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CEO T.J. Rodgers on Solar ITC Loss 
“Free at last. Thank God Almighty we are free at last” 

 
OREM, Utah (June 9, 2025) – SunPower (aka Complete Solaria, Inc.) (“SunPower” or the 

“Company”) (Nasdaq: SPWR), a solar technology, services, and installation company – today T.J. 

Rodgers, Chairman and CEO, issued the following statement regarding pending legislation to 

cancel or wind down the 30% solar Investment Tax Credit (ITC). 

 

The soaring Martin Luther King quote is appropriate to describe the great opportunity now offered 

to the solar industry and to SunPower, in particular to get the federal government out of our lives. 

In the chip business, I survived two waves of government subsidies, Sematech (1987-1997) and 

the CHIPS and Science Act (2022- ). These subsidies followed a downward spiral path of 1) free 

money (here called welfare), 2) money with added political strings, and finally 3) money with 

numbing speed- and profit-killing regulations. My direct experience is that, like tariffs, government 

subsidies are bad and always harm the industry they intend to help. That’s because the strings 

force companies to build factories where they don’t want them, to follow building codes that 

dramatically increase cost and slow down building schedules, to adopt wage and work rules that 

make the workforce expensive and inflexible, and to cause the subsidized industry to get used to 

living on welfare and to become unable to compete with lean un-subsidized companies. 

 

That downward spiral is clearly demonstrated in my recent Wall Street Journal op-ed (link here), 

which describes the cradle-to-grave record of the Sematech chip welfare program, now being 

replicated by the new CHIPS Act, which is giving away $280 billion of taxpayers’ money to some 

of the wealthiest corporations in the world – money that will be used for low-ROI projects that 

the companies themselves were unwilling to fund. 

 

Sematech was launched with its first $1 billion in 1987 and actually harmed All American 

semiconductor companies, Sematech members and non-members, based on my direct 

observations as the CEO of a chip company. This should serve as a warning to the solar industry 

to rapidly abandon the ITC solar welfare program. 

 

Last week we read that the congress worked “all night” on a bill to eliminate the solar investment 

tax credit (ITC). This type of erratic oversight has undermined the solar industry since at least 

1978. Why would anyone spend years and vast sums to build a business that could be shut down 

by some ill-conceived government mandate, like tariff proposals that change weekly or 
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congressional plans cooked up in all-night sessions? Washington’s exit from solar will be a great 

benefit to our industry, which should be lobbying for free markets, not subsidies. Yes, there will 

be a one-time hurdle, our customers’ loss of the 30% ITC tax credit they now receive for installing 

a solar system, but after that dislocation, the solar companies that survive (over 100 have 

succumbed so far) will be able to hunker down and run their businesses properly. Some of my 

college classmates were sloppy about attending classes and studying hard – and had to do 

all-night cram sessions before exams. Some of those same C-students apparently got elected to 

Congress and still “pull all-nighters,” but now to create multi-billion dollar, thousand-page bills that 

they sign without ever having read them. 

 

SunPower (1985) 

 

SunPower was founded in 1985 and has survived every crash – dot-com, Black Friday, the 2008 

housing crisis – for 40 years with the big, Chapter 11 black mark on its ledger in 2024. In my 

opinion after working on the SunPower bankruptcy problems, the failure was – as always – one 

of management, not controlling costs and demanding profitability, but this bad behavior is enabled 

by the federal government and its ITC solar welfare program which provided subsidies to private 

companies to install solar inefficiently, and induced banks to make poor quality loans to harvest 

the ITC welfare. 

 

I was the chairman of SunPower in 2005 when it raised $138 million ($232 million today) on its 

initial public offering and soon became the world’s pre-eminent solar company with $1.4 billion in 

revenue and $168 million in operating income in 2008. I left SunPower in 2010 after the giant 

French oil company, Total, mounted a successful greenwashing effort to take over SPWR by 

buying $1.37 billion of its stock (60%) from the open market. Total never even asked for a meeting 

with me to help them with running a high-tech Silicon Valley company. The resulting SunPower 

board was dominated by Total employees with little technical vision and no decision-making 

authority. Now you can see why French gasoline is $7.50 per gallon. 

