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Beenenne. CoBpeMEHHBIN PBIHOK YAaCTHBIX MEIMLMHCKHUX YCIYT HPUHAUIEKUT UX MOTPEOUTEIIO
(manmeHty), M B BBIMIPBHINIE HAXOAUTCS Ta MEIULMHCKAas OpraHu3alus, B KOTOPYIO OHHU
BO3BpAIalOTCS. Y «IOBTOPHBIX» HNAIUMEHTOB cpenHuil yek Bbime Ha 50%. Kouepcus, npu
MOBTOPHBIX oOOpameHusx, fgocturaer 100% B ToMm ciyyae, ecid Bcid KOMaHJa MEIULUHCKON
OpraHu3alMM CTPEMUTCS K IMPEJOCTABICHUIO CEPBHMCA BBICIIErO YpOBHSA. BHenpeHue HoBanuu
CHUCTEMBI CEpPBHCA MOJKET BBIPAXKATbCS HE CTOJIBKO B JECWCTBUSX, CKOJIBKO B BHM3yalM3aluu
KOHKPETHBIX MPEUMYILECTB IS MOTPeOnTENei MEAUIIMHCKUX YCIIYT.

Henp ucciaenoBanmus. M3yyenue cepsuca A MaLUEHTOB, C MO3ULUHU BIUSHUSA HAa POCT IPOAAXK
MEJIULIMHCKUX YCIIYT.

Matepuaibl U MeTOAbl. B craThe MCIOIB30BaHbl METOJ(bl HAOIIONEHUS, ONUCAHUS, U3MEPEHUs,
cpaBHeHHs. B pa3paboTky BkitoueHbl 10 KpymHEHIIMX YacTHBIX MEIUIIMHCKHX IIEHTPOB TOpoJa
Pa3anu.

PesyabTaTsl u o0cy:kaenue. [IpenMyiecTBo KaueCTBEHHOW MEIUIMHCKOM YCIYyrH, IPUBOSIIEE
YaCTHYI0 MEIUIMHCKYIO OpPraHM3alUI0 K JIMJEPCTBY Ha PBIHKE, HE BCEr/la MMEET BBIPAKEHHYIO
s¢dexTuBHOCTD. [103BOISIET OLIEHUTH TUHAMUKY JIOSJIBHOCTH MOTPEOUTENEH METUIIMHCKON yCIyru
peryssapHoe uzMepenre NPS. YacTHBIM MEIULIIMHCKUM LIEHTPaM 3TO CIEAYET AENaTh [0 OCHOBHBIM
OpraHu3alMsAM-KOHKYPEHTaM, JUIsl IOHUMaHHs CBOMX IO3ULMN. KpylHbIe YacTHBIE MEIUIIMHCKUE
LIEHTPBl YK€ W3BECTHbI IAlIMEHTAM JIOBOJIBHO UIMPOKMM aCCOPTUMEHTOM KadeCTBEHHBIX
MEIULIMHCKUX Yyciyr. ['pamoTHO pa3paboTaHHas W pealn30BaHHAs MporpaMma JOSUIbHOCTH
II03BOJISIET CTUMYJIMPOBATh MAlMEHTOB K IMOBTOPHOMY BHU3HUTY, U IIPOBEICHHUIO JOMOJHUTEIBHOU
JUArHOCTHKH, YTO HE TOJIbKO HPUHOCUT BBITOAY MEIUIMHCKOMY LEHTPY, HO U CHOCOOCTBYET
KOHTPOJIIO 37J0pOBbs MTAlMEHTOB. B MpOABMKEHUHN YACTHBIX MEIUIMHCKAX OpraHU3allii HAa PBIHKE
MEIULMHCKUX YCIIYT CYLIECTBYET MHOKECTBO HIOAHCOB, KOTOPBIE HY’KHO YYUTBIBATH JJIS IIOy4EHUs
MaKCUMaJIbHO 3()(PEKTUBHBIX PE3yNIbTATOB.

3akimroyenune. DopMHpOBaHME CEPBHCHBIX IMPEUMYILIECTB [JOJDKHO BKJIKOYAaTh CIELYIOLINE
KOMIIOHEHTBI: OpPraHU3allMl0 MO3TOBOr0 INTypMa, MOHUTOPHHI NAIWUEHTOB, MOHMTOPUHI
KOHKYPEHTOB.

KiroueBble ci10Ba: KadeCTBEHHBIM CEPBHC, YacTHAs MEIMLMHCKAas OpraHu3alus, pPBIHOK
MEJIUILUHCKUX YCIYT, KOHKYPEHTHOE IPEUMYIIECTBO.
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Introduction. The modern market for private medical services belongs to their consumer (patient),
and the medical organization to which they return is the winner. In «repeat» patients, the average
check is 50% higher. Conversion, with repeated calls, reaches 100% if the entire team of a medical
organization strives to provide the highest level of service. The introduction of service system
innovations can be expressed not so much in actions as in the visualization of specific benefits for
consumers of medical services.

Purpose of the investigation. Investigate the service for patients from the standpoint of influencing
the growth of sales of medical services. We have included in the development 10 largest private
medical centers in the city of Ryazan.

