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• Media and marketing company 
focused on manufacturing since 1928

• Eight US media brands
• Three Spanish-language brand 

extensions
• Fifteen live events (tradeshows and 

conferences)
• Magazines, events, webinars, digital 

products, market intelligence, etc.
• Omeda customer since early 2021



• Modern Machine Shop 
subscriber

• Existed in our database 
before Omeda

• Became “known” through 
webinar email invitation in 
June 2021

Meet Rob





• Sent email invitation to an 
Additive Manufacturing 
webinar based on his Olytics
data

• Subscribed to the webinar 
and became an Additive 
Manufacturing subscriber

• “Known” on four of our sites

Courting Rob



Applications

First-Party 
Data 

Segment

Offsite

InboxOnsite

• Webinar promotion
• Event promotion
• Audience growth



Webinar Promotion

• Gardner Business Media produces 
over 200 webinars per year

• Traditionally, these have relied heavily 
on email promotion 

• Leveraging first-party data has reduced 
email sends, increased unknown 
conversions and maintained or grown 
webinar performance 



Targeted readers of: biopolymers, 
biopolymers/renewable materials, 
compounding, compounding -
other, multi-screw, multi-screw 
compounding, wood/natural fiber 
compounds

Delivered: 3,283
Unique Opens: 41.73%
Unique Clicks: 169 (5.15%)
Email One Conversions: 270

Webinar Promotion -
Email



Expansion to Personalization

Targeted readers of: additive, 
additive manufacturing, 
metal, production

Impressions: 865
Clicks: 45 (5.2%)



Event Promotion



• Audience: 
• Visitors of 

additivemanufacturing.media
• Visitors of 

additiveconference.com
• Readers of 3D printing content 

across any of our sites
• Using Omeda’s AdRoll integration 

to push anonymous audience to 
AdRoll for retargeting.

Event 
Promotion



• Cross-selling magazine to 
readers of content relevant 
to the brand.
• Example: Promoting 

Additive Manufacturing to 
readers of 3D printing on 
Modern Machine Shop

• 1,700 conversions so far

Audience 
Development



Personalizations: 1.8% click rate
Email: 46% open rate, 4.3% click rate



Thank you!
VISIT OMEDA.COM FOR MORE