 

SunPower survived that mismanagement and the other crises, but succumbed when its relentless 

losses had piled up almost $500 million in debt they could not pay back. They asked the banks 

for another $650 million; the banks said no; old-SunPower’s credit dried up; and they went into 

Chapter 11 bankruptcy shortly thereafter. 
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About 1,000 of old-SunPower’s employees were hired by my startup solar company, Complete 

Solar (Nasdaq: CSLR), which we called the Ark – that is, a good place to be when the rains start, 

because we were a public company and had cash. We bought key SunPower assets, including 

its name and three businesses units. New SunPower emerged as a company with $320 million in 

annualized revenue that created its first operating profit just two quarters after becoming part of 

the new SunPower, the name we own and now use for the whole company. This quarter we are 

on track to have our second profitable quarter. Yet, even with this record of rapid success, our 

investors reasonably want to know if the proposed abrupt ITC cancellation would harm SunPower 

or even put it out of business. To answer that question, we first need to understand new 

SunPower’s structure. 

 

 Noah’s Ark Startup Strategy 

 

This Complete Solar strategy for SunPower was approved by the old-SunPower board and 

presented a “stalking horse” plan to the bankruptcy asset auction, which we won with a $45 million 

bid and no competing bids. Complete Solar bought the SunPower assets it wanted and hired and 

integrated about 1,000 SunPower people, but left the rest of the mess behind in the bankruptcy 

estate. 

 

 

 Actual 510-foot Oak Noah’s Ark Model – Williamsburg, KY 
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Our Ark merger strategy is nothing but a typical Silicon Valley startup plan in disguise. Instead 

of trying to save a big company in trouble by borrowing a lot of money (old-SunPower asked for 

a $650 million bailout), the Ark Theory asserts, “Your old company has great assets. Get venture 

funding for those assets (in our case $80 million), and build a new lean, flexible startup 

organization around them that can make a profit with the assets you already have.” In a way, it’s 

better than a startup plan because the first-round accomplishment is already guaranteed. Our Ark 

was predicated on a plan for a $100 million quarter supporting 1,225 people. When the dust 

settled, SunPower’s first two quarters were $80 million each, so the Ark was reduced to 980 

passengers. 

 

After taking control of the assets on September 30, 2024, the newly combined SunPower focused 

on becoming quickly profitable at its new revenue point of $80 million per quarter. In just two 

quarters the combined losses went from a ($39.6 million) loss to a ($5.9 million) loss to a $1.3 

million operating profit, the first profitable quarter in four years. Our current Q2’25 financial 

guidance is that it will continue to make money in this quarter with an internal target (not guidance) 

to exceed Q1’25 profit. We will give financial projections for Q3’25 after the details of the ITC 

shutdown are known. 
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Effect of ITC Loss on Solar Market 

 

In this analysis, we use the worst-case ITC scenario with an abrupt cutoff in the end of Q4’25, 

and model the financial impact on SunPower. Our models give us a seven-quarter snapshot of 

various scenarios at one point in time and do not constitute our guidance. However, for 

business as usual under various stresses, they do predict our breakeven revenue, which is 

currently about $72 million (Figure D), and will fall further to $65 million (Figure F) when the cost 

reductions in progress are complete. 

 

Before modeling SunPower, we project scenarios for what might happen to the solar market when 

the ITC dries up and we compete in a market with higher prices and lower volume. 

 

 

 

 

Solar Market Analysis 

 

As shown in the data chart in Figure C, the last six years were the best ever in solar volume with 

shipments of 2,176 MW to 6,953 MW in 2015-2024 at relatively flat prices from $3.30 to $3.65 per 

watt. During that period, the least squares line fitting the vertical part of the L-shaped demand 

curve has a correlation coefficient of only R2=.06, showing that solar volume did not depend on 

price in that region, which is further demonstrated by an inverted elasticity curve in which raising 

price increases volume. Given that the price of $3.65/W had already been accepted by the market 

in 2015, we believe the current market price of $3.30 can return to $3.65 (10.6% increase) without 

affecting volume. After that, the volume penalty for increasing price is -584 MW/yr per $/W, as 

determined by the slope of the horizontal part of the demand curve in which volume is highly 
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correlated to market price (R2 = 0.77). The short form: going forward, I believe the solar market 

will stay constant up to $3.65/W and then contract at the rate of -584 MW/yr per $/W price. 

