SALES
PLAYBOOK

CERTIFIED ENERGY EXPERT"

RETROFIT

(=]
)
—_
(2]
=2
o=
—_
[=]
)
—_
w
o]
—_
(=]
)
=
=T
(=
—_

=
Ll
.
[ ]
o=
ke
(e

PROFESSIONALS

April 2024



WHY A PLAYBOOK?

Retrofit work can help to yield higher margins
and bring in a continual cash flow for your
business. But to succeed in this space, you
must first have the right strategy in place. To
set your business up for success, it's critical
to have standardized processes — from
getting leads to gathering customer reviews!'

Not everyone has the personnel and
infrastructure in place to build a retrofit
program from scratch. So, we're here to
help. This playbook has been designed using
guidance from experienced experts who
have “been there and done that." Leverage
the following assets, recommendations and
strategies to generate more retrofit work and
WIN in your market.

If you have any questions or need additional
support with these strategies, please send a
message to ceeinfo@owenscorning.com

or speak with your Owens Corning sales rep.

Not a guarantee of customer leads or profits.
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Tips for Success

GENERATING RETROFIT LEADS
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Lead generation is a pivotal part of establishing the retrofit portion
of your business. You'll find that your approach to generating new
business will continually evolve. You must constantly adjust your
strategies, tools and spending as you go. Here are some tips that
will help you stay on top of your game.

]
POST CONTENT SUGGESTIONS
Wondering what to post? Here are some ideas:

Update your business practices to specifically attract homeowners and establish trust.

+ Outfit your sales team and installers in branded apparel. You can order a variety of + Before and after photos

high-quality co-branded items via OCConnect™.

- Community service/volunteer work

- Market your business consistently to distinguish yourself and build upon your
professional reputation. Ways to start include:

+ Industry news or trend information
+ Customer testimonials

* Truck wraps for a consistent brand presence + Meet the team photos or videos

. . - Seasonal tips for homeowners
* Direct mailers to reach homeowners

+ Promotions, sales and deals

* Yard signs to increase brand awareness - Awards or accreditations earned

. I . . + How-to vi
+ Homeowner-facing sell sheets on topics like the Inflation Reduction Act R

(IRA) tax rebates and the advantages of reinsulating - Fun facts

» Door Hangers for neighborhood canvassing

- Work with the CEE team to refresh your company website. Use this checklist as a guide:
» Features educational content to inform homeowners

» Speaks to your Certified Energy Expert® status, including information about
the exclusive CEE Limited Lifetime Warranty on products and workmanship

» Includes the latest federal tax credit information

» Mentions any local utility rebate programs
» Has an easy-to-use online form to request a consultation

+ Establish a consistent social media presence for your company. Contact the CEE
program if you'd like help with content or account management for the following:

» Facebook Page

» YouTube Page

» LinkedIn Page

» Instagram Page (if you regularly have photos and videos to feature)

3 Owens Corning® Certified Energy Expert® Program | owenscorning.com/connect

L™



Tips for Success

GENERATING RETROFIT LEADS

-7}
m
=
m
=
=
=
—}
=
m
=
=]
7

+ Reach consumers online who are seeking out your services + Consider your unique market. While the web is typically + Know where your leads come from. + Understand your costs.
through search engine marketing. You can enlist the CEE the most cost-effective way to gain leads, explore other
team to help with Pay-Per-Click (PPC) advertising through ways to reach homeowners in your region: + If needed, you can set up a dedicated phone number per - The best lead generators conduct a thorough analysis
Google Ads (Search, Display & Remarketing), YouTube and lead source. Check out these web-based digital phone ) )
Facebook Ads. Local home shows systems to get started: of where their marketing budget was spent on at least
+ Advantage: face-to-face access to homeowners « Grasshopper (basic) www.grasshopper.com @ mont.hly basis. Then,’they adjust their budget ,
* Request online customer reviews to bolster your online - Disadvantage: high lead costs (labor) An affordable virtual phone system that works right on according to each toofs performance. Make sure you're

reputation. Research suggests that the average consumer tracking these metrics:

) . . our smartphone or computer.
reads 10 reviews before feeling able to trust a business. y P P

- What are my costs per lead from each lead source?

