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Sustainability in your organization

This article is part of the Sales 
Transformation Future of Sales Series, 
the central theme of the second article 
is sustainability and its impact on your 
organization.  At Deloitte, we notice a 
change in responsibility with regards to
sustainability. Customers are not solely 
relying on sustainable entrepreneurs 
anymore; all organizations are expected to 
contribute towards sustainability. This shift in 
ownership can impact your organization’s 
talent attraction, direct and indirect sales. 
In this article, we will not only explain how 
an organization’s sustainability strategy can 
affect its sales, employees, its perceived value 
and position in the industry but we will also 
clarify how you can act on this strategy and 
where to begin.  

The shift in responsibility 
for sustainability

The need for a transition towards sustainability
is already long-established, we are now getting
closer to the due date of the UN Sustainable
Development Goals than the date they were
created. However, the obligation to report on
emissions and carbon footprint is perhaps less
known. The current EU legislation of the Non-
Financial Reporting Directive (NFRD) and the
increasing legislation of the Corporate
Sustainability Reporting Directive (CSRD) require
due diligence on an organization’s
environmental efforts and sustainability
information throughout their supply chain.

Even though this legislation is not yet in full
effect, leading your industry in contribution
towards sustainability and providing
transparency on these efforts can be
exceptionally beneficial.

The first aspect is that it can positively affect
your organization’s brand value. Nowadays,
customers expect companies to contribute in
limiting their carbon footprint on our globe. We
strongly believe that by adhering to these
expectations in a transparent way,
organizations can build credibility and goodwill
with their current customers and attract new
customers, resulting in better sales.

Secondly, these efforts not only improve an
organization’s brand from a customer’s
perspective but also from an employee’s
perspective. At Deloitte, we see an increasing
importance among talent for creating positive
impact on the environment within
the workplace.
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The first step towards your 
sustainability ambitions
So you chose to lead, now where do you begin?
The first step your organization can take is to set
an ambition with corresponding targets. These
targets can vary from carbon neutral to Net-Zero
emissions or even Climate positive. Where
carbon neutral means balancing the CO2
emissions and removal of CO2, Net-Zero refers
to the overall balance in greenhouse gases, and
Climate positive refers to removing more
harmful gases than an organization’s emissions.
Regardless of the targets, the next step towards
your goal is to measure the current situation of
your organization.

The analysis of the current situation is essential
for determining the gap between today’s
measurements and your set targets. The
challenge within this stage is to be thorough as
organizations often forget to consider the full
scope of emissions throughout the value-chain
of their provided products or services. Without
considering the full scope, statements regarding
sustainability targets like being Net-Zero could
be incorrect and harmful to the organization.

The full scope of emissions includes all up- and
downstream activities of the value chain which
also includes the emissions of your suppliers and
the end-of-life treatment of sold products. After
measuring the complete scope of carbon
emissions across all departments and activities,
you will have an overview of the necessary data
to assess the current situation. The next step is
to see if it is possible to automate continuous
measurements of the data and visualize this
incoming data in a dashboard. By visualizing the
data, stakeholders within the organization are
empowered to generate insights and to take
action. In a later stage, even prediction of future
emissions could be possible which grants your
organization the possibility to become proactive
instead of reactive to your environment.

Understandably, these steps seem daunting,
however, you do not have to worry as there are
platforms, products, and services available which
can help you to get there.

A study from Deloitte with 14,808 Gen Zs and
8,412 millennials across 46 countries revealed
that only 18% of Gen Zs and 16% of millennials
feel their employers are committed to tackling
climate change. These employees believe
employers should do better and want to be
actively involved. Empowering employees to act
on these good intentions can attract talent in
times where there is a shortage on the labour
market. Lastly, looking at the approaching
legislation it can be valuable to be part of the
first movers within your industry as legislation
will entail the entire supply chain. Therefore,
organizations will be looking for ways to reduce
their emissions both up- and downstream in
their supply chain making your organization an
attractive solution.

Hopefully, the benefits and importance of
sustainability within your organization are
evident. So, the choice is now yours, will you lead
the industry, or will you be led by legislation and
take the risk of falling behind your competitors?

https://www2.deloitte.com/content/dam/Deloitte/global/Documents/deloitte-2022-genz-millennial-survey.pdf
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The reporting possibilities
The good news is you will not need to configure
an excel sheet with countless data entries. There
are a variety of platforms that can help your
organization with measuring and reporting your
emissions with every platform having its own
pros and cons. According to Forrester, the
Sustainability Management Software with the
strongest strategy and current offering is the
Net-Zero Cloud solution from Salesforce.
Salesforce is already a world-renowned CRM
platform that has proven its flexibility and
scalability. Salesforce has combined its insights
across 15 different solutions and 9 different
industries to develop their new solution Net-Zero
Cloud. to develop their new solution
Net-Zero Cloud.

