
Digital Marketing Case stuDy

PDC Summit iPad Survey

A Haskell Healthcare iPad survey conducted at the PDC Summit 
generated:

• 57 respondents
• 15 potential client contacts
• Insight into the healthcare market

PDC Summit Background
The PDC Summit is a dynamic industry event coordinated by a 
trusted network of not-for-profit organizations with expertise in 
health care planning, design, and construction. 

More than 3,200 senior leaders from hospitals, design firms, 
and construction companies attend the PDC Summit to share 
perspectives on optimizing healing environments. This is the 
one conference with an integrated audience of C-level, design, 
construction, and operations professionals with more than two-
thirds of attendees returning to the event each year.

Optimizing the Booth Experience
Along with their email event campaign, the Healthcare team 
wanted to find new ways to draw people into the booth. Hence, 
the iPad Survey idea was generated to maximize the interaction 
between the Haskell staff and the attendees.

First, the team determined the five questions that they wanted 
to ask to gain insight into their market. Second, they agreed that 
the booth staff would use their personal iPad to easily collect 
information portably. Third, the team settled on a $250 Ruth’s 
Chris gift card as their ‘carrot’ to promote attendees to take the 
five question survey. 

Complete Team Buy-In
One of the keys to the success was the complete buy-in from 
the entire team. In addition to stationing an iPad at the booth, 

the conference team also sent a team member to collect 
surveys around the exhibit floor. By having everyone involved in 
the collection of the survey, the booth staff nearly tripled their 
responses.

The team received survey updates throughout the day to gain 
insight about what topics attendees were most interested in. 
The booth staff, with this insight, discussed those topics during 
initial conversations with attendees visiting their booth.

Great job with this experiment. I feel it was very 
successful. Nice job on the design of the form and getting 
it set up. The combination of having an Ipad at the booth 
and moving around the show worked very well. The 
feedback on the results each day was very helpful and 
encouraging for the group. Nice job!

Jim Eaton
Healthcare Division Leader

Continuing the Funnel
The interaction with the survey responder did not end when 
they pressed submit. Once an attendee completed the survey, 
they were sent an autoresponder email to confirm their entry 
into the contest. 

The autoresponder email included the Division Leader’s contact 
information and a list of tracked links to three recent healthcare 
blogs on the Haskell website.

Each of the 57 collected emails will also be added to the event 
email list. The Healthcare team will decide which contacts will 
be added to Cosential as leads.

Survey Results Assist Content Creation
The survey results helped the team gain insight into their target 
market’s issues and interests. With this understanding, these 
topics can be addressed with new content throughout the year.

Investment Per Response: $4.39

Investment Per Client Contact:  $16.67


