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Welcome

Gordon Graham, Net Zero Go – Strategic Engagement 
Manager, Energy Systems Catapult
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ABOUT US.

MISSION: UNLEASHING INNOVATION AND OPEN NEW 

MARKETS TO CAPTURE THE CLEAN GROWTH OPPORTUNITY.

INNOVATION 

EXPERTS

DRIVING 

COLLABORATION

SUPPORTING 

INNOVATORS TO 
COMMERCIALISE

HELPING TO DESIGN 

THE FUTURE ENERGY 
SYSTEM TO UNLOCK 

INNOVATION

• Business Case Development / 

Validation

• Strategic Case and LAEP Planning

• Commercial Case & Business Model 

• Project and Management Case

• Markets, Policy and Regulation 
Advice

• Digital and Data Guidance

• Whole & Local System Modelling

• Consumer Insights

Platforms

• Decarbonising Local Places, Homes, 

Public Sector Estate, Campuses, 
Business Parks and Industrial 

Estates

• Integrating Transport, Buildings, 

Sites with Energy System

• Deliver Large Scale Innovation Trials

WHO? WHAT?
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Net Zero Go

A unique digital platform…

that brings together all net 
zero transition knowledge, 
tools, and expertise in 
one place…

for the benefit of UK local 
authorities and their 
partners.
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Purpose of today’s session

• To share knowledge, insight and experience from across the industry on Energy Project Business 
Case development 

• Focus on validating the business cases for various Solar project types, and how these can be 
funded 

• Share the work that Energy Systems Catapult has been doing with Greater Manchester Combined 
Authority in support of the ERDF funded Unlocking Clean Energy in Greater Manchester (UCEGM) 
programme, sharing knowledge on how this work is developing robust Solar projects for the 
GMCA region, which could be useful for other UK councils.

• To learn from other UK local authorities about their experiences of business case development, 
obtain feedback on the work we have been doing for Net Zero Go, and confirm the direction of 
future work on this topic.
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Agenda

Welcome and intro Gordon Graham – Energy Systems Catapult 13.30 5 mins

Investment into Solar Projects James Screen – UK Infrastructure Bank 13:35 10 mins

Developing an Outline Business Case – Net Zero Go 
Best Practice Guide

Laura Penny – Energy System Catapult 13:45 5 mins

Introduction to Unlocking Clean Energy in Greater 
Manchester (UCEGM)

William Hart – Energy Systems Catapult 13:50 2 mins

Business Model Implementation in UCEGM Reace Edwards – Energy Systems Catapult 13:52 8 mins

Validating the Business Case for Investment in 
UCEGM

David Elam – Energy Systems Catapult 14:00 10 mins
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Agenda

Introduction to a local authority solar 
innovation challenge

Keith Grimley – Gravesham Borough 
Council

14:10 5 mins

Roundtable – responding to solar innovation 
challenge

Jane Forshaw – Welsh Government Energy 
Service
Steve Gummer – Sharpe Pritchard Solicitors
Reace Edwards – Energy Systems Catapult
James Screen – UK Infrastructure Bank

14:15 20 mins

Solar Business Case – Five Case Model Huw Russell – Local Partnerships 14:35 10 mins

Looking at solar projects in a Local Area Energy 
Plan – Strategic Case

Peter Graham – Energy Systems Catapult 14:45 10 mins

Final remarks
End

Gordon Graham – Energy Systems Catapult
14:55
15:00

5 mins
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Investment into Solar Projects

James Screen, Head of Local Lending, UK Infrastructure Bank



UK Infrastructure Bank
Net Zero Go Solar Business Case Event

2023



Core Objectives & Investment Principles
The Bank’s core objectives are to:

1. Help tackle climate change, particularly meeting our net zero emissions target 

by 2050;

2. Support regional and local economic growth through better connectedness, 

opportunities for new jobs and higher levels of productivity

The Bank has four Investment Principles it will deliver against. These are:

1. Supporting the Bank’s objectives to drive regional and local economic growth or 

support tackling climate change.

2. Investing in infrastructure assets or networks, or in new infrastructure technology.

3. Delivering a positive financial return, in line with the Bank’s financial framework.

4. (Crowding in significant private capital over time)

Our June 2022 Strategic Plan sets out how we will meet these objectives and principles. 

