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INTRODUCTION

The average cost for an organic healthcare lead is 
$320. Paid digital campaigns can even set you 
back $400 per lead. 

In a fiercely competitive B2B landscape, traditional methods can be 
a budget black hole.

This guide will show you how to ditch the generic tactics and:

Target High-value
Healthcare Firms

Leverage data 
insights to identify 
the perfect fit for 

your solutions,
maximizing your

ROI.

Build Relationships 
that Convert

Use proven strategies 
to go beyond the

handshake & foster 
lasting partnerships 
that drive long-term 

success.

Craft Resonating 
Messages

Speak their
language, address 
their unique pain 

points, &showcase 
the tangible ROI 
your solutions 

deliver.
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1) UNDERSTANDING THE HEALTHCARE MARKET
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The global healthcare market is massive
projected to grow from $11.1 trillion in 2023 to 
$19.61 trillion by 2031, at a CAGR of 8.7%.
 

To navigate this effectively for B2B lead generation, you 
need a clear understanding of its key elements. Here’s a 
snapshot of the healthcare market’s critical aspects:

The healthcare industry comprises various segments, 
each with unique needs and decision-making
processes.

1.1) Market Segmentation
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1.2) Here are some crucial segments to consider

Segment Description

Providers
Hospitals, physician practices,

ambulatory surgical centers, nursing 
homes, and other entities that deliver 

care directly to patients.

Pharmaceuticals
& Medical Devices

Companies that develop,
manufacture, and distribute drugs, 

medical equipment, and technology 
solutions.

Public Health
Agencies

Government organizations
responsible for disease prevention, 
health promotion, and community 

health initiatives.

Payers
Insurance companies, government 

agencies, and other entities that finance 
healthcare services

Healthcare IT

Companies that provide software,
hardware, and services to manage

patient data, electronic health
records (EHR), and other aspects of 

healthcare IT infrastructure.
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Once you define your segment, pinpoint specific
decision-makers within those organizations by looking for 
titles like Chief Medical Officer (CMO), Chief Information
Officer (CIO), Director of Purchasing, or titles specific to 
your offering (e.g., Telehealth Program Manager).

The healthcare market is undergoing significant transfor-
mations, presenting both opportunities and obstacles. Key 
trends include:

1.3) Current Trends and Challenges

Digital Transformation
The global market for digital healthcare transformation is 
forecasted to hit $210 billion in 2025.

Regulatory and Compliance Challenges
Healthcare is governed by strict data privacy and security 
laws. Demonstrate compliance with regulations like HIPAA 
to gain trust.

Telehealth and Remote Care
91% of health system leaders have a telehealth program. 
Consider facilitating virtual consultations, remote patient 
monitoring, and chronic disease management.



2)  BUILDING A LEAD GENERATION STRATEGY
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Here's how to define your lead generation goals and ensure 
they align with your overall business objectives:

2.1) Setting Clear Objectives

Define SMART Goals
Set Specific, Measurable, Achievable,
Relevant, and Time-bound objectives.

Quantify Your Goals
Give specific targets for lead generation
(e.g., number of leads generated per month).

Align with Business Goals
Ensure your lead generation goals contribute 
to achieving your overall business objectives.

1

2

3
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2.2) Identifying Your Buyer Personas

STEP DESCRIPTION

Identify your target 
customer group

Research
Segment

Describe
customer traits:
Size,  Location

Decision-making 
hierarchy, etc

Define
Demographics

Find their
challenges

Understand 
Pain Points

Discover their goals
& desired solutions

Hospitals looking to 
improve efficiency

Large hospitals
(500+ beds)
Urban areas
IT Director
CFO involved in
purchasing decisions

High administrative costs
Difficulty managing
patient data
Staff burnout

Streamline administrative 
tasks
Improve data security & 
access
Reduce staff workload

Identify
Needs

SAMPLE
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2.3) Mapping the Buyer’s Journey

Map your customer’s different stages across the sales 
funnel and offer guidance with suggested resources.

Creating a detailed ICP allows you to 
develop targeted messaging and
outreach strategies that resonate with 
your ideal customers.
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Awareness

User becomes aware 
of the problem

Educate potential 
customers about 
their challenges & 

your brand.

