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KEY OBJECTIVES AND DESIRED 
OUTCOMES  
 
Transforming Challenges into Opportunities  
 
Now that you’ve done extensive research and found a software solution to help meet your 
business needs, you might find yourself at a pivotal point in your journey – how to get buy-
in from decision makers. Building a solid business case to convince leaders to invest in big 
ticket purchases comes with its own set of challenges. To add to that, the scope of your 
project can also vary by industry, size and geographic region.  

The good news is that winning financial support for the software solution you need can be 
straightforward, as long as you clearly communicate business value to those who will sign 
off on the purchase. 

The purpose of this guide is to help you: 
 
1. Demonstrate the total business value that the solution will provide (both direct and indirect)

2. Break down the cost and ROI by key category/consideration

3. Put together an extensive business proposal

4. Create and deliver a winning business pitch
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THE BUSINESS BENEFITS OF  
EHSQ SOFTWARE
The Top 3 Reasons Organizations Purchase EHSQ Software and the Benefits 
the Software Delivers 

While the business objectives and strategic outlook can vary from organization to 
organization, when it comes to why companies buy EHSQ (Environment, Health & Safety and 
Quality) software, the primary reasons are: 

1. To drive revenue by boosting operational efficiency.
2. To increase worker safety by providing the tools to help enhance Health & Safety-focused 

practices and processes.  
3. To achieve operational cost savings by streamlining operations and reducing fines as a 

result of non-compliance. 
4. To improve risk management by driving compliance, reducing worker injuries, decreasing 

the number of near-misses and by tracking and managing non-conformances. 

With that said, the key benefits that decision-makers are looking for are: 
 
• A highly scalable solution:

 ◦ With the ability to add users and expand features and functionality 
• A low total cost of ownership
• Comprehensive data reporting and analysis features and functionality
• Company-wide, real-time visibility of the performance and activities of EHS and Quality teams 
• A user-friendly interface (i.e. easy to train and conducive to high adoption rates)
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“Building a solid business case 
to convince leaders to invest in 
big ticket purchases comes with 
its own set of challenges that 
you must be prepared to meet”



Understanding the Business Objectives by Target Audiences Within  
Your Organization
 
It’s critical to understand the varying perspectives, needs and concerns of different stakeholders 
within your organization. Generally, executives will focus on the price and how the software will 
drive revenue and lower operational costs, whereas mid-management typically concentrates on 
adoption, usability, training and potential resistance from users. 

The key buyer personas to focus on and the key roles within each are as follows:

Executives and Decision-Makers:
• Key titles include: The C suite, VPs, directors and other leaders (who are ultimately 

responsible for signing off on large investments) 
• Feedback received from leaders is as follows:

 ◦ “Heightens my visibility of all activities across the entire organization.” 
 ◦ “Boosts our efficiency and reduces operational costs.” 
 ◦ “Ensures compliance with laws affecting our global operations.” 
 ◦ “Minimizes the risk of non-conformances to help us pass audits and attract or retain customers.”

People Managers and Supervisors (Influencers): 
• Key titles include: EHS and Quality managers
• Feedback received from leaders is as follows:

 ◦ “Improves our visibility of facility and department-level activities.”
 ◦ “Improves accuracy and timeliness of reports to senior management.”
 ◦ “Reduces departmental costs and transforms processes from being reactive to 

proactive in nature.” 
 ◦ “Reduces the incidence of non-compliant actions.”
 ◦ “Helps workers comply with local or regional legislations.”

Users: 
• Key roles include frontline workers and other users (e.g. independent contributors in 

Quality management).
• Feedback received from leaders is as follows:

 ◦  “I’m be better equipped to address existing and emerging legislation.”
 ◦ “It makes complying with standards like ISO 9001, ISO 14001 and OHSAS 18001  

much easier.”
 ◦ “By shifting my role from data entry to data assessment, I’ll be able to tap into my more 

advanced business skills.” 
 ◦ “I feel safer at work knowing we’re effectively adhering to health and safety requirements.” 
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BUILDING A 
BUSINESS CASE
Key Considerations to Ensure You Make a 
Sound Decision 

Not only is there a lot of work that goes in to making 
the final decision, but, prior to that, there are some 
key factors that need to be considered. 

The key criteria include:
• Budget and Funds:

 ◦ Who’s paying for the solution? Is it part 
of the EHS budget, the Quality budget 
or is it an operational expense? Note: 
SaaS (Software as a Service) projects are 
commonly considered to be 
operational costs). 

• Purchase Price:
 ◦ The final purchase price will determine 

how extensive the review process will be, 
the paperwork involved and who will be 
required to sign off on the solution.

• Procurement Guidelines:
 ◦ Consult with your purchasing or 

procurement departments to ensure you 
are meeting all procurement guidelines.

