
Branding and 
marketing in the 
High-tech industry

MOVING HIGHER



ALLIES IN INNOVATION

Be your customer’s problem solver 

Product specs alone don’t close a deal – you need to focus on 

the value and benefits your solutions bring to your customers. In 
the high-tech industry, your customers come to you for complex, 
innovative solutions that will help them become more sustainable, 
automated and efficient.

To capture the attention and trust of your potential customers, you 
need to keep repeating your message about the added value you 
bring both to them and the end-consumer. What you sell is not just 
a solution to a technical problem – it’s a solution that brings them 
tangible benefits and enables better business and a better quality of 
life for the community. 
 

Engage the modern buyer

Typical B2B buyers now spend much more time educating 
themselves online before contacting potential suppliers. With a 
strong brand as a foundation, your sales and marketing teams need 
to work together to translate your brand into engaging, meaningful 
content that matches every stage of your customer’s buying journey. 

Cross-Border Communications offers 40 years of experience and 
a unique understanding of the branding and marketing challenges 
inherent in the global high-tech sector. In this brochure, you
will find some inspiration from relevant clients in our portfolio 
along with some practical tips for cross-border branding, lead 
generation and sales campaigns. 

SUMMARY

Engineering 
your market 
growth
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Unite your culture behind a strong brand

The foundation for your business is your 
brand; it provides direction and ensures 
a consistent customer experience. Your 
brand unites your business internally and 
differentiates it externally. 

Internally, you need to unite your 
organisation behind the brand promise you 
make externally. Your sales organisation 
(including partners, resellers and local reps) 
should be able to understand and deliver on 
that promise. 

A clear understanding of your shared mission 
will improve internal collaboration and 
efficiency. This is especially true of businesses 
with a broad brand portfolio, and for brands 
undergoing mergers or consolidation. 

Build a brand that your customers believe in  

On paper, your customer’s buying process 
is a rational one. But when making a tough 
choice between two equally competent 
suppliers, the ultimate decision may come 
down to a gut feeling. When it’s time to make 
their purchase, your customer will pay a price 
premium for a recognised and trusted brand. 

To tap into your customer’s emotional drivers, 
you need to prove that your brand is smart, 
trustworthy and ready for the challenges 
ahead. The next step is turning positive 
expectations into positive experiences. 

Branding starts with a few simple questions
• Is it clear what your brand stands for? 
• Why should customers choose you over the 

competition? 
• Does your brand unite your business 

internally?

BRANDING

Unifying 
your message 
internally and 
externally
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WE HELP YOU SEE PROBLEMS

      BEFORE YOUR CUSTOMERS  HEAR THEM

One slip-up can offset a hundred successes. It can cost thousands in product recalls and, worse, potentially 

damage your reputation. You need to know how to spot costly errors while there’s still time to correct them. 

That’s where you need to pick up the phone to Brüel & Kjær sound and vibration specialists. We go beyond 

measuring product quality to help you manage it: helping to solve your production challenges to ensure 

reliable repeatability. So you only see happy customers. See more at www.bksv.com

Acoustic quality testing

Realistic receiver testing

Clear, visual pass/fail indication
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Ensure product durability
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BRÜEL & KJÆR
CASE STUDY

Brüel & Kjær is a name that echoes throughout the global sound and 
vibration industry.

A complete rebranding project was needed to reposition Brüel & Kjær as 
a partner that delivers solutions that give tangible value for customers 
and other stakeholders at every stage of the design process, rather than 
just a product provider.

Brüel & Kjær partnered with CBC to create a distinctive and original 
communications platform based on the brand promise that also became 
the company’s tagline – Beyond Measure. And to demonstrate that 
Brüel & Kjær is at the forefront of progress, we helped develop a 
thought leadership campaign looking beyond tomorrow at the role 
sound and vibration will play in the future of product development. 

You work hard to reduce aircraft noise, but unless the community perceives a change you could be wasting 

your time. That’s why Brüel & Kjær’s ANOMS solutions not only identify flights that violate noise abatement 

rules, but also engage communities over the web so they can see for themselves where aircraft are flying, 

how much noise they make and develop trust. By keeping noise levels low and stakeholders informed, 

we help increase tolerance of your airport expansion. See more at www.bksv.com

TO HELP YOUR AIRPORT GROW TOMORROW  

   WE HELP YOU MANAGE  

                    THE NOISE TODAY

Setting community expectation

Self-service investigation

Noise abatement enforcement

ACCELERATE 

        DESIGN DECISIONS 
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The ability to make the right decision at the right stage of a car’s development is critical to your success. 