Content marketing focused on 
industry trends
Industry events
Social media posts

Implementation

User works with the 
vendor to set up and 

use the solution.

Ensure successful 
adoption with

dedicated support.

Training for staff
Data migration assistance
Ongoing technical support

Consideration

User researches
solutions 

Nurture leads with 
valuable content and 
establish yourself as 

an expert.

Case studies 
Product demos
Webinars on relevant topics
Free trials or consultations

Evaluation

User compares different 
options & narrows down 

their choices.

Support informed 
decision-making by 
demonstrating your 

solution's value.

Request for Proposals (RFPs)
Product demos tailored to 
specific needs
Reference checks
In-depth ROI calculations

Decision

User selects a vendor and 
commits to purchasing a 

solution.

Close the deal by 
addressing concerns 

and showing ROI.

Personalized consultations with 
decision-makers
ROI calculators that quantify 
the potential benefits of your 
solution
Success stories from satisfied 
customers
Free trials with premium
features

Retention

User continues to use the 
solution and finds value in 
it, potentially renewing or 

upgrading.

Build long-term
relationships and 

maximize customer 
satisfaction.

Customer satisfaction surveys
Support and accoun
management
Educational resources
Webinars to maximize solution 
value
Upselling and cross-selling 
opportunities

Stage & Description� Example Resources to SharedAction



3) DIGITAL MARKETING TACTICS FOR HEALTHCARE
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Provide valuable, industry-specific information to your prospects:

3.1) Content Marketing

Connect with healthcare professionals on platforms they use:

3.2)Social Media Marketing

Benefits

Facilitates direct 
communication 
with prospects, 
gives access to 

professional groups, 
& brand visibility.

Expected Results

Higher engagement 
rates, increased 

brand recognition, 
direct feedback 

from industry
stakeholders.

Examples

 Focus on LinkedIn & 
industry-specific 

groups. Engage in 
discussions & post 

consistently.

Benefits

Establishes
credibility, positions 

your brand as a 
thought leader, & 
improves search 

engine rankings & 
user engagement.

Expected Results

Increased organic 
traffic, longer

website visits, higher 
conversion rates, 
enhanced brand 

loyalty.

Examples

Create high-quality 
blogs, whitepapers, 

case studies, & 
videos. Optimize 

content with
relevant keywords, 

meta descriptions & 
quality backlinks.
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Deliver personalized content directly to healthcare leads' inboxes:

3.3)Email Marketing

Reach a targeted audience quickly and effectively:

3.4)Paid Campaigns

Benefits

Reaches and
nurtures leads 

cost-effectively, 
enables highly
personalized

communication, 
offers higher 
scalability.

Expected Results

Improved open and 
click-through rates, 

enhanced
customer retention.

Examples

Write clear calls to 
action, informative 

content, & add 
eye-catching

visuals. Tailor emails 
to recipient interests,

demographics, & 
behavior.

Benefits

Reaches a broader 
potential market, 
offers precision

targeting.

Expected Results

A quick increase in 
website traffic, 

higher lead
generation rates, 
better ROI from

precisely targeted 
campaigns.

Examples

Use Google Ads & 
social media ads. 
Usedata-driven

targeting,
retarget previously 
engaged visitors.



4) LEVERAGING DATA AND TECHNOLOGY
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4.1)CRM Systems and Marketing Automation

4.2)Data Analytics and Insights Tools

When you use digital marketing tactics to reach your healthcare 
leads, you get access to loads of prospect data. 

Enhances
service
delivery

Scales
marketing as

needed

Automates
tasks

Ensures
compliance

• Enhanced ROI.
Validates
your lead

generation
strategies

Helps identify 
areas for

improvement
Enhanced

ROI
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4.3)Some important metrics to look out

Lead Volume

Track the number of leads generated 
from each outbound channel.

Conversion Rate

Measure the percentage of leads that 
convert into customers.

Cost Per Lead

Calculate the total cost of the campaign 
divided by the number of leads generated.

Return on Investment 

Evaluate the financial return on the campaign 
compared to its cost.