Materials and methods. The article uses methods of observation, description, measurement,
comparison.

Results and discussion. The advantage of high-quality medical services, leading a private medical
organization to leadership in the market, does not always have a pronounced efficiency. It is necessary
to regularly measure the NPS, which makes it possible to assess the dynamics of the loyalty of
consumers of medical services. Private medical centers should do this against the main competing
organizations in order to understand their positions. Large private medical centers are already known
to patients with a fairly wide range of quality medical services. A well-designed and implemented
loyalty program allows you to stimulate patients to return visits, and to conduct additional diagnostics,
which not only benefits the medical center, but also contributes to the control of patients’ health.
There are many nuances in promoting private medical organizations in the medical services market
that must be taken into account in order to obtain the most effective results.

Conclusion. The formation of service benefits should include the following components:
organization of brainstorming, patient monitoring, monitoring of competitors.

Key words: private healthcare organizations, medical service, criteria for the quality of medical care,
standards

Introduction. The recommendations of the World Health Organization, among the main
criteria for the quality of medical care, include, along with the qualifications of a doctor, his
compliance with the technology of diagnosis and treatment, as well as patient satisfaction [4]. Patients
who choose private clinics are guided by the fact that by providing payment for the service, they
expect to receive not only high-quality medical service, but also medical service that meets their
requirements [1, 3, 5]. The service component in commercial medicine is no less important than the
quality of medical care. The question is how to turn the service into a competitive advantage that

significantly affects the reputation of a medical organization [1, 2].
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In a broad sense, the service includes all parameters of a patient's perception of a medical
organization. In a narrow sense, service is understood as a personal contact with a patient in terms of
attributes / criteria / ingredients of the service. Service attributes are highly dependent on the industry
and target audience. It is on the components that are valuable to the patient that service standards
should be built. The contribution of each attribute of the service should be proportional to the impact
on the loyalty of the consumer of the medical service [3, 6].

Purpose of the investigation. Investigate the service for patients from the standpoint of
influencing the growth of sales of medical services.

Materials and methods. To search for opportunities to assess and develop proposals for
improving the service of private medical organizations, the authors' research project is aimed at
studying the service for patients from the standpoint of influencing the growth of sales of medical
services. We have included in the development 10 largest private medical centers in the city of
Ryazan. The study and analysis of regularities, the systematization of the available facts, provided
for the use of methods adequate to the present study: observation (survey), description (fixation of
the information obtained), measurement (comparison of parameters by common features),
comparison (study based on the study of similarities and differences in data, comparative analysis
and comparison of the results obtained).

Results and discussion. The goal of any service management system is a high and stable level
of service. Patients of private clinics are guided by the fact that for the money spent they will receive
not only high-quality medical care, but also medical service of the appropriate level. Quality service
is flawless service activity. If you turn service into a competitive advantage, you will significantly
improve the reputation of your healthcare organization. We will try to understand the nuances of this
issue.

There are many quality medical services in private medical organizations, but what can we
say about the service?

The advantage of high-quality medical services, leading a private medical organization to
leadership in the market, does not always have a pronounced efficiency. Many private healthcare
providers offer similar health care offerings.

Of course, positioning and comparison with competitors are very important, but, in general,
the modern medical organization no longer has significant differences from similar ones, as it was
before. Moreover, the Internet blurs the boundaries, and the availability of a large amount of

information on the medical services offered gives consumers a wide range of choices.
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We evaluated the service for patients, which affects the growth of sales of medical services,
in the 10 largest private medical centers in the city of Ryazan. For this purpose, a survey of 50 doctors,
10 chief doctors and 4 territorial managers of network medical centers was conducted.

What results did we get? Firstly, the level of service in these medical centers is average for
the market: we stated both the absence of disadvantages and the absence of obvious advantages.
Secondly, the employees we interviewed do not know why the medical organization in which they
work is better than their competitors. Moreover, they found it difficult to answer about the advantages
of competing organizations, which prevents an objective analysis of the real market situation. Thirdly,
in 7 out of 10 medical organizations we studied, there is no system for assessing the level of service
in comparison with other private medical centers.

So what should be done? Introduce a system whose purpose is to systematically monitor the
level of service of competing medical organizations. It is necessary to identify the main competitors,
as well as focus on the market organizations in other regions, the level of service of which is subject
to assessment. It makes sense to hold regular executive meetings to discuss service benefits.

Does a private center need a loyalty index for consumers of medical services?

It is necessary to regularly measure the Net Promoter Score (NPS), which makes it possible
to assess the dynamics of the loyalty of consumers of medical services. Private medical centers should
do this against the main competing organizations in order to understand their positions.

NPS should be measured monthly. The level of loyalty of consumers of medical services will
give an understanding of how much patients want to return to this particular medical center, how
much they are ready to recommend it. Moreover, the success of a private medical center largely
depends on how ready this center is to use NPS as one of the key indicators, including for the
motivation of leaders.

If the medical organization does not have a person responsible for the service, then it is worth
officially appointing him, including the definition of standards and maintaining the required level of
service in his area of responsibility. This gives not only the possibility of control itself, but, more
importantly, the possibility of control at the numerical level, and not at the level of sensations.