Accurate data isn’t enough; you need to be able to understand the information and how to act on it – 

fast. That’s when you need Brüel & Kjær sound and vibration technology in the driving seat: our solutions 

help you predict, map and analyse results to inform critical decisions. Saving you time and money, and 

helping to protect your reputation. See more at www.bksv.com

Real-time fault identification

Evaluate vehicle NVH virtually

Precise mapping of sound sources

Optimising structural behaviour

A series of sector-specific 
ads were developed with a 
distinctive visual approach that 
focused on value drivers

The Beyond Measure concept, 
new visual identity, and value 
propostions were showcased 
through a coporate film and 
promoted across multiple channels

A new brochure became 
the centrepiece of the new 
brand identity and the 
foundation for all corporate 
messaging and narrative

CBC was responsible for all 
content and design of the 
high profile Waves magazine 
with a huge readership 
across multiple industries



YOUR MISSION
OUR TECHNOLOGY

DECADES OF HANDS-ON 
SPACE ENGINEERING 
AND DOMAIN KNOWLEDGE 
LET US DELIVER 
CUSTOMIZED SOLUTIONS.
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SPACE

ALLIES IN INNOVATION

WWW.TERMA.COM

YOUR SECURITY
OUR EXPERTISE

OUR RADAR SYSTEMS 
AND EMERGENCY 
RESPONSE SOLUTIONS 
DELIVER ADDED 
SECURITY PROTECTION.

SECURITY AND
SURVEILLANCE

ALLIES IN INNOVATION

WWW.TERMA.COM

YOUR OPERATIONS
OUR SUPPORT

OUR ABILITY TO TRANSLATE 
USER INSIGHT INTO 
TECHNICAL ADVANTAGE 
BRINGS REAL VALUE TO 
THE DEFENSE SECTOR.
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DEFENSE

ALLIES IN INNOVATION

WWW.TERMA.COM

ALLIES IN INNOVATION

YOUR AIRCRAFT
OUR PRODUCTION

OUR FACILITIES, EXPERIENCE, 
AND EXPERTISE GIVE AEROSPACE 
MANUFACTURERS ACCESS
TO A UNIQUE SET OF
PRODUCTION CAPABILITIES.
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Tac-Flex provides detailed, updated, and dynamic information on the 

geographical position of buildings, resources, vehicles, and individuals 

in the battlefield. With the ability to effectively combine GPS data with 

information from other sensor and information systems, Tac-Flex delivers 

a well-structured, complete, and customizable overview of the situation 

in real-time.

Tac-Flex is easily deployed at tactical platforms using COTS/MOTS 

personal computers, thereby reducing the need for special system 

administrators.

Tac-Flex comes with a buildin comms software package that delivers 

secure communication and enables extension of operational range by 

routing data traffic between multiple networks acts as an intelligent 

router. It also supplies the flexibility to connect and adapt to coalition 

partners, allowing Plug-and-Operate operations in a combined, and/

or joint environment. It is also possible to connect systems and equip-

ment in one configuration for one operation and on-the-fly change to 

a completely different configuration for another operation.

USER INTERFACE FEATURES

 Optional touch screen functionality (640x480 pixels or higher)

 CBRN glove compatible

 Menu for dispatching messages via CNR and IP

 Intuitive screen interface, including rollup menus, window-in-window, 

customizable views

 Menus fade out as a function of no-touch time

 Night vision mode.

NETWORKED SITUATIONAL AWARENESS

 Automatic Blue Force tracking

 Red Force tracking based on operator input

 Any vacant bandwidth is exploited for replication of Blue and Red 

Force overview in a net centric approach

 Individual call signs to all units- Fully compliant with NATO’s NFFI 

protocol.

