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Vision
As the first generation who is realising what we as humanity has done to the
planet and the last generation that can do something about it; we want to leave
a legacy for the next generation that is prosperous, safe and harmonious.

Mission
We aim to realise our vision by assisting business and mankind at large to be
responsible and accountable for our actions through creating awareness, being
disruptive, assist in developing meaningful metrics, measurable targets and
tracking progress against these, whilst developing trusted reporting; in the
process enabling sustainable life and commerce through converting risks in
opportunities.
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Create more
implementation
potential and ability
to service it

Enabling business
entities access to a
proven success
recipe

Allow broader
access to lessons
learnt and skills
developed
Access

Why the
Company?

Be the little hinges
that swing big
doors though skills,
knowledge and
knowhow

Act as a collective
representative for a
group of specialists

Multiplying the
impact for
environmental health
of the globe

Accelerate the swing
to greener business,
shielding future
generations from the
environmental distress
pathway created
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The Managing
Director

Johan Durand is the managing director of
Motsu Consulting, a visionary with experience
in doing the unconventional with extraordinary
results.

4 years as director in CKR/Nala Consulting
Engineers, establishing the Pretoria Branch

Almost 30 years in
the Consulting
Engineering industry

The most recent 8 years prior to Motsu
Consulting were focussed in creating and
establishing a successful environmental
sustainability department in a top-100 JSE
listed company

Experience

Electrical and Electronic engineering specialising in the following:
•
•
•
•
•
•
•
•
•
•

MV & LV distribution and reticulation
Standby Systems
Uninterruptable power supply systems
Lighting
Electronic security, CCTV, fire detection, etc
Reliability engineering
Root cause failure analysis
High availability systems (i.e. data centre infrastructure in the
electrical, electronic and mechanical systems)
Energy efficiency and alternative fuel/energy sources
Value engineering

Responsibilities:
•
•
•
•
•
•
•
•
•
•
•

Energy, water and waste optimisation
Opportunity identification and project implementation
Value engineering
Risk assessments
Lifecycle analysis
Feasibility studies
Alternative financing (R1,5 billion)
Strategy development
Team development
Participation in compiling and writing the annual integrated report
External and internal reporting
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Environmental
Sustainability:
Project experience Efficiency and Optimisation
Projects Implemented

Completed more than 130 projects
consisting of efficient lighting, domestic
hot water, air-conditioning and ventilation
upgrades, plant monitoring systems,
metering and automation; including
grid tied Solar PV plants at 63 facilities
with installed capacity of 12MW(peak),
capable of generating 20GWh/annum; and
implementation of the largest lighting
replacement project qualifying for a 12L
tax rebate, consisting of 140 000 lights;
collectively
reaching grid based energy avoidance of
24% annually after 7 years.
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Examples of projects executed
HVAC integrated with
DHW

Grid tied Solar PV and
solar DHW systems

Grey water harvesting

PV = Photo Voltaic

Augmenting thermal
property of refrigeration
gas through Solar Energy
achieving higher efficiency

Hybrid HVAC
Refrigerant gas orientated
HVAC systems efficiency
increase with evaporative
cooling

Standalone DHW system
upgrades

Lighting

Desalination of sea water
for potable application

Water treatment plants
from groundwater source
to potable

Waste management and
proof of concept to reach
zero waste to landfill

Successful proof of
concept to use disruptive
alternative methodology
to deal with infectious risk
waste

Plant monitoring, utility
metering and telemetry
systems (water, waste,
electricity & other mission
critical systems)

DHW = Domestic Hot Water

HVAC = Heating, Ventilation and Air-Conditioning

6

Motsu Consulting focusses
on Environmental
Sustainability,
strengthened by strategic
partnerships, enabling an
agile solution provision
with specialist access
through the partnership
network, resulting in tothe-point solutions and
value creation.
Motsu Consulting is values
orientated, believing in
ethical business and
responsible partners,
collectively accountable
for the value it creates and
the impact it has on clients
and partner businesses.

