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Client: Alliance Imaging

Summary: This campaign was 

designed to compress a lengthy selling 

cycle–typically 24 months– by 

addressing key topics of interest to 

decision makers, especially if they 

were near a major purchase decision. 

Technique: A personalized post card 

(1) alerts the target to the mailing.

Each of 3 boxed mailers, sent two 

weeks apart, sets up a theme: Risk, 

Timing and Market Focus. Inside each 

box (3), a premium item reinforces the 

theme, and individualized cards 

deliver summary case studies and 

proprietary research from one of the 

industry’s most respected consulting 

firms, available for immediate 

download. The recipient’s own name 

is personalized in the URL (a ‘PURL’)

Dynamic Response: At the PURL 

site (4), the recipient may 

• download the research paper (5)

•  indicate their level of interest in

 further contact. 

When a prospect indicates interest, 

the system immediately emails the 

response to the appropriate sales 

office for personal follow-up.

Result: The mailings went out in 

waves, to allow the sales force time to 

respond. With 438 targets contacted 

the program neted a 7.7% response 

(34 qualified leads). The first contract 

closed within 6 months. 

Return on Investment: Alliance 

does not disclose sales, but ROI for the 

program exceeds 2000%.
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The portable U/S market continues to grow 
as vendors o�er more robust products with
signi�cant performance improvements and 
a broader array of clinical capabilities. One of 
the key reasons for advancement in this market 
is its reliance on software-driven U/S technology.
This new development pathway enables vendors
to use o�-the-shelf digital signal processing chips
and advanced software algorithms to generate
U/S images. Compared with the proprietary
hardware and technology developed by larger
vendors for their U/S applications, the software-
driven systems can be developed at lower cost,
potentially o�er faster applications, provide
increasingly portable systems, and enable smooth
upgrades to new applications. Portable systems
are being marketed for various clinical settings,
with an emphasis on increased �exibility at the
point of care. They are becoming integrated into
the outpatient, ED and physician o�ce settings.

The announcement of the �rst CAD application for breast U/S exams by Cedara Software generated
interest in the �eld of women’s imaging. In its current release, this new application will automatically
detect the shape and orientation of the suspected lesion. The physician can then analyze the image to
further characterize the lesion as benign or suspicious. Future releases of this product will expand the
functionality of the CAD product, further automating the physician’s analytical process.

Impact

Improvements in 3D and real-time U/S imaging support physicians’ interpretations
with advanced diagnostic information.

Increasingly robust portable U/S systems provide diagnostic-quality information at the
point of care to support clinical decisions and improve work �ow.

New U/S transducer design and system ergonomics improve sonographer work �ow
and reduce job-related injuries.
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Summary

Summary

With over 67,000 attendees and 722 technical exhibitors occupying 490,000 square feet of booth
space, the Radiological Society of North America (RSNA) is undoubtedly the world’s largest medical
meeting. A combination of educational symposium and imaging “Disneyland,” RSNA provides the
opportunity to explore state-of-the-art medical imaging and sense the future of each modality.

At the 2004 meeting, the major vendors highlighted 64-slice CT, with strong claims for the
capabilities of the technology and promises of shipments throughout 2005. 3-Tesla (3T) magnets
and advanced capabilities for interventional labs were also featured. RSNA 2005 provided a forum
for the vendors to validate their claims with clinical proof statements for their advanced
technologies. This year’s meeting showed that the applications and user experience are meeting
the performance claims, with improved functionality, higher image quality, streamlined work �ow
and better productivity.
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