Customer Lifetime Value

Estimate the total value a customer brings 
over their relationship with your company.



5) COMPLIANCE AND ETHICAL CONSIDERATIONS
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5.1) Regulatory Requirements

Here’s a rundown of the key regulations and ethical principles 
you need to adhere to for a successful & trustworthy lead 
generation strategy.

The healthcare industry is heavily regulated to protect patien
privacy and ensure the integrity of marketing messages. Here's a 
focus on the crucial regulations:

HIPAA (Health Insurance Portability
and Accountability Act)

Protects patient privacy and
data security.

Affordable Care Act (ACA)

Sets quality standards for healthcare
and expands insurance coverage.

GDPR (General Data Protection
Regulation) (for EU)

Protects citizens' health data privacy.

21st Century Cures Act

Advances medical innovation and             
streamlines drug & device approvals.

CCPA (California Consumer
Privacy Act)

Grants California residents control
over their healthcare data.

HITECH Act (Health Information Technology 
for Economic & Clinical Health Act) 

Strengthens HIPAA & promotes
electronic health records.
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So, how can you ensure your outbound marketing approaches 
adhere to these rules?
 
Here are some core ethical principles to guide your B2B
marketing efforts-

Prioritize Compliance
Rigorously audit your outbound marketing practices to ensure 
adherence to HIPAA, HITECH &relevant data privacy regulations.

Champion Transparency
Be upfront about data collection and usage in all
communication, including clear and concise privacy policies.

Seek Permission-based Lists
Leverage marketing lists built on explicit consent, or focus
outreach on healthcare professionals through targeted channels.

Deliver Value Propositions
Craft outbound messaging highlighting educational content or 
relevant solutions that benefit healthcare providers or patients.

Train Your Team
Educate your outbound marketing team on healthcare regula-
tions & best practices to ensure responsible communication

Integrate Opt-out Mechanisms
Provide clear and readily accessible options in every message to 
make it easy for recipients to opt out of future communication.
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REAL-WORLD EXAMPLES
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https://revnew.com/case-studies/vitel-net

Find out how Revnew transformed ViTel Net’s 
sales strategy, resulting in a 40% increase in
qualified leads and enhanced market
education on HIPAA compliance. Uncover the 
tactics that made a significant impact during 
the pandemic.

Read the full case study here

17
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CONCLUSION

Recap of Key Points

Understand Market - Get a detailed understanding of its 
various segments and their unique needs.

Leverage Data-Driven Strategy - Set clear, quantifiable 
objectives for targeted lead generation to align with 
broader business goals.

Engage Digitally - Use content marketing, SMM, Email
Marketing, and Paid Advertising to engage healthcare
professionals effectively.

Optimize Data  - Leverage CRM systems, marketing
automation, and advanced data analytics to refine
strategies.

Build Trust - Focus on thought leadership and strategic
networking.

Ensure Compliance  - LAdhere to regulatory requirements 
like HIPAA and ethical marketing practices.



ADDITIONAL RESOURCES

To further enhance your B2B lead generation
efforts in the healthcare industry, we've selected some 
valuable resources. These materials offer practical
strategies and actionable tips to help you achieve your 
business objectives:
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Implement these proven strategies to transform your 
healthcare lead generation. Need help?

Contact us for expert assistance and take your 
efforts to the next level!

https://revnew.com/blog/top-10-lead-generation-strategies-for-medical-businesses

https://revnew.com/blog/how-to-choose-the-right-healthcare-lead-generation-partner

https://revnew.com/blog/healthcare-software-marketing-strategies

https://revnew.com/blog/get-sales-appointments-in-healthcare-sector

https://revnew.com/blog/the-best-ways-to-target-medical-sales-leads

1. 8 Powerful Healthcare Software Marketing Strategies to Boost 
Your Pipeline

2. Powerful Strategies To Get More Sales Appointments In The 
Healthcare Sector

3. Harness Lead Generation for Medical Sales Success: Top 10 Tips

4. 18 Top Techniques to Get Medical Sales Leads

5. How to Choose the Right Healthcare Lead Generation Partner




