
CASE STUDY

HOW A MEDTECH COMMERCIAL TEAM
EXECUTED A POST-SALE REFERRAL PROGRAM
WITH CAREVOYANCE

Subscribe to Carevoyance 
www.carevoyance.com               sales@carevoyance.com



CASE STUDY

Subscribe to Carevoyance 
www.carevoyance.com               sales@carevoyance.com

THE GOAL
CREATE A SCALABLE POST-SALE
REFERRAL PROGRAM FOR HOSPITAL CLIENTS

A medical device manufacturer was gaining significant 
traction in getting their surgical assistance equipment 
installed at major academic medical centers around the 
country. Physicians were now seeking support in reaching 
out to referring physicians in their local communities to 
educate and raise awareness for the new types of surgical 
interventions and outcomes made possible by
these investments.  

The goal was to execute an efficient and repeatable 
post-sale referral program for any of the MedTech’s hospital 
clients. The team initially partnered with a hospital in
Portland OR to design and test the program before
expanding nationally.

The marketing team identified the top Endovascular surgeons at the 
partner hospital whose referral networks would be extended an invite 
to participate in the dinner seminar program.

Working with Carevoyance, the team identified 3 key
components of the program, including: 

Reliably find appropriate referral opportunities in the
targeted geography.

Reach out to those opportunities with a series of emails.

Track emails interactions and follow up with phone calls
as needed to set up the educational dinner seminar with
the appropriate physicians.
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THE OBSTACLE
FINDING AND ENGAGING PHYSICIANS EFFICIENTLY 
WITHOUT ANY HEAVY LIFTING FROM FIELD BASED REPS

Running multiple dinner seminars throughout the year across geographies would mean managing and 
tracking a significant volume of physician outreach and responses across email, web and phone. 

It was going to be tough to track and manage it all with just Outlook and spreadsheets. The team could let 
important interactions fall through the cracks. 

Adding to the challenge, the marketing team was asked not to distract field-based team members with the 
outreach and recruitment activities.  

Was it possible to execute a well-attended dinner seminar program, relying on digital strategies only?
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Define targeted profiles for 
each type of physician - useful 

criteria include hospital 
affiliation, volume of

procedures or diagnoses, 
speciality and practice

ownership. Carevoyance can 
source email addresses!

SEGMENT SMARTLY
Catchy headlines that reference 

the speaking physician and 
sponsoring facility perform 

well. Clear and concise copy 
converts more readers. 

Optimize timing of sending 
based on historical open times.

CONTENT MATTERS
Direct email recipients to a 
well-designed, standalone 

landing page that allows the 
user to complete the

transaction (i.e. RSVP to the 
seminar, join a mailing list, 

schedule a meeting). Carry over 
themes, copy and branding from

the emails.

CONFIRM

Select an email tool that
accelerates routine

processes, supports a string of 
emails to be sent, and allows 

end to end measurements. We 
like MixMax for its ease of 

use and price point.

TOOLS OF THE TRADE
Make sure your copy includes a 

clear description of what you 
want the user to do! Leverage 

calendar integrations like 
Calendly to confirm bookings 

directly while creating a closed 
loop process.

CALL TO ACTION
Create metrics that track 

number of emails sent, opened, 
replied to in addition to number 

of confirmed bookings. Split 
testing is effective to measure 
what aspects of the campaign 

work best. 

TRACK AND TEST

THE PROCESS
SIX STEPS FOR EXECUTING A DIGITAL CAMPAIGN FOCUSED ON RECRUITING 
REFERRING PROVIDERS TO A POST-SALE REFERRAL DINNER



THE RESULTS
THE TEAM CREATED A SCALABLE PROGRAM FOR 
RUNNING POST-SALE REFERRAL PROGRAMS 
ACROSS GEOGRAPHIES

Carevoyance enables MedTech commercial teams to find, engage and convert
healthcare providers more efficiently.ABOUT CAREVOYANCE

Combining rich demographic and utilization data from Carevoyance with an outbound 
email strategy resulted in a medical device company delivering a value-add service for its 
customer. Hospital administrators and physician leaders were supported in their efforts to 
educate doctors in their community.

The marketing team initially focused on a post-sale referral dinner seminar for a 
hospital client in Portland OR. 

The team designed a 4-part email sequence for 4 cohorts to receive. Tweaking the 
content for each cohort allowed the team to optimize headlines, email copy, call to 
actions, landing pages and even the timing of when the emails were sent. Split testing 
enabled the team to optimize the engagement and maximize the number of
physicians agreeing to attend the dinner.
  
A clear ROI emerged given the time spent to plan and execute the program.

OVERALL EMAIL CAMPAIGN METRICS
Testing and tracking open rates and response rates allowed for optimization throughout 
the campaign, resulting an impressive 20% meeting acceptance rate!

PHYSICIANS TARGETING STRATEGY
Carevoyance procedure maps 
summarize the flow of patients 
before receiving a defined set of 
serves from each focal surgeon. 
Ideal targets for the post-sale 
referral program were referring
physicians who previously shared 
patients with each surgeon, or other 
similar surgeons in the community.
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RSVP: NO

Excel bounces141
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BOUNCED

RSVP: YES

14%

29
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INVESTED
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