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Background

About CCRES 
Our coastal ecosystems — coral reefs, mangroves and 
seagrass beds — provide fish to eat and sell, support 
tourism and protect the coastline from storms. Coastal 
communities rely on these ecosystems for their livelihoods 
and food security. Unfortunately, these ecosystems are 
under threat from pollution, overfishing, unsustainable 
development and climate change.

The CCRES project is working to ensure the long-term 
sustainability of these coastal ecosystems with models, tools 
and knowledge products to support planning. At the same 
time this project seeks to unlock new, sustainable income 
streams for the communities which rely on these ecosystems.

The CCRES project has involved local, national and regional 
communities, businesses and policymakers working with 
scientists and other experts from a range of fields. Our 
multidisciplinary approach has involved collaboration 
between leading centres of discovery, learning and 
engagement in North America, Australia and the East-Asia 
Pacific region. For more information, visit www.ccres.net 

CCRES business development 
Economic pressures on fishers and their communities 
contribute strongly to human impacts on coastal ecosystems. 
These pressures increase with the failure to capture the value 
that fishers create, as returns are concentrated further along 
the value chain. Ecosystem problems caused by economic 
inequities can be solved by remedying these inequities.

Extensive programs have been developed for small and 
medium sized enterprises (SMEs) and entrepreneurs, 
including over 100 funded by the World Bank across the 
globe. Two types dominate, those designed to identify new 
opportunities for existing businesses in a location that can 
be the vehicle for solving an environmental problem; and 
those designed to support the SMEs that run them.

As part of the CCRES project, two enterprise-led ecosystem 
solutions tools have been developed focussed on remedying 
the economic issues causing ecosystem degradation. The 
two tools provide alternative approaches to systematically 
sourcing and supporting enterprise led solutions to 
ecosystem problems (identified by other tools within CCRES):

1. Ecosystem-based Business Development (EbBD) 
Approach for Coastal Communities; and

2. Eco-Biz Challenge business plan competition

The two tools are designed to be used in combination, 
however each can be undertaken separately.

About the Eco-Biz Challenge
The Eco-Biz Challenge is business plan competition, 
including business skills training, to encourage businesses 
that are environmentally and socially sustainable.

It identifies local entrepreneurs and assists them in starting 
or expanding businesses that support the local economy, 
and ecosystem services. It expands the pool of local talent, 
knowledge and creativity to find and incubate eco-friendly 
business ideas, and boost enterprise development. It can 
be used when there is a need to encourage enterprise 
development and sustainable livelihoods to address 
economic and environmental challenges.

Applicants submit a business concept summary which 
outlines their proposed business idea. The idea must 
operate in the local area, employ local residents, and be 
environmentally sustainable. The top 25% applicants will be 
selected as semi-finalists and will receive three-day business 
skills training to enable them to develop a business plan. The 
semi-finalists will then be required to submit a formal proposal. 
Winners receive a one-time equity grant (eg US$1,000) to start 
or expand their business concepts and mitigate start-up risks.

The Eco-Biz Challenge can be used by local governments, 
NGOs, chambers of commerce, social-enterprise and private 
sector leaders, and universities and institutes. People running 
the Eco-Biz Challenge should have facilitation skills, and 
introductory knowledge of business and economic theory.

About the Facilitator’s Guide
This guide assist facilitators to deliver the Business Skills 
Workshop, a key component of the Eco-Biz Challenge.  
Materials to support facilitators available for download from 
www.ccres.net include: 

• Sample promotional flyer
• Sample entry form
• Business Skills Workshop slide set
• Business proposal template
• Workbook
• Selection matrix 
• Other logistical material

http://www.ccres.net
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How to run the Eco-Biz Challenge

Stage 1. Planning
Confirm objectives. Recruit project partners to help with 
funding and/or implementation and mentoring. Confirm 
budget, resources, timeframes and other logistics. 

Stage 2. Promotion 
Promote the Eco-Biz Challenge in the target area. You may 
use promotional flyers, posters and/or media/social media. 
Distribute the application forms, indicating closing date and 
process for submission of proposed business ideas. 

Eligibility criteria for entry may include being local residents, 
and 18+ years of age. The business idea should operate in 
a specific community or region, employ local residents, and 
be environmentally sustainable (benefits or supports coastal 
ecosystems). 

Supporting materials:
• Promotional flyer 
• Entry form

Stage 3. Application  
Collate and review application forms. It is recommended 
that a selection panel is used to assess entries. From the 
pool of applications, select semi-finalists using the Selection 
Matrix (for example, top 25%). Notify them and invite them to 
attend the Business Skills Workshop.  

