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The Challenge

As a recognized leader in sports medicine, spine surgery, orthopedic care, and pain
management across Southern California, DISC Sports and Spine Center sought to expand
its digital footprint and reach a wider audience. Known for its personalized, cutting-edge
medical care, DISC aimed to increase brand visibility and attract new patients for two key
categories: spine surgeries and orthopedic procedures.

To achieve these objectives, DISC required a comprehensive, full-funnel digital marketing
strategy designed to strengthen its online presence while optimizing patient acquisition.
The goal was not only to expand media reach and elevate brand awareness but also to
position DISC as the premier destination for those seeking expert, minimally invasive care.
This approach would also solidify their reputation as a trusted provider across Southern
California’s highly competitive healthcare landscape.

Xtropy developed a tailored digital marketing campaign to connect with DISC's target
audiences, leveraging advanced strategies to generate awareness, increase consideration,
and drive new patients into the various surgical centers.

Our Goals

- Generate targeted audience awareness

» Track online and offline converions
« Optimize ROI




Our Approach

First, Xtropy recommended and built a full-funnel campaign that utilizes Google’s Display Network and Demand Gen
(formerly known as Discovery), and TrueView video ads for upper- and mid-funnel awareness and consideration. This
structure drove potential patients to engage with DISC's services, while collecting patient audiences to be used later to
seed Performance Max campaigns. For lower-funnel conversion efforts, both brand and non-brand Google Search ads
were deployed to capture intent-driven search traffic.

Xtropy further amplified the campaign’s effectiveness by segmenting strategies based on geographic locations and
facilities, enabling DISC to maintain a strong digital presence and optimize impression share in key markets. This
location-specific focus ensured DISC'’s brand resonated with potential patients in the regions that mattered most, and
allowed DISC to maximize bookings for specific physicians and services.

Last, Xtropy implemented offline conversion import (OCI) to provide conversion feedback to Google Ads based on
patients’ changes in the sales funnel. The goal was to generate more efficient patient leads by helping guide Google
towards higher quality clicks and spam reduction.

Results

Within the first month of campaign management, Xtropy launched an integrated full-
funnel strategy, combining Display, Video, Discovery, and Search campaigns to drive
both awareness and conversions for DISC Sports and Spine Center. The impact was
immediate. In the second month, lead volume surged by 253%, while cost per lead
dropped by 61%. Notably, opportunities increased by 333%, signaling a substantial uptick
in high-value patient prospects.

By the third month, the results were even more pronounced. Impressions grew by
3X . 298%, clicks increased by 115%, and total lead volume—consisting of calls and forms—
n CI’ 635 6 skyrocketed by 593%. Opportunities continued their steep climb, with a 933% increase
compared to the first month of management.
n Cl / Cks To further optimize results, Xtropy introduced additional localized Search campaigns in
key regions like Los Angeles and Santa Clarita. This strategic expansion decreased cost
per lead by 57% and reduced the overall cost per opportunity by an impressive 64%.

5 7X . Over the course of the first year, Xtropy's full-funnel approach led to extraordinary growth.
INncrease Lead volume surged by 2,233%, from just 15 leads in the first month to 350 leads by
year's end. By leveraging geo-specific Search and Performance Max campaigns, Xtropy
’ strengthened DISC’s market share in highly competitive areas. The campaign generated
l n / ea d VO/ Um e 6.7 million impressions, over 2,000 tracked leads, and 233 new patients within the first
12 months.

Over the trailing twelve months (as of September 2024), the campaigns generated 5,400
leads and 1,100 opportunities. This equates to a monthly run rate of over 450 leads and

CO S t pe I ead over 90 patient opportunities each month on average.
d d 93 / To show the dramatic difference running a full-funnel campaign can make, here are the
I’Oppe 0 biggest changes in metrics from the first month of management to the last month:

« 2xincrease in impressions

« 3xincrease in clicks

« 57xincrease in lead volume

+  93% reduction in cost per lead

« 36xincrease in opportunities

+  89% reduction in cost per opportunity

These results underscore the transformative impact of Xtropy's full-funnel strategy,

driving significant patient acquisition and cost efficiencies for DISC Sports and Spine
Center.
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