Equip your crews with Google Review Cards, which include Door knocking with appointment setters * Call Tracking Metrics (advanced) h le f h lead

) . 2
your logo, contact details and a customized short link + Advantage: can generate quality leads www.calltrackingmetrics.com What are my costs pe'r sa ? rom ea(? ) ea fsource.
and QR code to your company’s Google page. Consider - Disadvantage: high lead costs (labor) Reveal which ads generate great leads and automate  Does alead source drive high quantities of leads

incentivizing employees with bonuses for collecting reviews. that may not be high quality?

pipeline engagement to close them faster.

. - . 5
Collaboration/cross-selling with other trade Does alead source drive high margin eads?

Make sure your company'’s presence on homeowner-facing « Does a lead source have high close rates?

third-party websites is up to date. contractors (e.g., roofers, HVAC) + Make sure your team members know to ask every _
. . ) otential customer how thev found vou and have a + Here we have included ballpark spends based on our
» Better Business Bureau (bbb.org) Advantage: broader reach P ) yTound you . o . e
) ) . process in place for documenting this information. experts’ input. We've included referrals with this group
+ HomeAdvisor (homeadvisor.com) - Disadvantage: lower margins .
because a strong referral program is as valuable as
* Angi (angi.com) : .
any online marketing you can do.
* Yelp (yelp.com)
* Nextdoor (nextdoor.com) TIP Based on several years of past data,
i RECURRING RECURRING RECURRING TARGET TARGET
gei;eacg?c:n?enizg tshea;ri r?ffmmZTEer TooL COSTLOW | COSTMEDIUM | COSTHIGH | COST/LEAD | ACQUISITION NOTES
budget of 535 per day for their ?na?n Google Ads $500.00 $100.00 $5,000.00 $100.00 $300.00 Average ROI: 2X
location and $30 per day for any Referrals $25.00 $50.00 $100.00 $50.00 $200.00 Knock on 6 Close Doors
additional branch. You can work with a Home Advisor/Angie $0 S0 $0 $75.00 $450.00 High Vol & Low Quality
marketing professional through the CEE Facebook/Instagram $100.00 $250.00 $500.00 $100.00 $350.00 Drive Quaility Leads
predramyiollicieateidicainaidn Yelp $500.00 $750.00 $2,500.00 $100.00 $300.00 | High CNV, Cheap Clicks
specifically for your business. You will Next Door %0 50 %0 50 %0 Post Free, BIZ Gets Tagged

also receive regular reporting so you can

adjust your spend as needed. *Note: Information is based on a sampling of industry experts and

contractors. It is for informational purposes only.

Consumer

Financing - Not every homeowner can afford the upfront cost

Made Eas . . ! .
y of insulation. Explore adopting a consumer financing
AVSERVICEFINANCE COMPANYLLC . .
Ansmterttin program that appeals to homeowners. Service Finance

Service Finance offers a fast, simple, Company specializes in providing contractors with
and paperless process to make financing easy.

flexible finance options for their customers. With

HIGHLIGHTS

e i more than 80 different loan options available, Service

Service Finance Company, LLC specializes in ——

o cotsctor i e e - Finance makes it easy to find the right loan program for

‘options available, Service Fin: (oo
~ Larger average ticket sales:

e o deducties homeowners.
fees

« Easy funding, no COC required

S Piiissoses o038 A + CEE members can receive exclusive rates when

Enroll Today by visiting:
https://enroll.svefin.com/CEE

utilizing this service by enrolling at https://enroll.

svefin.com/CEE.

New to financing? Service Finance
provides training to help you sell higher
margin jobs with financing.

RS cnROLLNOW |

svefin.com

sales@svafin.com
877-661-6793

Retrofit Sales Playbook 6



7 Owens Corning® Certified Energy Expert® Progd

TIP Sign into your OCConnect™ dashboard to access
these materials. owenscorning.com/connect

| owenscorning.com/connect

Lead Scrubbing

MANAGING YOUR LEADS

Effectively managing leads allows you to better allocate your time
and resources. This begins with lead scrubbing. This involves
filtering out non-legitimate leads so your team can focus on valid
opportunities that will yield revenue.

