AWACIF
Sustainability
Resource Hub

PAOYAS




r'

Identifying Sustainability
WEN GIR

Finding practical business opportunities through

sustainability
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|dentifying sustainability markets means finding where
sustainability creates real business value inside an
existing industry, customer need, or operating

challenge.
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What This Really Means

Not just “green” branding. It should:
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Start With What You Already
Know

Do not ask:
“How do | become sustainable?”

Ask:
“Where in my current business does sustainability
create opportunity?”

The best opportunities are usually already inside:

e Operations
‘ ‘ ‘

e Purchasing

e Compliance /
e Service gaps

@ .
e Customer pain points 9 8
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Begin With the Business
Model

First define;

1. what you do

2. who you serve
3. what problems repeat

4. where costs or inefficiencies show up

Then connect sustainability to:

1.
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lower costs

less waste Business Model )

Pain Points )

Sustainablity Angle )

cleaner systems

healthier buildings
electrification

financing access (

better efficiency

Opportunity )
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Four Ways Markets
Become Visible

1. Operational efficiency
2. Customer demand
3. Compliance and standards

4. Finance and incentives

STRATEGY
PLAN |  MARKET
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Pathways 1and 2

Operational

Efficiency

Operational Look where cost, waste, and

Efficiency

inefficiency are already
visible.

Customer Demand
Look where customers already F
want:

e Lower bills

e Healthier spaces

e Cleaner products
e Better performance
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Pathways 3 and 4

Compliance and

standards

Opportunity appears when
clients need help with:

e Benchmarks

e Reporting

e Certification

e Regulatory readiness

Finance and

incentives

Markets grow faster when
adoption is supported by:
e Grants
e Rebates
e Tax credits
e Low-interest financing
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Where to Find Real Market
Signhals

Look to:
1. Industry associations 5.Standards bodies
2. Trade groups 6.Certification programs
3. Blogs and forums /.Adjacent service providers

4. Funding portals

These sources reveal demand, language, standards, funding,
and buying behavior.

Stant-ups

\ /
A ‘\. Inner start-up _d"r
ﬁ “_hub ecosystem ,,-/
S =
coalerators S

- Regional =
T~ ecosystem _—

--_""—-._____ Outerspace __—




Is This Market Worth
Entering?

A Strong Opportunity should:

Solve a recurring problem
Create clear economic value
Fit your current skills and
credibility

Be testable with a small first
offer

Be easy to explain

If it feels vague, it is still too
abstract.

© WACIF



Case Study: Real Estate
Professional

Initial idea:

“Sustainability consulting”

Better market definition:

Residential decision—-making process
fReaI entry points: -
e Pre-purchase energy reviews
e Retrofit guidance
e Healthy-home planning
e Electrification planning

e EV charger readiness
\ o Incentive guidance )

'l Key lesson: N

The market was already inside the
customer journey.
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Case Study: Community-
Based Consultant

Problem:
Strong expertise, weak packaging

Challenge:
Services are too broad, Hard to scale and Hard to buy

Clearer service lines:

e Community sustainability planning
Benchmarking support
Compliance readiness
Recycling and reuse strategy
Education with measurable outcomes

Key lesson:
Packaging expertise makes the market visible.

Before After

Generfill / Clear Offers
Consulting




How to Take Action

’f\k.h

. ] )Isiness
2. Identify reclirring |5a—|71 points "
3. Test against the 4 pathways
4. Map the ecosystem
5. Choose one low-risk opportunity to test

Goal:
Validate one practical entry point first
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The Central Takeaway
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 Start with what already exists:
e your industry

e your relationships

e your customer pain points

e your operating challenges

Then connect those to measurable solutions.
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