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Professional Certificate in Healthcare Marketing

Strategic Marketing Planning

Strategic Marketing Planning in Healthcare:

Key Terms and Vocabulary

In the world of healthcare marketing, strategic planning is essential to drive success. Let's delve into some
key terms and concepts that are crucial for professionals pursuing a Professional Certificate in Healthcare
Marketing.

1. Strategic Marketing:

Strategic marketing involves the process of setting goals and objectives for an organization and devising
plans to achieve them effectively. It requires a deep understanding of the market, competition, and target
audience to create a competitive advantage.

Example: A hospital launching a new cancer treatment center may use strategic marketing to identify the
best ways to reach and educate potential patients about their services.

2. Planning:

Planning is the process of setting goals, defining strategies, and outlining tasks to achieve those goals. It
involves analyzing the current situation, identifying opportunities and threats, and developing action plans
to capitalize on strengths and mitigate weaknesses.

Example: A healthcare organization creating a marketing plan for a new health screening service would
need to outline the steps required to launch the service successfully, including promotional activities, target
audience identification, and budget allocation.

3. SWOT Analysis:

SWOT analysis is a strategic planning tool that helps organizations identify their Strengths, Weaknesses,
Opportunities, and Threats. By assessing these factors, organizations can develop strategies that leverage
their strengths, address weaknesses, capitalize on opportunities, and mitigate threats.

Example: A healthcare facility conducting a SWOT analysis may discover that its strength lies in its highly
skilled medical staff, while its weakness is outdated technology. It may identify an opportunity in the
growing elderly population and a threat in increasing competition from other healthcare providers.

Read online: https://shortcourses.lsibonline.com/guides/3642847/
strategic-marketing-planning

London School of International Business · 24 Jun 2026



G U I D E

4. Market Segmentation:

Market segmentation involves dividing a larger market into smaller segments based on shared
characteristics such as demographics, behaviors, or needs. This allows organizations to tailor their marketing
efforts to specific groups of consumers, increasing the effectiveness of their campaigns.

Example: A pharmaceutical company may segment its market for a new medication based on age groups,
targeting different messaging and channels to reach young adults, middle-aged individuals, and seniors.

5. Target Audience:

The target audience refers to the specific group of individuals or organizations that a marketing campaign
aims to reach and influence. Understanding the characteristics, preferences, and needs of the target
audience is crucial for creating relevant and engaging marketing messages.

Example: A healthcare provider targeting pregnant women as its primary audience for maternity services
may tailor its marketing materials to address the unique concerns and interests of expectant mothers.

6. Value Proposition:

A value proposition is a statement that communicates the unique benefits and value that a product or
service offers to customers. It differentiates a brand from its competitors and helps customers understand
why they should choose a particular product or service.

Example: A healthcare organization's value proposition for its telemedicine services may emphasize
convenience, accessibility, and quality care delivered remotely, highlighting the benefits of avoiding travel
and long wait times.

7. Competitive Analysis:

Competitive analysis involves evaluating the strengths and weaknesses of competitors in the market to
identify opportunities and threats. Understanding competitors' strategies, offerings, and market positioning
helps organizations develop strategies to differentiate themselves and gain a competitive edge.

Example: A healthcare facility conducting a competitive analysis may compare the services, pricing, and
customer satisfaction levels of other hospitals in the area to identify areas for improvement and
differentiation.

8. Marketing Mix:

The marketing mix consists of the four Ps: Product, Price, Place, and Promotion. These elements work
together to create a comprehensive marketing strategy that addresses product development, pricing
strategy, distribution channels, and promotional activities.
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Example: A healthcare organization developing a marketing mix for a new wellness program may consider
the features of the program (Product), pricing options for different packages (Price), locations where the
program will be offered (Place), and promotional tactics to raise awareness (Promotion).

9. Branding:

Branding is the process of creating a distinct and memorable identity for a product, service, or organization.
A strong brand helps build trust, loyalty, and recognition among customers, differentiating the brand from
competitors and influencing purchasing decisions.

Example: A healthcare provider may build its brand by consistently delivering high-quality care, fostering
patient relationships, and communicating its values and mission through branding elements such as logos,
slogans, and messaging.

10. Digital Marketing:

Digital marketing encompasses the use of online channels and platforms to promote products and services,
engage with customers, and drive conversions. It includes tactics such as social media marketing, search
engine optimization (SEO), content marketing, email marketing, and online advertising.

Example: A healthcare organization may use digital marketing to reach a wider audience by running
targeted social media ads promoting its specialty services or sharing informative blog posts to educate
patients on health topics.

These key terms and concepts are fundamental to understanding and implementing effective strategic
marketing planning in the healthcare industry. By mastering these concepts, professionals can develop
comprehensive marketing strategies that drive growth, engage customers, and achieve organizational
objectives.
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