It is typically recommended that the individual taking inbound calls
and emails for a business not be a salesperson. After all, there is

a risk of a salesperson being too aggressive when scheduling the
lead. The individual who responds to potential customer inquiries
should be properly trained on scrubbing a lead. Specifically, have
them confirm a few key details:

* Is this customer looking for a product or service we offer?
* Do they live in our service area?

* Are they the homeowner?

* Will they be home for the appointment?

Then, have a consistent process in place for documenting this
information and following up as needed.

Sample Script LEAD SCRUBBING SCRIPT
H . . . “Thank you for calling How can | help you today?"

We have developed a script to help you scrub leads and maintain consistency 1m cting t 9t onesimoteon upgrading my i siation

across your business. A downloadable word document can be found on OCConnect. Gt bl with e Lot o et o cikifrmato, and hen s

- What is the best contact phone number?

- We send all our estimates via email. What's the best email address for you?

*Thank you for that information. So, what exactly do you need us to come out and
look at for you?"

"Do you know how much attic insulation you have currently?”

. No
“Not a problem. We will me:

e when we get out there and let you

Retrofit Sales Playbook 8
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Sharpening Your Sales Presentation

MAKING THE SALE

Once you have secured a consult with a homeowner,
you should have a consistent process in place for
each appointment. You don't need to be the lowest-
cost provider to be the best value and the right
choice. We have a variety of resources available to
help support you as you connect with homeowners
and win their business.

“Choose A Certifed Energy Expert for Your Home”

. Video Length: 32sec
In-home Consultation

The in-home sales process consists of four main parts:

Warm-up Presentation (Part 2)

+ Use visual sales tools to highlight products and their
benefits. Ask for the business

+ Provide an overview of the install process so they
know what to expect from the start.

Get to know the homeowner. Ask questions like:

- Why did you ask that we come out today?

- If you get a "no,” don't rebut immediately. Give the homeowner a chance

- What are your goals for this project? to let their guard down with small talk. Ask affirming questions such as:

* Check out our customizable “What to Expect”

+ How long have you been in the home? video online!

+ What other projects have you done around the
house? How did they go?

+ What drives your decision making?

Presentation (Part 1)

Check out our pre-made, customizable CEE sales
presentation tool you can use with homeowners.

+ Tell your company story, including what differentiates
your business and why they should work with a
Certified Energy Expert® professional.

+ Educate the homeowner by explaining the benefits of
reinsulating, along with some of the science behind it.

Measurement and Inspection

- Demonstrate your value and expertise as you assess
the home.

- Make sure you look for other services you can help
with and ways you can help make their home a better
place to be.

+ Highlight the CEE Limited Lifetime Warranty in your

pitch. We've included it on page 14 of this guide and

within the PowerPoint presentation for your reference.

+ Provide the Limited Lifetime Warranty sell sheet as a

leave-behind.

+ Present an estimate on the spot.

* This is essential. Providing an in-person estimate

leads to a significantly higher close rate.

+ Share information about the IRA tax credit, as well as

any utility rebate programs you know of in your area.

Provide a leave-behind IRA sell sheet, so they have the

information on hand (see page 19 in this guide).

TIP Sign into your OCConnect™ dashboard to access

these materials. owenscorning.com/connect

9 Owens Corning® Certified Energy Expert® Program | owenscorning.com/connect

- Are you confident in the products we discussed?
+ Are you confident in our install abilities?
« Is the warranty something that matters to you?

- Also revisit the benefits that insulation will add to their home, highlighting
the added value, return on investment, enhanced comfort, and lower
heating and cooling costs.

If cost is a concern, remind them of the IRA tax credit available to them. Also share
financing options available if your company is enrolled in Service Finance Company.

Ask one more time!

- If needed, you can ask for a small concession from homeowner in
exchange for a discount. Examples include:

+ Offering an incentive for leaving an online review

+ Asking to leave a yard sign for 30 days for a discounted price and
then picking up the sign for reuse

+ Asking the homeowner to share energy bills from before/after the work

- Offering an upcoming open spot on the schedule to help kickstart
the project fast

Retrofit Sales Playbook 10



Telling the CEE Story J .

