
Please call your Biocompare 
representative or contact us at: 
sales@Biocompare.com

395 Oyster Point Blvd #321 
South San Francisco, CA 94080 
(650) 637–1277

The Buyer ’s  Guide for  Life  Sc ient ists

www.Biocompare.com

For More Information

Case Study: 
Connecting Leads to Conversions

When Leica partnered with Biocompare in 
2007 to drive its conversions-to-sales and 
reach its scientific audience, the leader in 
microscopic instruments began using 
Biocompare’s product directory. 

Leica is a world leader in providing innova-
tive microscope, camera and software solu-
tions for imaging an analysis of micro-, 
macro- and nanostructures. Its microscopes 
and scientific instruments are used in appli-
cations including industry and manufactur-
ing, life science, forensics, materials and 
earth science, and education. 

Leica started with a trial the first year—and 
then progressed to a full, integrated market-
ing program with Biocompare. That includes 
online product listings that have yielded a 
valuable return-on-investment and are help-
ing Leica achieve its sales conversion goals.

“Biocompare’s online product listings allow 
us another valuable channel to reach pro-
spective buyers who are ready to purchase,” 
says Lon Nelson, Senior Director of Market-
ing and cCommercial Analytics, Americas, for 
Leica. 

Nelson says Leica can measure the success 
the company has experienced by partnering 
with Biocompare.
 
“For the years we have partnered with them, 
we have seen a many-fold return on our mar-
keting investment,” Nelson says. “We are 
directly tracking leads from Biocompare.com 
to top-line revenue.” 
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