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2026 EXECUTIVE RESOURCE

Environmental, Energy &
Sustainability

A commercial report for environmental health, clean energy, water, waste,
ESG and climate technology companies that need clearer buyer logic,
stronger proof and sharper market-entry routes.
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EXECUTIVE THESIS

2026 EXECUTIVE RESOURCE

Environmental technology is moving from
“nice-to-have sustainability” into operating

infrastructure.

The buyer is no longer asking only for greener intent. The buyer is
asking for lower exposure, more reliable assets, cleaner inputs,
defensible reporting, lower energy cost, safer spaces and evidence that
a solution can be adopted without creating internal drag.

That shift changes the commercial work around
environmental, energy and sustainability
companies. Technical value alone will not carry a
market-entry conversation. The offer needs a
sharper route into procurement, facilities,
operations, compliance, city planning,
sustainability, infrastructure and institutional
buyers.

For environmental health technologies, the
commercial centre of gravity is risk visibility. Air
quality, water treatment, exposure reduction and
safer-space systems are easiest to evaluate when
buyers can connect the data to decisions, health
conditions and operational control.

DATA NOTE

Full calendar-year 2026 environmental outcomes are
not yet available. This report uses official 2026
releases where available, 2025 estimates, and the
latest measured 2024/2022 global datasets. Each
chart carries its source marker.
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THE COMMERCIAL PRESSURE STACK

Seven humbers explain why environmental
offers now need stronger go-to-market
architecture.

$2.2T 36% 99%

Clean-energy investment Average annual global World population living where
expected in 2025, roughly electricity-demand growth air pollution exceeds WHO
twice fossil-fuel investment. expected for 2026-2030. [S2] guideline limits. [S5]

[s1]

21B 3.8B 32Mt

People still lacking safely Tonnes of municipal solid E-waste expected by 2030, up
managed drinking water in waste forecast by 2050 without from 62Mt in 2022. [S9]
2024. [S7] a different system path. [S8]

What this means for companies

Buyers are dealing with a compound brief: environmental risk, energy cost, disclosure pressure,
workplace safety, public-health exposure, resource volatility and proof requirements. Strong
companies need to show not only that the technology works, but where it belongs in the buyer’s
system and who should act first.
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ENERGY MARKET DIRECTION

ENERGY TRANSITION DATA

Capital, demand and generation are moving at
different speeds. The sales story has to

reconcile all three.

Energy investment is already split by commercial direction

USD trillion, 2025
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Source: IEA World Energy Investment 2025. [S1]
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Source: IEA Electricity 2026 supply outlook. [S2]

Electricity demand growth has moved above its old baseline

year-on-year growth

2026-2030 avg.

Source: IEA Electricity 2026. [S2]

COMMERCIAL IMPLICATION

Energy buyers are under pressure to
secure capacity, lower volatility, cut
emissions and keep operations stable. This
creates room for efficiency, monitoring,
grid-adjacent, storage, building
performance and electrification-adjacent
tools.

Those tools need a buying case, not only a
technology case: baseline, savings logic,
integration burden, internal owner,
payback evidence and adoption sequence.
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ENVIRONMENTAL HEALTH TECHNOLOGY

ENVIRONMENTAL HEALTH TECHNOLOGIES

Cleaner and safer environments need tools that
convert environmental data into operational

decisions.

Environmental health technologies sit between
sustainability, public health, occupational safety,
facilities, real estate, infrastructure and city
management. Their strongest commercial role is
to make invisible exposure visible enough to
manage.

Air, water, contamination, heat, noise, chemical
exposure and indoor environmental quality are not
abstract ESG topics inside a buying committee.
They affect complaints, absenteeism, asset
quality, insurance logic, regulation, reputation and
the cost of delayed intervention.

The adoption challenge is rarely interest alone.
Buyers need to understand where the data lands,
which action follows, who owns the budget and
how success will be evidenced after deployment.

Air pollution is a health, productivity and asset-quality issue

/ B people

20 -

mixed units: M deaths / %

Deaths linked to air pollution Population above WHO limits Polluting cooking fuels

Sources: WHO Air Pollution Data Portal; State of Global Air 2024.
[S5][s6]

Risk visibility Health protection Decision velocity

Monitoring has to be tied The value case needs to Environmental data

to thresholds, cover people, spaces becomes useful when it
interventions and and exposure reduction, shortens the path from

operating routines. not just readings. signal to action.
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SECTOR LENS 01

Air quality companies need to sell safer spaces,
not only cleaner readings.