TRAINED. TESTED. TRUSTED.

Owens Corning® Certified Energy Expert®
professionals work with homeowners to help
make buildings and homes quiet, comfortable
and energy-smart.

TIP: Show customers why you're the
right choice. Use this messaging on your
website and marketing materials.

As energy performance consultants, we're trained to help optimize comfort, noise control and energy efficiency. As elite
insulation contractors, we're tested to meet the highest standards, delivering advanced solutions based on decades of
building science research. As an exclusive group certified by Owens Corning®, we're backed by a limited lifetime warranty*
on the #1 most trusted brand of insulation™ and the industry’s only limited lifetime warranty* on installation.

Working with an Owens Corning® Certified Energy Expert® professional means knowing your team is trained, tested and trusted

to help make any home or building a better place to be.

v/ Trained to v’ Tested for v"Backed by a
Optimize Comfort Proven Performance Trusted Leader
Energy consultants with extensive Elite insulation contractors tested to Product and workmanship
training and hands-on experience. ensure Grade 1 installation quality. warranty* no other brand can match.

Meeting the Highest Standards

Only the very best insulation contractors have what it takes to be Owens Corning® Certified Energy Expert® professionals.

Knowledge Quality

Verified R-value of Owens Corning® PINK® Fiberglas™
insulation, the #1 most trusted brand of insulation.”

Completion of mandatory training through online,
classroom and hands-on learning.

Integrity Workmanship

Commitment to uphold the highest industry Tested for Grade 1 installation quality.

standards and practices.

Warranty
. . e "
Licensing Backed by Owens Corning® limited lifetime @@

Current on all required state and local licenses. warranty on product and workmanship.”* g ASEyNCES,

*

Ethics Recognized

Good standing with the Better Business Bureau. We are proud to be a part of the Owens Corning® Certified
Energy Expert® program, the EXCLUSIVE manufacturer’s
insulation contractor program recommended by ENERGY
STAR based on rigorous training and the highest quality

installs.

11 Owens Corning® Certified Energy Expert® Program | owenscorning.com/co
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TRAINED. TESTED. TRUSTED.

Using the CEE Logo

Only the most elite insulation professionals can feature this logo.
Use it with pride along with your own branding elements to create an
identifiable and elevated presence in your market. Consistent usage
strengthens your brand and ours. Always follow brand guidelines.

FOR MORE INFORMATION
Download the CEE Logo Guidelines from OCConnect™
Questions? CEEinfo@owenscorning.com

*1f you live in the United States and you are the homeowner of any free-standing
residential home or any wood framed multi-family housing structure (5 stories or
under) containing Owens Corning® Fiberglas™ insulation installed by a Certified
Energy Expert®, you are entitled to the benefits of this warranty. The CEE Limited
Lifetime Warranty can be transferred from homeowner to homeowner for the life
of the home.

1T Home Innovation Research Labs Builder Panel, April 2019.

T See actual warranty for complete details, limitations and requirements. For the
lifetime of the Home beginning from date of installation by an Owens Corning®
Certified Energy Expert®.




Perfect Your Pitch

SELLING BEYOND PRICE

Your company'’s “differential value” is that
competitive advantage that sets you apart
from the competition in ways that matter to your
customers. Here are six ways to enhance your
Differential Value so you can sell beyond price.

| MAKE YOUR HOME A
BETTER PLACE TO BE.

Industry-Exclusive Coverage!

LIMITED LIFETIME WORKMANSHIP WARRANTY

Offer your customers what no one else can!

Now, you're backed by the industry’s only limited

lifetime warranty on installation workmanship,’
along with our limited lifetime warranty on
products. It's a huge testament to the quality

M3IIAY3IA0 WYYI0Yd

We've developed an in-home customizable sales tool to help you sell
your value to a homeowner. You can find it on the OCConect™ portal.

work you deliver as a Certifled Energy Expert® L x

professional. LIMITED
LIFETIME
WARRANTY

1. Define Your Difference.

Whether it's shorter lead times, an exceptional inspection
pass rate or the most crews, show your customers how
you're different—and how that can help them.

