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Market Your Health Practice
Agenda:

· Welcome 
· Marketing Versus Advertising

· Marketing Strategies
· When to Use Marketing Strategies

· Marketing That Will Be Most Effective for You

· Summary and Evaluation

· Close
Learning Objectives:  During this workshop, you will:
1. Describe your current marketing approach;

2. Define the difference between marketing and advertising;
3. Explain different marketing strategies;
4. Distinguish common sense marketing tactics;
5. Evaluate when to use marketing strategies;
6. Assess which marketing strategies would be most effective for your health practice and your customers;  
7. Discuss the next steps; and
8. State your key take away from this session.

Introductions 
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	Instructions:
When the ball is tossed to you, please stand up and quickly introduce yourself by:

1.   your name;

2.   your position;

3.   your business; and

4.   how long you have been in business.

Then throw the ball to someone who is facing you and expecting it to come his or her way. 

Once you have introduced yourself and thrown the ball, you can sit down.



	
	


Do You Market Your Practice?
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	Instructions:  Working independently, please answer the questions below and be prepared to discuss your answers. 


1.
How much time do you currently spend on marketing? (Make an educated 


guess).  

2.
Why do you spend that amount of time?

3.
How much money do you currently spend on marketing? (Make an educated guess). 

4. 
Why do you spend that amount of money?

5. 
What kind of marketing are you doing?

6.
Is your marketing approach effective; i.e., do you get new customers and/or sell more to existing customers as a direct result of what you are currently doing?

The Marketing Pie

Marketing is the process of communicating the existence and value of a product or service to attract customers and encourage them to purchase the product or service. The marketing process uses many resources:  time, energy, imagination, and/or money.

Advertising is one tool, among many, to promote a product or service, often using a variety of paid media to bring them to the attention of current and/or potential customers.
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Instructions: Please identify other ways to let current and potential



customers know what you have to offer- and fill in the marketing pie:
	
	


Common Sense Marketing
Common sense marketing for a medical practice essentially means that the practice tries out a variety of different marketing tactics that are cost effective and flexible. As healthcare becomes more consumer-driven, practices are really having to tune into what patients want and build relationships, rather than rely on the old school approaches.

Where traditional marketing strategies are based on the principle of interrupting your audience with a “Hey, look at me” ad, common sense marketing engages the audience with a “Hey, how can I help you?” message.
This means that you need to effectively communicate your value to the patients you want to attract, who are called your “target market”.
Consider your practice’s offerings, your target market, and goals. Your marketing plan should be carefully tailored to the services you provide and types of patients you want to reach.

Once you’ve thought critically about how patients come to your practice, you can determine what people and groups you need to influence to direct more patients your way.
You don’t need to make a large monetary investment. But don’t just look to promote your practice. You need to let people know you have an office that is running efficiently and providing excellent care.
The three steps to marketing are:

1. Create awareness so that your target market knows that your practice exists and what products and services you offer.

2. Establish preference so that your practice becomes their first choice in meeting their health care needs.

3. Stimulate action so people are willing to buy your product/service.
Recognizing Common Sense Marketing Tactics
	[image: image4.wmf]
	Instructions:  Please review each scenario below and identify which tactics are being used to accomplish each of the three common sense marketing goals to:(1) create awareness so that the target market knows that the practice exists and what products and services it offers; 
(2) establish preference so that the practice becomes their first choice in meeting their health care needs; and (3) stimulate action so people are willing to buy the product/service.


Scenario #1

A very active and large community center in your town has decided to hold a special weekend health fair focusing on senior citizens. The community center is looking for volunteers to help sponsor and participate in health education activities. Your ophthalmology practice has barely been growing since you set up your office two years ago. You decide that becoming known for supporting community service events and being able to talk about eye care and issues for senior citizens to a large group of local residents will expose you and your practice to many new people.

