ENERGY BROKERS:

AVOID These 5
Fishy Business
Practices

AS A PROFESSIONAL ENERGY BROKER,
chances are you’re dedicated to your craft and your clients. You’re here because
you want to offer customers the best rates for their energy services, and you want
to ensure suppliers generate the demand they need to stay in business. You’ll do
what it takes to get results — the sign of a driven professional! But no matter how
driven you are, some business practices you should simply avoid, no matter how
quickly they might promise results. From hiding commission fees to pretending to
represent a government organization, these fishy business practices are
absolute no-gos in the energy brokerage world.

COLD CALLING
From the client’s perspective, getting a call from a
broker out of the blue isn’t a good sign. Cold calling with
hard-sales tactics typically denotes a high volume of
clients on the broker’s part, meaning the client is unlikely
to believe they’ll receive quality services from you.

PUTTING ON THE PRESSURE
Pressuring clients to make a quick decision over the
phone, without giving them time to consider the offer
and review alternatives, is shady business. Brokers
should never demand decisions from their clients right
out of the gate. Give them the time they need to make a
well-informed choice.

PRETENDING TO CALL FROM A
WELL-KNOWN SUPPLIER OR
GOVERNMENT ORGANIZATION
Seedy brokers sometimes lie about calling on behalf of
a supplier or a government organization. Even worse,
they’ll use their deception as leverage to renegotiate
ongoing contracts. Unsuspecting energy clients have
been hit with exorbitant fees because brokers have
sneakily renegotiated contracts and switched suppliers.
Don’t be like those guys!

FAILURE TO DISCLOSE
OTHER HIDDEN FEES
Transparency is truly essential for energy brokers.
Always answer your clients’ questions with honesty and
integrity, and don’t forget to address any other fees that
may be buried in your contract.

FAILURE TO DISCLOSE
COMMISSION FEES
Since different brokers earn money using
different pricing systems, always disclose how
you’re getting paid to your clients. Any energy
broker worth their salt will always disclose their
commission fees.

IN CONTRAST TO THESE FISHY TACTICS,
REPUTABLE ENERGY BROKERS SHOULD...
Be transparent with their clients

Have clear communications who establish trust with their clients,
providing up-to-date information throughout the course of a contract

Disclose their fee structure, commission levels, and the service they will
provide for those costs right off the bat...

Not leave their clients hanging and seek out opportunities to offer useful
information that aligns with their business goals.

Provide clients with a range of contract offers — between three or four
options — and give them enough time to make a decision before it’s time
to renew.

Never ask a client to make a decision right away over the phone. More
importantly, they make sure they’re speaking with the decision-makers of the
company, not a junior team member who may be easily compelled to agree to
a contract over the phone.

ENERGY BROKERAGE IS BUILT ON
TRUST, AND BROKERS SHOULD ALWAYS
WORK TO MAINTAIN IT.

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.
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