Here are five quick ways to promote this value-added benefit:
5. Walk Through the Warranty.
As a Certified Energy Expert® professional, you're able to offer 1. Post about the warranty on social media -- we've already
an exclusive lifetime limited warranty on workmanship PLUS created them for you and they're ready to share.

2. Get Personal. T e )
a limited lifetime warranty on the product itself. 9

. Update your company website with the

Take the time to follow up on bids and demonstrate a o 7
limited lifetime warranty language.

personal commitment to the work. 6. Spotlight Safety and Sustainability.
3. Give a leave-behind sell sheet detailing your CEE status/

Owens Corning® PINK® Fiberglas™ insulation is ; )
warranty to homeowners when you provide an estimate.

GREENGUARD certified for indoor air quality, free of chemical
fire retardants and made with renewable electricity. 4. Feature the Certified Energy Expert®video on
your company'’s YouTube page and website.

3. Emphasize Your Expertise.

The rigorous training you receive as a Certified

Energy Expert® professional is a major differentiator.
Demonstrate your ability to offer value-added solutions. This exclusive warranty covers:
the homeowner of any free-standing residential
home or any wood framed multi-family housing
structure (5 stories or under) containing Owens
Corning® Fiberglas™ insulation installed by
Brand Awareness Videos a Certified Energy Expert® within the United

Use your association with Owens Corning® to reinforce your message States.

of quality and dependability.

5. Order a co-branded window cling or electrical box

4. Promote Your Productivity. sticker with the limited lifetime warranty graphic.

Owens Corning® PINK® Fiberglas™ insulation is proven,
cost-effective and quick to install, helping homeowners to
enjoy the improved comfort of their home faster.

The CEE Limited Lifetime Warranty can be
“Making Home Better — Together”  transferred from homeowner to homeowner for
Length: 2:02 the life of the home.

FOR MORE INFORMATION .
“Trained. Tested. Trusted.”

Learn more about these steps in the Length: 1:15

Sales Training course on OCU. = =
S == LIMITED LIFETIME
i WARRANTY 101
- «-1-:-:.
- e . > -
- = ., " - L E '__..- . = '_ﬂ;.:_-_rl [
. 5% T R -a\“ni. iy . -
e . e BT, R
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b o T e . - LR S Show homeowners that you're Working with Owens Corning
T - . &y . . .
> ubs ._15 ¢ Mt e T y ‘Y i } . one of the most qualified installers means being part of a larger <
- * e ) d b H H ’ A~ | voumwaRmaNTY cLams cHECKLST
& , - q-.‘?‘. : S in the industry, supported by one effort. Together, we're making
= ! b of the most recognized brands. home a better place to be.
— = * R- value measures resistance to heat flow: The hlgherthe R-value, the greaterthemsulatln power. Ask youréel‘lerforthe fact sheet on R- va‘lues To getthe marked it ot
> J essent|a| that insulation'be installed properlh & . g\;
_.'?‘ o This device has beeﬁsngﬂfo; use with the Owens Corning® PROPINK CorTé;ete Blown-In Wall System exclusively and cannot be used with other fabrics or |nsula i

Jjé'manufactufed fi lass insulation is re tant.tq"mold growth; (ASTM C1388-96'Fungi Resistance of Insulation Materials and Facings.) However, mold growth can o
on buul("\fr-natenals that becom(acontﬁted with organic material and where water is preSent. To avoid mold growth on fiberglass insulation, remove any water that
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¥

1 See actual warranty for complete details, limitations and requirements. For the lifetime of the Home
beginning from date of installation by an Owens Corning® Certified Energy Expert®.