MAP AND INFORMATION DISPLAY OPTIONS

 Exchange of command information

 Layered maps displayed as vector graphics (ESRI, DTED), ortho-photo 

(ECW), or bitmap (PNG, BMP, JPG)

 Force tracking using the APP-6A military symbol set

 User position is automatically centered

 Red Forces may be added by typing coordinates, tapping on map/

GIS screen or by Laser-Range-Finder

 Available NFFI force information may be shown in menu.

USER-FRIENDLY MESSAGE 

FUNCTION THAT INCLUDES 

A SET OF PRE-DEFINED 

TEMPLATES

AUTOMATIC TAC-FLEX COMES WITH 

BLUE FORCE TRACKING AND THE 

POSSIBILITY OF MANUAL ENTRY 

OF OBSERVED NEW TRACKS
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Tac-Flex – Situational 
Awareness – Simple 
in Use, Advanced in 
Performance

The new branding was 
implemented across all 
marketing channels, and 
included brochures and 
other key sales tools. 
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Terma A/S is Denmark’s foremost aerospace, defence and security 
company. Dealing with large governmental projects, the company’s 
central marketing and communications channel is its corporate 
website. For Terma, it’s crucial that the company’s website reflects 
and demonstrates its capacity for excellence.

CBC created an award-winning new website, based on the  
“Allies in Innovation” concept that CBC also developed, to promote 
engagement through stronger, customer-oriented content and 
opportunities to interact.

TERMA
CASE STUDY

Integrated Electronic Warfare  
Self-Protection Solutions  
for all Types of Aircraft

Tac-Flex – Situational Awareness 
Simple in Use  
Advanced in Performance

Camp-Flex Semi-mobile 
Protection of Deployed 
People and Assets

The new website was a 
flagship channel for the new 
brand and a focal point for 
its implementation.

A series of posters emphasise 
Terma’s ability to go beyond 
partnership by becoming an 
extension of the customer’s 
organisation.



CBC developed the 
content and design 
for White Papers 
focused on the 

value drivers and 
key features behind 
TICRA’s products

A new and engaging corporate 
PowerPoint template has 
proved to be an invaluable  
tool for sales teams, especially 
for online meeting

The new website and 
sales materials now play 
a vital role in driving lead 
generation.
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TICRA is recognised as the leading provider of reflector 
antenna and electromagnetic modelling software. However, 
the company’s visual identity and digital presence did not 
live up to the same world-class standards. 

It was time to reinforce the brand position with a new 
creative platform and sharpen the value proposition across 
multiple channels to support lead generation targets.

CBC developed a distinctive approach that enabled  
TICRA to differentiate its offering and communicate  
with clarity in a highly complex environment.

TICRA
CASE STUDY

A series of postcards were 
created for Direct Mail 
campaigns and included 
in product packaging for 
upselling 

To learn more visit:
www.ticra.com/esteam 

Values

• State-of-the-art higher-order 

MoM/MLFMM solver

• Automatic meshing of CAD files

• Selection of parametrised geo-

metries, including wires, boxes, 

BoR and clusters of any of these

• Waveguide ports, generators and 

measured patterns as excitations

• Analysis of structures with 

composite metallic, dielectric and 

magnetic materials

• Seamless integration with all 

products in TICRA Tools

• Design, analysis and validation of 

complex antenna installations

• Higher accuracy and lower 

memory requirements than 

competing full-wave solvers

• Analysis of highly detailed 

models, providing better 

comparison with measurements

• Confidence in your design

Features

Design of general 

antennas and scattering 

by large structures

ESTEAM

Analysis and design of passive 

waveguide components and 

complex feed chains

CHAMP 3D

A corporate brochure proved 

invaluable to help potential 
customers understand 
TICRA’s complex offering 
through clear propositions 
and language



MARKET 
RESEARCH 
AND ANALYSIS

Understanding 
the customer 
journey
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Address the new B2B buyer

The buying process in the industrial 
engineering sector is changing. Purchase 
cycles have increased significantly, and buyers 
are spending more time online researching 
their potential suppliers before reaching out 
to sales reps.  

Your customers are out there searching for 
solutions, which gives you the opportunity to 
engage them with valuable content. By sharing 
content that supports the customer’s decision-
making process, you will build relationships, 
differentiate from the competition, and 
ultimately drive leads and sales. 

