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Challenge

All players are known

Players are publicly listed

Competitors target them across the health system software spectrum

Low open and click rate across the industry

Legacy database had low mailable rate




Challenge

Behavioral
marketing

Event-based Persona-based

triggered personalization
marketing
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Campaign

Step 1: Identify personas
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Segment into buying committee
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Segment into buying committee
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CFO profile

15 or more years of experience
Post-graduate education

Background in finance and medical
administration

Former medical doctor/hospital administrator

Concerned about profitability risk (related to
scheduling)

Concerned with network leakage, predictable
pipeline, repeat business

Makes sure that hospital will receive payment
for service



14

Persona research
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Industry standard databases employed to determine
influencer roles and departments

Data.com provided volume expectations for decision
makers

LinkedIn for role volumes at hierarchical levels on
strategic accounts

Internal data on closed/won ops was also used to
determine who came into the deal where



Campaign

Step 2: Map content against matrix




Content Strategy for Buyer’s Journey Flow: Ideal Path Trigger Event Worksheet

Awareness Consideration Decision Post-Close [Renewals, Cross-Sell, Up-Sell)

T
Focus on Problem

-

L] Social posts, Slideshare presentations, YouTube vids, journal

2 articles, blog ..

3 |

5

o Focus on Problem

] Infographics, survey reports, hosted videos,

s. Partner webinars

) -

E.'. Focus on Problem and Suggest Solution Criteria

white papers, Industry &nalysis, hosted webinars

Email-to-cookie match

Focus on Solution Criteria
Survey reports, white papers, industry analysis...

Prospects
[unidentifiad
roles)

- F
0 CEmT <
|
g .E Stan Personalization and Frame Solution in Role Context
E E Hosted webinars, case studies, exclusive detailed videos_..
= |
Start Master Drip: Nurture to Demo and Sales Conwersion
g /) '/—'\ . Role spedficinfographic
= = 15 . Industry journal hosted webinar
= ] A,
ey
o

. Canned demo
. Personalized demo

1.
2.
3. short video capturing problem to solution and results
4. customer focusad webinar
5
&

Lea

(assigned to sales)
(%)

/-U'l

(®)

Sales Dispositions Favorabl
Start Personalized Messages from Sales and Pass to Telequal

Scheduling, "How did it go?”, Single qualifying questions

Establish BANT

-

Identify Buying Committee
Service Cloud Term Date <90 days

Contacts/SAL
{ mat ched to account)

E
[
9
g:
" a
&
[
X




Marketing channel planning worksheet

PPC/

Channels SEO Remarketing  Social Web Site ai Event

Unexposed / / ‘/

Exposed/Suspect /
g Converted/
Inquiry/Prospect
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Personalized content
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Infographic: Top CFO Revenue Priorities
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This infographk summarizes the insigntful
responses of more than 150 healthcare
CFOs and cther finance exacuives.

For cxample, 92 percent of respandents

beheve Ihat revenue ¢ Ah sep

wilh

betier dlgnment and Al

refeing praviders in ther communities

Doanioad the infographi

Get infographic

ol £+

pvigh! B 2375 AN AN eanaee

Cur mmling addrens
aXasazat ALY

in Today's New

Value-Based System of Care

This data Is from a 2014 survey on
CFO priorities and strategies for revenues growth,
costs control, and community collaboration.

2008 The hospital profit 2014

base 10 years ago was
64, inpatient &

35% outpatient E
Today that has

64%
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Delayed EHR &
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of CFOs never impacted
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‘on their EHR

92% 51%

N ‘of CFOs believe ‘of CFOs expect.

9 revenise growth revenue growth
i reliant on com. by reducing
munity partners neteork leakage

By the end of 2018, patients booking appointments
digitally will deliver $3.2 billion in revenue.

59%: of CFOs plan
o drbve oul costs by
beticr managing

provider utilization
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Campaign

Step 3: Gauge engagement and desirability




Service-level agreement (SLA) with Sales around rating system
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Profile
Grade

>F >=5 COLD
>C >=15 WARM
>A >=50 HOT

Profile Grade: How do
we feel about them?

Scoring: How do they
feel about us?

Rating: How relevant
are they to Sales?



Campaign

Step 4: Implement agile drips and socialize sales
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This email quantifies impact = Omr

Pause: 4 days

of problem with an (+5)

. . Email: “Becker’s
infographic / Webinar Archive”
This email legitimizes o
urgency of problem from RSO
executive perspective

with an industry journal
webinar

Pause: 7 days

This email use the subject * ‘ Eal

No (lite-TBd)

Pause: 3 days
PNM Video
Click Pause: 3 days

Score Role in Rating System:

Hot: Score >=50, Task Email to Sales

Warm: Score >=15 and active within 25

days, assign to sales

Cold: Score >5, eligible for reporting

No

Pause: 3 days NGHS Vid
Email: Get a Demo? Open
@ @ Pause: 10 days
Open

Pause: 2 days
Click

Pause: 6 days

line to identify those 1

prospects interested in

solving the problem -

Email: Webinar
Invites

]

Onslow PDF

}

Email: Toolkit
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Initial results

%
Open rates increase from 0.4% to 4%
after second drip

Automatically validated email for
130,000 records

894 724 288
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Infographic Op
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2015 — Year over year
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* EXxc
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First-time email was signiﬂcanteas
[ J | - ’ |

an “attributable” campaign typ

(0% to 40%)

O se1501UTi0n

BJ‘chng Connections for care

Why Not Learn More?
Let ys Personalize a demo for You
Elimmatmg Paper an

access works wonde,
Nationwide

d streamh’mng patient
rs for oyr clients

No pressure, no
Information

obh’gation, just helpfy)

We look forwar

Custom demg

d to buddlng a
for you,*

Am;

Manager

i

Plangemetor, May
Sohons Consudery




Key takeaways

We must transcend intuition to connect our customers with what they want, when
they want it. Trust and timing are everything.

Personalization + even triggers = behavioral marketing.
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Jeremy Mason

@automatemkt
@scidhealthcare