• IT Department’s Endorsement:
 ◦ You need buy-in from IT on implementation 

and deployment processes, integration 
processes and maintenance and support. 

• User Groups:
 ◦ Consider consulting with key user groups 

to get feedback on current tools and 
processes, and to prepare yourself for any 
adoption issues you may face. 
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Key Elements of Your Business Proposal 

The key components to your business proposal are:
• Statement of Purpose: 

 ◦ This is the equivalent to an executive summary (it is generally 
one page).

• Scope and Objective: 
 ◦ This highlights the strategic and tactical objectives to be met, 

the target users, the timing and length of the implementation 
and expected results.

 ◦ ROI
• Pricing Schedule: 

 ◦ This includes a comprehensive breakdown of the total and 
itemized costs. 

• Benefits and Savings: 
 ◦ This is an outline of the individual and cumulative savings 

associated with the project. 
• Key Research:

 ◦ This includes industry trends and competitive intelligence for 
benchmarking purposes

• Alternatives and Risks: 
 ◦ This section outlines feasible alternatives (including not taking 

any action) as well as the risks associated with the project.
• Sign Off: 

 ◦ This section shows which parties or individuals will be required 
to sign off on the project to proceed.

Other guidelines include: 
• Including a Completed Quote Form: 

 ◦ Collaborate with Sales to provide a completed quote form 
with a clear ROI breakdown, an implementation plan timeline 
and resource allocation details.

• Maintain an Optimal Length: 
 ◦ Recognizing that executives are time-starved, the first section 

should be a summary. Follow that with the details   
(for reference).

 ◦ Incorporate graphs, charts and other visuals to add detail and 
make it visually appealing.
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Incorporating the ROI to Make the Final Decision

The ROI calculation is usually the most impactful metric when making the final decision. 
Once you’ve incorporated all calculations into a centralized report or spreadsheet, you can 
calculate the total savings and ROI. Other key criteria to include are:
• Total costs of the current tool or processes (yearly view)
• Total cost of proposed solution including: 

 ◦ license fees (yearly view) 
 ◦ Implementation, maintenance and support 

• ROI for the project
• Savings over one year
• Savings over three years

Here’s an example of the total savings and ROI analysis:

Cost of Current Processes (Yearly View):
Health and Safety: $126,000
Environmental: $74,000
Total Costs: $200,000
Savings (Yearly View): $100,000
Ongoing Savings (Year 2 and 3): $200,000
Total Savings (3 Years): $300,000
Cost of Current Processes (Yearly View):
Annual Subscription
SaaS Subscription: $100,000
Total Initial Costs (1 Year): $100,000
ROI for EHS Software Solution Project: 100%
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Providing an Estimate of Projected Savings and Other Financial Benefits
 
Incorporating a time and efficiency savings estimate also provides clear, long-term projections.  
 
It’s recommended to look at both short-term (e.g. one-year) and long-term (e.g. three-year) 
periods as your software purchase will generally carry license fees from year to year. In fact, the 
dividends gained during a longer time period are even more impactful and persuasive. 

Here’s an example:

Insurance Premium Reductions Savings
Company Size Low High Median 1-Year Savings 3-Year Savings 
Small $10,000 $20,000 $15,000 $15,000 $45,000 
Medium $25,000 $50,000 $37,500 $37,500 $112,500 
Large $75,000 $500,000 $287,500 $287,500 $862,500 

Scenario Analysis: Let the Numbers Do the Talking 
 
To prepare for handling challenging questions or objections, you should be ready to demonstrate 
the financial rewards your organization will reap. This includes both the “hard dollars,” which are 
the obvious financial benefits, on top of the “soft dollars,” essentially, the indirect financial benefits.
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Here are some examples of incorporating hard and soft dollars to support a business case.  

Scenario #1:
• The capability: automatic reporting capabilities (using real-time data) and the ability to 

create dashboards. 
• The business benefit: reduces the amount of time spent manipulating data and  

generating reports.
• Hard Dollars:

 ◦ Increased efficiency can lead to opportunities to reallocate the time of some members 
of the workforce – i.e. drive savings by determining which processes can be automated 
to reduce employee exposures to hazards and what tasks allow employees to provide 
the most value to the organization.

• Soft Dollars:
 ◦ Fewer data collection errors due to a single source of truth for all data collection and analysis.

Scenario #2:
• The capability: Improved data management and reporting functionality.
• The business benefit: Prevents incidents or nonconformances due to increased accuracy in 

compliance-focused activity tracking and reporting. 
• Hard Dollars:

 ◦ Minimized costs as a result of lost time or production, employee injuries, compliance-
related penalties or fines, spill cleanups, lost sales or product recalls.