Strategic Partnerships
Internal:
Operational and
management

External:
CDP, Annual
Integrated Report,
FTSE Russel, ESG,
etc.

Independent project
performance measurement
and verification

Specialist project
management

Reporting
Independent results
verification and assurance
for annual integrated
report and other external
reporting purposes
Alternative and
“Green” Financing

Intelligence:
Tracking, benchmarking
and goal setting for energy,
water and waste

Experienced solution
developers and
engineers

Value of Strategic
Partnerships

Innovation and
disruptive solutions

Specialist
engineering
Bespoke solutions

Specialist project and
programme management

This business model enables quality service on time and at the right price
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Value proposition

(1 of 5)

The main value in Motsu Consulting is the fact that through the strategic partnership network a successful
programme has been developed by the individuals in the network with proven results. This experience is now
available to be multiplied in the market to enable better and quicker response. The principles followed were the
following:
• It should make financial sense;
to be a responsible corporate citizen should not mean it leaves the business “out of pocket”.
• Risk assessments are at the centre.
• Understanding future market development should be considered.
• Useful life of plant is also considered to prevent stranded assets.
• Operational impact during and after implementation should be considered and any loss in revenue during
the implementation of a project is factored into the feasibility analysis.
• Sensitivity towards investor preferences and observations and how this increase share value, brand value
and attracting new customers and investors. (ESG Rating driven)
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Value proposition

(2 of 5)

Motsu Consulting – the Value

Risk assessments

Visionary

•
•
•
•
•

Benchmark the business
Research the future of the specific
business and how it will be influenced
Understanding the impact of the 4th
industrial revolution
Financial and commercial positioning and
security in the changing and already
changed world
Get and keep the business ahead of the
curve

•
•
•

Research risk factors
Understanding the risks
Develop and/or refine
mitigation strategies

Experience

•
•
•
•
•

It was done previously
It is providing an edge on competition
It utilises client’s internal resources to tap
in and unlock deeper experience
It enables the “bigger picture” thinking for
the internal resources
It equips the internal team to excel and
maintain
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Value proposition

(3 of 5)

Data

Executive level:
Big data aggregated to allow
management oversight,
enabling strategic progress
tracking and strategy reviews.
It enables ESG tracking and
reporting

(If it is not measured, it is not managed)
• Big data is at the centre of a successful
programme strategy.

• Date enables benchmarking, goal setting,
project and opportunity identification,
performance tracking and reporting for both
internal and external purposes.
• The data hierarchy on the right demonstrates
the roles data play in different levels in the
business.

Operational level:
Granular data enabling
optimisation and allowing
benchmarking, goal setting,
performance tracking, and
report development

Data hierarchy
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Value proposition

(4 of 5)

In a previous programme implemented, the following results were obtained:
• Top in the sector (internationally) – from nothing in 8 years.
• Most projects on an individual level provided breakeven under 5 years, some within months.

• Programme level IRR = +25% (including all internal operational costs to maintain the programme)
• Results are auditable right down to the general ledger to proof it is “real”.
• R1,5 billion worth of alternative financing at attractive terms was sourced during the
implementation to finance the programme, ensuring dedicated momentum can be maintained.

Note: The programme focussed on energy, water and waste.
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Value proposition

(5 of 5)

Typical value creation by efficiency projects
Conventional Efficiency Projects
700
600
500
400
300
200
100
0

20 year lifecycle
Business as usual

Upgrade

Business as usual has a much higher impact than spending the initial CAPEX to have a more
efficient services infrastructure. In this case budget was also allowed to replace the existing
installation under the business-as-usual scenario without an efficiency benefit to merely
maintain functionality.
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Team
orientated
interventions