At the health fair, you post a large signboard indicating a “Special Topic Talk” every hour that addresses the most common concerns and eye ailments of senior citizens. These talks are easy to understand and provide sound advice on how to care for your eyes, normal aging symptoms, and symptoms that need follow-up by a professional. For many of the health fair participants, both seniors and their adult children, these talks are highly informative and impart new knowledge. You are seen as a caring expert. At the end of each talk, you pass out an introductory coupon that offers a fee discount for a first visit.

Scenario #2

You live in a town where the citizens are increasingly worried about environmental pollution. There is a huge coal plant on the edge of town and residents are noticing both a big increase in air pollution and a growing number of young children being seen in doctors’ offices and the local small hospital emergency room with asthma. You are a general practitioner, but during your year of training abroad, you completed a six-month rotation with a pulmonologist. You decide to talk with the editor of the local weekly newspaper and suggest that the paper start a health column that you can write in which citizens’ medical questions about “things around town” can be answered.  

Your newspaper column attracts significant attention and controversy quite quickly. The coal plant operators do not like drawing attention to pollution issues. However, the local citizens who are worried about their children’s health begin to perceive you as their advocate, someone who cares about them. 

Not only do the number of questions the newspaper receives start to rise, the number of calls for medical appointments in your practice goes up.  As more and more families with respiratory problems surface, you move beyond simply answering questions in your column. With the permission of your editors, you begin to publish data about respiratory disease incidence in your town, demonstrating your knowledge and concern about local health issues. This also results in growing demand for your services as a physician.   

Marketing Strategies

There are many different marketing strategies you might consider. Most of these require a personal investment of time, energy, and imagination, rather than a monetary investment.
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	Instructions:  Please review this list and put a check mark in front of any strategies that you currently use or have used in the past.


___   1.  Give a talk to professional organizations, schools, businesses

___   2.  Provide free samples

___   3.  Word of mouth by family, friends and satisfied customers 
___   4.  Give a discount on the next visit if a patient refers a new patient

___   5.  Distribute informational leaflets or business cards
___   6.  Provide health education classes

___   7.  Cross-sell additional products/services to existing customers
___   8.  Set up a stall with an umbrella in the market to provide free consultations
___   9.  Write an article for the newspaper

___ 10.  Talk on the radio

___ 11.  Send out text messages

___ 12. Arrange referrals from other doctors or pharmacies 
___ 13.  Join a networking group or a professional group
___ 14.  Set up a small playroom with someone to watch the children when 

women come in to the practice (This would be a unique feature and a  competitive advantage to attract customers)

___ 15.  Write a weekly educational column

___ 16.  Social networking: blog, Facebook, Twitter, Linked In, etc.

___ 17.  Display a poster about your services in a neighborhood store
___ 18.  Send a monthly email newsletter to patients

___ 19.  Set up a website that communicates information about your practice, 

               what you have to offer and how you can help prospective patients, with    

               frequently asked questions about illnesses or medications
___ 20.  Host an event, such as a luncheon or an after-hours meeting

___ 21.  Plan a public event or open house at your practice with a specific target 

               market in mind, so they can meet with you and your staff, see your office 

               and ask questions

___ 22.  Be available to media as an expert to comment on health stories

If you are able to advertise, these classic approaches require a monetary investment and are less personal:

___ 23.  Business brochure

___ 24.  Advertisements and commercials

___ 25.  Billboards

When Marketing Strategies Can Be Useful
	[image: image6.wmf]
	Instructions:  Working with your table group, please review the three cases below and answer the questions that follow them:


Case A:  Competition

You work in a small town. For the past twenty years, your practice has been the major provider of health services. Recently, a young clinician from the capital city opened a practice. He will be providing consultations twice a week for local patients, as well as a specialized service in the capital city.

1.
Would marketing be useful?

2.
If so, what marketing strategies would be most effective- and why?

Case B:  Reputation

A patient at the Gloria Maternity Home recently died after giving birth. When she came to the facility, she was already a challenging case because she had not received appropriate prenatal health care. Although the staff did everything they could to save the mother, they were unsuccessful. Happily, however, they were able to save the baby. Unfortunately, there is a rumor going around that the woman died because Gloria Maternity Home was not hygienic and she got infected. 