Supporting materials:  
• Selection matrix (first tab)

Stage 4. Teaching business skills 
Run the Business Skills Workshop with semi-finalists. 
Use the slideset to explain how to develop a business 
plan. Participants work through the Workbook. Using 
the information they have entered into their Workbooks, 
participants develop their final business proposal. 
Facilitators collect the completed proposals from semi-
finalists. Allow three days for delivering the workshop. 

Supporting materials:
• Slide set
• Facilitators’ Guide (this document)
• Workbook
• Proposal template 

Stage 5. Selection 
Review the final business proposals. Select winners and 
runners up. Winners receive a one-time equity grant 
(recommended approx. US $1000) to start or expand their 
business idea. Announce the winners and present the 
funding. Confirm any reporting expectations with winners. 
Allocate mentors. Monitor progress for agreed period. 

Supporting materials:
• Selection matrix (second tab)
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Business Skills Workshop — the 12-step process

This information guides facilitators to explain the business plan development process to Eco-Biz Challenge semi-finalists, 
and should be used in conjunction with the slideset and Workbook. The Business Skills Workshop supports semi-finalists in 
developing a final business proposal. 

The Commercialisation Tourbillion  
The Commercialisation Tourbillon is a rigorous 12-step 
framework for individuals and businesses to assess the 
viability of commercialising a new idea, product or service. 

The Tourbillon is a forward looking framework which uses 
some of the most innovative business evaluation tools 
available in an integrated process. Each step concludes with 
a decision point progressing towards a go/no go decision.

The participant works through the 12 steps, but no step 
is undertaken in isolation, as each fundamentally relate 
to and build on each other. The purpose is to provide a 
rapid assessment of the viability of a business idea prior to 
commencing a business. 

The framework is designed to incorporate all of the 
essential considerations that a business idea should be 
subjected to. The framework pinpoints deficiencies that 
need to be overcome for successful commercialisation, 
and provides ways to overcome the deficiencies. It helps 
remove assumptions in business planning and replaces the 
assumptions with rigorous decisions based on a foundation 
of facts and logic. 

The Tourbillon does not require prior business experience or 
extensive skills.
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Step 1. Public-private goods matrix

This important first step helps participants consider their 
business idea and the likelihood of earning revenue from 
it. It also helps them think about the type of product they 
are offering and the type of markets they will be entering. 
Using the matrix also helps them think about alternative 
markets for their idea rather than just considering a single 
market choice.

Rarity — With rarity there is no choice. It is based on the 
number of competitive products or ideas that exist in the 
market that the participant wants to compete in. 

With excludability there is a choice. Excludability refers to 
the accessibility to a particular product for people in the 
market. So participants have a choice of whether to prevent 
someone’s access, or limit their access to their product. This 
is usually done by setting a price on the product. To create 
a higher degree of excludability requires a higher price. So 
with a product that is rare, setting a high price will place that 
product in the private goods category. Participants would 
choose this category if they want to limit the number of 
people accessing their product — this is the category for 
luxury goods. Participants may choose to do this because 
it is an expensive product or service to create, and/or it is a 
rare product so it is not possible to produce very many of 
them, and therefore the market size is small. 

The choice that is made is usually between a private good 
and the public good. Public goods are those where the 
choice is to make the product or service very accessible, so 
it has very low excludability and is a product or service which 
is not very rare. The typical examples here are water and air.

What is most important about this step is that it permits 
consideration of alternatives as many people who come 
into the workshop will probably think about just one idea 
in one market and one way of developing their product for 
the market. Using the public-private goods matrix for Step 
1 starts the process of thinking creatively, thinking about 
alternatives, thinking about new opportunities and new 
ideas, and not just following one path.

Rarity?

High Low

High

Private goods Collective good

Excludable?
Common goods Public goods

Low

PUBLIC-PRIVATE GOODS MATRIX

TASK: Participants should 
plot their product or service 
on the public-private 
good matrix, then discuss 
how their idea could be 
developed so it covers 
each quadrant.
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Step 2. Viability

Following directly on from the public-private good matrix 
is the assessment of viability in Step 2. This is a more 
straightforward step because it builds on the matrix to 
consider value, including commercial value, societal value 
and environmental value. Substantial value can be created 
by improving community economic and social conditions. 
Improving the value of the services derived from a local or 
regional ecosystem can also have value to society, however 
this is difficult to put a number on.