Retrofit Sales Playbook 14



Utilize These Best Practices

THE INSTALLATION PROCESS

Many contractors have one crew who is fully After Installation

dedicated or trained to install in retrofit During Installation
applications. Here are a few best practices for * Of course, keep the home you're working in as clean This is an often-overlooked opportunity for the
as possible. salesperson to follow up with the homeowner. Reviews

before, during and after the installation process. . _ )
- Designate one team member to be the point of contact and referrals are two of the best marketing tools you

Before Installation with the homeowner. have! If possible, the salesperson should meet with the

+ Share the CEE “What to Expect” video with the homeowner, ) ASk,the homgowqer ifyou can place a yard sign while homeéwnerto. . .
50 they better understand the end-to-end process and feel you're on the jobsite. + Review the completed work and explain the resul'ts with
more prepared for installation day. + If a team member has time, ask them to knock on the homeowner. Keep customers away from equipment

- Make sure the trucks that you send to the jobsite are surrounding neighbors”doors, offering to set up free end out ofthe attie by utlizing photos as needed.

estimates. + Collect payment and double-check that the homeowner

professional and branded to your business. ) )
is completely satisfied.

- Set the expectation that all employees must be extremely
careful, clean and courteous in a home. Emphasize the need
to leave a home exactly as it's found.

+ Ask for a review! Collecting Google reviews is an
impactful way to build a positive online presence.
Equip employees with Google Review Cards, so they
can remind customers to provide an online review.
Incentivize your team with a small bonus for those
who are mentioned by name in a review. Also have a
designated team member selected who will respond
to all reviews on Google, both positive and negative.
Note: you can ask the CEE team to make a Google
Review Card for your business if you do not already
have one.

- Equip your trucks with cleaners, disinfectants and a shop
vac for crews to use. Make sure teams apply floor coverings
and always wear the appropriate gear.

+ Train crews on OSHA guidelines and keep them accountable
for upholding what they've learned.

+ Instruct your crew on how to conduct pre- and post-
work inspections. Before the job, they can point out any
preexisting abnormalities to the customer (e.g., ceiling
cracks).

Call for a FREE Estimate « Tell the homeowner about your company’s customer

3 1 4 . 4 4 0 . 8 5 5 6 referral program to encourage them to spread the word
midwestinsulationllc.com about your good work.

THE PINK PANTHER™ & © 1964-2021 Metro-Goldwyn-Mayer Studios Inc. ©2021 Al Rights Resorved.

YOUR LOCAL CERTIFIED ENERGY EXPERT® . j"

EnerSol

Insulation Solutions

RESOURCES TO CONNECGT WITH HOMEOWNERS

Sign into your OCConnect™ dashboard to begin
leveraging these materials and more to market
your business and win with homeowners.
owenscorning.com/connect

123 Main Ave. Anytown, US 43537 800.111.222.3344

“CEE What to Expect” Video
Length: 2:27

ARE YOU HAPPY WITH OUR WORK?
LEAVE US A GOOGLE REVIEW!

HOW TO USE THE QR CODE:
Step 1: Scan the QR code with the QR
code reader on your phone.

Step 2: Tap on the star rating and leave
areview.

Step 3:Click "post.”

Or you may visit: tinyurl.com/prettyinpink.com
HE PINK PANTHER" & © 1964-2020 Metro-Goldwyn Mayer Stuos Inc. AllRights Reserved.

15 Owens Corning® Certified Energy Expert® Program | owenscorning.com/connect



Customized Marketing Support

CEE MARKETING & SALES TOOLS

As a Certified Energy Expert® member, you
have exclusive access to a variety of marketing
resources to position your business as the
leader in your market. From sell sheets to
yard signs to neighborhood canvassing
collateral, these tools are designed to help
you gain more retrofit leads. If you have a
specific marketing request, you can message
ceeinfo@owenscorning.com to get started.

Co-branded Collateral

GHOOSE A
CERTIFIED ENERGY EXPERT*
PROFESSIONAL

Working with an Owens Corning® Certified Energy Expert®
professional means knowing your team is trained, tested and
trusted to help make any home or building a better place to be.

= i
CERTIFIED

TRAINED. TESTED. TRUSTED,

v/ TRAINED TO OPTIMIZE COMFORT Meeting the Highest Standards
Energy consultants with extensive Only the very best insulation contractors have:
training and hands-on experience. ‘what it takes to be Owens Corning® Certified

Energy Expert® Professionals,

v/ TESTED FOR PROVEN PERFORMANCE KNOWLEDGE
Elite insulation contractors tested Completion of extensive classroom and
to ensure Grade 1 installation quality. hands-on training.