Why team orientated interventions?
Economy of scarcity
• Skills and specialised knowledge
is limited and in high demand
• Often teams are comprising of
only a few highly skilled and
experienced individuals, thinly
spread and mostly overcommitted

Effective Intervention
Through pre-research the
intervention can take as little as two
sessions of one hour up to six hours
during which there is direct team
member interaction with dedicated
time away from the desk. This could
amongst others assist with the
following:

• This might lead to key enabler
team members being unavailable • Strategy development
on a strategic thinking level
• Vision and Mission formation
• Time to stand back and observe
objectively becomes a luxury

• Team cohesion and alignment
• Giving leadership new focus and
renewed vision
• Allowing leadership to assess
relevance of current goals and
strategy
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Team
orientated
interventions

Typical Intervention Flow
Working the team to open-mindedness
1

2

3

Motsu research topic &
develop Workshop #1

Workshop #1

Team goes away to do the
necessary preparation
work for Workshop #2

Create the big picture view
Enable the team to imagine the potential
Create a to-do list for team to do background work
and preparation for issues to be worked on during
the 2nd workshop

Agree the outcome of the session
Team present work
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Workshop #2

5

Team prepare for the
feedback session and
conclusion of the task

6

Workshop #3

Brainstorming session
Imagine and recap workshop 1 & 2
Conclusion and next steps for the team
Conclusion of the task, feedback sessions and
14
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ESG: The sustainable business in
a climate changed world
Strategy:

Best practice:

• To be more energy efficient is not
enough anymore

• Scenario based analysis
• Task Force on Climate-related
Financial Disclosure (TCFD) aligned

• The real impact is in the GHG
emissions with an impactful
reduction target (that includes the
supply chain)

• Consideration in line with SDG’s
and UN Global principles

Importance of good
reporting:
• Millennial employees & customers
are cognisant of the business’
impact on “social and
environment”
• Investors are focusing on
companies assessing the business’
ability to survive in a climate
changed world

ESG funds & finance:
• To meet the significant investor
demand, asset managers are creating
ESG funds at a rapid pace, up more
than 30% from 2019 to 2020.
• Assets under management in ESG
funds have increased to $1.05 trillion at
the end of 2018 from $655 billion in
2012, according to Morningstar.
• Demand for ESG products has boomed
in recent years and shows no signs of
slowing down..

Meaningful metrics & targets:
• Science-based targets aligned with a
prevention of global mean
temperature increase above 1,5°C is
required
• Task Force on Climate-related
Financial Disclosure (TCFD) alignment
• Consideration in line with SDG’s and
UN Global principles
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ESG Alignment; why is it
important?
Humanity has wiped out 60%
of mammals, birds, fish and
reptiles since 1970. Scientists
say we are in the midst of the
Sixth Mass extinction, the
first to be caused by humans.

Lack in commitment:
• According to the results of the
2019 Deloitte European CFO
survey, a little less than 10% of
companies say they have set
targets in line with the Paris
Agreement.
• 27% of companies have set
autonomous carbon emission
reduction targets.
• One in two companies have not
set any target at all.

Securing the business:
• Access to well structured
finance
• Attraction of investors and
customers alike
• Securing business’
sustainability in a climate
changed world
• Circular economy development
‘what did we do once we
knew’? “We are the first
generation to know we are
destroying our planet and the
last one that can do anything
about it,”
WWF UK Chief Executive Tanya Steele

Climate change offers
business opportunities:
• Firstly, improve resource
productivity (for example by
increasing energy efficiency),
• Secondly, climate change can
spur innovation, inspiring new
products and services which
are less carbon intensive or
which enable carbon reduction
by others.
• Thirdly, companies can enhance
the resilience of their supply
chains, for example by reducing
reliance on price-volatile fossil
fuels by shifting towards
renewable energy.
Together, these actions can foster competitiveness
and unlock new market opportunities
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Climate Change Opportunities & Risks
Greenhouse Gas (GHG) Emissions
Environmental Policy

