Salesspark Al™

NDS InfoServ — 10 Innovative Campaign Strategies

Context

What does the company offer?

NDS InfoServ delivers Al-powered revenue cycle management (RCM), automation, and
business process outsourcing for healthcare, finance, and publishing. Their solutions use
in-house Al (deep learning, NLP) to automate billing, denial management, payment

posting, and more, reducing costs and accelerating cash flow for mid-sized and large
organizations123.

What does the company’s target audience struggle with?

Decision-makers (CFOs, CIOs, RCM Directors) face slow payments, high denial rates,
manual billing, outdated processes, and staffing shortages. They need to cut costs,
improve accuracy, and modernize operations without major disruption123.

Recent signals:
¢ Job postings for RCM, billing, and IT roles (indicating pain or growth needs)
e Use of legacy or outdated platforms
e Publicly stated digital transformation goals

¢ Increased interest in Al and automation for operational efficiency

1. Open Job Signal Campaign

Target Audience:

Healthcare CFOs, RCM Directors, Finance VPs at organizations with open billing/RCM job
postings

Pain Point:

Struggling to fill key roles, high turnover, or rising labor costs

Messaging Hook:

“Still searching for the right billing talent? Our Al-powered team fills the gap—no hiring
required.”

Outreach Channel:

1. LinkedIn InMail referencing their job post


https://www.ndsinfo.com/
https://www.ndsinfo.com/aboutus.php
https://rocketreach.co/nds-infoserv-profile_b5dfb9fbf42e48eb
https://www.ndsinfo.com/
https://www.ndsinfo.com/aboutus.php
https://rocketreach.co/nds-infoserv-profile_b5dfb9fbf42e48eb
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2. Follow-up email with a case study

3. Phone call referencing both

2. Platform Modernization Audit

Target Audience:
IT Directors, ClOs at organizations using legacy billing or RCM platforms

Pain Point:
Outdated systems causing errors, slowdowns, and compliance risks

Messaging Hook:
“Is your billing platform holding you back? Get a free modernization audit—see how top
providers are automating for speed and accuracy.”

Outreach Channel:
1. Personalized email with platform-specific insights
2. SMS/text for quick response

3. Video message walkthrough

3. Denial Rate Challenge

Target Audience:
RCM Managers, CFOs in healthcare with high denial rates

Pain Point:
Lost revenue from denied claims, manual rework

Messaging Hook:
“What if you could cut denial rates by 30% in 90 days? Let’s benchmark your numbers—
winner gets a free process teardown.”

Outreach Channel:
1. Email with denial rate industry benchmarks
2. LinkedIn message

3. Invite to a live benchmarking webinar
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4. Al Readiness Scorecard

o Target Audience:
Finance and operations leaders unsure about Al adoption

e Pain Point:
Uncertainty about where to start with automation

e Messaging Hook:
“How ready is your team for Al-driven billing? Take our 2-minute scorecard—see how
you stack up against industry leaders.”

e Outreach Channel:
1. LinkedIn carousel ad
2. Email with link to interactive scorecard
3. Follow-up call with personalized results
5. Competitor Gap Analysis

¢ Target Audience:
Healthcare and finance execs at organizations losing ground to more tech-savvy
competitors

e Pain Point:
Falling behind peers who have automated

o Messaging Hook:
“Your competitors are already using Al to speed up payments—want to see what you’re
missing?”

e Outreach Channel:
1. Email with competitor comparison
2. LinkedIn direct message
3. Retargeting ad with case study

6. Referral & Peer Introduction Blitz



Salesspark Al™

o Target Audience:
Existing and past clients, industry peers

¢ Pain Point:
Trust in new vendors, risk aversion

e Messaging Hook:

“Know a peer struggling with billing headaches? Introduce us and help them save 20%—
plus, you get a thank-you bonus.”

e Outreach Channel:
1. Email to current clients
2. LinkedIn message
3. Phone call follow-up
7. Event-Driven Outreach

¢ Target Audience:
Decision-makers attending industry events (e.g., HIMSS, HFMA)

e Pain Point:
Overwhelmed by vendor noise, seeking real solutions

e Messaging Hook:

“Are you heading to [Event]? Let’s meet for a 10-minute Al demo—see how we're
helping teams like yours get paid faster.”

e Outreach Channel:
1. SMS or LinkedIn message pre-event
2. In-person meeting invite
3. Post-event follow-up email
8. Podcast/Thought Leadership Invite

o Target Audience:
RCM, finance, and IT leaders active on LinkedIn
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e Pain Point:
Wanting to be seen as innovators, but lacking a platform

e Messaging Hook:
“We're featuring top leaders on our ‘Future of Billing’ podcast—share your story and
learn how others are using Al to win.”

e Outreach Channel:
1. LinkedIn direct message
2. Email with podcast details
3. Social media tag
9. Value-Added Content Series

o Target Audience:
Healthcare and finance execs researching automation

e Pain Point:
Information overload, skepticism about ROI

e Messaging Hook:
“Get our 3-part guide: ‘How Al Cuts Billing Costs by 20%’—real stories, real numbers, no
fluff.”

e Outreach Channel:
1. Email nurture sequence
2. LinkedIn sponsored content
3. Retargeting ads
10. Al vs. Human Challenge

o Target Audience:
Skeptical RCM and finance leaders

e Pain Point:
Doubt that automation can outperform staff
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Messaging Hook:
“Let’s put our Al to the test—if it doesn’t beat your team’s speed and accuracy, you pay
nothing.”

Outreach Channel:
1. Cold call with challenge offer
2. Follow-up email with case study

3. Video testimonial from a client

Example Messaging Hooks (Plain Language)

“Still searching for the right billing talent? Our Al-powered team fills the gap—no hiring
required.”

“Is your billing platform holding you back? Get a free modernization audit.”
“What if you could cut denial rates by 30% in 90 days?”
“How ready is your team for Al-driven billing? Take our 2-minute scorecard.”

“Your competitors are already using Al to speed up payments—want to see what you’re
missing?”

“Know a peer struggling with billing headaches? Introduce us and help them save 20%.”
“Are you heading to [Event]? Let’s meet for a 10-minute Al demo.”
“We’re featuring top leaders on our ‘Future of Billing’ podcast—share your story.”

“Get our 3-part guide: ‘How Al Cuts Billing Costs by 20%’—real stories, real numbers, no
fluff.”

“Let’s put our Al to the test—if it doesn’t beat your team’s speed and accuracy, you pay
nothing.”