INTEGRITY
/ BACKED BY A TRUSTED LEADER Commitmentto uphold the highest industry

standards and practices
Products and 10-year workmanship

warranty no other brand can match. LICENSING
Current on all required state and local licenses.

ETHICS
Good standing with the Better Business Bureau.

For expert service in your area, contact: QUALITY

Verified R-value of Owens Coming PINK Fiberglas
insulation, the #1 most trusted brand of insulation?

WORKMANSHIP

G&G INSULATION Tested to ensure Grade 1 installation quaity.
AIR SEALING

WARRANTY
1-208-377-8781 Backed by Owens Corning limited lifetime warranty
GandGinsulation.com on product and exclusive 10-year limited warranty”

on workmanship.

OWENS CORNING INSULATING SYSTEMS, LLC
‘ONE OWENS CORNING PARKWAY
TOLEDO, OHIO, USA 43659
1-800-438-7465 (1-800-GET-PINK")
www.owenscorning.com

S CORNING. ALL RIGHTS RESERVED.
bl

Customized Websites

# CLIMATE
c ‘ CONTROL
F INSULATION

IS YOUR
COMFORT LEVEL

COMMITTED
TO DOING
THE JOB RIGHT.

SAVE MORE ENERGY.
SAVE MORE

SEE THE CCI
DIFFERENCE FOR
YOURSELF.

Take alook at our projects.

[_orver ]

WE'VE GOT YOUR COMFORT UNDER CONTROL

(CCI s a family-run company serving West Texas and the Dallas/Fort Worth region. We offer a variety of
2and dedi

REQUEST AN
INSULATION ESTIMATE

TESTED.
TRUSTED.

LOCATIONS

17 Owens Corning® Certified Energy Expert® Program | owenscorning.com/connect

TIP Sign into your OCConnect™ dashboard to access
these materials. owenscorning.com/connect

Truck Graphics

S BUILD BETTER.
N | VE BETIER

36076472532 Quiet. Comfortable. Energy Smart.

Evinsulation.com

¥ P

CAm. | O
CERTIHED

Co-branded Window Cling Electrical Box Stickers

o
At
CERTIFIED

ANOTHER ENERGY-EFFICIENT HOME INSULATED BY:

Sy

MILLERS

BIMEE 1¥4E

Digital Ads

GeeciaLTY

THEULATION

e
CERTIFIED

WE'RE HERE TO
HELP YOU BUILD BETTER.

ENJOY A BETTER HOME
WITH BETTER SAVINGS

Leaim Feorw new Teckeral 1ax crecils
i help Cover Your project costs

. 5 If' i Ih
[ WIN BIG WITH
OUR WARRANTY!
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Customized Marketing Support

CEE MARKETING & SALES TOOLS

The Inflation Reduction Act (IRA) Tax
Credit Resources

Sharing information about the Inflation
Reduction Act educates homeowners about
this unique opportunity to get money back
when they reinsulate their home. Provide
them with a leave-behind sell sheet so it
keeps the tax credit top of mind

Homeowner Sell Sheet

TAKE ADVANTAGE OF THESE NEW TAX INCENTIVES
TO MAKE YOUR HOME MORE ENERGY EFFICIENT

Online ads

OF U.S. HOMES
ARE UNDER-
INSULATED'

MAKE A FAST FIX WITH

KING ADVANTAGE OF
DERAL T

ESURATRN 10 your home,
you can gualify far up 1o
L1200 in fax credits,

TIP Sign into your OCConnect™ dashboard to access
these materials. owenscorning.com/connect

IT PAYS TO REINSULATE!

TRAINED. TESTED. TRUSTED. [ q

Get Up To $1200 in Tax Credits for
Adding Insulation to Your Home

LEARN MORE

WITH
BETTER SAVINGS.

@l

“ Federal tax credits
can help

CERTIFIED
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'See 'www.irs.gov/credits-deductions/
energy-efficient-home-improvement-credit'
for further details. Consult your financial
advisor or accountant for further information
or to see if you qualify.

