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G2I—
HOW MEMBER DATA CAN HELP ENHANCE YOUR 
TARGETING

In this presentation you’ll learn: 

• How to improve the value of your marketing campaigns

• Digital strategies for capturing market share, and valuable components to 
every digital strategy

• How merging data science with your marketing efforts can increase G2I 
conversions and provide better insights into your members



WHY ESTABLISH A G2I STRATEGY?

Familiarity History & Trust Higher Engagement

Members are already 
acquainted with the quality 
and reputation of the BCBS 
brand

Members have already 
entrusted your health plan 
with years of service and 
medical records data

Research shows 
that your current 
members are 
more likely to 
have a higher 
level of 
engagement



COMMON CHALLENGES FOR
CONVENTIONAL MARKETING

One-Size-Fits- All Messaging

Spending on the Right Channels

Our populations are more 
nuanced than people simply 
aging-in

Casting a wide net helps 
assuage fears of missing 
opportunities but if you try 
to talk to everyone the same 
way you dilute your message

I know 50%  of my 
marketing budget works.

I just don’t know which 
50%.



UNDERSTAND YOUR POPULATION

Generic vs. Targeted

Age/Gender

Health

Education/Occupation

Interests/Activities

Location

Current Plan

Income

Behaviors

Location

VS



G2I STRATEGIES Leverage Your Data

You already know so much about your 
members- health history, provider 
preferences, Rx history, and 
demographics 

Early & Ongoing Outreach

People aren’t retiring when the clock 
strikes 65. Talk to your members early 
and routinely to prepare them for the 
health transition to Medicare

Competitive Analysis

Gather intelligence on competitor 
outreach both traditional and digital to 
develop a picture of your competitors’ 
strategy and tactics



G2I SEGMENTATION EXAMPLE

Facebook AD Designated Landing Page Email



USING DATA SCIENCE TO SOLVE BUSINESS CHALLENGES

• What problem are you trying to solve?

• Context is key

• MedSupp Retention Example



AS A DATA SCIENTIST, WHAT AM I THINKING ABOUT?

Populations x3 

Age

Plan changes 

Gender

Claims 
patterns

Agent 
Information

What questions do I 
want to answer?

Other Considerations

• Look-alike Models

• Pandemic Considerations
• Check against pre-pandemic 

too



KEY TAKEAWAYS

• Don’t overlook the potential of insights you can develop in your existing data. 
Using it thoughtfully can support improved engagement, acquisition and 
retention.

• Devote resources to G2I campaigns. Your current members are the most 
valuable targets for Medicare Advantage plan acquisition. 

• Understand what consumers are seeing in market with competitive analysis

• Using Data Science in the context of a business problem can help identify 
patterns within populations that can help you shape your marketing efforts.
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