Dig into your customer’s drivers 

In order to provide valuable content at the 
right time and on the right channel, you need 
to map the customer journey. Depending on 
your offering, you may need to know what 
drives your customer’s product development, 
procurement, maintenance, marketing and 
management teams. 

If you want to be the trusted source of 
knowledge in your market, you need to 
conduct research to understand what’s 
really on the customer’s mind. Relying 
on experience and instinct isn’t enough 
anymore. 

Taking a data-driven approach to market 
research will give you a more nuanced picture 
of your customer’s needs and processes, and 
your brand potential. Conducting qualitative 
and quantitative market research will help 
you stay in tune with the market, know where 
to focus, and prepare your next move.

Research your customer

• Surveys and interviews 
• Workshops and events
• Social listening
• Mining historical customer data



The new brand identity 
and messaging was 
implemented across 
all digital marketing 
touchpoints, including 
optimization for 
different platforms

The new brand identity and 
creative communications 
concept resonated 

perfectly with target 
audiences, giving Amphenol 
Procom and solid platform 
for future growth

CBC developed a broad 
range of corporate 
literature that clarified 
the value proposition and 
product offering 
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AMPHENOL PROCOM
CASE STUDY

After a series of acquisitions and mergers, Amphenol Procom’s brand 
architecture - now consisting of four individually strong brands - was causing 
confusion in the market and internally. A new brand identity was needed that 
brought everything together under a single, unified umbrella.

Using insights from our research and brand workshops, we helped define a 
new vision/mission and name. We developed a new brand identity and 
creative communications concept with powerful messaging and visuals that 
clarified the value proposition. This was condensed into the ‘Connect with 
confidence’ strapline, which resonates with Amphenol Procom’s customers, 
end-users and employees alike.

CBC acted as a strategic advisor and integrated marketing resource at every 
stage. We activated the new corporate visual identity across print and online 
and consulted on the internal and external implementation.



Landing page 

& whitepaper

CBC created a digital 

presentation to support 
sales efforts.

Posters helped to 

build awareness of 
new regulations and 
preference for the 

new radio.

The campaign used 
sponsored Facebook 
posts to reach a 

wider audience.

Strategic use of 
LinkedIn and Twitter  
helped to create 
awareness and 

engagement.

The brochure 

promoted the 
creative theme with 
key information and 
messages. 
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COBHAM SATCOM
CASE STUDY

Cobham SATCOM, a leading technology and services innovator, 
needed to create preference for its maritime firefighting radio. 

The strategy was to use content marketing to influence purchase 
specifications, with a campaign that centred around two core user 
missions: viewing hard-hitting video content and downloading a 
thought-leadership white paper.  

In 12 weeks, the campaign created 1,300 indications of a strong 
intention to buy and a 32% surge in actual sales. Conversion rates 
across the marketing funnel far exceeded expectations with a 
campaign ROI of 850%.



THE NEW 20 KHZ GREEN MAN 

The new generation High-frequency Head and Torso Simulator Type 5128 

delivers unprecedented accuracy in high-frequency audio testing, for faster 

development time and pioneering audio perfection.

Use the new green man’s improved ear and mouth simulators to precisely 

replicate acoustic properties in all your electroacoustic tests and ensure per-

fect sound performance in all your devices, with a playback of up to 20kHz.
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www.bksv.com/high-frequency-hats

Brüel & Kjær Sound & Vibration Measurement A/S  

DK-2850 Nærum · Denmark

Telephone: +45 77 41 20 00 · Fax: +45 45 80 14 05 

info@bksv.com

AN EAR FOR 
HIGH-FREQUENCY 
AUDIO

HIGH-FREQUENCY HEAD AND TORSO SIMULATOR

THE NEW 20 KHZ GREEN MAN
The new generation High-frequency Head and Torso Simulator Type 5128 

delivers unprecedented accuracy in high-frequency audio testing, for faster 

development time and pioneering audio perfection.

