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About Natural Course

78% of water bodies in North West England are failing to meet a good ecological status* and
solutions are often found to be too expensive to implement.

Natural Course is a collaboration of organisations in North West England from public, private and
third sector who, together, will seek cost-effective solutions to improving water quality across
urban and rural landscapes, sharing best practice across the UK and Europe.

*Environment Agency, North West River Basin District 2015

Natural Course will:
e Test and inform best practice in achieving UK and EU legislation in water quality

e Use the North West River Basin District as a flagship project and share best practice with the
UK and Europe

e Make better use of resources, share ownership of complex issues and maximise outcomes
through a collaborative approach of organisations from public, private and third sector.

Join the conversation @Natural_Course #NaturalCourse
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1.0 Introduc’riqn




1.1 Background

This workshop was part of a project for Natural Course which had the overall aim:
To provide CaBA partnership hosts in the North West River Basin District area
with support in moving through a project development process, focused
on betfter enabling them to build robust business cases involving innovative
and/or green finance models, and engage with potential partners
(including buyers, sellers, and investors) to access innovative funding or
investment and influence key stakeholders.

The workshop was designed based on feedback from hosts about what would be most
useful for them.

The infention was to create a fun and productive workshop using a mix of presentations,
small group and one-on-one sessions so that everyone left the workshop;

e With a solid understanding of the GFI toolkit.
e Fully aware of resources to help and how to access them.
e Having had all their key questions answered, and objectives for the day met.

e With at least three key learnings on how to get more investment for projects (things to do
differently, more of or less of).

e With one action for the week that increased the chances of gaining project investment.

1.2 Agenda

Time ltem

09.30 Coffee and sign-up - time for networking

10.00 Workshop starts

10.00 Session 1: Laying Foundations/fundamentals/tools

11.00 Session 2: Interactive session picking up on specific challenges

Ecosystem services

How to write a convincing business case

How to approach new contacts

How to approach green finance (insurance companies, etc).
Mainstreaming this process of thinking

First hand fips

13.00 Lunch

13.30 Session 3: One-one working sessions

15.00 Session 4: Final questions, evaluation and next steps
16.00 Close and Tea - time for networking




2.0 Workshop Sessions




2.1 Supporting Flip Charts

At the start of the workshop, attendees were asked what their objectives were for the day.
With a busy agenda, the workshop used a ‘Free Parking’ flip chart to capture questions and
discussion points ‘off-agenda’ these were followed up after the workshop.

2.1.1 Host Aims for the Day

The CaBA hosts were asked what their aims for the day were. The outcome is listed below.

2.1.2 Free parking

Free-parking items were:

Biodiversity Net Gain

Trusted Markets

Market value

Inherent Problems with Models

- Wrong assumptions on status (e.g. rural habitats not in a good state)
— Missing important social benefits

- Wyre felt some of the models were not understandable, e.g. the Natural Flood
Management model



2.2 Session 1: Laying
Foundations/Fundamentals/Tools

Session 1 was part warm up and part feedback on the extent to which CaBA partnerships
had been able to engage in the process leading up to the workshop. This was carried out by
means of a sociogram where participants were asked to position themselves along an axis in
response to the following questions:

e Time - How much fime did you spend on the assignments2 (0 being none, 10 being all 10
hours initially committed to the project)

e  GFl - How familiar/confident are you with the GFl toolkit2 (0 being unfamiliar, 10 being
very familiar)

e Guidance - How familiar are you with the guidance document? (0 being unfamiliar, 10
being very familiar)

e Assignments 1-5 each had two questions: The first was whether hosts were happy with the
completed assignment (0 being not happy and 10 being very happy) and the second
being how easy hosts found it to complete (0 being difficult and 10 being very easy).

The positions for each participant is shown in the figure below.
Pos I TIONS -
Timg o

Gfl ~ Zrrn 2

ol FTTT AT 7
Gui e LLL s 29
553131\'.{;\} s
[ -

B i
2 ]

‘-___'_'_‘—‘—'——-—._._ Ease

P ]
3 : d& *rrs

] Caie
ky v — b,

e — w
Role P'mnj \
Ri: g §

RZ: 20+ igm



Participants were also asked about the main challenges, barriers and enablers they had
encountfered during the process of creafing investable propositions and what would help
going forward. The outcomes are outlined below:
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Following this, hosts were asked what would have helped, regarding the challenges and
barriers. Answers to this question are outlined below:




2.3 Session 2: Interactive session picking up on
specific challenges

These sessions addressed specific challenges identified by CaBA hosts prior to the workshop
as follows:

1.

2.

3.

4.

5.

What are ‘ecosystem services'?

