CHECKLIST TO ATTRACT MORE SUPPLIERS

ENERGY BROKERS
have a complex, multifaceted job. Between sourcing
energy quotes, generating leads, and staying up to date
on the latest trends and regulations, it can be tough to
carve out the extra time to make moves and get ahead
in the industry. However, to rise above competition and
bolster their supplier network, top-of-the-line energy
brokers consistently sharpen their skills and improve
their business operations. That’s why we’ve created a
list of best practices to guide energy brokers through
the process of continuous improvement.
While this list is by no means comprehensive, it’s a
good starting point to refer and make sure you are not
missing any opportunities.

BEST PRACTICES AND QUALITIES OF STELLAR ENERGY
BROKERS INCLUDE:
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OUTSTANDING SALES SKILLS.
To forge relationships with both suppliers and customers, energy brokers need to be able to sell themselves and their
services with excellence. Great energy brokers find and nurture sales leads independently. They know how to develop a
strategic approach for identifying new business opportunities, communicate consistently, and be prepared to handle
objections.

EXCELLENT COMMUNICATION SKILLS.
Brokers are the middleman between suppliers and customers, which means clear, concise communication is key to being
successful in the field. Always keep suppliers and customers in the loop, engage in active listening, and clearly articulate
your points without using industry jargon or overly complex technical terms. You may think your customer is interested in
how different utilities choose coincident peak days to determine NITS PLS’s, but it’s probably not helpful for what they
need right now.
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A "GOOD STANDING” STATUS ON THEIR LICENSE AND ASSOCIATIONS.
Suppliers prioritize licensed brokers to maintain high industry standards for themselves. What’s more, brokers must
uphold various standards and best practices to maintain a “good standing” status on their license. These include
things like proof of financial stability, license renewals, maintenance of surety bonds, and punctual submittal of annual
reports and revenue forecasts.

AN AFFINITY FOR GREAT CUSTOMER SERVICE
As any professional can tell you, excellent customer service matters. Your customers and suppliers should feel that
they’re in good hands. Create a positive experience for them and personalize your interactions with each, ensuring they
feel that you’re there to support and answer questions as needed.
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QUICK TIP FROM THE PROS
At EnergyObjective, GM Tim Booth makes sure that none of his clients ever has the “homework
assignment” of calling their utility or supplier alone. He instituted a “phone assistance” practice
wherein he calls the customer, places them on hold, and then calls the utility or supplier – sometimes
taking 25 minutes to navigate frustrating menus – before ultimately patching the customer in.
Through this simple practice, the customer gets their time back, is immediately connected with the
person who can help them, and has an EnergyObjective advocate with them on the line.
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A GREAT REPUTATION.
In a business that relies heavily on relationships, trust and reputation are crucial. After all, suppliers are unlikely
to associate themselves with a broker who isn’t following best practices or engages in shady pricing schemes.

A CLEAR, TRANSPARENT COMMISSION STRUCTURE.
Great brokers are always transparent about how they’re paid. There are a few ways that energy brokers can
structure their commissions, based on client type and complexity of the deals. Be sure to always clearly
explain the costs of your services and where the commission fee comes from. This kind of transparency
typically will bring ease into negotiations.
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UNIQUE SELLING PROPOSITIONS.
Standing out in the sea of competition requires service offerings that are not just unique, but also better than
what’s already on the market. Suppliers choose to work with energy brokers with a proven methodology and
strategy for offering top tier services to their clients.

AN UP-TO-DATE UNDERSTANDING OF NEW TECHNOLOGIES.
It goes without saying that the latest technologies allow for faster turnaround time and more efficient work. Automation
tools will also allow brokers to keep on top of tasks, and avoid manual work that could invite mistakes into processes. As
a result, understanding how to use new technologies and solutions not only serves you, but can improve communication
and agility with your suppliers.
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AN ESTABLISHED INTERNET PRESENCE, WITH A FIRM GRASP OF
DIGITAL MARKETING STRATEGIES.
Roughly 60% of the world is online. That means great energy brokers need to know how to market themselves in the
digital landscape. Establishing a reputable omni-channel presence, engaging with prospects online, and creating a
content marketing plan are just some of the best practices brokers can engage in to boost their digital marketing
strategies.
Quick Test: when you Google yourself and your services, are the results strategically bringing you additional business,
or not adding any value?

RELEVANT AND UP-TO-DATE KNOWLEDGE ON MARKET CHANGES, LEGISLATION, AND TRENDS.
Energy brokers require sharp analytical skills to understand the ever-evolving energy landscape. Laws and regulations
change constantly. Stay on top of them in order to offer your clients the most relevant information at any given
moment! There are many websites, local associations, and newsletters that curate what's happening in any given area.
We highly recommend researching more than one source and taking advantage of services that make it easier for
brokers to keep on top of the numerous changes.
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PARTNERSHIPS WITH SUPPLIERS THAT OFFER ADDED SERVICES.
In today’s market, customers expect more than just a baseline of services. Energy brokers who partner with suppliers
offering extra services, such as solar and other renewables, are highly favored. This is especially true as the popularity of
renewables continues to rise; according to the International Energy Agency (IEA), renewables reached 30% of global
electricity generation capacity in 2020, and there’s no sign that they’ll slow down anytime soon.

A DRIVE TO GO ABOVE AND BEYOND, PROVIDING VALUE-ADDED
CONSULTING SERVICES AND INSIGHTS.
Stand out from the crowd by providing additional, value-added services to customers and suppliers. Examples might
include things like invoice checking, renewal reminders, and regular market analysis. Keep in mind that most suppliers
and clients are busy and have their own internal procedures. Understanding how they both work, and fitting into their
process is already excellent. Predicting their next steps and staying ahead of their needs is something that will
guarantee continuous partnership.
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STRATEGIC PARTNERSHIPS IN THEIR LOCAL AREA.
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Having well-established connections in your service area is key to creating an expansive network that generates new
business opportunities. For a broker to expand their business through a solid network, we typically see partnerships with
chambers of commerce, small businesses associations or homeowners associations. In bigger cities, it is worth
investing in relationships with sustainability or environmental departments as long as they focus on business
engagement. Another great option is to look into commercial real estate groups and events. At the end of the day, the
partnerships you foster for your business need to align with the clients prospects you wish to get and the segment you'd
like to expand your business on.

KEY TAKEAWAYS
Overall, great energy brokers attract new
suppliers with a baseline of clear
communication and transparency, along with
excellent sales, marketing, and customer
service skills. Moreover, the brokers who
provide outstanding additional services,
maintain good standing on their licenses, and
continuously strive to provide added value are
those who are the most successful in the
market over the years.

CHECKLIST SUMMARY
Outstanding sales skills
Excellent communication skills
A "good standing” status on their license and associations
An affinity for great customer service
A great reputation
A clear, transparent commission structure
Unique selling propositions
An up-to-date understanding of new technologies
An established Internet presence, with a firm grasp of digital marketing strategies
Relevant and up-to-date knowledge on market changes, legislation, and trends
Partnerships with suppliers that offer added services
A drive to go above and beyond, providing value-added consulting services and insights
Strategic partnerships in their local area

ABOUT DASH ENERGY
Dash Energy is developing the next set of tools
that helps energy brokers and energy suppliers
work faster and more efficiently. Our technology
platform will empower brokers and suppliers to
speed up the manual processes, deliver additional
value to clients, and close more contracts, faster.
Launching soon.

SCHEDULE A DEMO WITH BRET

www.Dash.Energy

