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COURSE INTRODUCTION / OVERVIEW:

This comprehensive training course provides an in-depth exploration of the unique challenges and opportunities within
healthcare marketing and strategic brand management. In a sector defined by rapid technological advancement,
regulatory complexity, and evolving patient expectations, a sophisticated marketing approach is no longer optional but
essential for organizational growth and success. This program, offered by BIG BEN Training Center, is meticulously
designed to equip professionals with the strategic frameworks and practical tools needed to build and sustain powerful
healthcare brands. Drawing on foundational principles from acclaimed marketing experts like Philip Kotler, whose work in
"Strategic Marketing for Health Care Organizations" has shaped the industry, this course delves into both traditional and
digital marketing paradigms. Participants will learn to navigate the intricate landscape of patient acquisition,
engagement, and loyalty while adhering to strict ethical and legal standards. The curriculum is structured to move from
core concepts to advanced strategies, ensuring a holistic understanding of how to create compelling brand narratives,
manage reputation, and measure marketing return on investment in a competitive healthcare environment. This course is

the definitive guide for professionals seeking to master the art and science of marketing in the healthcare domain.

TARGET AUDIENCE / THIS TRAINING COURSE IS SUITABLE FOR:

e Healthcare Marketing Managers and Directors.

e Brand and Product Managers in the pharmaceutical or medical device sectors.
e Hospital and Clinic Administrators.

e Public Relations and Corporate Communications Specialists in healthcare.

e Business Development Managers.

e Healthcare Consultants.

o Digital Marketing Specialists focused on the health sector.

o Heads of Patient Experience and Engagement.

e Entrepreneurs in the health-tech industry.
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TARGET SECTORS AND INDUSTRIES:

e Hospitals and Integrated Health Systems.

Private Medical and Dental Clinics.

e Pharmaceutical and Biotechnology Companies.

¢ Medical Device and Equipment Manufacturers.

e Health Insurance Providers.

e Telemedicine and Digital Health Platforms.

e Long-Term Care and Rehabilitation Centers.

e Governmental Health Agencies and Public Health Organizations.

e Medical Research and Laboratory Services.

TARGET ORGANIZATIONS DEPARTMENTS:

e Marketing and Communications Department.

e Public Relations and Media Relations Department.
e Business Development and Strategy Department.
e Patient Services and Experience Department.

e Product and Brand Management Department.

e Digital Strategy and Innovation Department.

e Corporate Affairs Department.

e Sales and Commercial Operations Department.
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COURSE OFFERINGS:

By the end of this course, the participants will have able to:

e Develop a comprehensive and compliant healthcare marketing strategy.

e Conduct thorough market research and competitor analysis specific to the healthcare industry.

e Master patient segmentation, targeting, and positioning techniques.

e Create and manage a strong, trusted healthcare brand identity.

e Implement effective digital marketing campaigns, including content, social media, and search strategies.
e Navigate the ethical and regulatory constraints of healthcare advertising.

e Design patient engagement and loyalty programs.

e Manage public relations and handle crisis communications effectively.

e Measure and analyze the return on investment (ROI) of marketing initiatives.

e Forecast and adapt to emerging trends in healthcare marketing and technology.

COURSE METHODOLOGY:

The training methodology at BIG BEN Training Center is designed to be immersive, interactive, and directly applicable to
the professional challenges faced by participants. This course moves beyond traditional lecture-based learning by
employing a blended approach that emphasizes experiential learning and collaborative problem-solving. A cornerstone of
the program is the extensive use of real-world case studies from leading global healthcare organizations, allowing
participants to analyze successful strategies and dissect complex marketing failures in a controlled environment.
Interactive sessions, group discussions, and team-based workshops encourage the exchange of diverse perspectives and
foster a dynamic learning atmosphere. Participants will engage in practical exercises such as developing a brand
positioning statement, outlining a digital marketing campaign, and simulating a crisis communication response. Expert
facilitators guide each session, providing personalized feedback and ensuring that theoretical concepts are consistently
linked to practical, actionable insights. This hands-on, engaging methodology ensures that participants leave not just with
knowledge, but with the confidence and skills to implement transformative marketing strategies within their own

organizations.
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COURSE AGENDA (COURSE UNITS):

UNIT ONE: FOUNDATIONS OF MODERN HEALTHCARE MARKETING

The unique landscape of the healthcare market.