Mainstreaming funding and finance into project

How to approach new contacts

How to approach green finance (insurance companies, etc).

How to write a convincing business case

Each challenge was infroduced with a presentation (see Appendix A.1.0), followed by
reflections to provide first hand fips and a Q&A session.

An interactive session on the use of ‘appealing’ language was included to demonstrate the
importance of considering project characteristics in terms that will attract the investors being
approached (see Appendix A.2.0 for an outline of the workshop materials for this activity).



2.4 Session 3: One-on-one working sessions

Participants were invited to select how they spent the afternoon, by booking slots of one-on-
one sessions to enable detailed conversations to be had with experts and the Eunomia
mentor teams. The topics covered in the one-on-one sessions are outlined in Appendix A.3.0.

2.5 Session 4: Final questions, evaluation and
next steps

In this session, the objectives of the workshop were reviewed, further questions sought and
answered and evaluation sheefts circulated. The results of the evaluation are provided in
Appendix A.4.0.

2.6 Follow-Up Calls

Following the workshop, Eunomia mentors conducted a short call with each host, to fie up
any ‘loose ends’ following the workshop and end of the final project and to collect
feedback on the wider project. The feedback collected during these follow-up calls is
outlined in Appendix A.5.0.



all Reflections




3.1 Success of the workshop and overall
project

The workshop was attended by core experts in the area and the advice provided was highly
valuable, especially in the one-on-one sessions. All hosts that attended the workshop
requested contact with the speaker from GFI, and have subsequently followed up their
contact with her.

The workshop had a good balance between interactive activities, presentations and
valuable one-to-one support.

The role play exercise was a popular activity, as hosts felt they were able to put into practice
the skills they had been learning throughout the wider project.

The workshop achieved its objective of networking with CPs expressing a desire to hear from
the other CaBA Partnership hosts participating in the project and suggested this could be a
future agenda item for a CaBA Partnership group meeting. Good links were also made to GFl
with partnerships encouraged to approach directly with queries, case-studies and feedback.

From the workshop GFl sought feedback on the toolkit produced. They felt this objective was
fully met and will incorporate messages as the toolkit is tailored as a Phase 2 development.

Additionally, working through the assignments has been a useful process.

3.2 Next steps

A second workshop is being considered to infroduce a wider group of people supporting the
partnerships in the North West to the key themes of the project.

Based on the feedback received, ‘investment readiness’ and the GFl toolkit would be a
useful topic for the agenda for future CaBA Partnership group meetings.
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A.1.0 Slides from the presentations

Below are the presentations from Session 2 of the workshop.

A.1.1 Ecosystem Services

What are Ecosystem Services?

MNatural Capital refers to the physical ‘stocks’ of elements of nature, such as forests, fisheries, rivers,
land and minerals. These stocks provide ‘flows’ of benefits to human wellbeing and quality of life -
these are “ecosystem services”.

Regulating

ozt Ecological processes that regulate and reduce

Tangible outputs th e obtained from

pollution and other adverse effects
e.g. carbon sequestration, air pollution removal,
flood regulation

roduction

Cultural
Environmental settings that enable cultural
interaction and activity
e.g. recreation, physical health, nature-based
education.

15 i eunomia

Terrestrial Ecosystem Services

16 i eunomia

Source: Mature Scot
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Quantifying Ecosystem Services

Natural Capital Asset Ecosystem Service

Improved health
outcomes

Woodland Air pollution removal

18 i eunomia



Valuation Methods

19

Market prices - the traded value of the good shows the minimum willingness to pay of
buyers e.g. food production, timber

Avoided costs - the benefit reduces the need for a costly alternative
* Flood water storage (e.g.reservoir) or carbon reduction activities

Revealed preferences - while not buying the good directly, individual’'s choices can signal
their willingness to pay

» Time spent travelling to a park / petrol / entrance fees indicates the welfare benefit
you expect to get

Stated preferences - individuals are asked explicitly or implicitly how much they would
pay for the benefit

» Welfare values of visiting a park

iii: eunomia

Why do we value Ecosystem Services?

20

Builds the case for funding to maintain this social value (e.g.South
Gloucestershire Council)

Engages different audiences - businesses, Government (e.g. Tamar AONB)

“Turns the invisible visible” - reducing the risk of the value of the natural
environment (whether monetised or not) being ignored in decision making

Helps to identify priorities for investment

i eunomia



Example - Tamar Valley AONB

Volunteering: £528,000

Opportunities for volunteering

Mental Health: £785,000
no tal health

Physical Health: £2,861,000
Benefit of active lifestyles within
the Tamar Valley AONB

Recreation: £6,834,000

Enjoyment of outdoor green

spaces by residents and visitors
Climate Regulation: £8,018,000

Capturing carbon through growth of
biological material

sl
_.\_

Total Natural
Capital value:
£39.4 million per
annum

b
W [y
_ gy

b e

Education: £522,000
School trip visits and connection to
university research

Agriculture: £13,375,000

Production of crops and livestock
by Tamar Valley farmers

Flood Regulation: £3,634,000
Reduction in flood risk delivered by
local habitats

In addition to these values, the value of Biodiversity in the Tamar Valley AONB is estimated to be almost £2 billion! 4
This is not an annual figure, but a total stock of biodiversity, hence being presented separately to the values above.

