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CSEM New Campaign Strategies

Here are 5 innovative campaign strategies for CSEM to engage compliance decision-makers,

combining Al-driven personalization with proven psychological triggers:

Strategy 1: "Hidden Risk Audit" Campaign

Target Audience: Safety Managers at mid-sized manufacturing firms

Pain Point: Unknown compliance gaps leading to surprise OSHA fines
Messaging Hook:

"We found 3 hidden OSHA risks in companies like yours last month. Want us to check yours?
Free audit + action plan.”

Outreach Channel:

e Personalized video emails showing industry-specific violation stats

e Linkedln Carousel Ads with "Compliance Blind Spot" quiz

Strategy 2: "Regulation Radar" Alert System

Target Audience: HR Directors in oil & gas

Pain Point: Keeping up with changing MSHA/DOT rules
Messaging Hook:

"Your last MSHA update was 6 months ago. 3 new rules took effect yesterday. We monitor
them so you don't have to.”

Outreach Channel:

e SMS alerts for urgent regulation changes

e Webinar series with "2025 Compliance Countdown" calendar

Strategy 3: Micro-Course Challenge Series
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Target Audience: Frontline supervisors in c;on.stru.ction
Pain Point: Lost productivity from full-day safety training
Messaging Hook:

“5-minute daily safety drills your crew actually completes. Leaderboard included. Try Week 1
free.”

Outreach Channel:

TikTok/Instagram Reels showing gamified training snippets

¢ Mobile app push notifications with daily challenges

Strategy 4: Safety Incident AR Simulation

Target Audience: Plant operations heads
Pain Point: Theoretical training failing during real emergencies

Messaging Hook:

"Your team scored 62% on our virtual chemical spill test. See how they'd really perform.”
Outreach Channel:

AR filter demo on LinkedIn ("Test Your Emergency Response")

YouTube ads showing simulation vs. real incident comparisons

Strategy 5: "Fines vs. Training" ROI Calculator

Target Audience: CFOs at industrial companies
Pain Point: Justifying compliance budget to finance
Messaging Hook:

"$38,450 - average OSHA fine last quarter vs. $9,800 - our annual training cost. Which would
you rather pay?”

Outreach Channel:

e Google Ads targeting "OSHA penalty calculator" searches
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e Cold call script: "John, should | send you the tool that shows how our training pays for

jtself in risk reduction?"

Psychological Triggers Used:

1. Scarcity: Time-limited audit offers

2. Social Proof: "Companies like yours" framing

3. Curiosity Gap: Hidden risks/AR simulation previews
4. Loss Aversion: Fines vs. training cost comparison
5. Gamification: Leaderboards/daily challenges

Implementation Tips:

e Use HCD's Al video tool to create 1:1 personalized audit summaries
e Layerin Alex Hormozi's "$X vs $Y" price anchoring in all financial messaging
e Apply Donald Miller's "Problem = Solution - Result" structure in webinar scripts

This multi-channel approach targets different stakeholders in the compliance decision chain

while addressing both operational and financial concerns.