The solution offers:

• Accessible and simple approach to 
get started

Easy to configure and set up your
baseline measurements with industry
and product averages, and external data
sources. Improving the measurements
with your supplier’s specific data is
effortless through their supplier
engagement portals which allow you to
create your own ecosystem
for sustainability.

• Carbon Accounting on a Trusted
Platform from scope 1-3, with all your
data securely in the cloud

All relevant data on a single, trusted
platform with automated conversions to
tCO2e and calculations based on
reference data. Carbon inventory
calculations are automated based on the
GHG Protocol Corporate Accounting and
Reporting Standard

• Actionable Insights
Pre-defined, intuitive, configurable
reports and dashboards through the
power of Tableau which enable your
teams to set relevant targets, monitor
progress and plan initiatives regarding
your own emission and that of
your suppliers.

• Net Zero Marketplace
The Net Zero Marketplace is a carbon
credit marketplace that links
compensating organizations to eco-
friendly entrepreneurs through a
trusted and transparent platform which
aims for a positive climate impact.
Allowing organizations to immediately
reduce their emissions through
regulated sustainability initiatives.

• Empowered Stakeholders
Aligning team members and
departments across your company by
providing them with automated top-level
data and engaging stakeholders along
the way of improvement initiatives.

In brief, the Net-Zero Cloud Solution of
Salesforce offers a trustworthy and scalable
platform for organizations aiming to start
reporting or creating an sustainability
ecosystem within their industry, especially
compatible for organizations that are already
familiar with Salesforce. However, it can also be
used as a standalone solution, which means you
don't need a working Salesforce platform or
other Salesforce product within your IT
landscape to be able to use Net Zero Cloud.
What we do recommend is having a strong
middle-ware solution through which all data
sources can be connected and allows you to
report on the data.

https://reprints2.forrester.com/#/assets/2/177/RES176324/report
https://www.salesforce.com/nl/products/#products-scroll-tab
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Deloitte as your 
partner in sustainability
At Deloitte we believe it is important to practice
what you preach that is why Deloitte invests 1
billion dollars in our global sustainability and
climate practice. Even though, it is important to
strategically align with your partners, it is
equally important to deliver impact. Deloitte
can deliver this impact as a one-stop-shop
when it comes to strategy, technology, and
audit. So, you can focus on what matters
most — your core business. This is especially
true for the implementation of Salesforce
solutions as Deloitte is the #1 strategic partner
of Salesforce within the Netherlands. We can
also help you configure Net Zero Cloud by
bringing in technical leaders, specialists, and
Net Zero Cloud experts to help with
the implementation.

Additionally, our digital integration team can
help you integrate the different data sources
into Net Zero Cloud. With this approach you are
able to add new and existing data sources to
your Net Zero Cloud reporting once your
organization is ready to do so. Regrettably, we
have seen different situations where companies
wait to have all data cleansed while you can
also move in different phases and connect your
data sources step by step. After all, there isn't a
single best way forward but by adding more
data sources in an incremental way, you show
progress. This progress in carbon reporting
demonstrates your organization’s growth in
sustainability towards your customers and also
your own employees.

Sales Transformation 
Sustainability take aways
Overall, taking the lead in your industry with
regards to carbon reporting and sustainability
can benefit your organization in attracting
Talent, indirect and direct Sales. In order to
achieve these benefits, it is crucial to define
your ambitions, set sustainability targets, and
evaluate these targets throughout your supply
chain. Of course, evaluating your targets is
easier said than done. Lucky, solutions like
Salesforce’s Net-Zero Cloud allow organizations
like yours to start measuring with industry
average or external sources. The next step will
be to integrate their own measurements and
directly connect to their suppliers through the
engagement portals of Net-Zero Cloud. From
integrating the right strategy to integrating data
streams and connecting your suppliers, Deloitte
is your one-stop-shop. We help our customers
create impact across four key areas: Strategy,
transformation, finance and reporting, so your
organization can lead your industry
in sustainability.

https://www2.deloitte.com/global/en/pages/about-deloitte/press-releases/deloitte-launches-global-sustainability-and-climate-business.html
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