You can see it here https://www.ukib.org.uk/strategic-plan

UK Infrastructure Bank © 2023 10

https://www.ukib.org.uk/strategic-plan


Local Authority Lending

• UKIB has up to £4bn in capital to lend to Local Authorities

• We are able to offer loans at gilts +60bps (which is 20bps lower than the PWLB rate)

• We can offer flexible interest payments and the option of payment holidays to meet project demands. As an 
example, we can lend up to 50yrs and rolling up the initial payments during construction phase, we can discuss 
other flexibilities according to the needs of the project 

• We have a minimum ticket size of £5m with no specific upper limit

Local Authority Advisory Service

• UKIB advises local authorities in developing complex infrastructure projects and financial structuring.

• We also look to convene public and private stakeholders to identify solutions to common challenges

• We can offer ‘intelligent client’ advisory support to local authorities working with private sector partners on 
projects

• Initial areas of focus – heat networks, mass transit and Zero Emission Buses

• There is no charge to Local Authorities for our advisory service

UK Infrastructure Bank © 2023 11

What we can offer Local Authorities



UKIB support for LA Solar projects 
We expect to support solar projects where the council is seeking 

to borrow and the project:

• Demonstrates impact against UKIB’s strategic goals (i.e. 

supporting council’s net zero plans)

• Has an appropriate financial and commercial case, 

considering key sensitivities

• Has considered/mitigated the risks associated with the 

project e.g. financial, demand, site, technology, 

procurement, environmental

• Is affordable within councils wider plans

Get in touch at: lalending@ukib.org.uk

12
UK Infrastructure Bank © 2023

Some solar success factors 

• Connection rights/costs/timings – need 

to factored in early

• Access to suitable site with rights

• Appropriate offtake arrangements –

private wire/commercial PPAs

• Appropriate advice – legal, commercial, 

technical

mailto:lalending@ukib.org.uk
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Laura Penny, Net Zero Go – Local Energy Insights Manager, 
Energy Systems Catapult

Developing an Outline Business 
Case: Net Zero Go Guide



Presentation outline

• Showcase one of the Best Practice Guides in Net Zero Go – Developing the initial business case for 
your local energy project.

• Demonstrate the platform as a one-stop-shop for local authorities, bringing together relevant 
resources on net zero and energy projects into one place.

• Welcome feedback on any additional tools or resources relevant to business cases that could be 
added to the Guide.

• Outline our next steps and upcoming events related to this topic.

https://www.netzerogo.org.uk/s/nzg-guide/a1E8d0000001l3pEAA/developing-the-initial-business-case-for-your-local-energy-project
https://www.netzerogo.org.uk/s/nzg-guide/a1E8d0000001l3pEAA/developing-the-initial-business-case-for-your-local-energy-project
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Next steps

• Working with Local Partnerships to develop business case project templates that will be pre-
populated with text and guidance where appropriate and made available to download through 
Net Zero Go, alongside the Best Practice Guide.

• Dissemination event on 5th April 10:00-11:30 “Local Energy Project Business Case Development”.
• Register here: https://www.netzerogo.org.uk/s/events

• Validation of the templates and content will follow in April.

To register for Net Zero Go, visit https://www.netzerogo.org.uk/s/
To follow us for events and announcements https://www.linkedin.com/company/net zero go/

https://www.netzerogo.org.uk/s/events
https://www.netzerogo.org.uk/s/
https://www.linkedin.com/company/net%20zero%20go/
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Introduction to Unlocking Clean Energy 
in Greater Manchester (UCEGM)

William Hart, Project Manager, Energy Systems 
Catapult



Unlocking Clean Energy in 
Greater Manchester 
(UCEGM)



Project summary
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£8.6m ERDF funding

Workstream 2

• Investigate innovative 

new business models

• Provide options to 

improve business case

• Develop detailed 

recommendations to 

support future 

investment

Workstream 1

• Five local authority 

partners: Manchester, 

Rochdale, Salford, 

Stockport, Wigan

• £8.6m match funding

• 10 MW new renewable 

energy capacity

3,134 tCO2 annual 

reduction in emissions

8,881 MWh annual 

energy generation

10 MW new renewable energy 

generation capacity – 22% of 

2024 target for new capacity 

in GM

Generating electricity to 

reduce long-term costs 

for local authorities

PROGRAMME SUMMARY



© 2022 Energy Systems Catapult 30

WS2 – OBJECTIVES

Over reliance on grant funding to develop 

and initiate renewable generation 

projects cause difficulties for local 

authorities in several areas:

- Funding availability to reach net zero 
targets

- Complying with grant funding rules

To truly unlock value of renewable 

generation assets there needs to be other 
ways of developing renewable generation 

projects.

WS2 will demonstrate how innovative business models, 

robust procurement methods and alternative routes to 

finance can improve the business case for future renewable 

generation projects to negate the need for grant funding. 

The outputs, whilst using Greater Manchester local 
authorities as a pilot, will be useable by all local authorities 

and will include steps that will improve the business case. 

To understand how changes to the energy system will affect 

local authorities, ESC will simulate the performance of the 
business models in the defined future scenarios.

PROBLEM APPROACH
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Business Model Implementation in 
UCEGM

Reace Edwards, Business Modelling Analyst, Energy 
Systems Catapult



Business Model 
Implementation 
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PHASE 2: BUSINESS MODELLING

34

WHAT WE’RE DOING 

• Sleeved PPAs 

• Private Wire

• Site Optimisation and 

Storage
• Solar and Storage 

Licensing Arrangement 

• Solar Car Port 

Feasibility

Do you know, and have access to, what is needed to deliver the business 

model?  

• Mapping key project phases 

• External validation with industry experts 

• External validation with local authorities 

Viability 

Is the business model commercially viable? 

• Identifying revenue generation streams 

• Identifying cost saving/avoidance opportunities 

• Exploring different pricing structures 

Desirability
Does the business model satisfy your (and other project partners) 

needs and objectives? 

• Exploring the value proposition for different roles 

local authorities may assume in business models 
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PHASE 2: BUSINESS MODELLING

PRIVATE WIRE: AN EXAMPLE CASE

Strategic 

Planning and 

Appraisal 

Project Concept 

and Feasibility 

Detailed 

Design 
Construction

Operation and 

Maintenance
Decommissioning 
and Repurposing

ACTIVITIES OUTCOMES

• Identify 

decarbonisation 

needs and 

requirements 

• Prioritisation/ options 

appraisal 

• Assemble project 

team 

• Identify opportunities 

for collaboration 

• Identify potential site 

locations 

• Business model 

considerations 

• Soft-market testing

• Project sizing 

• Environmental and 

regulatory 

considerations 

• Techno-economic 

analysis 

• Council considered 

delivering project and 

off-taking energy

• Decision reached early 

on this wasn’t a 

preferred option due to 

limited internal resource

• In itially surveyed 

local industrial area 

• Unable to find a 

suitable off-taker 

• Found a site that could 

take 100% of generation

• Pursued opportunity 

through open 

conversations (with 

support from legal team) 

• Land leasing agreement 

(with revenue share) 

between local authority 

and off-taker established 

• Salix Finance secured by 

off-taker 
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PHASE 2: BUSINESS MODELLING

WHAT ABOUT VIABILITY? 

SETTING A PRIVATE WIRE 

POWER PRICE 
FACTORS TO CONSIDER DETERMINING A PRICING STRUCTURE  

• Private wire projects offer cost 

savings through avoided network 
charges and policy costs 

• When setting a price for private 
wire power purchasing agreements 

(PPAs), the benefits of these savings 
should be shared between the 
generator and the off-taker

• E.g., the generator should receive 

more revenue (p/kWh) than if they 
were selling to the wholesale 
market and the off-taker should 

pay a lower price for the electricity 
generated than their existing retail 

electricity price 

There are numerous factors that 

can influence the power price 
chosen such as: 

1. The project IRR required by 
the generator 

2. Cost-savings required by 
the off-taker

3. Whether or not a ‘take or 

pay’ clause is stipulated in 
the private wire PPA 

contract

• Some pricing structures may be more suitable than others
• E.g., fixed price with inflation can provide long term cost 

visibility for an off-taker and long term revenue visibility for 
the generator 

• However, changes in wholesale and retail prices could make 

the make fixed prices look less attractive to both Parties 

Key
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Validating the Business Case for 
Investment in UCEGM

David Elam, Consultant Systems Engineering, Energy 
Systems Catapult



Validating the business case 
(commercial modelling)
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• Background
▪ GMCA requested a way to quickly identify the viability of the renewable 

generation assets, considering the uncertainty in the inputs such as energy prices 

and CAPEX estimates.
▪ ESC supported each district with this modelling and provided expert guidance. 

Through this work additional insights and learning have been captured

• Purpose
▪ To understand the financials for a renewable generation asset using the available 

data at different stages of a project.

