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Health Care Analysis
	The healthcare marketplace has seen both increased rivalry and advanced technology complicate the industry. Currently, most healthcare providers must find ways to stand out from their rivals and update clients about how they can offer them the best patient know-how. Through advances ranging genetic testing to social media advisement, patients have more alternatives than ever before. Health care organizations must develop a marketing strategy that incorporates the "4 P's (Price, Placement, Product and Promotion). This discussion will focus on the health care marketing for Mayo Clinic health care organization. The paper will incorporate the four P’s utilized by Mayo Clinic Organization towards its marketing success. The 4P’s of marketing is a model for improving the mechanisms of an organization’s ‘marketing mix’ in the form of how the organization takes its new product or service to the marketplace (Khan, 2014). Therefore, the marketing strategy for Mayo Clinic is the one that helps it stand out from its rivals as far as offering best patient experience is concerned. 
Importance of 4 P’s to Mayo Clinic Success
	The best way that one can understand the 4Ps is through the questions that those interested must ask to define their marketing mix. In general term, "Marketing mix" is used to refer to the diverse kinds of choices that an organization has to make in the entire course of getting a product or service to market. It is one of the best-recognized ways of describing the marketing mix. Based on the case of Mayo Clinic, let us see how the 4 P’s help the organization in realizing its success. 
a) Price
Currently, in the United States, the cost of health care is ever rising, and the price is among the uppermost concerns for potential patients, particularly those without the inclusive health insurance coverage (Khan, 2014). Mayo Clinic, for instance, is much aware of any chances where they can offer the best care at the lowest price possible, and they usually work on it on a daily basis. Mayo Clinic in many occasions has been offering simple tests, such as blood pressure checks, eye checkup tests, and cholesterol tests, at absolutely reduced prices or no cost entirely. This offer by the Mayo Clinic is usually carried on by the organization in a bid raise patient awareness of their services.
b) Placement
[bookmark: _GoBack]Mayo Clinic has heard to incur some good amount of cost to ensure that essential services such as healthcare machinery and special service rooms are made available to the patients regardless of their cost so as to be effective. Health care organizations that do well in the United States takes placement into consideration because if for instance, the amenities are simply made available in places or for the duration of periods where the patients cannot access them. Then for sure, these patients will be at risk, and the providers will also miss out on the chance to treat them (Khan, 2014). Health care providers should search for new sites, offer walk-in or same-day engagements, spread out into local societies, and increase operating hours, to bid more right to use to healthcare amenities and stand out from their rival’s competition.
c) Product
The question that one usually asks when it comes to “product” in health care marketing is “what does the client (patient) want from the product? And what needs does it gratify? The patient's place of work call is a small constituent of the health care services that health care providers offer. Mayo Clinic on its side delivers products to their patients that can advance their quality of life. Mayo’s products that improve the quality of life of patients include medications, on-call "concierge," testing kits and orthopedic supplies among other services. Mayo Clinic usually determines the kind of products and services that are appropriate to meeting the requirements of each of their patient. Mayo Clinic does not only find out if the patient needs the product (medicine) for pain controlling, but also the other products can help that particular patient to deal with his or her pain.
d) Promotion
The promotion of the services/products of a healthcare organization is the most significant and often overlooked characteristic of the marketing mix. In the United States, leading health care organizations such as major pharmaceutical manufacturers, have in the recent past and presently using mass media/social media to promote their products and services. For Mayo Clinic, its utilization of the Digital Marketing Strategy has driven the clinic’s engagement. On March 1st the year 2013, Mayo Clinic launched a digital marketing strategy dubbed #StrongArmSelfie whose main aim was to raise awareness to the public for fighting colorectal cancer (Gupta et al.,2013). Mayo has chosen to use social media platforms for its promotional activities so as to target as much audience as possible given the fact that social media advertisement is now the hot deal. 
The Relationship Between Mayo’s Marketing and Its Partnership
Mayo Clinic has partnered with one of the leading newspaper companies to reach its target readers in the form of content marketing. The publishing of informational content is what is referred to as content marketing. Mayo Clinic utilizes this strategy to attract an audience that continues to advance popularity among healthcare marketers. Mayo Clinic, for instance, has been mixing out a high capacity of value content for ages, equally through its networks, such as several blogs and social media platforms, and also over external partnerships. In any case, some health care organizations have no deficiency of in-house professionals to tap into digital content and information in a low-cost way to offer value and boost viewership. An example of Mayo’s effective partnership is its relationship with the Star Tribune which presented an exclusive chance to deal out Mayo Clinic content to more clients with interest in health and science in Minnesota region (Wilson et al., 2014).
Target Market and its for Mayo Clinic Success
When operating any business, it is essential that one knows precisely who their target market is. Some businesses have had new ideas, and start-ups often are unsuccessful not because the business or the idea is mistaken. But it might be because gaining a critical understanding of the actual target market is set a low importance, implying the business or idea is not inclined to the right end user in the correct way from the get-go. Similarly, a lack of understanding around the work of the target market in the purchase course can also increase the problem, causing an irrelevant or a misguided marketing communications that unswervingly miss the mark to hit the spot. Mayo Clinic is located in 3 major locations with its headquarters being Rochester, Minnesota and other locations in Phoenix, Arizona and Jacksonville, Florida. Looking at Rochester, as of 2015, the total population was estimated to be 112,225 which is very effective for Mayo Clinic marketing especially when it comes to activities like community work and awareness (Khan, 2014). 
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