Employee ideas that require managerial support should not be neglected. In particular, the
idea of personal contact with regular patients, including notifying them through messengers, social
networks, for example, about new medical services. Or the next example: a medical center sends

patients to others, in the absence of the medical service they need. In such cases, it is important to
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focus on making the patient feel that he is expected, and what awaits his particular doctor. And here
operational statistics of such cases can be of great help.

And finally, every large medical center provides an opportunity to register a patient via the
Internet (patient's personal account); in many organizations, tablets are used in the work, but they are
not always used by employees. What idea can arise from a recommendation in the development of a
methodology for launching innovations? Let's just say: when introducing such changes, it is necessary
to pre-test them by the forces of the heads of departments, and only if the test is successful, pass them
down the hierarchy.

Thus, patients can remember a medical organization precisely for the service benefits that will
result from successful management decisions.

How to verify the thesis: a grateful patient is a generous purchaser of medical services?

Large private medical centers are already known to patients with a fairly wide range of quality
medical services. But these medical organizations are remembered by patients and the fact that,
according to a loyalty card, they can, for example, drink tea or coffee for free, leave a child in a
children's room under the supervision of an employee of a medical center. It is especially worth noting
the practice of introducing such a free service as escorting people with disabilities and persons with
disabilities who applied to a medical center. By providing these free services, the medical
organization is building its policy in such a way as to form an additional way of attracting “primary”
patients; to increase the frequency of referral of "repeated™ patients; ensure an increase in the number
of consumed services.

Do you need to implement programs that promote patient loyalty?

The competition between private medical organizations for customer trust and loyalty is
increasing every year. A well-designed and implemented loyalty program allows you to stimulate
patients to return visits, and to conduct additional diagnostics, which not only benefits the medical
center, but also contributes to the control of patients' health. Loyalty programs are used for patients
who have contacted a medical organization at least once, but are not suitable for attracting new
patients. Let's dwell on some of them. For example, it can be a cumulative program based on a system
of discounts, which depends on the total amount of services paid by the patient; The 5th procedure as
a gift is another example of an accumulative loyalty program.

A non-material program, as a loyalty program, may include webinars, face-to-face seminars,
“Health promoting schools”, In which a representative of a medical organization - a specialist doctor

- discusses a topic that is relevant to patients, answers questions, suggests solutions; contests, for
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example, for medical centers providing services in the "pediatrics™ profile, a competition for
drawings, plasticine crafts, etc. (important: there should be no losers, a consolation prize for every
child); festivities organized at city venues; co-branding; service in a medical center allows patients to
receive discounts in other organizations (for example, a commercial kindergarten, fitness, and others).

So, it is advisable to implement loyalty programs, and, regardless of the size and direction of
the medical center's activities, loyalty programs can be evaluated as a tool in the competition and
investment in long-term development.

How to attract a patient to a private medical organization: an offer that cannot be refused?

There are many nuances in promoting private medical organizations in the medical services
market that must be taken into account in order to obtain the most effective results. Let's look at
examples of specific results that became the subject of discussion with our respondents. Among the
areas that need to be worked on in the first place, we want to note the following:

1. Contextual advertising: you need to use all its capabilities to the maximum and promote,
both in Yandex and in Google.

2. SMM: effective promotion in social networks implies their active maintenance, filling with
content and using internal advertising tools, such as targeting.

3. SEO-optimization: search engine promotion of your own site allows you to receive constant
organic traffic by getting into the TOP-10 queries.

4. Online enrollment on the site: According to research, placing an enroliment form on the
site helps medical centers reduce the cost of attracting leads by 3-5% and get 20% more patients. This
is the number of registered applicants who leave applications at night or early in the morning, when
the call center or directly to the clinic cannot be called (according to our data, only 2 out of 10
surveyed private medical organizations provide round-the-clock work of the call center).
Organizations without online appointments are losing patients to more progressive competitors.

5. Friendliness with everyone, even when it is difficult: with patients and their attendants, with
their doctors and nurses, with suppliers, with partners and colleagues.

6. An interview for a television, radio station, newspaper, magazine or medical portal: this can
be presented as a medical consultation on the air or as an expert opinion on a topical topic of the day.

Conclusion. So, in conclusion, let's answer the question: how to create such service benefits?

1. Organization of brainstorming. Employees of a medical organization know what exactly

can be changed for the better. Preliminarily, it is necessary to determine what the patients will really
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like, what will cause the maximum effect, that is, what will make them return to the medical
organization again and again, what they will remember.

2. Patient monitoring. The introduction of such a system into the work of a medical
organization will help determine, first of all, what patients complain about that they are not satisfied
with the work of employees and the organization. Discussion of service shortcomings on a regular
basis contributes to systematic management decisions to improve the image of a medical
organization.

3. Monitoring of competitors. The prerequisites for compliance are consistency and regularity,
with the indispensable fixation of the strengths of the main competitors. This is followed by the
collection of information, its processing, identification of differences, and, as a result, the

development of measures to improve the quality of service and their implementation.
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