• How to access
▪ Currently the model is operated by Catapult staff only – however work is 

underway to make the model useable by any local authority (plan is for this to be 

hosted on the Catapult’s Net Zero Go Platform)

• Data typically used
▪ Feasibility study outputs undertaken for renewable generation assets

▪ Load profiles (provided by local authorities)
▪ Financing options (Cornwall Insight produced a report informing this optionality)

• Outputs
▪ Report with key business case metrics and sensitivity analysis

39

COMMERCIAL MODELLING
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• Provide credible business case for projects to gain approval to proceed

• Includes several different business models for different sites

• Addresses inaccuracies in previous third-party analyses

Project data:

CAPEX, Asset 
capacity etc.

Energy price 
forecasts

Business models 
(sleeved PPA vs self 
consumption etc)

Financial return of 
investment over 

time 
Sensitivities

0.0
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40.0

50.0

60.0

2023 2028 2033 2038 2043 2048

p
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W
h

Retail El. price sensitivity (including CPI inflation)
Retail Electricity Price - Baseline Retail Electricity Price - Low

Retail Electricity Price - High

o Capex

o Generation rating

o Maintenance costs

o Grant %

o Self-consumption %
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LESSONS LEARNT AND NEXT STEPS

What happens next?

- Commercial model being adapted 
for use directly by LAs.

- Commercial model needs to be 

combined with experience from 
tailored support.

LA understanding of business 

models

Business models are novel and 

may be misunderstood. Risk of 

losing £M of benefits.>> Simplify 

explanations and test the 

understanding of stakeholders.

Self-consumption

Tendency to over-estimate self-

consumption (e.g. initial estimate 

of 100%, but typically 50% to 

90%). >>Ensure generation and 

demand profiles are understood

Energy supplier engagement

Energy suppliers may not support 

all business models. >>Important 

to start discussions earlier and 

include provision in contracts. 

Also obtain prices or commercial 

model may be invalid

Energy prices

Original energy price 

assumptions were poor. A range 

of energy price scenarios is 

important for unlocking the value 

of business models and providing 

sensitivities to enable project 

business case approval.

Complexity of billing (e.g. 

schools)

The LAs own a variety buildings. 

Some schools on the same 

energy supply contract have 

separate billing arrangements. 

Added complexity for sleeving 

power from a solar farm.
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In practice self-consumption = circa 88% 

due to hourly mismatch between demand 
and supply and lower weekend demand. 
Consider options for surplus and factor 

these into the commercial modelling.

Increasing generation size may over-

generate more in summer months but 
offsets more grid electricity 
consumption. Explore the trade-off in 

commercial modelling.

Monthly average figures may 

suggest that 100% of generated 
electricity will be consumed.

GENERATION AND DEMAND PROFILES 
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Local authority solar innovation 
challenge

Keith Grimley, Senior Economic Development Officer, 
Gravesham Borough Council



Springhead Enterprise Park, 
Gravesend (Thames Estuary)

Net Zero Go - Solar Innovation Challenge

Gravesham Council Freehold – business units, 
a mix of short & long leasehold



OBJECTIVE

DECARBONISATION OF LA ASSETS TO REDUCE 
COSTS OF DOING BUSINESS

Project - Mini ‘urban’ Solar PV Park, built on: 
1. Landscape strips | Small Land Parcels OR 2. Rooftops

Business case
• Panel installation cost borne (100%?) by Gravesham Council, with 

payback from supplying power to occupiers (insured maintenance?)
• Patient return on LA capital (15-20 year return, not 4-5yrs) 

i.e. share benefit of cheap, local power with tenants 
• Driver of uprated Energy Performance Certificate (EPC) compliance

Challenges
• Access to capital (at right price)
• Apportioning solar power, to multiple tenants (high/low energy users)
• ‘Passporting’ power purchase via leases, to future tenants
• Impact of grid-supplied energy price volatility, on business case
• Suitable legal entity (LATCo) to become energy provider
• Subsidy Control (ex ‘State Aid’) – benefits to commercial tenants

A. Cheaper Energy B. Resilient Local Power

ROOF-TOP

FREE-STANDING



--------------------------------------------------------
This document is marked as confidential

Roundtable

Jane Forshaw, Project Director, Welsh Government Energy Service
Steve Gummer, Partner, Sharpe Pritchard Solicitors
Reace Edwards, Business Modelling Analyst, Energy Systems Catapult
James Screen, Head of Local Lending, UK Infrastructure Bank
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Solar Business Case – Five Case 
Model

Huw Russell, Project Director, Local Partnerships



Huw Russell

16 March 2023

NET ZERO GO INNOVATOR WORKSHOP:

HMT GREEN BOOK BUSINESS CASES



Local Partnerships is a joint venture between the Local Government Association, 

HM Treasury and the Welsh Government. 

