
• Low online recognition: 
Specific products within energy leader's portfolio struggled with low online brand recognition

• Competitive landscape:
Standing out from established competitors in a saturated market presented a significant challenge

• Content strategy gap: 
The lack of a targeted content strategy hindered effective product positioning efforts

About the client

The client provides smart power and automation technologies to utilities companies. Recognizing the growing importance of 
online presence, the energy major sought Netscribes’ expertise to amplify their brand voice and strategically position their product 
portfolio within the utilities sector.

Even established brands struggle to cut through the noise and achieve optimal product visibility. This case study explores how 
Netscribes collaborated with a leading player in the energy sector to address this very challenge.

C A S E  S T U D Y

Enhancing product visibility 
with marketing insights

Marketing

Challenges

• Boost online visibility: 
Increase online awareness for key products within the crowded utilities market

• Fuel product buzz: 
Generate interest surrounding new product launches

• Refine product positioning: 
Leverage market insights to refine product positioning and messaging

• Enhance brand recall: 
Foster stronger brand awareness and recall amongst target audiences within the utilities sector

Objectives



Solutions proposed

Netscribes proposed a two-phased approach to address Energy Leader's challenges and achieve their marketing objectives:

Results

The project yielded significant results for the energy leader, demonstrating the effectiveness of Netscribes' approach:

Competitive analysis to identify market trends and gaps

Deep-dive market research to understand target audiences

Consolidated report for data-driven content strategy

Phase 1: 
Research and 
Insights - Gaining a 
competitive edge

Data-driven content plan with suitable channels and formats

Dedicated content team for seamless execution

Multi-channel content creation for consistent brand messaging

Phase 2: 
Content Strategy 
and Implementation 
- Amplifying      
Brand Voice

Increased online traffic and   
social media engagement

Within just one month, the client 
witnessed a substantial rise in online 
traffic and social media interaction, 

indicating a growing audience     
interest in their products

Strong product
awareness 

Targeted content campaigns effectively 
established brand awareness around 

key products within the utilities sector

Enhanced product
positioning 

By leveraging market insights, 
Netscribes enabled strategic 

repositioning of client’s products. This 
resulted in a more compelling brand 
narrative that improved brand recall 

amongst target audiences.
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−  Marketing Director

Netscribes brought a fresh perspective to our brand strategy. The 
competitor analysis was thorough, and the insights gathered paved the 
way for a targeted content plan.

Testimonial

Lessons learned 

Combining market research, competitor analysis, and a data-driven content strategy is crucial for optimal product visibility at 
launch, but continuous monitoring and adaptation based on performance metrics are essential for sustained success.

Future recommendations 

Building on the initial momentum, future initiatives could target even deeper audience engagement:

• Develop tailored content for specific customer segments within the utilities sector

• Explore influencer marketing partnerships to reach a wider audience

• Utilize data analytics to further optimize content performance and refine targeting strategies

To learn more about our Thought Leadership offerings, please visit our website or contact us now.


