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Situ
ation

N
C

B
iotech

 en
gaged Tron

e B
ran

d E
n

ergy
 begin

n
in

g w
ith

 a bran
d reset follow

ed by
 

a com
plete w

ebsite redesign
 lau

n
ch

 in
 N

ovem
ber 20

17. N
C

B
iotech

 is a state fu
n

ded 

econ
om

ic developm
en

t en
tity

 tasked w
ith

 fu
elin

g grow
th

 for a m
u

ltitu
de of life scien

ce 

related sectors an
d m

ore th
an

 a dozen
 au

dien
ces. D

u
e to th

e diverse au
dien

ce an
d sector 

n
eeds, N

C
B

iotech
’s bran

d story
 w

as fragm
en

ted. Tron
e B

ran
d E

n
ergy

’s assign
m

en
t w

as 

to u
ltim

ately
 u

n
cover a u

n
ified bran

d story
 th

at w
ou

ld reson
ate w

ith
 all in

tern
al an

d 

ex
tern

al stakeh
olders as w

ell as a m
y

riad of prospects. T
h

is R
everberatin

g B
ran

d Story
 

w
ou

ld becom
e th

e fou
n

dation
 for th

e n
ew

 w
ebsite.

In
sights

T
h

e process of obtain
in

g in
sigh

ts an
d u

ltim
ately

 th
e bran

d story
 in

volved th
ree 

ph
ases—

kn
ow

ledge gath
erin

g, qu
alitative research

 an
d qu

an
titative research

. T
h

e first 

research
 ph

ase began
 w

ith
 a kn

ow
ledge gath

erin
g session

 w
h

ere th
e larger grou

p of 

n
early

 tw
o dozen

 in
tern

al stakeh
olders collaborated. T

h
is m

eetin
g, facilitated by

 Tron
e 

B
ran

d E
n

ergy, allow
ed th

ese stakeh
olders to sh

are w
h

at w
as w

orkin
g an

d n
ot w

orkin
g, 

th
eir perspectives of w

h
at N

C
B

iotech
 offers an

d w
h

at w
as critical for each

 in
div

idu
al 

to su
cceed in

 th
eir role. T

h
is step en

su
red all parties w

ere prov
ided a platform

 for th
eir 

voices to be h
eard, to be part of th

e process. 

T
h

e in
form

ation
 u

n
covered in

 th
is kn

ow
ledge gath

erin
g session

 w
as u

sed to gen
erate 

efficien
t an

d effective discu
ssion

 gu
ides for u

se in
 th

e qu
alitative research

 ph
ase—

con
sistin

g of 18 on
e-on

-on
e in

tern
al an

d ex
tern

al stakeh
older in

terv
iew

s. T
h

ese 

ncbiotech.org

B
ran

d
in

g th
e C

ataly
st  

of N
C

 L
ife Scien

ces
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in
terv

iew
s prov

ided validation
, adju

stm
en

t an
d fu

rth
er clarity

 

arou
n

d topics discu
ssed du

rin
g th

e kn
ow

ledge gath
erin

g session
. 

T
h

e n
ex

t ph
ase, qu

an
titative research

, prov
ided a clear direction

 

w
h

ere lack of align
m

en
t existed. T

h
e qu

an
titative ph

ase w
as 

design
ed to take th

e in
form

ation
 gath

ered in
 prev

iou
s ph

ases an
d 

prov
ide qu

an
tified direction

 an
d in

sigh
ts for th

e developm
en

t of 

th
e A

u
dien

ce an
d B

ran
d P

erson
as. T

h
e research

 resu
lted in

 a clear 

u
n

derstan
din

g of N
C

B
iotech

 bran
d perception

s am
on

g ex
tern

al 

stakeh
older au

dien
ces, th

e relative im
portan

ce of N
C

B
iotech

 

bran
d attribu

tes an
d reson

an
t m

essagin
g clu

sters w
h

ich
 en

abled 

com
m

u
n

ication
 m

appin
g across all au

dien
ces. Factor an

alysis w
as 

u
sed to iden

tify
 “com

m
u

n
ication

-to-in
ten

t” reson
an

t m
essagin

g 

clu
sters.