It is also important for the participants to realise that if they 
have placed four or five different dots on the matrix, it is 
feasible to create a business around a range of products 
or services some of which may have high societal value or 
environmental value, and others which may have higher 
commercial value. This then starts the participant thinking 
about the range of products that they could develop, not just 
a single product.

A very important consideration for any new idea and for 
the market is the risk that anyone faces in supporting that 
idea. Clearly at the initiation of the idea, the risk of failure is 
high. It is very difficult to get individuals, banks and other 
organisations to support a new idea because it has so 
far to go in its development before it reaches the market, 
and there is no guarantee of any repayment or return 
on investment.

It is in the interest of the person with the idea to progress 
to market as quickly as they can. This usually means 
accessing funds, from wherever those funds are available, 
so that progress can be made in taking the idea through 
its development stages or cycle. This includes making 
prototypes, gearing up for the market and customers, talking 
to customers, etc. 

People with new business ideas are always entering a 
competitive market so they need to be quick in bringing 
their product or service to market because they can be 
guaranteed that someone else is doing the same thing. If 
they take too long, competitors will beat them to the market, 
to their potential customers and to the return on investment.

 

WHERE DO YOU SIT? 

TASK: Participants discuss 
with their workgroup the 
commercial and societal 
value of their IP within each 
quadrant of the public/
private goods matrix. 
Indicate where their product 
is on each scale.

Not rare

Societal 
value

Commercial 
value

Public good Private good

Very rare

Low excludability High excludability

????
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Steps 3, 4, 5. Intellectual property ownership

Where ideas, products and technologies are complex, 
facilitators should cover these three steps separately, 
however where the products are relatively straightforward, 
then you don't have to go into great detail on intellectual 
property ownership and protection. However there are 
fundamental aspects of intellectual property which everyone 
needs to understand. 

Firstly, entrepreneurs need to protect their ideas and the 
most common way to do that is through copyright. For 
products, they will be likely to use a trademark, that is a 
recognisable logo or brand which helps customers find their 
product in the market.

Everyone should consider copyright and trademark as 
fundamental forms of intellectual property protection.

The moment an idea or creative concept is documented 
on paper or electronically it is automatically protected by 
copyright in most countries. Copyright protects the original 
expression of ideas, but not the ideas themselves (source: 
IP Australia).

A trade mark is a way of identifying a unique product or 
service. Sometimes referred to as a brand, it can help 
customers discern the quality of your product or service 
over that of your competitors. A trade mark is not just ‘a 
logo’. It can be a letter, number, word, phrase, sound, smell, 
shape, logo, picture, movement, aspect of packaging, or a 
combination of these (source: IP Australia).

However what is much more important is understanding who 
contributes to the ideas that the product is based on. Rarely 
does an individual come up with an idea without talking 
about the idea with others, sharing it and getting feedback 
so as to develop their idea further. 

Where there has been a contribution to the idea by others, 
there should be recognition of that contribution. This also 
helps to avoid disputes over the ownership of the idea. 

Recognition is a simple and important way to reward 
someone for their contribution to the business.

Person Role What did they contribute?

CONTRIBUTORS TO YOUR BUSINESS IDEA

TASK: Participants identify 
who has contributed to 
their business idea.



Initial idea
Idea 
mapped 
out

Evidence 
the idea 
works

Getting 
ready to 
sell to 
customers

Final 
prototype

Market 
launch

TRL9

TRL8

TRL7

TRL6

TRL5

TRL4

TRL3

TRL2

TRL1
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Step 6. Development cycle

Here, facilitators cover the stages of development from 
having the idea through to bringing a final product to the 
market. This covers the entire commercialisation process. 
Not all ideas will follow exactly the same development 
stages, so generic stages of development are used. The 
stages are also linked to the technology readiness levels 
that are used extensively in new product development 
and commercialisation.

The stages help participants think about how long it will 
take to progress from idea to market; how many stages 
need to be progressed through; how quickly each stage is 
progressed through; and how much it will cost to progress 
through each stage.

The development cycle also gives structure to the process 
of taking ideas through to the market.

In the examples that are used throughout the workshop, 
there are six stages to progress through — from initial idea 
to idea mapped out, through evidence the idea works, 
to getting ready to sell to customers, developing final 
prototype, and finally the market launch.

There are key activities that need to be undertaken to 
progress through each of these stages. Multiple activities 
need to be performed at each stage.