Buyer logic Proof needed
Buildings, cities, schools, industrial sites 01 Baseline and post-deployment
and public groups do not buy air-quality measurement.
tools in the same way. A school buyer
. 02 Clear thresholds and response
cares about parents, absenteeism and logic
duty of care. An industrial buyer cares '
about worker exposure, compliance, 03 Maintenance burden and integration
maintenance and operational continuity. requirements.
Positioning needs to separate monitoring, 04 Health, comfort, complaint,
filtration, ventilation intelligence, outdoor compliance or productivity proxy.
sensing, alerting, analytics and
remediation pathways. Without that
separation, the buyer reads the offer as
another dashboard.
PRIORITY WHAT THEY NEED TO HEAR MARKET-ENTRY ROUTE
BUYER
Commercial Asset quality, tenant confidence, IAQ evidence, Facility managers, property groups, HVAC partners,
buildings operational control. building-performance advisors.
Schools and Duty of care, parent confidence, healthier Education operators, school networks, local public-
campuses classrooms, simple reporting. health partners.
Industrial sites Exposure reduction, compliance evidence, EHS teams, industrial service firms, safety
worker safety, maintenance fit. consultants, system integrators.
Cities Public-risk mapping, sensor coverage, data Municipal innovation offices, city resilience teams,

governance, intervention design. public procurement routes.
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SECTOR LENS 02

Woater solutions need to translate technical
performance into reliability, compliance and
resource control.

Water treatment and management companies are
entering markets where the buyer’s concern can
differ sharply by segment: safe drinking water,
wastewater compliance, industrial reuse,
agricultural efficiency, hospitality reliability,
community infrastructure or disaster resilience.

Water, sanitation and hygiene gaps remain operating risks

w o ow s
o » o

o

billion people lacking safe/basic service, 2024
° N -
a b

°
°

3 e
= ~N
3 @
3

The commercial problem is trust. Buyers need to
Source: WHO/UNICEF JMP 2025, latest 2024 household WASH believe the solution performs under local water
estimates. [S7] conditions, fits existing maintenance capacity,
reduces compliance exposure and can be
financed or procured through a practical route.
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Drinking water

ABOVEA APPLICATION

We shape buyer maps, market-entry
segments, partner routes and sales
materials that make water performance
easier to understand across technical,
procurement and institutional
conversations.

Industrial Municipal Commercial
Reduce downtime, Demonstrate public Protect customer
discharge risk, process value, operational experience, hygiene,
variability and water feasibility and asset value and brand

cost. procurement fit. risk.
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SECTOR LENS 03

Waste and recycling offers need clearer
economics, cleaner material logic and stronger
city/operator language.

Municipal waste volumes are moving toward a much larger system load E-waste is growing faster than formal recovery systems
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2030 forecast

Source: UNEP Global Waste Management Outlook 2024. [S8]

Source: ITU/UNITAR Global E-waste Monitor 2024. [S9]

The buying issue The offer needs
Waste solutions are rarely bought because 01 Material flow clarity: what is
a buyer likes circularity in the abstract. collected, recovered, lost or sold.

They are bought when they reduce
disposal cost, improve material recovery,
lower contamination, create traceable

02 Operating fit: labour, sorting, route
density, contamination and capex

burden.
reporting, meet regulatory pressure or give
a city/operator a visible service 03 Proof: diversion rate, recovery
improvement. quality, downstream buyer and

reporting logic.
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SECTOR LENS 04

CleanTech and energy-efficiency companies
need to turn performance into a buying
sequence.

CleanTech has a familiar commercial trap: the
product can be technically strong while the
market still struggles to understand who should
buy it first, which budget line it touches and why
now is the right timing.

Efficiency progress is improving, but still below the 2030 pace

4%

-

1%

Energy efficiency has an advantage because -
savings are legible, but savings alone still need a

global energy intensity improvement

1.8%

2025 est.

