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ObLwmnin TpeHa

m COnuxxeHne noaxonoB K NPoABUXEHUIO —
MCNONb30BaHUA MHCTPYMEHTapus Apyrnx pbiIHKOB
AN NPpoABMXEHUSI CBOEro NpoaykTa 3T0 OAWUH U3
TPEeHO0B Pa3BUTUS COBPEMEHHOIO MapKeTUHra



TpeHO MapKeTUHrOBOU YHUUKaL MK
DbIHKOB

m MapKeTnHroBbIXx CBOWCTB TOBApOB
m [loTpebutens

m Mopgenu notpedbuTtenbckoro Belbopa



TpeHO yHUpmKauum

m Kak 970 He CTpaHHO 3BYy4M T B BEK r11006aribHOW CermeHTaunm —
YHU(pUKaunss obopoTHast CTOPOHA AENCTBUN MapKETUHra

m OpueHTaumst Ha Mmacc MapKeT
= EanHble npuHumnel co3ganma Tl



+
OcobeHHOCTU MEeANLMHCKOro pbiHKAa

m [Ipamoe npoaBukeHne
m Jlngepbl MHEHNU — KaK OOKYC NPOaBUMXEHUSA
m CoBMelleHne NpoaBMXEHUS C npogaxXamm

m CTpaxoBas meanuuHa



+
OcobeHHOCTMN hopMMpPOBaAHNA Ha
YKpaunHe

m MeouumHCKUM pbIHOK 4OSITO OCTaBasiCd B CTOPOHe npoLecca
YHUpMKaLmn

= «Huwmn» pbIHOK — Bpadn 3apabaTtbiBany Ha YeM YrogHO TOJSIbKO He
Ha NpogpeccuoHanbHbIX ycnyrax

= Heperynupyemblin pbIHOK — Bpad HE HEC OTBETCBEHHOCTU 3a CBOU
NencTBus

= [loBepue notpedbuTenen K Bpady 1 Bepa B «4yJo» fekapcTBa



+
Pe3ynsraThl

m KOMUCCMOHHbIE npoaaxu

m KOHTpOsb 3a NCTOYHUKOM cObiTa co CTOPOHbLI MIT
m [loporov KOHTaKT

m CHmxawwasaca oTHocutenbHaa adpPeKTUBHOCTb

m Hnskas abcontoTHas apdHEeKTUBHOCTb



N3ameHeHunsa cpeabl

m Bpauu — pocTt 0oxonoB OCHOBHbIE O0X04bl OT
npodeccruoHanbHOM OeaATernlbHOCTH

m [launeHTbl - HMXKe YpoBeHb A0OBEPUS Bhille YPOBEHb
NHPOPMUNPOBAHHOCTN CaMoriedeHne

m OOLWECTBO — POCT KOHTPOIS

| I'Ipo,u,B|/|>KeH|/|e — POCT PEKITaMHOI0 WwyMa



MoxeT ObITb HacTano Bpems

m MeanumHcknn npeactaBuTeNb U MEAULIMHCKOE NMpoaBMkeHne —
pa3Hble BELLUY — a caMO MeaULIMHCKOE NPOABMKEHNE TONbKO
OOMH N3 UHCTPYMEHTOB MPOABMKEHNA MEANKAMEHTOB
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+ 7
MapKeTUHroBbI NoaxoAa

m He HaBAasbiBaThb a ybexaaTb

m OnuncaHne npoaykTta rno MapkeTUHroBon cxeme — yrnop Ha YTT1
n RTB

m YnpaBneHue LMKaMm XXn3Hn NpoayKTa

m YnpasreHne KaTeropnen



Po3Hunua

m PopmMmpoBaHMe COBPEMEHHOW PO3HULILI
m BTJ1 — BbIxO4 HA UMBUNN30BAHHbLIN YPOBEHb

m Koonepauusa c cetamm antek anga obLieHna ¢ notpedutenem n
obecneyvyeHunst npsimon paboTbl C BpavyamMmu



PasgeneHne pyHKUN

m Peknama
m [Ipogaxu

m PR



+
TpaanuymnoHHoe npoaBuXeHune

m He nveet 3Ha4YnMbIX MapPKETUHIOBbLIX OTNINYUN OT
npoaBnXeHnAa He MeanUunNHCKUX NpoayKToB



+ A
OnTnMmnsaumus PEKITaMHbIX YCUTTUA

m OCHOBHOWN MHCTPYMEHT cenvac — Yactota UMMyrNbCHOCTb U 3HAHKE
m CTpemreHue K Bbixogy Ha TB

m bonblle BHUMaAHMA MNoKasaTernto «goBepue
m TapreTnpoBaHue ayautopum 1 KaHasnos
m CTpatermyeckoe npoaBmxeHmne



Men npoaBmxeHue

m oKyc Ha oOy4eHmne n BocnuTtaHne MeguLHCKON
OOLEeCTBEHHOCTM

m KoHTponb aoctyna notpeburtens Kk nHopmaumm



+
KomaHAbl npoaax

m [logbop — a Hy>XHbI N Bpayn?
m MoTtmnBauus
m OOy4yeHune

m KOHTpOsib
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