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The challenge
Airlines were facing financial challenges, 
reducing non‐essential spend

The opportunity
New sectors were now seeking air travel 
data 

• Medical research institutions
• Consultancies
• Tourism boards
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See the Landing Page



Lead nurturing content



The results (Apr‐Jun 2020)

Impressions 
Google + LinkedIn 130K

Email 18.5K

Unique LP 
views 6K

Leads 124

Leads grew 3x after content 
was gated

Downloadable data files 
drove lead engagement

Average cost per lead (CPL) 
too high?



Lead analysis
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Thank you!
 Julie.Bertolus@gmail.com

www.linkedin.com/in/julie‐bertolus



The 
webinar 
funnel