21

Caveats

i eunomia

« Only looks at the environmental benefits and not the disbenefits and costs (e.g.
planting, restoration)

* Not all benefits can be quantified so will remain overlooked or deprioritised

* For those quantified, we only quantify part of the benefits

* Not all benefits are equally distributed

* Can be time consuming and has data requirements

22

i eunomia
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Revenue Streams from Ecosystem Services
RevemueStreams  BriefDescipfon

Carbon sequestration » Carbon market
and emission mitigation ¢ Carbon offsetting

Biodiversity * Biodiversity net gain (BNG). Mandatory in England from November 2023.

« Many water companies supporting Outcome Based Regulation.
Water quality * Nutrient neutrality

» Environment Agency commitment to a blended approach to flood risk
management (including nature -based interventions).
* Insurance market

Natural flood
management

24 i eunomia



Other Revenue Streams
RevenueStreams  BriefDescipton

Paludiculture

. . » Revenues from crops that grow in wetland habitats.
("wet farming®)

» Cost-effective environmental risk management.
Cost savings and price premiums * Internal benefits, e.g.improved retention.
 Higher prices for products and services, e.g.organic farming.

* Where natural capital and ecosystem services are material to a business,
Resilient supply chains |nv?st|ng. in natural capital = investing in the long -term sustainability of
their business.

» Opportunities for ecotourism.

Ecotourism
* Meeting environmental and social objectives.
CSR/ESG * Reputation enhancement
Donation models e.g.crowdfunding * Non-repayable grants or funds.
25 & eunomia

A.1.2 Mainstreaming Funding & Finance into Projects

Mainstreaming funding & finance into your
projects

 Build in the funding and finance for the project from the start.
* Mainstreaming the environment.

* This forces you to think differently about the project

* It opens the door to more opportunities.

* It makes the project more relevant to others and therefore
more sustainable.

« Watch your language!

27 Environment
LW Agency
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Green Finance Institute:
Investment Readiness Toolkit

Develop Identify and
Governance work with

Structure Investors

Develop Business Establish Legal
'F:igZ?wSi:? Contracts and

a . Closing
Model Policy and 2
Regulation

Community

Engagement
- Pt 5
Identify and —
work with | ﬂ =&
Buyers —
Y
Baseline and
dentify and | © petimate
work with Ecosystem
Sellers Service(s)
avironment

gency
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Developing/scoping the project

* Build in the funding and finance for the project from the
start.

 Put aside your environmental considerations and ask:
* Whose problem are you solving?
* Who then are the beneficiaries or buyers of the solutions?

 Who are the wider stakeholders?

? 69 Knpigpment
Buyers — who buys the benefits

* Who are the buyers - whose problems are you solving?
» Think laterally about who might be exposed to risk and opportunity

Insurance Tourism

Building societies Regeneration

Real estate Economic growth
Utilities Legislative requirement

Increase property values

30 Environment
LW Agency
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Mayfield Park

& o

(& Environment
W Agency

Mayfield Park benefits

INCREASED Health and
PROPERTY @ Wellbeing Benefits
VALUES £200 - £300m

£3-7m higher for the 1500 residential Leading to a return on

units and between 1-10m/annum higher investment 8:1-11:1
rental values

Annual £1.5m
PRODUCTIVITY |
BENEFITS

if just 5% of the 250k workers in the 5
‘wards surrounding the park used it daily
|with 0.05% productivity uplift

3 B R Environment
2 W Agency



A.1.3 Approaching New Contacts

23

Agenda

I. Things to consider

Il. Who to approach

lll. Who to contact

IV. How to approach new contacts

V. Language to use

VI. What to include in the first contact
VII. Useful tips

VIII. Additional information

35

Things to consider

Who is the best
person to contact in
this organisation?

What is the best way
to approach this
person or
organisation?

What information
Why would they be can | give on the
interested in my project at this point?
project?

i eunomia

What would | like to
get out of this
conversation/meeting?

What responses might
they give or questions
they may ask?

i: eunomia
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Who to approach

* Do your research to know who is active in the space
* What are they interested in? Are there overlaps with my objectives?
* Who are they linked up with? Do we have overlapping contacts?

* What would their budget or willingness to be involved be?

* Undertake a stakeholder mapping exercise

37

Example of stakeholder mapping
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Simple stakeholder map for a wetland
project

Reduce phosphate levels oy PERSIMMON Witk G
8 . | B [ rERsnnaoN]grmeiens| -
o Tt @3 R ——

Reduce Flood Risk é i} PERSIMMON AZCOM =
Ministry e T = T
of Defence @u‘.;:';_._._.u.. = Swindon&uwilt

Reduce Drought Risk & ) e
o wels
of Defence et

Create/Maintain an

Attractive Landscape Sa]fSBUI'V —= Swindon&Wiltshire
WILTSHIRE D~

Provide Access to - [

Nature sSALS , i r st Coundl
nx\wm@i? Sa ISGUry; i

Provide Biodiversity &

Offsetting wromsnnon |8, @@t

of Defence g
Market Higher Value, )
Green Branded Goods VELCOURTS =
39 i eunomia

Who to contact

You

The stakeholder mapping exercise will
reveal who you should contact based on Primary contacts
your project and specific needs.

To begin, it is important to start to
reach out to those that you know é.g.
primary contacts) or have an
established connection with. These can
include Catchment Co-ordinators, and
the likes of Keith, Yvonne, Rob.

Secondary contacts

Tertiary contacts

Distant contacts

Current contacts can also facilitate and
introduce you to others e.g.secondary
contacts) in order to build a wider
reaching network.

40 i eunomia
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How to approach new contacts

» Direct contact: reach out directly through email, or a phone call
» Broker or other intermediary : provide a network of connecting you with contacts

 Profile raising and collecting ‘expression of interest’ : provides connection to a
large group of contacts. Can also launch a communications campaign to raise the
profile of the project.

* Passive presence on a platform or registry: can provide links to contacts by having
project posted on a registry or platform. However, this is the least proactive
engagement approach.

M i eunomia

Language to use

There is currently a language gap between what buyers want and what catchment partnerships sell. Thetwo
word clouds below present the current gap. The language from urban buyers is based on theNorth East Growth
Deal published in 2015. The language on what catchment partnerships sell was taken from Bristol Avon’s
Catchment Partnership Plan.

What urban buyers want What catchment partnerships sell
iy wildlife
housing _ training sustainable
economy Eskills  education change economy
flood health Water
homes transport aftoprtat e sectors land catchment
work investment . Fabitats society commltmltles
> productive local partnership climate recreation agriculture
oint : value access  benefits s e
people jobs understanding organisations
businesses knowledge risk |ocal management
river waste

It is crucial when approaching new contacts and potential buyers to use language that will align with their needs
and objectives.

42 i eunomia
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What to include in the first contact

43

Introduce yourself and your organisation
Speak to something they are interested in

Make clear how your project would fit in with their interests or objectives

Make your “ask” clear
o Their time for a meeting

o What you would like to discuss (collaboration? Investment/upfront capital?
Purchase of ecosystem services?)

Impact that your partnership may have

iii: eunomia

Useful tips

44

Keep it brief

In the first meeting, it is worth explaining the need and importance of your project to engage your
contact

Be prepared for your first call/meeting- have some evidence behind you (what are the current
magnitude of benefits, what are the costs)

(Ii1ould use (as an example)calendly as a way for contacts to book meetings so it is easy and efficient for
them

In the first call/meeting, ask them questions to better understand their position, e.g.
* Could you tell me about your business, your role and any environmental goals you have?
» Does your business invest in the local community or environmental initiatives?
*  What features of an environmental project/proposition would make it attractive for your

business to invest in?

i eunomia



Additional information

Community palicy and
Engagemant Regulation

Case Studies
T Identify and Work with Buyers

Kbentify and
w

Tllve'\nfy'lt‘é'umhrhent Natural Flood

Bwich Y Grées Peatland Restoration . Management Project

45

A.1.4 A new approach to financing nature recovery

This presentation covered the final two challenges highlighted by CaBA hosts, as listed in Section 2.3.

A new approach to financing nature recovery R F-F

m

If you are approaching different sources of finance (insurers, water utility companies, corporates, local
SMEs etc.), there can be differences in understanding that affect how you communicate. ‘Green finance’
can mean different things to different people and organisations...

. Any structured financial activity that's been designed to deliver enviranmental
Green Finance outcomes..including transport, buildings, energy...
. Focuses this on the natural environment, This could include investment in commercial
Nature Finance processes thot take the pressure off noture, enhancement of reporting copabilities on
nature (THFD), habitat creation [ restoration on own land...
[NGIUI‘E Mc:rkets] The sole and purchase of ecosystern services.... a seller and o buyer, sometimes an investor

Different from traditional CSR

.

A scientific methodology for measuring the ecosystem service, often via o code,
standard or metric that alse ‘unitises’ the ecosystern service for buyers to value mora
edasily

+  Longer timeframes that cover the delivery of the ecosystarm service and things like
landholder liabilities, exit terms and indemnities

Monitering and maintenance costs that should be built into the price poid by the buyer,
aswell as costs of ‘verification’ by a relioble third party to confirm delivery

28
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Figuring out drivers of demand N A
s HIVE

Be in listening mode....Every buyer is looking for something different, especially in compliance vs

voluntary markets. However, some requirements are shared.

_ Voluntary Markets Compliance Markets

Marketing and Alignment with Values H L
Business Use / Relevance M H
Time Horizon M M
Pricing M H
Delivery H H

H H

Reputational Assurance

The fear of ‘greenwashing’ and being accused of not ‘doing the right thing’ can often override other

priorities.

Elements of a convincing business case &=
“"veus HIVE

1-2 pages max (rule of thumb, including the ‘ask’ of the buyer

Executive Summar o . .
y What the project is and why it makes good business sense for the buyer

How does this fit in with what the buyer has seen more widely?
What is the project’s USP in this space, and its wider strategy?

The Wider Market [ Landscape

Environmental Delivery and What is the actual environmental plan? How are outcomes being measured?
Measurement [ Verification Address things such as ‘permanence’, ‘additionality’, ‘leakage’, ‘perverse incentive’

Why are you the best / only organisation to work with on this project?

Team and Expertise
P What makes you a safe pair of hands? Who else are you bringing in?

Show that you’ve captured all costs and have ‘stress tested’ your model
Show where and when buyers’ payments come in, along with other funding

X Reversal or destruction of habitat / failure of ecosystem is a key concern
Risk Management But also policy changes, greenwashing, skills gaps, community engagement
‘Strength of contracts’ can be built in here



Case Study 1- Wilder Carbon s——

+ First carbon unit sale via the Wilder Carbon Standard at
Heather Corrie Vale golf course site.

+ New Code, developed by Kent Wildlife Trust, with verification
provided by Soil Association.

+ Premium achieved - £75 per tonne of carbon

+ One USP is the ‘Approved Buyer’ vetting process — will only
sell to those with credible Net Zero plans

+ Extensive buyer research:
» 57% screened out due to ineligibility of buyers’ Net Zero
plans
+ 3% declined due to units being too expensive
* 12% declined due to time horizons - units not ‘ex post’
+ 3% declined as Wilder Carbon not internally recognised
+ 2% declined as Wilder Carbon not ICROA accredited

Case Study 2—- Manor Farm oreeniance H'.TT‘E

+ Compliance market — business case for buyer was that they
had to buy BNG units to in order to build their new studio.

+ But stillwanted to be seen to do the right thing, extra
£50,000 CSR donation.

+  Wanted to work with a high -integrity and trusted developer
(surrey Wildlife Trust).

+ Deal breakers disclosed early on - 20% (not 10%) BNG
requirement with SWT.

+  Some debate on timing of payment / reporting
requirements - pushed back in line with transactional view.

« Strength of contracts — LPA to rubber stamp it and ‘hybrid’
legal agreement.
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Case Study 3 - Entrade oo Fonce H'T\T‘E

+ Wessex Water subsidiary — business case was linked to
innovation and potential for scale

»  Working with farmers in a catchment to reduce nitrate run  -off

+ Not a compliance market, but demand was compliance driven
alternative was to build a new £6m wastewater treatment plant

+ Delivered a 30% saving on compliance costs to Wessex Water
+ Nostandard or code - buyer used their own methodology to
estimate the impacts of farmers’ actions. Also worked with

regulator closely to prove this was a good use of funds.

+ Emphasised the close working relationship with farmers and
being a ‘force for good’ in the catchment

» Have now expanded Entrade and are involved in three
‘catchment market’ pilots across England as the market operator

Summary of key learnings ==
Y Y d Sree e HIVE

Align your language, but be wary of confusion as this is a hew approach to
channelling money towards nature, which some buyers might struggle to grasp

Engage early with potential buyers to test their appetite for being involved in the project,
understand their drivers, which ecosystem services are of interest to them, what evidence
base they will require

On first approach, produce a high -level figure or summary of the quantified benefits of your
project — e.g., % reduction in flood risk, number of BNG / NN units, tonnes of carbon
sequestered, access provided to public

Business cases are flexible, but don't compromise on the environmental delivery plan and
its costs — you are the ones at the table with the expertise and the reputation to deliver
high-integrity change.