• Soft Dollars:
 ◦ Reduced costs on rehiring due to higher employee retention levels.

Scenario #3:
• The capability: Training management to ensure compliance with ISO and other standards, 

as well as optimize employee contribution through near miss recognition and reporting. 
• The business benefit: Minimize escalations by improving training and reducing the need for 

corrective actions by identifying non-conformances before incidents occur.
• Hard Dollars: 

 ◦ Reduce the probability of costly events.
 ◦ Minimize the incidence of quality issues, lapses in certification and performance issues.

• Soft Dollars: 
 ◦ Increased bandwidth for people managers as they will have to spend less time tracking 

the status of or following up on activities.
 ◦ Proactive training that is tracked and managed is a leading indicator of a resilient  

corporate culture.
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PERFECTING THE PITCH PRESENTATION
Preparing for Objection Handling

When doing your pitch, you might be faced with some challenging questions and objections. To 
avoid being put on the spot, make a list of anticipated questions so you are fully prepared. 
 
Let’s take a look at some common objections and how best to frame your responses: 
• “It’s too expensive.”

 ◦ Break down the cost per employee or facility/site.
 ◦ Discuss budgeting as a separate issue.

• “Our current systems work just fine.”
 ◦ Review the weaknesses of your existing systems and tools.
 ◦ Present the business benefits of moving to a new system, which includes both the hard 

and soft dollars.
• “IT will be resistant to implementing a new software system.”

 ◦ Reinforce that you’ve received buy-in from IT and have reviewed important items 
with them – this includes implementation and deployment processes, integration and 
maintenance and support. 

• “What is the total cost?”
 ◦ Provide the total cost (including external and internal factors) in conjunction with the 

total ROI to show the total value.
• “Are all the stakeholders onside?”

 ◦ Reiterate that you’ve already received buy-in from IT and key user groups. (If possible, 
invite them to the pitch presentation so they can contribute to the conversation.)

• “There is not enough budget for this project.”
 ◦ After reinforcing the value proposition, some options you can consider providing are to:

 ◦ Tap into discretionary funds
 ◦ Reallocate funds from other areas
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“Explain the 
price in terms of 

the value it will 
bring to your 

organization.”



Sealing the Deal

By following all the recommendations provided in this eGuide, you should be well-positioned to 
get buy-in from key decision makers. It’s important to note that it doesn’t always happen on the 
first try. Sometimes, decision makers request additional content or a stronger case. But in the 
end, you should find yourself closer to your goal: providing your organization the business  
value it needs.

About Us

Intelex Technologies, ULC is a global leader in environmental, health, safety and quality (EHSQ) 
management software. Since 1992 its scalable, web-based platform and applications have helped 
clients across all industries improve business performance, mitigate organization-wide risk, and 
ensure sustained compliance with internationally accepted standards (e.g., ISO 9001, ISO 14001, 
ISO 45001 and OHSAS 18001) and regulatory requirements. Virgin Atlantic, Brinks, Air Liquide, 
Lafarge, Volvo and over 1,300 customers in 150 countries trust Intelex to power their EHSQ 
initiatives. Intelex is one of North America’s fastest-growing technology companies, recognized 
as a Great Place to Work for over 7 years, recipient of Waterstone’s Most Admired Corporate 
Cultures award, and Deloitte’s Best Managed Companies award. For more information, please 
visit https://www.intelex.com/.

Key Information:
 
To request a demo, please click here. To request pricing information, please click here.
For general inquiries, please visit www.intelex.com or call us at 1.877.932.3747
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www.intelex.com

With almost 30 years of EHSQ experience, we know a thing or two about how safety, 
quality and sustainability can preserve lives and protect the planet. And we know you 
need to drive productivity and operation excellence, too.

That’s why our technology solutions are built for EHSQ experts by EHSQ experts.

Enterprise Grade Platform 
Experience Intelex’s powerful platform 
including advanced security and privacy 
measures, global localization and 
data residency support, user-friendly 
configurability, and open APIs to 
integrate seamlessly with your existing 
enterprise investments. 

Mobile First Approach 
Leverage mobile applications to simplify 
data gathering, connect and engage 
workers in real time and easily create, 
deploy, and update action plans from 
any location and on any device, even 
offline, for maximized results.  

Partner of Choice 
With an extensive breadth of capabilities, 
diverse partner ecosystem, and global 
footprint, Intelex is trusted by almost 
half of the top 20 Fortune 500 to manage 
their Health & Safety, Environmental & 
Sustainability, and Quality & Supplier 
management programs.

Why Intelex?

https://www.intelex.com/
https://www.intelex.com/request-trial
https://www.intelex.com/request-price
http://www.intelex.com