Use the new green man’s improved ear and mouth simulators to precisely 

replicate acoustic properties in all your electroacoustic tests and ensure per-

fect sound performance in all your devices, with a playback of up to 20kHz.
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www.bksv.com/high-frequency-hats

Brüel & Kjær Sound & Vibration Measurement A/S  

DK-2850 Nærum · Denmark

Telephone: +45 77 41 20 00 · Fax: +45 45 80 14 05 

info@bksv.com

HIGH-FREQUENCY HEAD AND TORSO SIMULATOR

AN EAR FOR 
HIGH-FREQUENCY 
AUDIO

A series of ads were created 
to support a targeted product 
positioning campaign, featured 
widely in trade publications 

THE NEW 20 KHZ GREEN MAN
For high-frequency audio testing, improved clarity and definition of audio 

reproduction, and more precise positioning of sounds in binaural space, use 

the new generation High-frequency Head and Torso Simulator Type 5128. 

The new green man’s mouth simulator is an ideal sound source to research, 

develop and evaluate microphones; and the realistic representation of the 

human ear optimizes acoustic impedance and delivers accurate electroacous-

tic measurements, for perfect sound performance in all your devices. 
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www.bksv.com/high-frequency-hats

Brüel & Kjær Sound & Vibration Measurement A/S  

DK-2850 Nærum · Denmark

Telephone: +45 77 41 20 00 · Fax: +45 45 80 14 05 

info@bksv.com

THE PERFECT LISTENER

HIGH-FREQUENCY HEAD AND TORSO SIMULATOR
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BRÜEL & KJÆR
CASE STUDY

HATS – Head and Torso Simulators – are manikins with built-in ear 
and mouth simulators that provide a realistic reproduction of the 
acoustic properties of an average adult human head and torso. 

Brüel & Kjær wanted to position its new HATS model as the new 
standard for audio testing in R&D and drive both upgrades and 
new sales. It is a huge leap forward from legacy models.

The creative concept ”The Perfect Listener” shows the HATS Green 
Man in key applications, from business to leisure. Supported by 
our creative campaign, the product launch sold 400% of the initial 
target in just 12 months.

Content was created for 
inbound digital marketing 
campaigns through Social 
Media and a website

The campaign 
launch was featured 
prominently in the 
high profile Waves 
magazine



Turn data into insight

With a strong brand and solid market research to support you,  
you can create content that demonstrates experience and industry-
specific insights and speaks directly to your customer’s needs. 

Using content in combination with marketing automation will allow 
you to generate more leads and move them through the pipeline 
faster. With digital targeting tools, you can micro-focus on your 
audience. 

Convert opportunities into revenue 
Once someone exchanges their contact information for your 
content, you can quickly determine if they match your lead criteria 
and keep nurturing them with targeted content until they’re 
ready to engage. With the ability to track the entry point for each 
lead, you learn more about the buyer journey and can clearly 
demonstrate the ROI from your branding and marketing budget. 

It’s essential your teams understand that content marketing is an 
iterative process which requires ongoing commitment. Tracking 
and evaluation will allow you to see what’s working and what’s not, 
enabling your brand to become stronger over time.  

CONTENT 
CREATION AND 
LEAD GENERATION

Filling the 
customer 
journey with 
value-adding 
content
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Company profile6 Company profile 7

“We know the world is 

changing. That’s why we 

make flexible and efficient 

solutions that are easy for 

publishing companies to 

implement. The industry is 

also changing – that’s why 

we are agile and often 

deliver more value than 

has been agreed upon.”

Schilling 
goeS global

As Scandinavia’s leading provider of innovative 
turn-key solutions and know-how for the publishing 
industry we are ready to write the next chapter in 
our success story. We aim to triple our revenue up 
to 2020 with an ambitious global growth strategy.

After several decades of being Scandinavia’s leading 

provider of software solutions and management 

consulting to the publishing industry, we are taking 

the next step towards bigger markets.

Over the next few years, the lion’s share of the revenue 

of our globally oriented company Schilling will no 

longer only come from Scandinavia. 

Our next major challenge is to provide companies in 

the rest of the world with the same opportunity to 

optimise their operations through our competencies 

and insight into the publishing industry, as the industry 

in the Scandinavian countries has had for decades.