You may also be selective of buyers (and investors). Some buyers will want to work with
those who are selective - as a way of showing they have been ‘vetted'.



A.2.0 Language to appeal to investors

Below is the outline for a role-play activity conducted as part of Session 2 of the face-to-face workshop. The table was constructed as follows:
e Columns A and B used initial project ideas submitted by CaBA partnerships

e Columns C and D translated the environmental perspective on tangible benefits into benefits from a buyers perspective and identified who the
beneficiaries might be.

Instructions to presenters: You are a wildlife trust who wants to talk to potential buyers about ideas you have to improve the local environment.
Round 1: Present your ideas enthusiastically fo the buyers before you using the project ideas and benefits expressed in columns A&B
Round 2: Present your ideas enthusiastically fo the buyers before you using the project ideas and benefits expressed in columns A&C

Instructions to workshop participants: Participants were invited to play one of the beneficiaries and given a list of benefits they were looking for — aligned to
their business objectives. After each round of presentations you will be asked to signal your interest in the idea by raising one finger for each benefit mentioned.

A: Project idea/element B: Tangible Benefits — D: Beneficiary
Environmental

Perspective

C: Tangible Benefits — Buyer perspective

Local Businesses
Water companies

Prevention: Natfural Flood Management | Reduced risk of flooding | Reduced business expense / loss of earnings
(NFM) from reduced productivity due to flooding

Reduced reparation costs
Lower insurance premiums

Reduced costs to local residents including on

mental health

Road and rail network organisations
Flood Re

Insurance companies

Interested bodies to meet their own
agendas i.e. Environment Agency;
local growth programmes; local
authorities; flood risk authorities;
public health and social care
organisations;

Prevention: Prevention of pollution -
behavioural changes e.g. anti-litter
campaign, speaking to
businesses/farmers

Litter and pollution
reduction

A nicer local working environment (staff
recruitment and retention)

Local businesses
Tourism sector

Prevention: Prevention of pollution-
physical changes e.g. SuDS

Improved water quality
Water storage

Reduced water freatment costs

Water company
Local businesses
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A: Project idea/element

B: Tangible Benefits —
Environmental
Perspective

C: Tangible Benefits — Buyer perspective

D: Beneficiary

Reduced cost of alternative traditional water
storage interventions

Meeting environmental and social objectives /
reputation enhancement

Restoration; removal of hard
infrastructure

River restoration
Biodiversity improvement
Improved visual amenity

Reduced maintenance cost of hard
infrastructure maintenance
Riverine Biodiversity Units

Environment Agency
Developers

Restoration: Footpath improvement or
creation

Footpath improvement
Recreational access

A nicer local working environment | (staff
recruitment and retention)

Meeting environmental and social objectives /
reputation enhancement

Local businesses
Tourism sector

Restoration: Remove pollution & litter

Litter and pollution
reduction

A nicer local working environment (staff
recruitment and retention)

Meeting environmental and social objectives /
reputation enhancement

Local businesses
Tourism sector

Restoration: Habitat improvement e.g.
INNS removal, woodland management

Habitat improvement
Biodiversity improvement
INNS

Carbon credits

Biodiversity Units

A nicer local working environment (staff
recruitment and retention)

Meeting environmental and social objectives /
reputation enhancement

Local businesses

Public sector

Developers

Water companies

Road and rail network organisations
Tourism sector

Creation: Creation of new habitats,
including to improve habitat
connectivity

Habitat creation
Biodiversity improvement

Biodiversity units
A nicer local working environment (staff
recruitment and retention)

Local businesses

Public sector

Developers

Water companies

Road and rail network organisations
Tourism sector

Community engagement through
citizen science e.g. River Guardians

Community
engagement
Training of local
community

Access to skilled workers
Improved employability and mental wellbeing
of local communities

Local businesses

Local growth programmes
Local authorities

Public health and social care
organisations

Community engagement through low
skilled volunteering

Training of locall
community

Access fo skilled workers
Improved employability and mental wellbeing
of local communities

Local businesses
Local growth programmes
Local authorities
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A: Project idea/element

B: Tangible Benefits —
Environmental
Perspective

C: Tangible Benefits — Buyer perspective

D: Beneficiary

Public health and social care
organisations

Community engagement: Active

Training of locall

Access to skilled workers

Local businesses

fraining of volunteers for more skilled community Improved employability and mental wellbeing | Local growth programmes
work of local communities Local authorities
Public health and social care
organisations
Establishing protected status for the Habitat Biodiversity Units Developers

area e.g. local nature reserve/SSSI

creation/restoration
Biodiversity improvement

A nicer local working environment (staff
recruitment and retention)

Local businesses
Tourism sector

Potential creation of a saleable
‘product’ e.g. Phosphorous, sustainable
fimber

Improved water quality
Production of sustainable
fimber

Reduced cost of alternative phosphorous
reduction activities
Access to locally produced/sustainable timber

Water company
Developers
Local businesses
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A.3.0 Topics offered in one-on-one Sessions

The following table outlines the topics offered to CaBA hosts at the face-to-face workshop:

Discussion item

1. Time 1:1 with your mentor to talk across the assignments/steps

2. Time 1:1 to focus on specific steps in GFl toolkit

a. Assignment 1: Initial Project Scoping

b. Assignment 2: [dentify and Work With Sellers

c. Assignment 3: Baseline Estimate and Ecosystem Services

d. Assignment 4: |[dentify and Work With Buyers

e. Assignment 5: Develop Business Case and Financial Model

3. Time 1:1 to discuss key challenges from this morning further

a. First hand tips

b. Ecosystem services

c. Mainstreaming this process of thinking what is the right time to do it, how to structure the
process, etc

d. How to approach new contacts — what do you include in the first contact?e

e. How to write a convincing business case

f.  How fto approach green finance (insurance companies, efc).

4. Other - please specify

35



A.4.0 Evaluation

Five participants completed a post-workshop evaluation survey; this included three CaBA hosts, covering
the Alt/Crossens, Lower Mersey and Wyre (and one host who wished to remain anonymous), and two
Catchment Coordinators from the EA.

Question 1 asked for the respondent’s name.

Question 2: Following the workshop, do you feel you have achieved:

5
4
3
2
1

0

Count

A solid A fullawareness At least three keyOne action for this Had all your key Had all your
understanding of of resources fo  learnings on how week that may questions objectives for the
the GFl tookit  help and how fo fo get more resulf in getting answered. day met.
access them. investment for more investment
projects for your project.

mHaven't achieved thisat all  ®Achieved thisalittle mHalfway achieved  ® Mostly Achieved u Fully Achieved

The results showed that generally the participants achieved what they wanted to, and all fully achieved
attainment of three key learnings on how to get more investment for projects.

In terms of awareness of resources to help and how to access them, we hope that our complimentary
guidance document solves this need highlighted by the hosts. Additionally, as two of the five
respondents were catchment coordinators, they may not be as aware of all the resources shared with
CaBA hosts as part of the wider project.

Question 3: If you have answered 'halfway achieved' or less for any of the

above, could you tell us why you feel this way?

Two people answered this question:

e | did learn from and gained new knowledge from the workshops. Being invited as a delegate has
raised my awareness. My role within my organisation encourages community engagement and
although | won't be leading on a project, which demonstrates how | feel | confribute to my

evaluation - the workshops were very valuable all the same.

e | wasn't aware of the GFl toolkit before this session so | need to go and have a look at it to fully
understand what's in it.
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Question 4: What are the key things you've learned today?

All respondents replied to this question:

[ )

Other regions have a regional BNG banking, but not the NW. The EA has an innovative funding and
finance department Difference between a buyer and an investor

Contacts, networks, who is who, investment opportunities, approaches to pitching,

1. Language is key 2. That this is an iterative process and you can start where ever is most relevant on
the GFl 'snake'. 3. There are a lot of resources out there, don't be daunted by it and bring in external
expertise, such as financial advice to help to develop your business case and projects.

That it isn't a linear process. That language is important when pitching to investors/buyers. That a
multi-disciplinary team is necessary to make these projects a success, inc. financial expertise

Take the time to review the language we're using. We might think we're using language that others
will understand, but it's likely we can still make improvements. Don't overthink Green Finance. Keep
it simple and it will work. Keep talking to others and learning from case studies and other people's
experiences.

Question 5: What do you feel was the most valuable information you have
gained from this workshop?

All respondents replied to this question:

Role play demonstrated and brought to life the need to approach a business case from a buyers
point of view.

Contacts and network

The one-to-one support for our project development

Being able to dedicate a good chunk of fime to thinking about this (don't normally prioritise), having
access to experts, hearing the LFE from those who've tried it already and being able to ask silly

guestions - invaluable!

| think the additional guidance prepared by Eunomia will complement the GFl toolkit for CaBA
Partnerships.

Question 6: Was there anything you feel we could have done better?

All respondents gave an answer to this question:
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The catchment co-ordinator for the project | was working on could have worked with me in the 1-2-
1's, rather that working with another catchment co-ordinator.

n/a

| realise the time was tight and thought that the day was really well designed to maximise learning.
However, it would also be nice fo have the opportunity to hear a bit about the other projects the
CaBA partnerships were developing and how far they had got in their thinking in terms of bringing in
green finance.