Su
bsequ

en
t in

sigh
ts an

d m
essagin

g clu
sters discovered du

rin
g 

th
e research

 ph
ase led to A

u
dien

ce P
erson

a developm
en

t for both
 

N
orth

 C
arolin

a state an
d in

tern
ation

al stakeh
olders. T

h
ese A

u
dien

ce 

P
erson

as w
ere com

prised of th
e biotech

 profession
al, corporate 

execu
tive, econ

om
ic developer, en

trepren
eu

r, state govern
m

en
t 

official, private in
vestor, site selector an

d u
n

iversity
 adm

in
istration

.

Solu
tion

T
h

e N
C

B
iotech

 site lau
n

ch
ed N

ovem
ber 20

17. V
isu

ally, th
e site 

h
ad to com

m
u

n
icate tran

sform
ation

. E
ach

 h
eader im

age m
oves 

in
to focu

s u
sin

g a dark to ligh
t tran

sform
ation

 m
n

em
on

ic. W
e 

also u
sed th

e tran
sform

ation
 th

em
e to organ

ize th
e con

ten
t of th

e 

w
ebsite. A

 m
u

ltitu
de of vastly

 differen
t au

dien
ces can

 n
ow

 qu
ickly

 

fin
d in

form
ation

. P
ages of con

ten
t w

ere stream
lin

ed, en
su

rin
g 

every
th

in
g from

 fu
n

din
g program

s to reserv
in

g m
eetin

g space is 

n
ow

 at on
e’s fin

gertips.

R
esu

lts

W
ith

 th
e redesign

, w
e h

ave bu
ilt a stron

ger D
om

ain
 A

u
th

ority. T
h

is 

h
as driven

 a su
bstan

tial rise in
 organ

ic traffic Y
O

Y
 as w

ell as overall 

site en
gagem

en
t. Site an

aly
tics are proprietary.

W
ant to energize your brand? For m

ore in
form

ation
, con

tact: 

G
ary

 Tow
n

in
g    |    336.558.1562    |    gtow

n
in

g@
tron

e.com
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Need to simplify your messaging so partners 
can embrace your idea? Contact us.

Gary Towning 
EVP, Trone Brand Energy 
gtowning@trone.com 
336.558.1562

HOW OUR RECENT EXPERIENCE CAN HELP YOU:

•  Develop your online presence. We manage the online 
presence of an evolving portfolio of businesses for a 
global S&P 500 life science company.

• �Create�a�compelling�story�line�and�point�of�difference. 
We develop language and simplified product 
positionings for a leading global AgTech company. 

•  Achieve stakeholder alignment. TBE was able to align 
state officials, scientists and business executives to a 
single mission and message for a global biotech entity.

1Entrepreneur’s Handbook, Sept 10, 2018, Sarah A. Downey https://entrepreneurshandbook.co/the-real-reasons-why-a-vc-passed-on-your-startup-917c30103ecb

Sometimes in scientific endeavors, communicating what 
you're doing can overpower communicating the purpose 
of why you're doing it. But when it comes to presenting 
to VCs or enterprise partners, the way you communicate 

your innovation, process or technology could make 
a huge difference.

Our experience in simplifying complex 
technology stories in the life science 

sector could help set your innovation 
apart, as well as inspire your audience 
to commitment and action.

It is awkward for a VC 
to say (that you have bad 
presentation materials). 

So just because you don’t 
hear it, doesn’t mean it 
doesn’t apply to you.1

In an article 
titled, “The Real 

Reasons Why a VC 
Passed on Your Startup” 

the author points out 
how presentation 

matters.

S T A R T U P   J O LT

SHOWCASING YOUR LIFE SCIENCE DIFFERENCE.


