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Medicare Event Leads

CASE STUDY

HOW A MAJOR HEALTHCARE INDUSTRY PRODUCED NEW
LEADS THROUGH AN EVENT SPONSORSHIP CAMPAIGN

Our client, a major healthcare insurance company, wanted to reach a specific audience, provide valuable
information, and most importantly generate more business leads to grow market share. They were looking for
a unigue way to achieve these goals and position their team as trusted experts simultaneously. They decided
on an event sponsorship of cleveland.com’s Guide to Medicare event to align themselves with the trusted
journalism and brands cleveland.com and The Plain Dealer have established as Ohio's #1 news source.
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AVERAGE COST PER LEAD
IN THE HEALTHCARE INDUSTRY:
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