“We feel that now the time is right for us to consider 

the changing value chain in publishing and the digital 

age. Over the years, our skills have improved in step 

with the increasing demands for efficiency that publish-

ing companies in the Scandinavian market have been 

subject to. During this period, we have watched our 

key customers grow – and we have grown along with 

them. Many of our customers have successfully devel-

oped to a size that places them among the largest 

publishers in the world. If we can boost their business, 

we can also offer the same advantages to the rest of 

the publishing world,” explains Kenneth Jes Juliussen, 

who as new CEO at Schilling A/S has taken on the 

challenge of keeping the company on course.

corporations are like countries

Establishing a position worldwide requires a new  

vision, new realisations and new goals. While we have 

established the Schilling brand in Scandinavia country 

by country over the past few decades, the consolida-

tion of the publishing industry internationally is now 

so vast that it does not make sense to talk about 

winning countries.

“We need to focus on approaching corporations 

the same way we approached countries in the past. 

And we have so much faith in our solutions and ser-

vices that we are not afraid to take on the fight. We 
will not accept that we have reached our saturation 

point here and now. We want to be even better at 

what we do and to make that a basis for growth,” 

emphasises Kenneth Jes Juliussen.

Part of the secret behind our belief that we can  

succeed in winning the big corporations is the vast 

knowledge we possess of the challenges facing the 

publishing industry over the next few years.

“What we do so well is optimising the processes 

that apply specifically within publishing – print and 
digital. This means that we can help companies 

concentrate on the areas of their operations that 

create value. Our solutions ensure in a very unique 

way that publishers can maintain better relations 

with their authors, actively utilise intellectual property 

and rights, and manage the entire process from the 

first thoughts about a publication until the consumers 
buy it in print or digitally, at the supermarket, in 

shops or online. Not to mention our service update 

agreement, which in a unique fashion ensures that 

our customers have state of the art solutions without 

extra costs,” says Kenneth Jes Juliussen.

The implementation of the global strategy is expected 

to triple our revenue up to 2020.

Created complete 
brand identity, from 
logo to online and 
offline guidelines

For a publishing business, the corporate 
profile brochure had to live up to its own high 
standards for quality of communication

CBC developed a series of 
White Papers that addressed 
key customer challenges as 
part of a a lead generation 
campaign

COMPANY 
PROFILE

WE GROW 
PUBLISHING
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SCHILLING
CASE STUDY

Faced with a saturated market in Scandinavia, Schilling’s growth 
needed to come from further afield. As the brand was relatively 
unknown outside the region, CBC created a complete global brand 
strategy to extend its reach, also aligning with Schilling’s five-year 
plan to change perceptions of the company from an IT supplier to a 
business solutions partner. 

To drive engagement and interest with the Schilling brand in new 
markets, CBC developed a strong creative concept and messaging 
framework that was built around compelling value propositions.  

CBC also designed a new website, developing everything from 
wireframes, design and infographics to all content and search 
optimisation.

A video was created 
that showcased 
the new brand and 
messaging, which 
was featured and 
promoted across 
multiple platforms

A new website was the centre 
point of the new brand strategy 
and identity, acting as both an 
information resource and a landing 
point for all lead generation activities 
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MEGATRENDS

PRODUCT DEVELOPMENT 

TOWARDS 2030

TREND PERSPECTIVES

EXPERT INTERVIEW INSIGHTS 

ON PRODUCT DEVELOPMENT 

LOOKING TOWARDS 2030

INSIGHTS

The microsite served as 
a communication hub for 
the entire project. Findings 
were shared on the 
microsite and this is also 
where visitors signed up to 
receive project updates – 
and the final report.

Designed by CBC, a central 
report report shared 

key trends, insights and 
scenarios for the future 
of product development

The trend report 

was divided into 
four areas, with 
commentary 
and insights 
from market and 
industry experts 

BRÜEL & KJÆR
CASE STUDY

Brüel & Kjær is known worldwide as a leading provider of solutions 
for measuring and managing the quality of sound and vibration.  
To demonstrate that Brüel & Kjær is at the forefront of progress,  
we helped develop a thought leadership campaign looking beyond 
tomorrow at the role sound and vibration will play in the future  
of product development. 
 

Providing integrated marketing support at every stage, we helped 
Brüel & Kjær engage more than 1000 high-level decision makers in 
the industry report and generate more than 77 C-suite leads. The 
project culminated in an event at Brüel & Kjær’s headquarters, 
where the results were presented to 300 customers,  
industry experts and partners.

