


Lead Generation: EMS

• Overview of Lead Generating Activities

• Specific Example of a Lead Generating 
Campaign



How We Capture Leads

• Emails
• Product Specific

• Content Marketing

• Tradeshows

• Outbound Calling

• Events
• Webinar

• Clinical Marketing Program

• Social Media

• Web



Content Marketing: Key to New Leads

• We created a program called “The Other 98%” to focus on disease 
states that could be monitored with the X Series

• Content marketing campaign that did not include any product 
information. 

• Poster based content because EMS loves posters



Stroke: Know the Types and Symptoms

• Cost:

• Sent to third party list

• Printing

• Mailing

• Outcome: 

• Leads: 920

• Opportunities: 71

• Opportunity $: 394,972.00

• Won Opportunity $: 38,275.00

• High Quality design and finish

• Tubed



Understanding Sepsis
Cost:

• Sent to third party list

• Printing

• Mailing

Outcome: 

• Leads: 1207

• Opportunities: 96

• Opportunity $: 434,861.98

• Won Opportunity $: 114,291.98

• High Quality design and finish

• Tubed



Carbon Monoxide: Difficult to Detect and Deadly

• Cost:

• Sent to third party list

• Printing

• Mailing

• Outcome: 

• Leads: 809

• Opportunities: 26

• Opportunity $: 90,200.00

• Won Opportunity None to Date

• High Quality design and finish

• Tubed



Keys to Success

• High Quality Content
• Information that is valuable to your customer

• High level of design – visually appealing

• Premium product
• Finish

• Delivery

• Sales Development: Right information

• Starting the Conversation without focusing on the product



How to Utilize

• All posters are translatable

• Cost effective project to generate leads

• Mailer or giveaway at a tradeshow



Questions?

Kristi Guillemette
kguillemette@zoll.com