 

 

 

 

 

Figure B. Solar Demand vs Price (SEIA) 

Figure C. Post-ITC Demand vs. Price 
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Thus, our analysis predicts a price rise from $3.30/W to $3.88/W (17.6%) causing a volume loss 

of 134 MW relative to the chosen starting point 4,742 MW reported for 2024, itself a down year. 

If the -584 MW/yr per $/W gets applied the full $3.30 to $3.88 price change, the market would 

drop by 339 MW in 2026, to 4,403 MW. SPWR’s revenue, assuming constant share of market, 

will drop from 4,742 MW to 4,403 MW (7.2%).  SPWR’s quarterly revenue would then drop from 

$80 million per quarter to $74.2 million per quarter. So, we stress tested our P&L to that 

number and worse. 

 

Figure D. P&L for $80 Million Q2’25 (Model) 

 

 

The model for our current company predicts if we can make $80 million of revenue per quarter at 

today’s costs, we will generate about $2.2 million in profit in Q2’25. We next model our quarterly 

breakeven revenue to address how far our revenue can slip for us to remain profitable with current 

costs. 

 

 

 

 

 

 

 

 

 

 

 

if we maintain the $80 million 

quarterly runrate, 

our profit will double driven by 

added cost reductions. This is a 

model, not a forecast. 

At the current headcount of 909, 
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Figure E. Breakeven Revenue with P&L at Current Cost 

 

 

Our revenue can drop to $74.3 million in Q2’25 and we will retain our operating income at $1.2 

million because our Q1-Q2 cost-cutting measures will completely offset the revenue drop from 

$80.2 million to $74.3 million. What if we further cut headcount? 
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Figure F. P&L with Prior Breakeven Revenue and More Cost Cutting 

 

 

The Figure shows our profit will return to the $1.2 million-$2.0 million range for the full 

seven-quarter period, even without any acquisitions. Of course, this stressed business-as-usual 

analysis will blow up if a major event occurs, such as vendor or customer failure. 

 

Why is our stock price so low? 

 

                  Figure G. Share Price Analysis 
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The Greentech company index shows a P/S ratio (defined as market cap/annualized revenue) of 

2.6x declining to 2.1x over the last two years. The solar industry has been hit harder. Solar leader 

SunRun dropped from 1.6x to 0.9x sales, while SPWR has remained anomalously low at about 

0.5x sales during the whole period – despite our record of rapid accomplishments during our first 

two quarters as a public company: buying SPWR assets, integrating 1,000 SPWR employees, 

rebranding as SunPower and reducing operating income losses from $39.6 million to a $1.2 

million operating income profit. We have identified at least two causes for this valuation anomaly. 

 

Problem 1. Our “Going Concern” rating hurts our valuation more than we thought. 

 

 

 

In my detailed examination of our statement of Risk Factors in our 10Q report, on the day of the 

share price drop related to our 10Q, we actually wrote in the 10Q Risk Factors section that “we 

may never be profitable” on the very same day we had reported an operating profit for the 

first time in four years. Our Risk Factors need to be better done, but the root cause fix must be 

to get rid of the “going concern” rating – and that’s exactly what we have been working on since 

taking over SunPower. Our goal is to get rid of the “going concern” rating by year-end. 

 

 

Our share price was impacted, as was 

that of peers, when the ITC elimination 

bill was passed by the House of 

Representatives, but note that our share 

price had already dropped significantly 

two days earlier when our 10Q report 

was filed after-hours in the U.S., which 

is during the Asian trading day, where 

there was a selloff timed with the news. 

