
IVF.com Repriced at $1.2M: The Digital Front
Door to the Fertility Industry Is Now More
Accessible

Previously offered at $1.5 million, IVF.com

is now available at $1.2 million, with

potential acquisition terms for a qualified

buyer.

SCOTTSDALE, AZ, UNITED STATES, June

2, 2026 /EINPresswire.com/ -- Omni World Media today announced new pricing for IVF.com, one

of the most important exact-match digital brands in reproductive medicine and fertility care.

IVF.com gives the buyer a

permanent digital asset

capable of producing

extraordinary ROI in one of

healthcare’s highest-value

patient categories.”

Fred Mercaldo, Exclusive

Broker

Previously introduced to the market at $1,500,000, IVF.com

is now available for acquisition at $1,200,000.

For a qualified buyer, Omni World Media may also

consider a structured acquisition with a $500,000 initial

payment and the remaining balance paid over a 24-month

payment plan, subject to final approval and agreement.

IVF.com is a category-defining digital asset for one of the

most emotionally important, medically advanced, and

commercially significant sectors in global healthcare.

“IVF.com is the kind of brand that immediately communicates trust, authority, and industry

leadership,” said Fred Mercaldo, Founder of Omni World Media. “For the right fertility

organization, this is not simply an acquisition. It is patient acquisition infrastructure, brand

equity, and long-term digital ownership of the most recognized acronym in fertility care.”

Mercaldo adds:  “IVF.com gives the buyer a permanent digital asset capable of producing

extraordinary ROI in one of healthcare’s highest-value patient categories.”

A Reduced Price in a High-Value Patient Acquisition Category

The fertility industry is one of the most valuable patient acquisition markets in healthcare. 

http://www.einpresswire.com
http://OmniWorldMedia.com
http://OmniWorldMedia.com
http://IVF.com


Patients researching IVF often

represent high-intent, high-value

prospective clients who may require

consultations, testing, medications,

procedures, genetic testing, storage,

multiple cycles, donor services, fertility

preservation, financing, and related

reproductive health services.

For clinic networks, fertility platforms,

reproductive endocrinology groups,

pharmaceutical companies, benefit

providers, lead-generation companies,

and healthcare technology

organizations, even a modest increase

in qualified patient inquiries can create

meaningful revenue.

The ROI logic is direct:

If IVF.com helps generate only a small

number of incremental patient

relationships per month, the

acquisition can potentially pay for itself

many times over.

Unlike paid advertising, which stops

producing the moment spending ends,

IVF.com is a permanent digital asset. It

can support organic search, paid

search efficiency, brand recall, patient

education, direct navigation, global

credibility, and long-term enterprise

value.

Owning the Category Instead of

Renting Attention

Many fertility organizations spend heavily each month on Google, social media, referral

platforms, agencies, directories, and lead-generation services to reach patients searching for IVF

information.



IVF.com gives the right buyer the

opportunity to own the most direct

digital identity in the category.

The brand is short, exact, authoritative,

globally understood, and impossible to

improve upon from a naming

standpoint.

Potential uses include:

A national or global fertility

platform .

A patient education and conversion

portal.

 A clinic network lead-generation

engine.

 A premium redirect for paid

advertising campaigns.

 A fertility financing and treatment

marketplace. 

 A second-opinion and consultation

platform.

 A fertility benefits, data, or technology

brand,

 A defensive strategic acquisition.

 A major brand upgrade for an existing

fertility organization.

“Every major industry eventually has a

digital front door,” Mercaldo added. “In

fertility, IVF.com is that front door. The

buyer who understands the long-term

ROI of this asset will not be acquiring a

domain name. They will be acquiring

the ability to be the dominant choice

and platform for all patient research

and inquiries for decades to come,

without the continued expense of

buying temporary paid search.  Their

cost-per-patient-acquisition will be greatly decreased."

Built for Fertility Networks, HealthTech, Pharma, Benefits, Media, and AI



The opportunity for IVF.com extends across the full fertility ecosystem.

The asset may be especially relevant to:

Global fertility clinic networks

 Private equity-backed fertility groups

 Reproductive endocrinology platforms

 Fertility benefit companies

 Pharmaceutical and biotech organizations 

Genetic testing and embryo technology companies 

AI fertility and health-tech startups 

Lead-generation and patient acquisition companies 

Healthcare media and education platforms International reproductive health organizations

As fertility care becomes more global, more data-driven, and more digitally competitive, IVF.com

offers a buyer a rare opportunity to anchor authority around the most recognized term in the

industry.

The New Acquisition Window

Omni World Media believes the revised $1.2 million pricing creates a compelling opportunity for

a serious strategic buyer.

The optional terms structure, if approved, may allow the right organization to acquire IVF.com

with:

$500,000 initial payment Balance payable over 24 months 

Final terms subject to agreement

“This reduced pricing creates what we believe is the strongest acquisition window for IVF.com to

date,” said Mercaldo. “A serious fertility organization can acquire a permanent, category-defining

brand at a price that may be far less than what many companies already spend trying to rent

patient attention.  It also opens the window of opportunity for smaller and growing

organizations to enter a very competitive digital landscape and lead new patient acquisition and

positively affect their bottom line.”

About Omni World Media + Fred Mercaldo

Omni World Media is a boutique digital asset brokerage and advisory firm specializing in

category-defining domain names, iconic geographic brands, and premium digital real estate. 

The firm represents a select portfolio of some of the world’s most valuable and recognizable

digital brands, with a focus on assets capable of supporting media, tourism, commerce,



investment, economic development, technology, and long-term platform growth.

Founded by veteran digital asset broker Fred Mercaldo, Omni World Media brings more than

three decades of experience in acquiring, developing, marketing, and brokering premium

domain names and online brands. Mercaldo has been involved in numerous high-value domain

transactions and is recognized for positioning exact-match domains as strategic digital

infrastructure rather than conventional web addresses.

Omni World Media’s representation includes major geographic and category-defining assets

such as NewYork.com, TheUnitedStates.com, TheMiddleEast.com, Beef.com, IVF.com,

Product.com, Development.com, Brussels.com, Prague.com, LosAngeles.com, SanDiego.com,

SanFrancisco.com, Scottsdale.com and other exceptional global digital brands.

Fred Mercaldo

Omni World Media
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