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Invent HealthMatics Inc. - Unique Campaign Strategies

What does Invent HealthMatics offer?
Advanced Revenue Cycle Management (RCM) solutions that automate billing, decrease workflow
friction, and maximize healthcare reimbursement with tailored analytics and high-touch

support.[iz]

What does the audience struggle with?
Billing complexity, denied claims, slow payment cycles, error-prone workflows, extra staff

overhead, and the challenge to keep up with evolving regulatory and tech requirements.[31[2/[1]
Recent signals:

o CFO/IT leaders seeking “faster ROI” RCM tools.k21
o Rising buyer fatigue with generic outreach.4
o Hospitals posting for Billing/Revenue roles = workflow gaps.

o Many using outdated, manual platforms.

10 Unique Campaign Strategies

Strategy 1: “Revenue Rescue Audit”

Target Audience: CFOs, Revenue Cycle Directors at hospitals, group practices.
Pain Point: Missing revenue from denied claims/errors.
Messaging Hook: “Want to see if your billing is leaving money on the table? Free audit, 48 hours.”

Outreach Channel: LinkedIn DM — Email (detailed results) — Phone

Strategy 2: “Automation Reality Check”

Target: Operations Managers, Practice Owners.

Pain: Too much manual work, burned out staff.
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e Hook: “Manual billing draining your team? Let’s show what automation frees up in a week.”
e (Channel: SMS with mini-quiz — Email (case study) — Video Message

Strategy 3: “Fast-Track ROI Challenge”

e Target: CFOs, Finance Directors.

e Pain: Boards pausing IT spend, want quick payback.[3!

o Hook: “Test us for 30 days—outperform your old process, or it’s free.”

e Channel: LinkedIn Sponsored Message — Landing Page Demo — Follow-up Call

Strategy 4: “Denial Drilldown”

e Target: RCM or Billing leaders.

o Pain: High appeals workload, denied claims.

e Hook: “How many denials could you clear this week? Let’s find out with your real data.”
e Channel: LinkedIn Post — Direct DM — Calendar invite

Strategy 5: “Personalized Proof Packs”

o Target: Multi-site health systems/clinic chains.

e Pain: Unproven vendor claims, risk aversion.

e Hook: “You get a custom report with before/after stats—no strings attached.”
e Channel: Email (personalized analysis) — Short phone consult

Strategy 6: “Real-Time Peer Benchmark”

e Target: Hospital system execs, IT.
e Pain: Not sure how they stack up vs. peers.
o Hook: “Curious where you rank for collections speed or error rates? We'll compare—anonymously.”

e Channel: LinkedIn InMail — Email with dashboard preview — Webinar invite
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Strategy 7: “Pain Point Video Stories”

Target: Operations + Finance teams.
Pain: Skeptical of vendor claims.
Hook: “Here’s how [peer hospital] fixed their slow billing in 21 days.”

Channel: SMS or Email (video link) — LinkedIn nurture drip

Strategy 8: “Hot List Account Targeting”

Target: CIOs/IT; orgs using outdated platforms.
Pain: Old, clunky RCM tools.
Hook: “We spotted recent posts for new billing roles—your system stuck in the past?”

Channel: LinkedIn Ads — Personalized DM — Direct Call

Strategy 9: “ABM Warm Handoff”

Target: Large practice group committees.
Pain: Too many decision-makers, slow approvals.
Hook: “Got 4 minutes? Here’s what your peers reported after switching to one process.”

Channel: LinkedIn DM to champion — Immediate video — Personalized calendar link

Strategy 10: “One Question SMS”

Target: Clinic or practice owners.
Pain: Overwhelmed, ignoring calls/emails.
Hook: “What’s your biggest headache in billing? Text back—solve it in 24 hours.”

Channel: SMS — Mini-case follow-up — Short email
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Plain Language Messaging Hooks (Examples):

e “Does your billing still take days? Let’s fix that.”
e “How much could you save by automating claims?”
e “Want proof your process is working—or costing you money?”

o “Ready to see results in your bank account, not just a report?”



