Bulwark Health —10 Innovative Campaign Strategies for B2B Healthcare

Decision-Makers

Context Recap:

What does Bulwark Health offer?

Al-powered platforms (RAQ+ and ARC+) that automate, audit, and optimize healthcare
billing, coding, and compliance-helping hospitals and health plans reduce denials, speed
up payments, and stay audit-ready.

What does the target audience struggle with?

Revenue leakage, claim denials, regulatory headaches, outdated manual processes, and

slow adoption of new tech.

Recent signals:

Hospitals posting for revenue cycle/billing roles, complaints about legacy systems, and

industry buzz around Al-driven compliance and reimbursement solutions.

Strategy 1: “The Denial Detector Challenge”

Target Audience: Hospital CFOs, Revenue Cycle VPs
Pain Point: High rate of claim denials and lost revenue

Messaging Hook: “How many dollars are you losing to preventable denials each month?
Let’s run your last 100 claims through our Al for free.”

Outreach Channel:
a. LinkedIn DM (personalized)
b. Email with case study

c. Follow-up phone call



Strategy 2: “Al vs. Manual-Proof Week”
e Target Audience: Compliance Officers, Billing Directors
e Pain Point: Slow, error-prone manual audits

¢ Messaging Hook: “Let’s pit our Al against your current process for one week-if we don’t

find more errors, you get a $500 donation to your hospital foundation.”
e Outreach Channel:
a. Emailintro
b. LinkedIn message

c. Live video demo invite

Strategy 3: “RADV Readiness Audit Blitz”
e Target Audience: Medicare Advantage Plan Executives
e Pain Point: Fear of failing CMS RADV audits

e Messaging Hook: “Are you 100% confident in your RADV audit prep? Our Al finds what

human eyes miss-free readiness report in 48 hours.”
e Outreach Channel:
a. LinkedIn InMail
b. Industry webinar

¢. SMS reminder

Strategy 4: “Revenue Rescue Stories”
e Target Audience: Health System CEQOs, Board Members

e Pain Point: Revenue leakage, missed growth targets



e Messaging Hook: “See how [Peer Hospital] recovered $2M in missed revenue using our
Al-want the 3-step blueprint?”

e Outreach Channel:
a. LinkedIn post tagging peer hospitals
b. Email with downloadable case study

c. Invite to executive roundtable

Strategy 5: “Outdated Platform Buyback”
e Target Audience: Hospitals using legacy billing/coding software
e Pain Point: Stuck with slow, outdated systems

e Messaging Hook: “Still using [Old Platform]? We'll cover your transition costs and

guarantee a 30% faster process-or you pay nothing.”
e Outreach Channel:
a. Direct mail (attention-grabbing package)
b. Email

c. LinkedIn connection

Strategy 6: “The Compliance Scorecard”
e Target Audience: Compliance and Audit Teams
e Pain Point: Uncertainty about audit readiness

e Messaging Hook: “Take our 2-minute Compliance Scorecard-see how your team stacks

up against industry leaders.”
e Outreach Channel:

a. LinkedIn carousel ad



b. SMS with link

c. Follow-up email with results

Strategy 7: “1-to-1Video Explainers”
e Target Audience: Revenue Cycle and IT Leaders
e Pain Point: Skepticism about Al, confusion over implementation

e Messaging Hook: “Here’s a 60-second video showing exactly how our Al fixed $1.4M in

errors for a hospital just like yours.”
e Outreach Channel:
a. Personalized video via LinkedIn
b. Email with video thumbnail

c. Phone call referencing the video

Strategy 8: “Peer Benchmarking Report”
e Target Audience: Multi-hospital system execs
e Pain Point: Not knowing how they compare to peers

e Messaging Hook: “Hospitals in your region are recovering an average of $1.2M/year with

Al. Want to see your custom benchmark?”
e Outreach Channel:
a. Linkedln message
b. Email with interactive report

c. Webinar invite to review findings

Strategy 9: “Live Audit Hotseat”



Target Audience: Billing/Compliance Directors
Pain Point: Fear of public errors, desire for best practices

Messaging Hook: “Join our live session-submit an anonymized claim and watch our Al

audit it in real time. See what you're missing.”
Outreach Channel:

a. LinkedIn event

b. Email invite

c. SMS reminder

Strategy 10: “Transition Without Turmoil”

Target Audience: CIOs, IT Directors
Pain Point: Implementation risk, downtime fears

Messaging Hook: “Switching systems shouldn’t hurt. We guarantee zero downtime and

full support-see our transition roadmap in 5 minutes.”
Outreach Channel:

a. Linkedln DM

b. Email with infographic

c. Phone call

Example Messaging Hooks (Plain Language):

“How much money are you leaving on the table every month?”
“Let’s see if our Al can catch more errors than your current process-risk-free.”

“Is your billing system holding you back? We'll pay for your upgrade if it doesn’t make you
30% faster.”

“Hospitals like yours are recovering millions with Al. Want to see how you compare?”



e “Ready to make your compliance headaches disappear?”

These strategies blend personalized, value-driven outreach with bold offers and proof-
leveraging video, benchmarking, and live demos to break through the noise and win the

attention of healthcare decision-makers