The CEE Limited Lifetime Warranty

Offer your customers what no one else can!
Spread the news that you're backed by the
industry’s only limited lifetime warranty on
installation workmanship,” along with a limited
lifetime warranty on products. It's a huge
testament to the quality work you deliver as

a Certified Energy Expert® professional.

Homeowner-facing Sell Sheet

It's one thing for someone to hear that
insulation is good for their home. It's another
thing to see it! This sell sheet provides fast
facts and stats about the many benefits of
insulation. Provide the information during
your in-home consult.

Videos to Support You:

This eye-catching animation quickly shares
many of the key benefits of reinsulating a
home. Feature this video on your website, on
your company'’s YouTube page and via social
media posts.

*  Only the best contractors
can offer the best warranty.

F U.S. HOMES ARE

L *
© LIMITED
LIFETIME

WARRANTY

HOMEOWNER FAST FACTS:
ADDING ATTIC INSULATION

Upto

90%

OF HOMES
ARE UNDER-
INSULATED

Recommended atic s

R-49 (1
o ettt
R-38 (13-14°)

Most Southern Climates

TRAINED.
TESTED.
TRUSTED.

“It Pays to Insulate” Video
Length: 53 sec
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PINK' FIBERGLAS' == :
LOOSEFILL INSULATION Filiie = " 4

' NATURAL POLYMERS
o ULTRA PURE SPRAY FOAM

The Material Difference Home™ Mt g : = h

A WHOLE-HOME APPROACH

Feature the Owens Corning® Material

Difference Home™ on your website 3
FILE REQUESTS, QUESTIONS & INQUIRIES =
We've made it easier to see the way our products help Contact: CEEinfo@owenscorning.com —
improve the way a home feels and performs every day. The :
Material Difference Home™ illustration helps demonstrate Email us for assistance in adding an g
the benefits of a whole-home approach to insulation. interactive version of this illustration g | g - N ! : bt - S
to your company website. HTML files B ) ; 4 i A *  THERMAFIBER' =
We've created a version of this graphic especially for are optimized for viewing on desktop, EEem ! : J : : : MINERAL WOOL =
CEE professionals to use on your website. It's designed tablet and mobile. W, _ N N
to dynamically adjust when viewed on a laptop, tablet or FOAMULAR NEX' i | leEHBLEFmgIEHT[IiIEH
mobile device. Note: Product captions on electronic RIGID FOAM BOARD s 2
version vary from those shown in the o T ' ¥
Ask about our homeowner-facing Material Difference 36'x24" Material Difference Home™
Home™ posters that you can offer your builder customers or Poster (Pub # 10024145). Poster is
use directly with homeowners as part of your sales process. available upon request.

MEM INSULATION
CALL POR A FREE ESTIMATE

R oo BUILD BETTER
LIVE BETTER"

"WHY SHOULD | INSULATE MY HOME?" BUILD BETTER |
AN INTRODUCTION TO INSULATION LIVE BETTER"

miali
Arbough inauation i i imperiart siernant of Bulding 8 i aflen te eaal ardirsiood Marry E
EbOpiE BORATT e O ITVE PUIDNE (HBET ISRy 8 IO IR B SO A8 A wens Comng® # E_B.:mﬂ.r.__ i e i
Coris Loy Lipar™, = sndenviand S prence baind 1 Buliding emaslkans 5o, pou can epirsleept

tam Bt B2 e e ebeensd. invalating Four horme

REASONS TO INSULATE BLOWN FIBERGLASS

Wnnuletion bwye  Toundalion of enerpy affcency for residential, commamcial snd indyuirisl [ R——

nuctonen. 1l i o of the mest corlafTecte s b L @sengy and nduce sosthly areegy

R T e T Rt T o L g T LTI R PEr, USSP e
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MAKING HOME
A BETTER PLACE TO BE

Owens Corning Insulating Systems, LLC
One Owens Corning Parkway

Toledo, Ohio, USA 43659
1-800-438-7465 (1-800-GET-PINK®)
WWW.OWenscorning.com
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