ESG

Environmental

Natural Capital / Energy, Water &
Waste
Environmental Management System

Dimensions

Products & Services

Supply Chain (Social)
Stakeholder Engagement

The Pillars
and Themes

Social

Health & Safety
Human Capital / Workforce
Development
Diversity & Equal Opportunity

Governance

Compensation Policy
ESG Reporting Standards
Board Level Oversight
Governance Policy
Governance Risk Assessment
Board Structure
Responsible Business Practices, Codes
& Programmes
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ESG
Future
proofing
your
business
If the business is a listed entity, it will be
reviewed and rated by the ESG rating agencies
whether the information is publicly disclosed or
not as they use company websites, news
articles, etc. to execute the rating and a nonstructured approach will therefor leave the
company in a compromised position
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ESG: The Financial Realm
Factors driving growth:

The Need:
• Overwhelming need to advance
sustainable investing
• Steep targets – 40% reduction in
GHG emissions by 2030 on 1990
levels
• ESG initiatives are prioritized by the
younger generations
• Over the past 4 years sustainable
finance grew 15 times
What is sustainable finance?
• Green bonds or loans – can only be
used for “green” projects
• Sustainability Linked Loans (SLL’s) for
general corporate purposes, but
linked to sustainable performance
targets (SPT’s)

• The need
• EU Taxonomy is driving uniformity
and SA government is aiming to
adopt their approach

• SLL and Green Loan principles were
developed by LMA(EU), APLMA(Asia) &
LSTA(US)
•
•
•

•

Pricing & Role-players:
Green loan or bond is typically fixed
SLL’s have a margin ratchet aligned
with meeting or exceeding SPT’s
The sustainability coordinator assess
the ESG level of the borrower and
develop/assess appropriate SPT’s and
might execute ongoing monitoring of
the borrower’s progress reports
SLL’s usually require independent
verified achievement of SPT’s

Typical SPT’s:
• Energy, water and waste efficiency
improvements
• GHG emissions reduction
• Renewable energy
• Affordable housing
• Sustainable raw material/supply
• Circular economy
• Sustainable farming

• Conservation and protection or
reinstatement of biodiversity
• Improvements in ESG rating or
recognition or certification of certain
levels – i.e., star rating on building or
zero waste to landfill, etc.
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ESG Finance: The role-players
Motsu Consulting

Lender/Financier/Investor
Client/Borrower
• Identify the client.
• Technical due diligence – Some
questions that might be relevant to
Investor:
➢ What is a realistic
target/KPI for ESG funding?
➢ What is a realistic timeline?
➢ What is the realistic
CAPEX/OPEX requirement
for pure Environmental and
some of the Social
dimensions identified?
➢ What should be part of the
KPI’s?
➢ What are the risks in
meeting or not meeting a
KPI?
➢ Is the company strategy
sound?
➢ Is the strategy
appropriately resourced?

• 2x types of clients could be at the
table, the one being presented by
Financier and the other by Motsu.
• The clients might be at different
levels of maturity in the
programme, from a perspective of
resourcing, goal setting, strategy,
resourcing, etc. Motsu could assist
in determining the return on
investment associated with the
money planned to be spend.

• Motsu could identify a potential
client and introduce the client to
the financier. In this instance the
technical due diligence would
have been done.
• In the instance where the
Lender/Financier/Investor is
identifying the client, Motsu could
assist with the technical due
diligence as set out under the
Financier slot.
• Motsu could assist the less mature
client to develop the required
programme or refine it such that it
could answer to the financier’s due
diligence.
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Summary
of
Services

Motsu Consulting (Pty) Ltd
631 Adcock Street
Rietfontein
0084
(Pretoria, South Africa)

Johan Durand
+27 (0) 82 693 1338
johan.durand@motsuconsulting.com

Amanda Durand
+27 (0) 82 975 3014
amanda.durand@motsuconsulting.com