Understanding the modern patient journey and consumer behavior.

Ethical considerations and regulatory frameworks in healthcare promotion.

Core principles of strategic marketing applied to healthcare.

The role of branding in building patient trust and loyalty.

Analysis of key differences between B2B and B2C healthcare marketing.

Introduction to integrated marketing communications (IMC) in a health context.

UNIT TWO: STRATEGIC PLANNING AND MARKET INTELLIGENCE

e Conducting a comprehensive marketing audit and SWOT analysis.

e Techniques for effective healthcare market research and data collection.

e Patient segmentation, targeting, and persona development.

e Competitive intelligence and positioning strategy.

e Setting measurable marketing objectives and key performance indicators (KPIs).
e Developing a strategic marketing plan and budget.

e Mapping the patient experience across all touchpoints.

UNIT THREE: DIGITAL MARKETING AND PATIENT ENGAGEMENT STRATEGIES

e Crafting a compelling healthcare content marketing strategy.

e Leveraging social media for community building and patient education.
e Email marketing and automation for patient relationship management.
e Optimizing the hospital or clinic website for patient acquisition.

o Strategies for marketing telehealth and virtual care services.

e Managing online reputation and patient reviews.

e Introduction to healthcare analytics for tracking digital performance.
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UNIT FOUR: BUILDING AND MANAGING A POWERFUL HEALTHCARE BRAND

e The components of a strong healthcare brand identity.

e Developing a unique value proposition and brand messaging.

e Brand architecture for health systems and multi-location clinics.

e Internal branding and the role of employees as brand ambassadors.
e Public relations strategies and media outreach in healthcare.

o Effective crisis communication and reputation management.

e Measuring brand equity and brand perception over time.

UNIT FIVE: ADVANCED MARKETING, ANALYTICS, AND FUTURE TRENDS

e Calculating and demonstrating marketing return on investment (ROI).

Advanced patient data analytics for marketing insights.

The impact of artificial intelligence and machine learning on healthcare marketing.

Strategies for marketing new medical technologies and pharmaceuticals.

Global healthcare marketing and cross-cultural considerations.

The future of personalized medicine and its marketing implications.

Developing a forward-looking, agile marketing culture.

FAQ:

QUALIFICATIONS REQUIRED FOR REGISTERING TO THIS COURSE?

There are no requirements.

HoOW LONG IS EACH DAILY SESSION, AND WHAT IS THE TOTAL NUMBER OF TRAINING
HOURS FOR THE COURSE?

This training course spans five days, with daily sessions ranging between 4 to 5 hours, including breaks and interactive

activities, bringing the total duration to 20 - 25 training hours.

SOMETHING TO THINK ABOUT:

In an era of increasing patient empowerment and digital health, how can healthcare organizations ethically balance

personalized marketing with patient privacy concerns?
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WHAT UNIQUE QUALITIES DOES THIS COURSE OFFER COMPARED TO
OTHER COURSES?

This training course distinguishes itself by moving beyond generic marketing principles to offer a deeply specialized and
strategic immersion into the healthcare ecosystem. Unlike programs that focus solely on digital tools or broad branding
concepts, this course integrates the critical dimensions of regulatory compliance, patient ethics, and clinical realities into
every module. The curriculum is built on a foundation of strategic thinking, teaching participants not just what to do, but
why to do it, enabling them to build sustainable and adaptable marketing frameworks. We emphasize the science of
patient behavior and trust-building, which is paramount in healthcare. The course content is enriched with contemporary
case studies that reflect the current challenges of the industry, from marketing telehealth services to managing brand
reputation during a public health crisis. Furthermore, the interactive methodology ensures that learning is not passive.
Participants actively engage in solving complex, real-world problems, ensuring they leave with a practical skill set and a
strategic mindset that can be immediately applied to drive meaningful results and build enduring brand value in a highly

competitive and sensitive market.
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