
CASE STUDY
ADEC Helps Real Estate Services Firm Implement Sustainable Management System

THE CHALLENGE 
 
The economic, social and environmental challenges that businesses face today are unlike any that organizations have faced in the past. With 
increased pressure from investors, customers and other stakeholders, organizations are looking for more cost-effective and sustainable ways 
to conduct business. In an effort to become more environmentally sustainable, companies have begun implementing Sustainability Management 
Systems (SMS). An SMS is a set of management processes and procedures that enable an organization to continuously improve its environmental, 
economic and social sustainability performance. 

In 2011, a leading real estate services company began the process of developing a corporate-wide SMS, to improve their public standing as a 
corporation committed to environmental stewardship. In order to quickly and efficiently achieve this, the firm needed the help of a trusted 
and experienced team, so they chose FirstCarbon Solutions, now known as ADEC Innovations. 

The SMS, by design, includes management of environmental, social and economic issues associated with sustainability - from energy and 
carbon management, to education and communication with shareholders and stakeholders. ADEC’s team of experts worked with the client 
to drive implementation of processes and procedures for the firm’s sustainable management initiatives.

THE ADEC INNOVATIONS ADVANTAGE 
Sustainability is moving way beyond environmental compliance. 
It can now create new opportunities to enable businesses to gain 
competitive advantages while also driving cost reductions. The 
starting point is to clearly establish how sustainable you are today; 
this will help you understand how to plan and implement a more 
effective and cost-efficient transformation program to become 
truly sustainable. 

The ADEC team includes some of the most experienced and 
knowledgeable sustainability consultants to help you make the most 
effective decisions. Both our services and systems integrate with your 
existing energy and sustainability solutions to enhance and streamline 
the energy and environmental management of your organization. Only 
ADEC fully integrates its consulting services with software, program 
management and unmatched expertise in back office data processing 
to put you on the path to sustainable profitability.

DELIVERABLES AND RESULTS 

Identified and facilitated over $100,000 in cost savings through 
energy efficiency and other sustainability programs 

Enhanced corporate public standing by implementing a 
Sustainability Management System
 
Provided management with visibility into corporate-wide 
sustainability performance

PROJECT SUSTAINABLE MANAGEMENT INITIATIVE
CLIENT LEADING REAL ESTATE SERVICES COMPANY
LOCATION UNITED STATES
INDUSTRY REAL ESTATE SERVICES
SERVICES ENERGY AND SUSTAINABILITY MANAGEMENT SOLUTIONS
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OUR SOLUTION 
ADEC analyzed natural gas, electricity, water and waste, and calculated 
carbon emissions for the company’s 60 different locations across the 
United States. Although each site had different emissions factors, we 
correctly calculated each one.

In addition to analyzing data for the client’s 60 different locations, ADEC 
helped establish a greenhouse gas inventory information system. This 
included developing a data map and management plan for energy, water 
and waste for the firm’s headquarters, and then at its other properties 
nationwide. In addition, we conducted a gap analysis between available 
data and needed data - an inventory of energy, water and waste at 
headquarters, and an inventory of energy and water at regional and 
national locations. The insights from these efforts will assist the firm’s 
management in making smart decisions about energy use and will 
uncover opportunities to enhance efficiencies.

With ADEC’s help, the client implemented a materials recycling program 
for glass, aluminum and plastics. From our analysis, we also recognized 
that the use of solar power had the potential to significantly reduce 
energy costs. Consequently, the client moved forward with ADEC’s 
recommendations and has obtained proposals from three providers 
to consider solar energy installations at two key locations.

Our expertise in sustainable management, large scale data management, 
sustainable metrics software, and energy and carbon reporting allowed 
the client to quickly set up and implement a countrywide system in just 
one year.  The project culminated in a working SMS that covers a variety 
of the client’s systems regionally and nationally, and will continue 
to offer the benefits of sustainability insights, cost reductions and 
enhanced public perception. 

Implementing solar power based on ADEC’s recommendation reduced 
overall utilities by $34,500 annually. Other recommendations and 
changes made by the ADEC team, such as the installation of an avsmart 
irrigation system, automatic paper towel and soap dispensers, and 
switching from plastic bags to paper, saved the client an estimated 
annual total cost of $71,000.
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PROJECT SUPPORT CLIENT’S NEW OPINION SERVICE
CLIENT ENVIRONMENTAL CONSULTANT
LOCATION NORTHEASTERN UNITED STATES
INDUSTRY ENVIRONMENTAL CONSULTING
PRODUCT ENVIROSITE SCREEN

THE CHALLENGE
Companies of all sizes share a universal challenge to remain competitive and relevant to the needs of their customers. In 
February 2018 our mid-sized client, whose business is involved with environmental consulting, was looking to expand their 
due diligence product offerings to its commercial real estate customers. 

OUR SOLUTION
Envirosite used our existing Screen Report as the 
foundation to develop a custom process. The client was 
able to create a lower level screen option, which could 
then be used to provide an opinion to its customers. This 
helped point the client’s customers down one of two 
strategic paths; either the customer could proceed with 
no further due diligence, or our client could assist the 
customer in further due diligence before they moved 
forward, using Desktop review, RSRA, and Phase 1 
Reports. This type of offering provided due diligence and 
risk management solutions where no environmental 
assessments had been taking place. 

This new offering solved our client's need to grow their 
business by delivering services to both current and new 
customers. Prior to this, the client was not involved in 
any screen or opinion services. Generally, the client’s 
customers would receive this type of service from 
competitors or internal resources. Collaborating with 
our client led to additional due diligence products 
offered earlier in the process, providing a lower cost, 
and increasing the overall risk management of the 
client. Since the client’s new opinion service was 
implemented, they began performing approximately 
50 new transactions per month. 

THE ENVIROSITE ADVANTAGE
•  In an ever-changing business climate, Envirosite is  
 committed to helping our clients realize ways to  
 remain competitive and relevant to their   
 customers.  In this case, Envirosite worked with our  
 client to develop a new service and process ahead  
 of the most basic Phase 1 reports, creating a new  
 revenue stream for the organization, and improving  
 the company’s bottom line. Results and   
 Deliverables: 50 new transactions per month
•  Additional revenue stream with new service offering
•  Decreased sales cycle

CASE STUDY
Environmental consultancy develops a new product offering to increase revenue


