectren 
Corporation, an energy holding company headquartered in Evansville, 
Indiana. Vectren saw the home performance industry as a promising 
revenue source that aligned with its customers’ desires to save energy. 
GreenStreet has benefitted from its ties to its parent company, 
especially in terms of startup funding and staff  support. GreenStreet’s 
success demonstrates the viability of the “spin-off” business model. 
GreenStreet Solutions initially opened as a Cleveland, Ohio, based home 
performance contractor in 2009. Since then, the company has expanded 
its service area and opened an additional office in Cincinnati to service 
southwest Ohio.

GreenStreet Solutions has transitioned from an energy assessment 
company that offered management of subcontractors to a full-service 
home performance company that performs most energy-efficiency home 
upgrades with in-house staff. “Our initial model was to have a network 
of contractors who would do all of the installation work. It took us all 
of about 3 months to realize that wasn’t a good idea because there was 
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Typically two staff conduct each home 
energy check-up, one to conduct the 
diagnostics and one to talk with the 
customer. Homeowners are encouraged to 
participate and GreenStreet Solutions has a 
close rate of 60%, even though only about 
5% of homeowners opt for the low-cost 
financing offered through the Electric & 
Gas Industries Association.
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additional margin to capture if  you were doing the work yourself. 
That’s when we began to internalize work we had been subbing out,” 
said Sean Smith, general manager of GreenStreet Solutions. Now, 
the only work that is subcontracted is HVAC upgrades. All other 
services are conducted by in-house technicians.

Business Metrics

Startup costs for GreenStreet Solutions totaled approximately 
$450,000 and included equipment, resources, branding, property 
investment, warehouse space, inventory, marketing, and 
management. GreenStreet Solutions made a significant investment 
in branding, which has benefited the company greatly. “Branding 
efforts have paid off—people have told me that we must have a 
fleet of 30 vehicles, when the fact of the matter is that we only have 
3,” said Smith. Additionally, GreenStreet invested in acquiring a 
contractor’s network for subcontracting HVAC work.

Since 2009, GreenStreet Solutions has seen revenue growth of over 
300% per year and revenue per employee has grown at 107% per 
year. The total number of projects has grown significantly, from 
18 to 135, resulting in a 46% increase in revenue per project per 
year. Instead of focusing on a closing rate (which is 55%–65%), 
GreenStreet Solutions uses what it calls a “conversion metric” 
which measures the number of retrofits divided by the number of 
assessments. This metric target is 35%. Table 1 below outlines overall 
business metrics since the company opened in 2009.

Public Programs

GreenStreet Solutions participates in a variety of public rebate 
programs available to Ohio homeowners. However, the company is 
focused on growing its business through independent marketing and 

Home Performance Services:

•	 Energy Checkups
•	 Insulation
•	 Air Sealing
•	 Duct Sealing
•	 Equipment Replacement
•	 Indoor Air Quality
•	 Health/Safety
•	 Water Heaters

“It is the assessor’s responsibility 

to forge a relationship with 

the homeowner. When they do 

this successfully, they get more 

referrals. Referrals are one of the 

best ways we get new leads.”

Sean Smith, General Manager,  
GreenStreet Solutions

Table 1. GreenStreet Solutions: Company Size and Business Volume by Year

Year Employees Average  
Project Size ($) Revenue ($) Total Number  

of Projects
Revenue per 
Employee ($)

2009 3 $1,500 $35,000 18 $11,667

2010 6 $2,500 $350,000 60 $58,300

2011 12 $3,200 $600,000 135 $50,000

Data Courtesy of GreenStreet Solutions.

GreenStreet Solutions of Cleveland, 
Ohio, started out in 2009 as an energy 
auditing company with a staff of 3 and 
quickly evolved into a full service home 
performance company offering numerous 
home energy upgrades with an in-house 
staff of 12.
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“We invested a lot in branding, 

which has really paid off. People 

have told me that we must have  

a fleet of 30 vehicles. The fact  

of the matter is that we only  

have 3.”

Sean Smith, General Manager,  
GreenStreet Solutions

educational efforts. “We are involved in public programs, but we are 
not reliant on subsidies. That is how we set up our business model,” 
notes Sean Smith. Less than 3% of revenues come from incentives 
associated with program participation. GreenStreet Solutions 
is dedicated to enhancing the home performance industry and 
employing business practices that will keep it independent of public 
programs in the home performance market. Programs in Ohio include 
national, state, and utility initiatives. 

HOME PERFORMANCE WITH ENERGY STAR: Rebates for 
home energy checkups and energy-efficiency upgrades are given to 
homeowners. GreenStreet Solutions is a preferred contractor and 
has upgraded about 30 homes through the Home Performance with 
ENERGY STAR program.