The first three stages are very much focused on developing 
the idea more fully — thinking through the feasibility of 
the idea. The next three stages are about bringing the 
final product to the market — to the customers who need 
the product.

This step gives participants a clear understanding of how 
long it will actually take to get their ideas through to market; 
how much it will actually cost; and how hard and complex 
it will be. These are things people don't normally think 
about when they come up with an idea so it demonstrates 
the reality of how many people need to be involved; what 
funding is needed; what support and advice are required; 
and importantly where competitors are on their own 
development journey. 

Entrepreneurs always need to be aware of all their 
competitors — those already on the market as well as those 
developing products that are going to compete with theirs. 
They should never assume that they will to be left alone to 
introduce their product and the customers will flock to them 
— it usually does not happen that way.

DEVELOPMENT CYCLE 

TASK: Participants identify 
key activities at each stage 
of the development cycle. 
Participants also indicate 
where they are on the 
Technology Readiness 
Level thermometer.

TECHNOLOGY READINESS LEVEL



Initial idea Idea mapped 
out

Evidence the 
idea works

Getting ready 
to sell to 

customers
Final prototype Market launch

FUNDERS

CORE  
SUPPORT

ADJUNCT 
SERVICES
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Step 7. Advice and support

This step focuses on two things: what are participants’ 
limitations; and how do they overcome those limitations? 

It is important for entrepreneurs to understand what they 
are like as individuals, and what their skills are. It is just as 
important to know what skills are missing that will be needed 
to get a product to market and ensure its success on the 
market. The Eco-Biz Challenge has a tool which focuses on 
participants’ skill sets.

The workshop also looks at the stages of development, and 
the kinds of support that will be needed — including funding, 
advice and other support that may or may not be available 
free of charge. 

This step is about matching the development cycle with 
advice and support to enable participants to understand 
who they need to help them; who is going to be available 
and at what stage in the development cycle; and what kinds 
of support and advice are available to help them progress 
through their development cycle as quickly as they can so 
that they can be competitive.

Funders many include banks and investors; government 
agencies; and family and friends. Core support may come 
from NGOs, community, or local government. Adjunct 
services may be accountants, business or legal advisors, 
and management or financial consultants. 

IDENTIFY NEEDS FOR ADVICE AND SUPPORT ALONG THE DEVELOPMENT CYCLE

TASK: Participants 
consider what skills and 
experience they have; what 
skills and experience are 
needed to bring their idea to 
its market/audience; where 
will that come from; what 
will it cost?
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Step 8. Markets and customers

This step is important in that it gets participants thinking 
beyond the initial idea, and thinking strongly about who is 
going to buy their product or service in the future when they 
finally bring it to market. 

They then think about what the different potential market 
segments are; who may be interested in what they have to 
offer; and who is already competing in each of those market 
segments. They will see that this links very closely to the 
public-private goods matrix so those different products and 
ideas that were defined in the matrix will indicate the market 
segments that participants will focus on.

When entrepreneurs consider the markets that they want 
to bring their product or service into, many think about the 
large, ‘macro’ market and the very large opportunities which 
may be available there. 

The reality is that for most people developing a new product 
/service, they are not going to be accessing that large 
market. Instead it might be more realistic to focus on the 
‘middle’ market (e.g. the local region), or even the ‘micro’ 
market (e.g. the local area or municipality). Distinguishing 
the macro, middle and micro-markets is very important to 
understanding the actual size of the market that they can 
realistically enter, as well as who the actual competitors are 
in that market.

The Eco-Biz Challenge’s key tool here is quite valuable. 
When participants look at the ‘market segment circle’, they 
can look at the different market segments that they are 
focusing on, and consider the competitors that they facing in 
each segment.

1

45

2

3

7

6

Other
competitors

Leading 
competitor

Market 
segment 8

TASK: Estimate the size of 
the market at each market 
level (micro, middle, 
macro). Identify the market 
segments and competitors 
in each.

Market level Estimated market size 

Micro (e.g. local area or municipality) 

Middle (e.g. local region)

Macro (e.g. national)

MARKET SEGMENTSMARKET SIZE

Adapted from:  
www.thomascrampton.com/
wp-content/uploads/china-social-
media-equivalents.png

http://www.thomascrampton.com/wp-content/uploads/china-social-media-equivalents.png
http://www.thomascrampton.com/wp-content/uploads/china-social-media-equivalents.png
http://www.thomascrampton.com/wp-content/uploads/china-social-media-equivalents.png
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Step 9. Competitors and collaborators

The previous steps have pointed to the need to understand 
that participants are entering into a very competitive space 
no matter what their idea or product is. They need to 
understand their competitors. They also need to understand 
what is about their own product that is so different and so 
much better, which will make customers choose it instead of 
their competitors’ products. 