No - all great!



e No, it was a very enjoyable day and | came away with lofs of ideas and inspiratfion to fry some new
things.

Question 7: Is there anything you would like to see in the guidance
document that you feel would help yourself or the other hosts in sourcing
innovative finance?

Four respondents gave an answer to this question:

e No

e Understanding how other CaBA partnerships have gone through the process - i.e. case studies of
how they goft from stage zero all the way through to delivery and what the key challenges were
along the way.

e | need fo spend more fime looking at this document before | can say this.

¢ Nothing over and above what has already been said today.

Question 8: What next steps do you think we can take to help you?

Three respondents answered this question:

*  More time with GFI

e | think a session with EA staff would be really useful. We will have specific questions about our role in
these projects (we might be a buyer but might also seek private finance ourselves as an alternative
funding stream to deliver our outcomes). [Note that this answer was given by a catchment

coordinator].

e Follow up with the information discussed in the carousel activity.

Question 9: Do you have any other comments?
Four respondents answered this question:
e  Great workshop, thanks.

e Great day; really well organised and facilitated. The whole process has been simple and well thought
through with lots of support available. Thanks!

e Thank you so much for inviting catchment coordinators to this workshop - a really enjoyable day!

e No, thank you for a fab workshop.
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A.5.0 Feedback from Follow-Up Calls

The following bullet points outline feedback gathered in our final contact with CaBA hosts as part of the
wider project.

Catchment 1

e Enjoyed that the project was adaptable and flexible to the needs of the partnerships and the
business cases presented.

e The expertise at the workshop was very valuable and the lessons relating to ‘speaking the right
language’ was especially useful.

e The role play was a very useful exercise and it ‘brought it home’ (in reference to the theoretical
learnings around approaching private finance).

e A suggestion for any future, similar engagements is that the host would have valued teaming up with
their Environment Agency Catchment Coordinator to go around in the one-on-one sessions as a pair.

Catchment 2

e Found the GFl presentation particularly useful in terms of how to approach.
e The project was a great opportunity for CaBA partnerships.

¢ Thought the flexible approach to working was useful.

Catchment 3

e The project has been a really helpful starter and the GFI Toolkit has been an especially useful tool
when developing new proposals.

e The project has helped to put into practice some ideas for business cases that the Irwell Catchment
Partnership have been sitting on.

e The mentor meetings were helpful as a prompt to keep on track with the assignments.

e The Urban Environment Working Group was a good and perhaps the Irwell would have benefitted
from more working time with that group as a whole.

e After speaking with other CaBA partnerships outside of the North West River Basin District, many have

asked to see the learnings from this project, or would be interested in parficipating in a similar project
themselves.

Catchment 4

e Assignments were a good structured activity and the associated check-ins were a good
reminder/prompt to engage with the project.

e The creation of the sub-group for urban projects was a good way to bring people together with
similar problems.

e Having representatives from the Wyre Catchment Partnership at the workshop was particularly good.
Especially as it can be hard to find the time to reach out and make those connections.
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Associated fraining (e.g. facilitation and presentation skills) organised by the Natural Course
representative from the EA was really good. The host felf like the project feam were responding to
the requests and needs of the hosts and adapting as we progressed through the project.

Felt that the resources shared as part of the project, for example the webinar and document on
finding funding for urban CaBA partnerships.

The guidance document looks like a useful resource for hosts.

Catchment 5

Working through the assignments has been a useful process. They did notf require too much time to fill
in but provided a good starting point for getting to grips with Green Finance. The host has already
shared the assignments internally with other colleagues working on different projects.

The workshop had a good balance between interactive activities and presentations. The ratio of
Eunomia tfeam members to CaBA Partnership hosts allowed for valuable one-to-one support during
the workshop.

Would like to hear from the other CaBA Partnership hosts that participated in the project about their
learnings from the whole process and any ‘lightbulb’ moments they had during the project. Could
this be proposed as a future agenda item for a CaBA Partnership group meeting?

Catchment 6
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Would have liked the project to last longer to enable the host to spend more time in engaging with
the process.

Found the GFI checklist useful and the assignments were too, as they are applicable to other projects
and can be used as guidance.

The host was unable to attend the workshop and expressed that learning more about ecosystem
services and ‘key players’ to approach were, as well as how to develop and manage business
models. Eunomia have offered for the host to attend a follow-up workshop which will hopefully meet
some, if not all, of these needs.


https://youtu.be/SADSDpd-eTU
https://catchmentbasedapproach.org/wp-content/uploads/2018/09/Finding-funds-for-urban-projects-A-guide-for-catchment-partnerships.pdf

eunomia
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