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Challenge
Heska Corporation sought 
to launch a new hematology 
system to the veterinary  
market. Conditions were less 
than perfect: The in-clinic  
diagnostic market was 
crowded and the launch  
had to take place within  
45 days of notifying us.

Solution
We designed a multi-faceted, 
integrated program and 
launched it at a national 
tradeshow. First, a series of 
oversized teaser postcards  
was sent to veterinarians  
inviting them to the Heska 
booth. At the conference, a 
press event and product un-
veiling were complemented  
by a comprehensive product  
brochure, booth giveaways 
and a live, roaming Heska 
product mascot (the Bunny). 
Spread print ads and press 
releases also enhanced  
the campaign.  

Results
Initial product orders  
exceeded the client’s goals. 
Heska continues to describe 
this campaign as the “best 
product launch in the  
company’s history.”

Reproducing new product sales.
Initial product orders exceeded the clients goals and pets everywhere are 
benefiting from this advance in veterinary care.
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