We work solely for the benefit of the public sector. We bring public and private sector 

experience that provides confidence, capacity and capability, helping councils 

achieve and maintain financial resilience.  

Our experts provide trusted, professional support and advice over multiple disciplines, 

helping you make best use of limited resources as demand for services continues to 

rise. 

WHO WE ARE

localpartnerships.org.uk 49

EFFICIENCY AND SAVINGS
HEALTH AND 
SOCIAL CARE

AIR QUALITY 

ENERGY DIGITAL TRANSFORMATION
REGENERATION 
AND GROWTH

HOUSING AND INFRASTRUCTURE WASTE AND RECYCLING FINANCIAL RESILIENCE



SESSION OBJECTIVES 

• Very brief overview of:

• HMT Green Book 5-case model 

• The Business Case development process 

• To highlight the benefits of following a robust process for developing a 

business case

• Ask some questions about your experience of business cases, to help us 

produce the business case templates and pitch them at the right level

localpartnerships.org.uk 50
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Q – Have you drafted a business case based on the HMT Green Book 

previously?  

A – Yes/ No/ Not sure

Please add any alternative business case processes that you have 

followed in the chat function, particularly if any templates are provided with 

these processes.

POLL – QUESTION 1



What is a business case?

• A framework for scoping and 

planning spending proposals 

leading to efficient and effective 

spend

• Uses:

– Internal and external approval

– Accountability for public funds

– Support programme and 
project management

– Repository for information / 
evidence base

– Post project implementation 

evaluation

Why use them?

• History of cost and time over run in 

public sector projects

• Risk of lack of value for the public purse

• Business case approach provides:

– Clear links to organisational 

strategic priorities

– A requirement to consider a 

number of options

– A framework for identifying a 

range of risks

INTRODUCTION

localpartnerships.org.uk 52



TYPE OF BUSINESS CASE
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Q – Have you drafted a 3-stage business case, i.e. Strategic Outline Case, 

Outline Business Case, then Full Business Case?  

A – Yes/ No/ Not sure

POLL – QUESTION 2
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Q – Have you drafted a Business Justification Case suitable for small scale, 

low risk projects?

A – Yes/ No/ Not sure

POLL – QUESTION 3



POLL – QUESTION 4
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Q – Have you drafted a Programme Business Case suitable for setting up 

a programme?

A – Yes/ No/ Not sure



PROJECT BUSINESS CASE – STANDARD STAGES

localpartnerships.org.uk 57



STRATEGIC CASE
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Strategic
Is it 

needed?

The Business Case should demonstrate:

A strategic fit:
How the investment will further the aims and 

objectives of the organisation

Making the case for change:
A clear rationale for making the investment 
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ECONOMIC CASE

localpartnerships.org.uk 61

Economic
Is it 

value for 
money?

The Business Case should demonstrate:

Options:

A wide range of options for solving the 

problem have been considered

The Best Solution:
The preferred approach is the optimum 

mix of cost, benefit and risk 
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COMMERCIAL CASE

localpartnerships.org.uk 64

Commercial
Is it 

viable?
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The Green Book

• “The Commercial Case demonstrates that the “preferred 

option” will result in a viable procurement and well structured 

Deal

• Enable the first step after OBC to be procuring the solution 

(not creating a plan to procure)

WHAT IS THE ROLE OF THE COMMERCIAL CASE?

Procurement strategy / strategies

Service 

requirements
Risk allocation

Payment 

approach

Contractual 

arrangements
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• Is the proposal commercially feasible / deliverable ?

• What procurement is required: goods, services, land, buildings?

• What is the procurement strategy?

• What are the key contractual issues?

• There must be clear contractual key milestones and delivery dates

• Is risk identified and managed and allocated?

• Is there a risk allocation table?

• What if any are the personnel implications and is TUPE applicable ?

• Is the accounting treatment clear and agreed ?

