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The CEO of your company, after a meeting with the board of directors, has just announced the company is going solar. The 
board of directors has created a new vision statement to be delivered to all of its stock holders that the company is 
embracing a new corporate strategy of "going green" and has charged the CEO with developing actions to demonstrate this 
commitment internally and publicly with solar as the centerpiece. 

The company CFO, Ms. Moneypenny, has a keen interest on how the financials shake out on this directive.  She has been 
allocated $1MM in the budget for the solar project. Ms. Moneypenny has attended two meetings with the solar company 
chosen to complete the project. The solar company has provided details on the various financial incentives to be applied 
towards the investment in the solar system: 

 Federal tax incentive of 30%. Available as a 30% tax credit or a 30% cash grant. Both apply to the full cost of the solar 
system. 

 State tax credit of 35%. Again, applied to the full cost of the system as it's under $2MM. 

 Modified Accelerated Cost-Recovery System.  Tax value of approximately 33% over 5 years. 

Ms. Moneypenny has been concerned with how to handle the company's state tax liability. This liability is potentially money 
lost to the company. The solar tax incentives that can be applied towards the cost of the solar system allows her to put their 
tax liability to work and reinvest in the company. She also decides it's to the company's benefit to elect the Federal cash grant 
instead of taking the Federal tax credit . The solar company has quoted a price for $960,000.   Ms. Moneypenny does the 
calculation. 

 $960,000  price for the solar electric system 
-$288,000  30% Fed Grant 
-$336,000  35% NC State Tax Credit 
+$117,600  added back as tax adjustment on state credit 
-$316,800  33% tax value of Federal & State depreciation 
$136,800 Net cost for the solar system. 
 
This reduces the original price by 85%! Ms. Moneypenny is now on the same page as the CEO who is thinking more of the 
marketing value of the company embracing solar. But first, what does $960,000 in solar buy? She returns to the solar 
company's proposal and sees the system specs state it will be a 192KW size and will generate 229,000KWH per year. The 
solar company recommends signing on with the Progress Energy Sunsense program and selling all of the power their solar 
system generates for 18c per KWH.  This adds up to $41,220 per year as immediate cash flow. The system will pay for itself in 
under 5 years! She quickly schedules a meeting with the CEO to demonstrate the figures. 
 
The CFO quickly gets the CEO's attention on the 85% price reduction, the immediate cash flow and the ROI under 5 years. The 
two grab the marketing director to sketch out strategy to market the solar system once it's installed. 

 Public announcement to launch the system. Invite TV, radio, and newspapers.  

 Ribbon cutting. Mayor and local dignitaries. 

 Photos of solar system. Place in corporate brochures, web site, and all company collateral materials. 

 Real time dashboard solar monitoring system. Place on company web site and TV monitor in company lobby for 
public viewing. 

 Letter announcement to customers. 

 Invitation to the governor and key legislators to tour the solar system. 

 Begin advertising campaign to show true commitment to "going green". 
 
The CFO researches how the solar system will affect the value of their building and finds out that for every thousand dollars 
saved in annual energy costs increases a buildings value by $20,000. 
 
The CEO calls his highly skilled facilities manager to expedite the project and begin the installation process with the solar 
company. 