1.
Would marketing be useful?

2.
If so, what marketing strategies would be most effective- and why?

Case C:  New Service

Your practice just purchased new ultrasound equipment and hired a trained nurse to operate it. Previously, you had to send patients to another practice. Now you can offer ultrasound services yourself.
1.
Would marketing be useful?

2.
If so, what marketing strategies would be most effective- and why?

Which Marketing Strategies Will Work Best for Your Practice?
	[image: image7.wmf]
	Instructions: Working independently, select four strategies that are most applicable to you from the lists on pages 8-9. Then work through the questions in the same manner as the example below.


	A. Strategy
	B. Would it reach my target market?
	C. How many new customers or cross-selling opportunities can I expect?
	D. How easy is it for me to do?
	E. What resources are needed?
	F. Will it be cost-effective?

	
	
	
	
	Time
	Money
	

	Give a talk
	Yes, if I choose the right group.
	50 people will attend the talk.
	I love speaking in front of groups
	2 hours, including preparation
	2.00 for transport
	Yes; the potential results will be increased sales for very little investment

	
	
	
	
	
	
	


Marketing Strategies That Will Work Best for My Practice
	A. Strategy
	B. Would it reach my target market?
	C. How many new customers or cross-selling opportunities can I expect?
	D. How easy is it for me to do?
	E. What resources are needed?
	F. Will it be cost-effective?

	
	
	
	
	Time
	Money
	

	1.

	
	
	
	
	
	

	2.
	
	
	
	
	
	


Marketing Strategies That Will Work Best for My Practice
	A. Strategy
	B. Would it reach my target market?
	C. How many new customers or cross-selling opportunities can I expect?
	D. How easy is it for me to do?
	E. What resources are needed?
	F. Will it be cost-effective?

	
	
	
	
	Time
	Money
	

	3.


	
	
	
	
	
	

	4.
	
	
	
	
	
	


The Next Step
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	Instructions:   Please create a marketing plan for your practice.


	Strategy for Which Product/Service
	Target Market It Will Attract
	Quantity of New Customers or Cross-selling Opportunities
	Who Is Responsible
	When It Will Be Done
	Necessary Resources

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	


My Key Takeaway
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	Instructions:   Please stand up when you have completed this sentence: 
My key takeaway from this session is:


Evaluation Sheet
	[image: image10.wmf]
	Instructions:  Please answer the questions below as completely and constructively as possible. Thank you! 





Strongly
   Neither
Strongly




  Agree
Agree nor
Disagree

This training:



   Disagree
covered the content as advertised
5        
4        
3         
 2       
1

was logical and effective  
5        
4        
3         
 2       
1

provided information I can apply in my work
5        
4        
3         
 2       
1 included useful handouts for future reference
5        
4        
3         
 2       
1

The facilitator:

was knowledgeable
5        
4        
3         
 2       
1

was effective
5        
4        
3         
 2       
1

stayed on topic and on time
5        
4        
3         
 2       
1

As a result of this workshop, I am better able to:

define the difference between marketing and 

advertising;
5        
4        
3         
 2       
1
explain different marketing strategies;
5        
4        
3         
 2       
1
evaluate when to use marketing strategies;  
5        
4        
3         
 2       
1

assess which marketing strategies would be most

effective for my health practice and my customers.
5        
4        
3         
 2       
1


Excellent
Average

Poor
Overall, I would rate this training:
5        
4        
3         
 2       
1

I would recommend this training to a colleague:
___
Yes          ___  No

Personal Significance of Workshop:

Of the ideas or techniques covered, I think that these will be of most use to me:


Recommendations for Improving the Training:

Additional Comments:

DISCLAIMER

The author’s views expressed in this publication do not necessarily reflect the views of the United States Agency for International Development or the United States government.

Advertise





Give a Talk





Marketing 
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