2030 doubling pace

credible path: measurement baseline: paybaCk: Source: IEA Energy Efficiency 2025. 2030 pace references the
implementation burden, financing logic, COP28 doubling objective. [S3]

operational disruption, internal owner and proof

after deployment.

In 2026, rising electricity demand and industrial
competitiveness concerns make efficiency,
electrification and asset-performance solutions
easier to discuss with serious buyers. The story
has to be concrete enough for finance, operations
and engineering to agree.

Buildings Factories Infrastructure
Comfort, energy cost, Energy intensity, uptime, Capacity constraints,
asset quality, tenant process reliability, waste resilience, lifecycle cost
expectations, reporting heat, maintenance fit. and public value.

evidence.
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SECTOR LENS 05

ESG technology is moving from reporting
software into evidence infrastructure.

Environmental disclosure is becoming a procurement dataset Reporting AiEeatiis has created demand for
- cleaner environmental data, but buyers still resist
platforms that look like administrative burden. The
commercial case gets stronger when the platform
reduces manual work, improves data reliability,
connects suppliers, spots performance gaps and
generates evidence usable in procurement,

finance and customer conversations.

Sources: CDP 2025 disclosure data and supply-chain programme.
[s11]

thousand organisations / suppliers, 2025

EU sustainability-reporting rules continue to
require large and listed companies to publish
sustainability information, even as the policy
environment is being adjusted. That volatility
increases the need for technology providers to
explain scope, buyer fit and governance value
with care. [S10]

Reporting Performance Procurement
Data capture, controls, Energy, water, waste, Supplier engagement,
audit trail, standards emissions and supplier risk scoring, evidence
mapping and disclosure improvement decisions. exchange and buyer

outputs. confidence.
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SECTOR LENS 06

Carbon and climate technologies need sharper
proof because the buyer is buying defensibility.

Energy-related CO2 emissions still reached a new Energy-related CO2 emissions still reached a new high
record in 2025, according to the IEA's 2026 ssct

review. That makes climate technology 1
commercially relevant, but it also raises the
standard for evidence. Weak claims now create
reputational risk for the buyer.

Gt CO2; Gt increa:
5 8

0.145Gt

Carbon-management companies need to show o T osmaese
measurement boundaries, data confidence, Source: IEA Global Energy Review 2026. [S4]

reduction logic, auditability and decision

pathways. Climate-risk tools need to connect

hazard exposure to asset, supply-chain,

insurance, investment or operational decisions.

COMMERCIAL RULE

The winning narrative is not “we measure
carbon.” It is "we make climate and
emissions decisions defensible enough for
finance, procurement, operations and
external scrutiny.”
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COMMERCIAL TRANSLATION

The category changes, but the buying
questions repeat.

TECHNOLOGY
AREA

Air quality

Water treatment

Waste/recycling

CleanTech

Energy

efficiency

ESG platforms

Carbon/climate
tech

WHAT BUYERS ARE REALLY
BUYING

Safer spaces, lower exposure,
building confidence.

Reliability, compliance,
contamination control,
resource security.

Cleaner material flows, lower
disposal risk, traceable
diversion.

Operational upgrade with
environmental and cost
upside.

Cost savings, asset
performance, comfort,
resilience.

Reliable reporting, supplier
visibility, performance
control.

Defensible emissions,
climate-risk and reduction
decisions.

PROOF THEY NEED BEFORE
ADOPTION

Baseline, thresholds, response
logic, maintenance burden.

Local water performance,
treatment quality, lifecycle
cost.

Diversion rate, contamination
control, downstream
economics.

Implementation pathway,
payback, partner capacity,
buyer owner.

Baseline, savings model,
payback, measurement and
verification.

Data model, audit trail,
standards mapping, workflow
reduction.

Boundary logic, uncertainty,
auditability, reduction
pathways.

BUYER LOGIC MATRIX

FIRST ROUTE TO MARKET

Facilities, HVAC, schools,
property groups, EHS partners.

Utilities, industrial operators,
engineering firms, public
projects.

City operators, manufacturers,
logistics, circular-economy
partners.

Industrial channels, strategic
pilots, distributors, public
innovation routes.

Buildings, factories,
infrastructure operators, ESCO-
style partners.

Sustainability teams, finance,
procurement, advisory partners.

