
Case Study- How Meta Ads Helped VSI 
Generate 60 Qualified WhatsApp Leads 
and Achieve a 24.56× ROAS 

Client 
VSI – Vital Science Institute 

Industry: Education (CSIR NET Life Science Coaching) 

Campaign Duration: Phase 1 + Phase 2 

Objective: Brand Awareness, Qualified WhatsApp Leads & Student Admissions 

 

About VSI 
Vital Science Institute (VSI) is a specialized coaching institute that prepares students for 
CSIR NET Life Science examinations. The institute wanted to increase its visibility among 
Life Science students, generate qualified inquiries, and convert those inquiries into 
enrollments through a cost-effective digital marketing strategy. 

 

The Challenge 
Despite offering quality coaching, VSI faced three major challenges: 

●​ Limited awareness among Life Science students. 
●​ Difficulty reaching highly specific postgraduate Biology audiences. 
●​ Need for a scalable lead generation system without relying solely on offline 

promotions. 



The primary objective was to create a Meta Ads strategy that not only built brand 
awareness but also generated qualified WhatsApp conversations that could be nurtured 
into admissions. 

 

Objectives 
●​ Increase awareness among Biology and Life Science students. 
●​ Generate qualified WhatsApp inquiries. 
●​ Reach postgraduate students preparing for CSIR NET. 
●​ Optimize campaigns for lower acquisition costs. 
●​ Convert inquiries into student enrollments. 

 

Our Strategy 
Instead of running a single broad campaign, we adopted a two-phase strategy that 
combined audience testing with geographic expansion. 

Phase 1: Audience Validation (Kolkata & College 
Clusters) 
The first campaign focused on identifying the highest-performing audience segments 
across educational hubs. 

Target Locations 

●​ Kolkata 
●​ Chandannagar 
●​ Midnapore 

Audience 

●​ Age: 20–35 years 
●​ Biology 
●​ Molecular Biology 
●​ Genetics 
●​ Biological Sciences 



●​ Laboratory Sciences 

Campaign Structure 

Three independent ad sets were created: 

●​ Kolkata Colleges 
●​ Midnapore 
●​ Kolkata & Chandannagar 

Each ad set received dedicated budgets, allowing performance comparisons and 
optimization based on cost per conversation and lead quality. 

 

Phase 2: Geographic Expansion (Bandel–Howrah Belt) 
After identifying successful audience characteristics, the campaign expanded into new 
educational regions while refining targeting further. 

Target Locations 

●​ Bandel 
●​ Chinsurah 
●​ Serampore 
●​ Magra 
●​ Howrah Region 

Audience 

●​ Age: 22–32 
●​ Molecular Biology 
●​ Biology 
●​ Biochemistry 
●​ Biomedical Sciences 
●​ Botany 
●​ Zoology 
●​ Physiology 

Education Level 

●​ University Students 
●​ Postgraduate Students 
●​ Master's Degree Holders 



This phase focused on reaching students most likely to enroll in a CSIR NET coaching 
program. 

 

Creative Strategy 
To maximize engagement and reduce friction, the campaigns used: 

●​ Educational video advertisements 
●​ Faculty-focused creatives 
●​ Course information graphics 
●​ WhatsApp-first call-to-action 
●​ Mobile-friendly vertical video formats 

Instead of directing users to a landing page, all campaigns encouraged prospective 
students to start a WhatsApp conversation directly with the admissions team, simplifying 
the inquiry process. 

 

Campaign Performance 

Phase 1 Performance 

Metric Result 

Reach 46,000 

Impressions 89,000 

WhatsApp Conversations 48 

Cost per Conversation ₹119.93 

Total Spend ₹5,755.79 

Ad Set Performance 

Ad Set Spend WhatsApp 
Leads 

Cost per 
Lead 



Kolkata & 
Chandannagar 

₹3,288.66 31 ₹106.09 

Midnapore ₹995.88 10 ₹99.59 

Kolkata Colleges ₹1,472.25 7 ₹210.32 

 
 

Phase 2 Performance 

Metric Result 

Reach 18,431 

Impressions 43,000 

Link Clicks 40 

CTR 0.81% 

CPC ₹6.18 

CPM ₹49 

WhatsApp Conversations 12 

Cost per Conversation ₹181.94 

Spend ₹2,183.24 

 
 

Combined Campaign Results 
KPI Result 

Total Reach 64,431 

Total Impressions 132,000 

WhatsApp Conversations 60 



Confirmed Admissions 13 

Total Advertising Spend ₹7,939.03 

Tuition Revenue Generated ₹195,000 

Overall ROAS 24.56× 
 
 

Campaign Funnel 
 
 

 

 

 

 



Revenue vs Ad Spend 

 
 

Business Impact 
The two-phase Meta Ads strategy successfully transformed awareness into measurable 
business growth. By first validating audience segments across Kolkata and then 
expanding into the Bandel–Howrah region, VSI built a scalable acquisition funnel for its 
CSIR NET coaching program. 

The campaigns generated 60 qualified WhatsApp conversations, resulting in 13 
confirmed enrollments. With a total advertising investment of ₹7,939.03, VSI generated 
₹195,000 in tuition revenue, delivering an impressive 24.56× return on ad spend (ROAS). 

Beyond admissions, the campaigns established a repeatable framework for reaching 
highly targeted postgraduate Life Science students, reducing dependence on traditional 
offline outreach. 
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