GREATER CINCINNATI ENERGY ALLIANCE: Provides financial 
benefits to both homeowners and contractors. Partially subsidizes 
the cost of the checkups, and will pay 35% to 40% of the costs of 
home performance upgrades depending on type of upgrade and 
energy savings. This is a new program and GreenStreet Solutions has 
upgraded six homes in this program to date.

UTILITY PROGRAMS: There are a variety of utilities serving both 
the Cincinnati and Cleveland areas that offer homeowner rebates 
for home performance upgrades. GreenStreet Solutions provides all 
customers with information regarding the programs they qualify for.

Training

The sales process at GreenStreet Solutions is very important to 
management of the company and is essential for closing as many 
projects as possible. The company uses the Sandler Training method, 
which teaches assessors to identify homeowners’ “pain” and suggest 
the necessary upgrades that will make them more comfortable in 
their homes. Assessors receive ongoing weekly training sessions in the 
technique. More information about the Sandler Training method can 
be found at www.sandler.com

Marketing

GreenStreet Solutions relies on its own marketing campaigns for 
the majority of its customer acquisitions. In general, 80% of job 
leads come to the company through its marketing efforts, and the 
remaining 20% come through one of the programs offered in the 
areas it serves. Events such as home and garden shows, tradeshows, 

For GreenStreet Solutions, 80% of leads 
come from its own marketing efforts while 
20% of leads come from participation 
in local programs and less than 3% of 
revenues come from program incentives.  
A partnership with a local TV station 
to conduct a home energy makeover 
generated a lot of consumer interest.

GreenStreet Solutions, a subsidiary of an 
energy holding company from Indiana, has 
seen revenues soar from $35,000 in 2009 
to $600,000 in 2011, while the number of 
projects rose from 18 to 135.
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and other community activities help GreenStreet Solutions reach 
out to potential clients. “Our best exposure is when we can get face 
to face with our customers,” said Smith. Last year, GreenStreet 
Solutions partnered with a local TV station in Cincinnati to 
design an energy makeover contest. The prize was $7,500 in home 
performance upgrades and the program had 141 entries in just 2 
weeks. The results were so positive that GreenStreet will conduct 
more makeover contests in all service areas.

For GreenStreet Solutions, the assessors are the individuals who 
interact with and sell services directly to homeowners. Often times, 
customer referrals go directly to the assessor, not the company. 
As such, each assessor has the ability to schedule home energy 
checkups independently. Usually, one assessor and one technician 
will be onsite to conduct the home assessment and interact with 
homeowners. “We get higher close rates by including the customer in 
the checkup—auditors are trained to pick up on comments made by 
customers regarding their comfort,” notes Sean Smith. No incentives 
are offered by GreenStreet Solutions, all employees are paid a salary.

For each home checkup, a comprehensive report is generated and 
supplied to the homeowner. Sean Smith notes, “A full audit includes 
return on investment, payback, and utility cost savings, but it isn’t 
a focal point for customers. Customers really care about comfort.” 
In general, about 80% of customers say comfort is their primary 
issue, 15% want to lower utility bills, and 5% care most about their 
environmental impact. Once upgrades are complete, GreenStreet 
Solutions conducts a comprehensive test-out procedure to measure 
the impacts of the upgrades. 

GreenStreet Solutions offers financing through the Electric & Gas 
Industries Association (EGIA), but only about 5% of homeowners 
opt for a financing option. According to Smith, this is because 
their primary target customer is high-income earners who live 
in large homes. As the industry develops, however, the company 
sees opportunities to reach out to households of all income levels; 
“My hope is that there is enough business out there outside of 
weatherization and other public programs to sustain the industry,” 
he said. Ultimately, GreenStreet Solutions aims to help develop the 
home performance industry, creating a market for many contractors 
with the goal of increasing residential energy efficiency.

www.greatercea.org

www.energystar.gov/homeimprovement 

Marketing Strategies:

•	 Home & Garden shows
•	 Tradeshows
•	 Community Involvement
•	 Energy Makeover Contest
•	 Websites
•	 Search Engine Optimization
•	 Word-of-Mouth
•	 Referrals 
•	 Networking

“We make recommendations 

based on the data gathered 

at during the checkup, we do 

not try to steer our customers 

to any one solution unless it is 

substantiated.”

Sean Smith, General Manager,  
GreenStreet Solutions

eere.energy.gov

For information on Building America visit www.buildingamerica.gov. The website 
contains expanded case studies, technical reports, and best practices guides.
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