Corporates, finance,
infrastructure owners,
consultants, accelerators.
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MARKET-ENTRY ROUTES

WHERE MARKET ENTRY BREAKS

Most environmental companies do not lose
because the technology is weak. They lose
because the route is vague.

01 SEGMENT

02 TRANSLATE

03 EVIDENCE

04 PARTNER

05 LOCALISE

06 EXECUTE

Separate buyers by operating need, budget owner and deployment setting.
“Sustainability buyer” is usually too broad to sell into.

Move from product functions to buyer outcomes: lower exposure, lower cost,
compliance evidence, asset quality, recovery economics or reporting control.

Package proof in the form each buyer accepts: pilot data, M&V logic, case evidence,
certification, technical validation, public-health logic or financial model.

Use route owners who already hold buyer trust: system integrators, engineering firms,
HVAC partners, utilities, distributors, city innovation networks or advisory channels.

Adapt claims, compliance references, buyer priorities and procurement language to the
selected market rather than exporting the same sales deck everywhere.

Build targeted outreach, sales collateral, partner briefs and follow-up logic around one
priority wedge before expanding into adjacent segments.
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ABOVEA COLLECTIVE SUPPORT MODEL

We shape environmental and sustainability
offers so buyers can understand, trust and act

on them.

Positioning and buyer
education

We turn technical products into clearer
commercial offers: buyer problem,
category language, value proposition,
proof points, risk logic and decision
argument.

Market entry and partner routes

We identify practical routes through
distributors, system integrators, public
programmes, city networks, corporate
innovation channels and selected local
partners.

Market intelligence and
segmentation

We map sectors, buyer groups, priority
markets, institutional routes and
competitor positioning so teams can stop
selling into blurred categories.

Sales materials and outreach
execution

We prepare sales narratives, partner
briefs, proof-led decks, email sequences,
procurement-facing content and targeted
business-development support.

For companies building air, water, waste, CleanTech, energy-efficiency,
ESG, carbon and climate technologies, aboveA Collective works at the
point where technical credibility has to become market movement.

aboveA Collective
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SOURCE NOTES

Data sources used in this report

10.

11.

. [S1] International Energy Agency, World Energy Investment 2025, Executive Summary. https://www.iea.org/reports/world-energy-

investment-2025/executive-summary

. [S2] International Energy Agency, Electricity 2026, Demand and Supply chapters. https://www.iea.org/reports/electricity-2026

. [S3] International Energy Agency, Energy Efficiency 2025, Executive Summary. https://www.iea.org/reports/energy-efficiency-2025/

executive-summary

. [S4] International Energy Agency, Global Energy Review 2026, Global Trends. https://www.iea.org/reports/global-energy-

review-2026/global-trends

. [S5] World Health Organization, Air Pollution Data Portal. https://www.who.int/data/gho/data/themes/air-pollution

. [S6] Health Effects Institute / UNICEF, State of Global Air 2024. https://www.stateofglobalair.org/resources/archived/state-global-air-

report-2024

. [S7]1 WHO/UNICEF Joint Monitoring Programme, Progress on Household Drinking Water, Sanitation and Hygiene 2000-2024. https://

washdata.org/reports/jmp-2025-wash-households

. [S8] UN Environment Programme, Global Waste Management Outlook 2024. https://www.unep.org/resources/global-waste-

management-outlook-2024

. [S9] ITU/UNITAR, Global E-waste Monitor 2024. https://ewastemonitor.info/the-global-e-waste-monitor-2024/

[S10] European Commission, Corporate Sustainability Reporting. https://finance.ec.europa.eu/financial-markets/company-reporting-
and-auditing/company-reporting/corporate-sustainability-reporting_en

[S11] CDP, 2025 Disclosure Scores and Supply Chain Programme. https://www.cdp.net/en/data/scores

Method note

Figures are rounded for executive presentation. Mixed-unit charts are marked directly in the axis
label or caption. Forecasts and estimates are not presented as final 2026 outcomes unless the
cited source explicitly frames them that way.
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Commercial architecture for companies
entering complex markets.

aboveA Collective works with technology companies that need to convert
technical strength into credible positioning, buyer-specific evidence,
market-entry routes, partner conversations and practical commercial
execution.
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