
Case Study File Developed by The American Chemical Society 2019

Capturing Qualified 
Spectroscopy Leads with 
Timely Content 
Agilent with C&EN Media Group: 
A Case Study



What was Agilent’s Challenge?
Agilent needed to capture and drive sales leads for its atomic spectroscopy range which included the ICP-MS 
and ICP-MS/MS technologies. The execution needed to be strategically timed in order to capitalize on the 
pending deadline for implementation of the new elemental impurities guidelines for drug products and 
ingredients. Given the growth of the pharmaceutical industry globally, Agilent also needed to reach prospects 
in Europe and Asia. 

1 2 3How can we find and attract a global 

audience of lab managers, scientists and 

IT managers interested in the ICP-MS 

and ICP-MS/MS technologies?

What is the best way to showcase 

Agilent’s capabilities to them in a 

timely and educational way?

How can we drive leads towards our 

sales pipeline?

C&EN was tasked with solving these questions:
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Our Approach to Demonstrating 
Technology Capabilities: Providing 
Background and Industry Context

1
Capitalize on Timeliness.  
C&EN’s fully turn-key 
webinar program ensured 
Agilent met its deadline and 
provided valuable content to 
companies on how they can 
prepare for the new 
regulations in a timely 
manner.

2
Demonstrate How Your 
Product Solves Problems with 
Background. Agilent’s webinar 
not only demonstrated the use 
of its technology, but it also 
introduced the topic of 
pharmaceutical impurities with 
a timeline of regulations 
changing over the years. This 
provided context for its 
targeted audience and webinar 
attendees.

3
Have a Post-Webinar Strategy. 
C&EN worked with Agilent on 
including key questions as part of 
their registration page to help 
categorize leads based on their 
interest in the subject and in 
purchasing the product. This 
information provided a 
systematic way for Agilent to 
reach out to hot leads first.
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The Program
C&EN Media Group developed a turn-key webinar 
program including email promotions, banners, and a 
custom landing page.

Presented as a  simulcast webinar, “New Elemental 
Impurities Tests for Pharmaceutical Products to 
Start in Less Than One Year. Are You Ready” 
allowed Agilent to present its technology in an 
informative format where attendees could interact 
and ask questions.  Agilent wanted to reach a global 
audience and with our simulcast webinar set up, we 
were able to pre-record the webinar in advance and 
do a live Q&A session for both the European/Asian 
webcast and the North American webcast.

View the webinar on demand here.
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https://cen.acs.org/media/webinar/agilent_042717.html


Results
C&EN exceeded goals for Agilent in both quantity and quality of interactions. 
The results below demonstrate how C&EN created an effective pipeline of 
prospects for Agilent, and provided support in nurturing prospects into a sales 
conversation. 

The Right Prospects

1,050
Qualified scientist leads 

delivered to Agilent

Real Qualified Leads

70
Webinar attendees specifically 

requested to be contacted by an 
Agilent sales representative

And Business Results

$3.7MM
In potential revenue for Agilent 

(based on product value).
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Get In Touch with Us!
C&EN Media Group is available to consult with 
you on your marketing challenges. We pride 
ourselves on driving real business results for 
our clients. 

Contact us at advertising@acs.org
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