This is the basis of the ‘Killer Experiment’ — what is it 
about their product that means they can actually enter the 
market and expect sales from the very beginning? The 'Killer 
Experiment' is the features and benefits which make the 
product likely to succeed — the things that will ‘blow away’ 
the competition.

If there is no Killer Experiment it is unlikely that they will 
be able to attract customers. This step is very important 
in considering the benefits to the customer of purchasing 
their product or service. It gets participants thinking more 
about the market and the position of their product within 
that market.

The other important aspect of this step is to think not just 
about competitors, but collaborators — people who might 
want to work with participants and who they might want 

to work with to avoid not entering a hostile market alone. 
The advice and support that was considered in Step 7 may 
come from a collaborating business or businesses. 

Collaborators are usually found in non-competing 
businesses so participants need to look for those 
businesses which have a similar product but not too similar 
— for example, a business with a complementary product or 
a business which is competitive in other markets. 

Collaborating with the participant may help them expand 
their market. Participants should be looking for opportunities 
to collaborate because that can also lead to additional 
funding and support.

KILLER EXPERIMENT: PRODUCT PERFORMANCE

TASK 1: Participants 
identify key features of their 
idea — For each, consider 
what is better, how much 
better, and how will 
competitors react?

TASK 2: Identify possible 
competitors and 
collaborators. 

TASK 3: Plot on the graph 
the performance of your 
product compared with 
your competitors’ products
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Step 10. Pathways to market

This step allows participants to think about alternative ways 
that they can bring their product to market — the different 
ways that they can build a business so that it's more likely to 
be successful.

Through the ‘pathways to market‘ tool, facilitators use two 
dimensions to help the participant make their choices. 

The first one question is: How much risk are you prepared 
to take on? This is a very important question because 
different individuals can tolerate different amounts of risk. 
Participants need to consider the type of business that suits 
their personality and their ability to take on risk, including the 
ability to make repayments and service debt.

The second question is: How important is keeping control 
of your idea? If participants want to share with others and 
get others in their community involved in implementing their 
product or service, then they need to identify an appropriate 
business model which supports this approach. This may be 
a partnership or a cooperative. If participants want to keep 
full control of their product or service, including taking on 
all the risk, they need to choose a business model which 
supports this. 

Using these two dimensions, participants can better define 
what type of business and pathway is best for them. This 
may change over time but it is important to get a clear idea 
of what is most appropriate now.

PATHWAYS TO MARKET

A lot

Some

None
Abandon

Somewhat

How important is keeping control of your idea?
VeryNot

Ho
w

 m
uc

h 
ris

k 
ar

e 
yo

u 
pr

ep
ar

ed
to

 ta
ke

 o
n?

Hand over to
someone else

Cooperative

Partnership

Run it
yourself

TASK: Participants 
identify which pathway to 
market is suitable for their 
business idea.

Pathway option & timing Arguments for this option Arguments against this option

Abandon

Start up

Sell the business

Sell the idea

Find a partner

Find an investor

Join with an existing business

Other
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Step 11. The three horizons

Steps 11 and 12 are designed to get participants thinking 
about not just the current situation but the future. The ‘three 
horizons’ gets them to think about the first idea that they 
have developed, but also what comes next, so it is actually 
about planning for success and growth. 

The first horizon is the current business idea and it might be 
something which takes six months to 12 months to develop 
and bring to market. If it is successful, participants need 
to consider what comes after it — what is their second-
generation product or idea? It may sound strange but it is 
important to start thinking about the second-generation 
product from the very beginning, because one product 
never keeps being competitive in the market — you have to 
have success with successive products. 

Also if participants think their product is going to be 
successful, they will want to reinvest their returns into the 
business to keep it growing. 

The first and second horizons are both important for thinking 
about now and the near future. The third horizon is about 
thinking two, three or five years into the future. 

The third horizon makes participants think about where 
technologies and products are moving to and what are the 
products and opportunities they need to start planning for 
now. They are being asked to be creative here. Horizon 
3 should be something which is a big step change — 
something very innovative. 

These three horizons start participants thinking about where 
you are now and planning for future success, but also 
ensuring that they will have revenue and cash flow in the 
future to ensure their business survives for longer than its 
first year.