Iphone lige på

A comprehensive 
inbound marketing 
campaign covered all 
channels, including 
Social Media posts, 
articles, blogs, videos, 
animations, and 
presentations

The campaign 
culminated in 
a global VIP 
event, involving 
prominent market 
leaders and 

industry experts

The VIP event 
was filmed for 
subsequent 
marketing 
activities, 
including Q&As 
with key speakers 



“CBC initially proved their worth during our 

divisional rebranding project, which has been 

instrumental in communicating our value. When 

it came to digital lead generation, I could not be 

more pleased with the approach taken and what 

has been achieved so far together.

We need marketing partners who are willing to 

challenge our thinking and help us deliver results 

that raise the bar – in terms of digital marketing, 

CBC brings a level of professionalism, expertise, 

and creativity that we have not found elsewhere.

I look forward to seeing what our creative 

collaboration will produce next.”

Edward Wynne Morris, 

Communications Director, 
Huntsman Advanced Material

“

”

“We were impressed with CBC’s ability to gain 

a strong understanding of our customer’s 

challenges, and their focus on turning a complex 

proposition into a communication platform that 

our customers could instantly identify with.”

Dorthe Friberg,

Marketing Manager, 
TICRA

Do you need help growing your brand?  
Do you want to make your marketing efforts 
more profitable? Our experienced team is 
ready to help you get there faster. 

At Cross-Border Communications, we combine 
an international mindset and a creative 
approach with a deep knowledge of B2B 
marketing gathered over more than 40 years 
of experience. We offer a full spectrum of 
branding, marketing and communications 
services that will help you engage your 
audience, boost awareness, generate leads  
and drive sales.

Our B2B experts in Denmark, the UK and 
Singapore have been handpicked for their 
specialised knowledge in international branding 
and communications. This means you always 
get an effective team behind your project with 
no need for long consultation processes. 

If you’re ready to take your brand and business 
across borders, talk to us.
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CBC = B2B

A specialist  
resource for 
international 
B2B marketers



Brand development

CBC helps you define the cornerstones of 
your global B2B brand: a solid brand position 
and clear value proposition; a strong visual 
identity; and the Big Idea that makes you 
relevant and compelling. 

Our brand communications platforms, built 
on 40 years of B2B sector expertise, deliver 
strategic insight, razor-sharp copywriting, and 
world-class design.

You need this to:

• Refresh or rebrand your company
• Clarify your brand hierarchy
• Update your digital brand experience
• Create a more relevant identity
• Improve your value proposition
• Align your brand after an acquisition
• Communicate customer-centric messages

Marketing activation
CBC is an international team of dedicated B2B 
experts who get the complexities of your 
business and will develop tactical campaigns 
tailored for your markets and KPIs. 

Whether you need greater brand awareness, 
stronger product marketing, or tighter 
internal alignment, we help you connect with 
audiences and increase your marketing ROI.

You need this to:

• Increase brand awareness
• Launch a new product or service
• Reach more customers online
• Get more from your marketing ROI
• Enter a new segment or market
• Secure internal stakeholder buy-in
• Attract new talent

Digital engagement

CBC enables you to drive digital lead generation 
with high-value content via ABM and marketing 
automation programmes that deliver the 
right message, in the right format, at the most 
influential moment in the buying journey. 

Our engagement activities are tailored for 
your business to create both qualitative and 
quantitative inbound results.

You need this to:

• Generate more business leads
• Create better quality content
• Find new ways to engage prospects
• Give your sales teams greater support
• Drive and convert online traffic
• Improve your sales activities
• Optimise your online sales
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CBC takes 
you from 
complexity 
to clarity to 
commercial 
results



Let’s talk

If you’ve got a particular 
challenge to solve, a target to 
reach or you’re simply looking for 
inspiration, let’s talk.

RALPH KRØYER

Managing Director 
+45 35 25 01 75
rk@cbc.dk

cbc@cbc.dk / www.cbc.dk 

COPENHAGEN 

Ryesgade 3B 

DK-2200 Copenhagen N 

Denmark  

+45 35 25 01 60 

LONDON 

30 Stamford Street

London SE1 9QL

United Kingdom

+44 7963 681880 

SINGAPORE 

80 Anson Road

Fuji Xerox Towers #11-08

Singapore 079907

+65 96911076

Cross-Border Communications A/S
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