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1. PREPARING TO PRESENT YOUR CASE

� Systematically scope out your opportunities

� Calculate likely savings

� Calculate amount of investment required

� Calculate payback periods

� Prioritise improvement actions

� Consider the type and level of detail your audience will 
be interested in



SYSTEMATICALLY SCOPE OUT YOUR OPPORTUNITIES

� Undertake a structured investigation into the cost 
savings opportunities available to your business (or 
specific site)

� Consider preparing a waste map and/or water balance

� Review available technologies, look at the Water 
Technology List, the Energy Technology List, and the 
CO2sense Green Products and Services Guide.

There is lots of support available to you through WRAP and 
other organisations to help you scope out your 

opportunities



CALCULATE LIKELY SAVINGS (1 OF 4)

If a site has 10 men’s washrooms each with a bank of 3 
urinals flushing 10 litres every 15 minutes (365 days/yr),the 
current cost is:

10L x 10 washrooms x 4 flushes/hr x 24 hrs/day = 9600L/day

9600L/day x 365 days/yr = 3,504,000L/yr

3,504,000L/yr = 3504m3/yr

3,504m3/yr x £2 (supply and sewerage charges) = £7008/yr



CALCULATE LIKELY SAVINGS (2 OF 4)

However, if timers were installed at a cost of £150 per unit 
to restrict flushing to the hours of 9am-5pm, 250 days/year, 
then the revised cost of urinal flushing would be:

10 L x 10 rooms x 4 flushes/hr x 8 hrs/day = 3200 L/day 

3200 L/day x 250 days/yr = 800,000 L/yr 

800,000 L/yr = 800 m3/yr

800 m3/yr x £2 (supply and sewerage charges) = £1600/yr



CALCULATE LIKELY SAVINGS (3 OF 4) 

Using the answers from these two calculations, identify the 
potential cost savings that could be achieved by installing a 
timer to the urinals in each of the men’s washrooms:

£7,008 (current running cost) 

– £1,600 (running costs after installation of timers) 

= £5,392/year cost savings



CALCULATE LIKELY SAVINGS (4 OF 4) 

Present your calculations clearly and concisely (consider 
using graphs) and remember to stress that savings will be 
made year-on-year. 



CALCULATE AMOUNT OF INVESTMENT REQUIRED

� Once you have quantified the likely cost savings and are 
confident that your numbers are robust, the next step is 
to calculate the level of investment needed. 

� Using this improvement example, and assuming a 
purchasing and installation cost of £150 per urinal timer, 
the amount of  investment required is: 

£150/urinal timer x 10 men’s washrooms = £1,500



CALCULATE PAYBACK PERIODS (1 OF 2) 

Assuming there are no additional maintenance costs, grant 
assistance or tax relief to factor in, it is a simple process to
work out the payback period for this improvement action as 
follows:

£1,500 installation costs

÷ £5,392 annual cost savings

x 12 months

= a payback period of 3.3 months



CALCULATE PAYBACK PERIODS (2 OF 2) 

It’s important to keep your business case simple, so again 
use graphs to illustrate your calculations clearly and 
concisely. 



PRIORITISE IMPROVEMENT ACTIONS

There are four key business drivers for improvements:

1.Cost savings

2.Market pressures

3.Stakeholder pressures

4.Compliance

How you choose to prioritise improvements is up to you, but 
whatever your reasons, make sure you can explain them 
clearly. 

For example, if your key driver is cost savings, you may 
decide to prioritise improvements in order of shortest payback 
period first. 



CONSIDER THE TYPE AND LEVEL OF DETAIL YOUR 
AUDIENCE WILL BE INTERESTED IN

� The company Finance Director is going to be interested in 
cost savings, investments and paybacks; but

� The Chief Executive Officer is going to be interested in 
these financial aspects in addition to company reputation, 
competitiveness, market opportunities, and risks.

Whoever your audience, tailor your business case to 
address their needs for reassurances and their likely 
reasons to support your ideas.



PRESENTING YOUR CASE

If you are required to present your recommendations to one of 
your managers, or to the company Board of Directors verbally, 
then consider:

�Providing them with a written briefing note in advance

�Speaking to each Board Member in advance of the meeting to 
discuss your recommendations in relation to their specific 
drivers. 



2. PRESENTNG YOUR CASE



2. PRESENTNG YOUR CASE



3. FOLLOWING THROUGH AND SECURING ONGOING 
COMMITMENT

Once your improvements are underway, try to ensure that 
you maintain good communications with your managers and 
across your company by:

�providing regular updates at meetings and in company 
newsletters; 

�reporting efficiency savings;

�initiating challenges and competitions;

�encouraging ideas;

�sharing and celebrating success; and

�being open about any failures and the lessons you learn 
along the way. 



4. SUMMARY

� Be clear and concise.

� Ensure your figures are accurate.

� Be confident in your pitch and your answers to questions.

� Be prepared to argue your case.

� Aim to secure formal approval for your recommendations.

� Where investment is required, agree which budget this will 
come from and who the budget holder is.

� Agree next steps.



FURTHER INFORMATION & ADVICE IS AVAILABLE

�Call: freephone 0808 100 2040

�Visit: http://envirowise.wrap.org.uk


