
How targeting 
associations solved  
UW’s marketing problem
The Universities of Wisconsin is a state 
public university system serving more 
than 164,600 students and awarding 
more than 37,000 degrees annually. 
But, finding the right students isn’t 
always easy.

|  CASE STUDY

WHAT CHALLENGE WAS 
UWS FACING IN ITS  
MARKETING EFFORTS?

Students entering the universities’ 
Bachelor of Science in Biomedical 
Engineering: Diagnostic Imaging program 
are required to have one of four active 
registries. However, the UWs was getting 
leads or questions from students who 
thought the program was an easy entry 
into a two-year imaging program, which 
has waiting lists. UWs sought new 
opportunities to better target students 
holding one of the active registries. 

We want to be in the minds of our target 

audience so when they are ready to go 

back to school, they know and choose us,” 

Reilly said.

Ultrasound SmartBrief has been a 
strong and consistent lead source. 
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of graduate 

students consider 3 

schools or fewer at 

the inquiry stage 

(Education Dynamics, Engaging the Modern Learner Report 2025)

84%



HOW DID SMARTBRIEF HELP UWS 
DRIVE AWARENESS AND ACTION?

The Ultrasound SmartBrief is the ARDMS 

newsletter, putting UWs in front of a key 

audience—people holding the ARDMS registry. 

Our partnership with SmartBrief has been great. 

The team has been responsive and willing to 

adjust plans to accommodate our complicated 

processes.

CAMPAIGN HIGHLIGHTS

Total Impressions

950+ Clicks 

360,000

The response, coupled with the 
ability to target one of our key 

audiences, make it a no-brainer. 
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PRODUCTS USED

Newsletter  
Ads

Dedicated  
Sends

TOP CLICKING COMPANIES 
INCLUDED:


