
 

[Re]Verse Pitch Competition – 2019 
Sun Co. Tracking 

Executive Summary  
Creating low cost solar trackers to power a green future  

 

 

 

 

Development stage 
Growth 
 
Funding Opportunity 
2019 Funding Goal: 
$80,000 

The prize money from 
[Re]Verse Pitch will go 
towards the launch of a 1 
year real world installation 
to de-risk the technology.  

 

 

PROBLEM/OPPORTUNITY  

Solar panel costs have drastically decreased from $3.86 per W in 2014 to 
$3.13 per W in 2017. The reduction in price was driven by falling panel 
costs, but prices are stabilizing. As a result, homeowners and utilities are 
turning to solar tracking to further increase their ROI. Most of these 
trackers are active, which will increase infrastructure costs by 40%. They 
also take up a lot of space and are heavy, which makes them unsuitable for 
residential applications. Creating a lower cost, light weight tracker can 
disrupt the 7.8b dollar tracker market.  

SOLUTION/PRODUCT 

Our passive trackers utilize shape memory alloys. These alloys allow us to 

simplify the tracking mechanism, which drastically reduces cost. Springs 

created from this metal contract when heated and expand when cool. This 

property allows us to use the springs as both an actuator and sensor with 

the sun providing all the power it needs naturally. The alloys are coiled into 

springs and are treated so that they contract at a certain temperature. As 

the sun moves across the sky, it heats the springs, and the resulting 

contraction pulls the panel in the sun’s direction. A significant barrier to 

device operation is temperature change throughout the day due to rain or 

wind. We’ve found that encasing the springs in a fluid medium helps 

reduce variable operation, so we’re planning on reusing hospital ice packs 

(the cellulose inside of the packs) as the fluid. We’re designing a way to fill 

the fluid capsules on site-allowing us to scale up the reuse program if 

successful.  

POTENTIAL RETURN/REVENUE MODEL 

Over 1.8 million homes have solar with virtually none of them coming 
installed with trackers. Currently the solar tracking industry is at a $7 
billion market cap with a growth rate of 25% annually for the past 5 years, 
but residential and commercial remain untapped.  
 
Our strategy is to partner with solar distributors. Of the companies we’ve 
talked to, we estimate a 8% licensing fee of $250,000,000 worth of sales in 
5 years-putting our 5 year returns at $20,000,000.  
 



 

COMPETITION 
 
At the moment, active trackers dominate the market for more expensive 
utility scale installations. So the current options with solar are tracked or 
not tracked. There’s no middle ground option. We’re the first option on 
the market for low cost, rooftop mounted tracking.  

ENVIRONMENTAL IMPACT 

The reduction in parts from our device combined with the reuse of 
cellulose allows us to reduce CO2 output in the manufacturing process by 
20%. This reduction helps combat one of the key concerns with renewable 
technology-that they aren’t truly green because they produce large 
amounts of energy in the manufacturing process.  

ECONOMIC IMPACT 

Our technology will create high paying design and manufacturing jobs in 
the Austin area, but it has a more profound impact on energy companies in 
our area. We intend to partner with Austin Energy to install the first solar 
installations in Austin. This allows us to sign exclusivity agreements in years 
1-3, which allows us to get verification over a wide range of installations in 
exchange for giving Austin Energy a technological edge.   

THE TEAM 

The team is currently composed of two engineering students from the 

University of Texas at Austin. Mandeep oversees the prototype and 

testing. He is extremely lean when it comes to prototyping and has used 

recycled metals and materials to create the initial prototype in Houston. 

He turned down a full time employment offer to pursue Sun Co. full time. 

Taylor is in San Francisco having conversations with solar installers to get a 

better idea of pain points and needs. He is the main contact point with 

solar installers but also discusses technical design with Mandeep.  

 

EXECUTION PLAN/GO TO MARKET STRATEGY 

The customer acquisition cost of residential solar is anywhere from $3,000-
$6,000 per customer. This means our business cannot directly sell to 
customers without significant investments in sales and marketing. We’re 
not well suited for this, so licensing is a much stronger path to market. 



 

Through a licensing model, we’d sell the tracker as an add-on to the solar 
panel.  

 