GREEN BOOK CHECKLIST FOR ASSESSMENT OF BUSINESS CASES -

COMMERCIAL CASE



FINANCIAL CASE
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Financial
Is it 

affordable?

The Business Case should demonstrate:

Financial Viability:

Income and Expenditure assumptions are realistic and 

relevant targets can be met

Clear Funding:
There is support for additional capital and revenue 

funding from reliable sources 



localpartnerships.org.uk 69



localpartnerships.org.uk 70

FINANCIAL CASE

Outline Business Case

The following are required: 

• financial model

• budget statement

• cash flow statement

• funding statement

Contingencies: The statements should include the contingencies (in 

£s) necessary to ensure that there is sufficient financial cover for risks 

and uncertainties
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FINANCIAL CASE

Capital and revenue requirements 

Following on from the modelling exercise, a statement showing the 

capital and revenue requirements for the recommended deal should 

be prepared

This should set out: 

• capital and revenue consequences of the preferred option over the 

life span of the service and/or contract period

• any shortfall in capital and revenue requirements (the ‘funding 

gap’)

• This statement should also indicate the capital sum being requested
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CHECKLIST FOR THE FINANCIAL CASE

1. Are the assumptions for the costs reasonable and can their source be 
identified?

2. Does the financial model include forecast P&L, cash flow and balance sheet?

3. Have all capital costs been identified together with an appropriate contingency 
for cost overruns?

4. Are the costs of all measures contributing to compliance included?

5. Is the cost of decommissioning taken into account and provided for?

6. Are ALL sources of funding confirmed? Is there sufficient evidence that the 
sources of funding have been confirmed? Confirm there is no funding gap.

7. Is the project cash flow positive in the base case and sensitivity cases for i) 
lower than forecast income, and ii) higher than expected costs?

8. Budget statement, capital and revenue statement, income and expenditure 
account, impacts on the council.

9. Section 151 officer letter of support.

10. Does the Financial Case demonstrate that the “preferred option” is reasonably 
likely to result in a fundable and affordable solution?



MANAGEMENT CASE
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Management
Is it 

achievable?

The Business Case should demonstrate:

Ability to Deliver:

The organisation is capable of successfully 

delivering the solution

A Robust Approach:
Appropriate systems and  processes, 

which comply with best practice, are in 

place  
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What should it include?

THE MANAGEMENT CASE

1. Evidence of good governance

2. Project plan

3. Communications strategy

4. Benefits realisation

5. Risk management
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CHECKLIST FOR MANAGEMENT CASE

• Practically deliverable?  Delivery plans?

• Delivery dates?  Detailed milestones?

• Contract management plan?

• Change management plan

• Reviews / health checks

• Contingency plan?  Risk management?

• Benefit realisation plan?

• Monitoring and evaluation arrangements?



THANK YOU

localpartnerships.org.uk
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Looking at solar projects in a Local 
Area Energy Plan

Peter Graham, Local Energy Transition Advisor, Energy 
Systems Catapult
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Looking at Solar 

Projects within a 

Local Area Energy 

Plan

Peter Graham

Local Energy Transition Advisor

March 2023
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OPPORTUNITY
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MODELLING

GMCA suitable land for 

large scale ground solar 
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Oldham suitable land for 

large scale ground solar 
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Street level analysis for 

rooftop solar PV

Data driven | Techno-economic | Least cost optimisation 

7 GWp3.3 GWp + = 10 TWh annual
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BENEFITS

Cost performance on “mega projects”1
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WIDER CONSIDERATIONS

Impact on Network HV 

substations - Oldham
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Thank You
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Find out more

• Get in touch with Net Zero Go team using enquiries@netzerogo.org.uk
• Local authorities register to access Net Zero Go: https://www.netzerogo.org.uk/s/express-sign-up-page
• Register for our next event here: https://www.netzerogo.org.uk/s/events

UK Local Authority Quarterly Webinar – “Local Energy Project Business Case Development“

• Net Zero Go users – please provide feedback on the platform here (5 mins): 
https://www.netzerogo.org.uk/s/surveys/have-your-say/extended-feedback-survey

Thank you for joining us and we look forward to seeing you on Net Zero Go and 

sharing more with you in the future

mailto:enquiries@netzerogo.org.uk
https://www.netzerogo.org.uk/s/express-sign-up-page
https://www.netzerogo.org.uk/s/events
https://www.netzerogo.org.uk/s/surveys/have-your-say/extended-feedback-survey
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