 

Risk Factors published 

ITC bill announced 
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Problem 2. Ongoing confusion with negative news from old-SunPower and its bankruptcy. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

No Late Breaking News 

 

The solar industry is somewhat in a turmoil right now. While we don’t have enough solid data to 

modify our guidance, rumors are starting to flow: 1) a financial company (not among our top two) 

may be in financial trouble, and 2) we have been sued by a major builder because we’re shutting 

down its systems for 90-day-plus late payment (true). Finally, if the market contraction sets in a 

reaction to the ITC news, it may impact our revenue as early as this quarter, not in Q1’26. 

 

The solar industry, ethical heir to the aluminium siding industry, provides a test of character per 

week. I have had to pass many of those tests to start creating a long-term record that we can be 

proud of. What I do know is that we are going to be profitable again this quarter and I’ll deal with 

the other problems as they come up. 

Bot slander 

Ordinary slander 

Bots not reporters 

This problem can be cleared up with a 

structured IR effort – and perhaps a legal 

effort – to remove the outdated, confusing 

material from the Internet, where more than 

50% of the data recovered is wrong. The 

new generational problem is more 

significant: internet bots posing as actual 

analysts re-mine and repeat untrue and 

harmful data from the past even if the prior 

output has once been removed. This 

repeat “bot slander” must end. 
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About SunPower 
The Company has been a leading residential solar services provider in North America since 1985. 
The Company’s digital platform and installation services support energy needs for customers 
wishing to make the transition to a more energy-efficient lifestyle. For more information visit 
www.sunpower.com. 
 
Forward Looking Statements  
This presentation contains forward-looking statements within the meaning of Section 27A of the 
Securities Act of 1933, as amended, and Section 21E of the Securities Exchange Act of 1934, as 
amended, about us and our industry that involve substantial risks and uncertainties. Forward-looking 
statements generally relate to future events or our future financial or operating performance. In some 
cases, you can identify forward-looking statements because they contain words such as “will,” “goal,” 
“prioritize,” “plan,” “target,” “expect,” “focus,” “forecast,” “look forward,” “opportunity,” “believe,” 
“estimate,” “continue,” “anticipate,” and “pursue” or the negative of these terms or similar expressions. 
Forward-looking statements in this presentation include, without limitation, our future quarterly revenue 
projections, our expectations regarding our future fiscal financial performance, including with respect 
to our future quarterly and fiscal combined revenues and profit before tax loss, expectations and plans 
relating to further headcount reduction, cost control efforts, and our expectations with respect to stock 
price and when we achieve breakeven operating income and positive operating income, including our 
models about achieving operating income breakeven or profitability. Actual results could differ 
materially from these forward-looking statements as a result of certain risks and uncertainties, 
including, without limitation, our expectations relating to the ITC phase out and its impacts on our 
business and market demand, our ability to implement further headcount reductions and cost controls, 
our ability to integrate and operate the combined business with the SunPower assets, our ability to 
achieve the anticipated benefits of the SunPower acquisition, global market conditions, changes to 
domestic or foreign tariffs or tax incentives, any adjustments, changes or revisions to our financial 
results arising from our financial closing procedures, and other risks and uncertainties applicable to 
our business. For additional information on these risks and uncertainties and other potential factors 
that could affect our business and financial results or cause actual results to differ from the results 
predicted, readers should carefully consider the foregoing factors and the other risks and uncertainties 
described in the “Risk Factors” section of our annual report on Form 10-K filed with the SEC on April 
30, 2025, our quarterly reports on Form 10-Q filed with the SEC and other documents that we have 
filed with, or will file with, the SEC. Such filings identify and address other important risks and 
uncertainties that could cause actual events and results to differ materially from those contained in the 
forward-looking statements. Forward-looking statements in this presentation speak only as of the date 
they are made. Readers are cautioned not to put undue reliance on forward-looking statements, and 
SunPower assumes no obligation and does not intend to update or revise these forward-looking 
statements, whether as a result of new information, future events, or otherwise. 
 

Company Contacts: 
Dan Foley      Sioban Hickie  
CFO      VP, Investor Relations 
daniel.foley@sunpower.com   sioban.hickie@sunpower.com 
(858) 212-9594    (801) 477-5847 
 
Source: SunPower 
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