
Situation

  Positive Feedback: The US marketing 
team expressed high satisfaction with 

the process and outcome, noting that the 
messaging surpassed expectations given the 
complexity and number of involved stakeholders.

Solution

Client Profile
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• 

Impact

  

Case Study

 

CONTACT US
reboundb2b.com

About Rob
Rob Quinn specializes in strategic 
messaging development and 
stakeholder collaboration. His ability 
to synthesize complex input and 
deliver actionable content has been 
a key support pillar for Rebound’s 
strategic marketing initiatives.

The client faced a critical challenge: disjointed 
messaging across business units was diluting brand 
impact and overwhelming key audiences. They engaged 
Rebound to help them transition from disjointed 
point-solution messaging across business units to a more 
unified, persona-based approach: one positioning the 
client as the trusted partner and domain leader they are.

The client is a Fortune 500 company operating in the 
life sciences and healthcare space.

Rob Quinn of Rebound led the strategic 
development and execution of this initiative in close 
collaboration with client stakeholders. The team 
developed a messaging framework targeting brand 
leaders: executives that receive the highest volume of 
communications across all business units.

Key elements of the engagement included:

Strategic Analysis: Analyzed prior focus group data and 

marketing research, organizing and streamlining pain points to 

ensure clarity and strategic alignment.

Competitive Analysis: Reviewed positioning of competitors 

like Komodo, Veeva, and ZS Associates to assess market trends and 

help differentiate the client’s unique value, especially its combination 

of data, technology, and unmatched domain expertise.

• Value Proposition Development: Crafted messaging tailored to three 

main brand leader pain points, including short and long-form value 

propositions and clear alignment to the client’s existing value pillars.

• Stakeholder Collaboration: Engaged with multiple senior 

stakeholders across product strategy, patient services, market 

access, consulting, and commercial strategy, ensuring all voices 

were considered in message development and approval.

• Final Deliverables: Delivered a comprehensive messaging 

framework including value propositions, competitive insights, 

and 30/60/90-second elevator pitches. This framework was 

approved by the US marketing team.

Stronger Differentiation: The final 
messaging clearly communicated the 

client’s unique, differentiated value as a partner.

Cross-functional Alignment: Rebound’s 
engagement bridged multiple 

departments and roles, enabling consistent 
messaging that resonated across the client’s 
internal leadership.

Campaign Readiness: The approved 
messaging framework is now being used 

in active outreach campaigns, including targeted 
LinkedIn advertising.

Spotlight: Unified Messaging Strategy Transforms 
Brand Communications for US Marketing