THREE HORIZON’S MODEL — PLANNING THE TECHNOLOGY TRAJECTORY

TASK: Participants 
brainstorm their three 
horizons and discuss in 
their workgoup. 

Time

Value

Horizon 1
Defend and extend 
current technology

Horizon 2
Second generation 

product/service — build 
the momentum

Horizon 3
Third generation — what 

will disrupt you in the 
future? Get ready now
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Step 12. Financials and exit strategy

This is a crucially important step. It is so important that it 
is left to last. The reason why financials are the last step is 
because a participant’s financials should reflect everything 
that they have talked about in all of the other steps. 

When they talked about the number of people that they 
will be employing, that will show up in the financials. When 
they talked about getting advice and support, especially 
when it must be paid for (e.g. accountants), that will show 
up in the financials. Indeed all the costs associated with 
the development of a new product, developing a prototype, 
getting ready for your customers, finding new markets, 
working out where and how you are going to sell the 
product, will show up in the financials.

The two key parts of the financials are the profit and loss 
statement and the balance sheet.

The profit and loss sheet looks at the first year of the 
business. This is when participants have a lot of costs 
but not much revenue. It is the most critical time for a 
business because this is when it is most difficult to pay bills. 
Completing a comprehensive profit and loss statement will 
give participants a very good idea of their development 
costs, as well as how long it will take before receiving 
revenue from sales. It will show participants whether they 
are operating at a profit or loss, which is very important for 
considering the viability of the business.

The balance sheet is the second financial statement 
to understand, and is focused on the extent to which 
participants are able to build the assets of the business as 
they progress. 

Together, the two financial statements will give participants 
a very good idea of how viable their business will be. It is 
especially important to include everything that has been 
considered in all of the previous steps so that the financials 
provide an honest statement of their viability.

Finally exit strategies. The importance of exit strategies is 
to get participants to think about how they are going to 
get a return on all the hard work they have put in — even 
when the business might be five, or even 10 years old. This 
starts them thinking again about the future and planning 
for that future, and planning for success as well. So if they 
have a business which has been successful over a number 
of years and they have worked very hard in that business, 
they may want to either sell or hand over that business to 
someone else so they can pursue new opportunities and 
new business ideas.

Profit and loss 2018 2019

Total revenue/sales

Cost of goods sold

• Direct materials

• Direct labour

• Manufacturing overhead

 – Indirect labour

 – Other manufacturing overheads

Net cost of goods sold

Gross profit

Operating expenses

• Research and development

•  Selling, general and administrative

Total operating expenses

Operating income or loss

Income tax expense

Net income

PROFIT & LOSS

TASK 1: Participants 
create a profit and loss 
sheet, taking into account 
costs at each stage of the 
development cycle.

TASK 2: Choose the 
preferred exit strategy and 
explain their choice.

After working through all the steps in the 
Business Skills Workshop, participants should 
be able to develop their business proposal and 
submit it for the Eco-Biz Challenge final.   

Balance sheet $ $

ASSETS 

Non-current assets  2,150,000

Land and buildings 2,000,000  

Furniture 12,000  

Machinery 18,000  

Investments 120,000  

Current assets  10,000

Inventory 1,000  

Debtors/receivables 3,200  

Cash at bank 5,800  

  2,160,000

TOTAL ASSETS   

OWNER’S EQUITY AND LIABILITIES  

Owner’s equity  1,700,000

Capital 1,700,000  

Non-current liabilities  440,000

10% Loan 440,000  

Current Liabilities  20,000

Creditors/payables 20,000  

TOTAL EQUITY AND LIABILITIES  2,160,000

BALANCE SHEET



Capturing Coral Reef and Related Ecosystem Services 
(CCRES) is a regional technical support project that seeks to 
unlock the value of ecosystems for coastal communities in 
the East Asia-Pacific region. CCRES will develop knowledge 
products — which inform the design of global, regional 
and national projects, plans and policies — and technical 
models and planning tools which assist with preparation of 
community-based coastal resource management plans.

CONNECT WITH US 
CAPTURING CORAL REEF AND RELATED 
ECOSYSTEM SERVICES

Join our community  @CCRESnet 

  ccresnet

Contact  Assoc Prof Damian Hine 
 The University of Queensland
 E: d.hine@uq.edu.au

 Dr Anna Phelan
 T: +61 7 3443 2015
 E: a.phelan@business.uq.edu.au
Visit www.ccres.net 
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https://twitter.com/CCRESnet
https://www.facebook.com/ccresnet
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