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The challenge

A unique business that didn’t fit
neatly into familiar categories

Bellawatt sits in a rare position inside
the climate and energy ecosystem.
As a boutique software development
company for energy utilities, DER
providers, and clean energy leaders,
they’'re not a traditional services
firm, but they’'re also not a typical
product-driven software company.
Their products work out of the box,
and are also tailorable to the local
service territory’s needs. In early
2025, Bellawatt approached The
Climate Hub because the business
was thriving, but the team was
struggling to tell their story.




The challenge

“Bellawatt

1S a weird
company —
in a good way.
We're between
boxes by
design.”

Sydney Proffitt

Manager of Business Strategy, Bellawatt

Prospects needed more context in early
conversations, and prospective hires struggled

to understand the model from the website alone.
Internally, the team often found themselves
debating how to describe their offering and how to
position themselves in the broader landscape.

They needed a narrative that captured their value
and expertise without forcing themselves into
categories that didn’t fit.
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Why Bellawatt came to
The Climate Hub

Eugene Granovsky, Bellawatt’s CEO, knew the
company’s messaging wasn’t hitting the mark.
He also knew clarity would only come from
people who understood the energy and climate-
technology landscape. “I've been doing this for
years,” he says. “| think that you saw us for who
we are.”

For Sydney, the immediate signal was expertise.
“I could see from your website that you're
embedded in this space, which | knew would

be an asset,” she says. “We’d done a lot of

soul searching as a company in regards to

how we compare to others — luckily, you

already understood us, our customers, and our
competitors, which really helped us differentiate
ourselves.”

Since The Climate Hub already knew the lay of
the land, we got to work right away, with the goal
of creating a brand messaging and positioning
foundation that could guide everything that
followed.

Case study: Bellawatt



The approach

Depth,
clarity,

& a shared
vocabulary
for the
climate &

energy space

The Climate Hub led Bellawatt through a
structured messaging and positioning process
designed for climate-tech companies navigating
complex markets. It included competitive
analysis, positioning articulation, brand pillars,
audience insight, voice guidelines, and a full
messaging hierarchy.

For Bellawatt, this created a shared language.

It alighed marketing, strategy, and leadership
around the same narrative logic and provided a
level of clarity they had been struggling to reach
internally.
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“l appreciated the balance of conciseness and
depth in the final output. It’s been an invaluable
document for our business strategy and
marketing.”

— Sydney Proffitt

The team reviewed one comprehensive draft
and found it resonated immediately. “There was
probably a tiny percent of the final document
that we went back and forth on,” Sydney says,
“but for the most part, it was exactly what we
were looking for - it definitely hit.”

The experience

The impact

Expertise meets generosity

Bellawatt emphasises two parts of the
experience above all: subject-matter expertise
and the low-lift nature of the partnership. The
Climate Hub arrived with a shared vocabulary,
familiarity with the energy and climate-tech
landscape, and an intuitive sense of how to
articulate their hybrid model. This made it easier
for the team to move through the work without
extended onboarding or long context-setting
cycles.

“It felt almost like you weren’t an external
vendor. Everything was clear, warm, thoughtful,
and easy.”

— Sydney Proffitt

They also valued the level of care and
responsiveness. “You were very generous in
answering our questions,” says Sydney. “We felt
very attended to — there is a real sense of care
in the way you work.”

Messaging and positioning
that sharpened the company's
direction

The final messaging and positioning brief
became the bedrock of Bellawatt’s marketing
and communications. It shaped the way the
team approached their website refresh,
informed how they refined their offering
descriptions, and grounded their slide decks and
early-stage sales conversations. It continues to
serve as an evergreen reference point inside the
business.

“It feels like a little rock of a document,” Sydney
says. “l open it up a lot. Before we worked

with The Climate Hub, things felt fuzzy. Now
we’re much clearer on how we should present
ourselves.”
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[ appreciated the balance

of conciseness and depth in
the final output. It's been
an invaluable document for
our business strategy and
marketing.

The
Climate
Hub*



Beyond the brief

A steady
partner as
Bellawatt
built out
their assets

As Bellawatt began applying the messaging across
their marketing touchpoints, The Climate Hub
provided additional input on website direction,
tagline clarity, and case study best practice. These
advisory conversations made it easier for the team
to translate the thinking into high-quality assets that
stayed true to the narrative.
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The Climate Hub difference:

Bellawatt describes the experience of working
with The Climate Hub just like our other clients
do: a rare combination of deep climate-tech
fluency, strategic clarity, and a seamless
working experience.

Several elements stand out.

Our experience across the climate and energy
landscape meant we arrived with a shared
vocabulary and context, which made it easier
to draw distinctions, articulate Bellawatt’s
position in the market, and frame their value
for both technical and non-technical audiences.

Bellawatt now uses the messaging brief as a
foundational document across the business.

It informs their website evolution, sales decks,
offering descriptions, and internal discussions.
This is the intended outcome of our work:
messaging that is constantly referred to and
helps guide decisions, rather than sitting on a
shelf.

The team highlights the ease of communication,
the thoughtfulness of the process, and the
sense that we were genuinely invested in their
success.

Small details made all the difference. Our team
always responded quickly, gave well-considered
recommendations, and were generous with
their time when it came to additional advisory
conversations. Bellawatt felt supported and
cared for — exactly the kind of outcome we

aim for.

By analysing their market, synthesising their
strengths, and articulating a cohesive narrative,
we helped Bellawatt move forward with greater
confidence and focus.

All of this and more is why clients love working
with The Climate Hub. We craft strategic
messaging rooted in deep sector expertise, and
we deliver it through a collaborative process
that feels light, human, and energizing. The best
part of all is how the work lives on. Everything
we create is designed to go the distance —
delivering value long after the initial project has
wrapped.
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Thank you for getting to
know us so well and holding

up a mirror so we can know
ourselves better.

The
Climate
Hub*



