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Annexure-E 

Reporting Format 

(Weekly) 

 

Name of the Organisation: Trizone Healthcare Consultants 

Area/ Department/ Project of Summer Internship Program: Marketing department 

Name of the Student: Sharma Sourabh Sunderlal 

Roll no: 0571    Stream: Pharmaceutical Management 

Week no: 1    From: 6/5/2024 to 11/5/2024 
  

Activity Done  

 

 

Day 1: Briefing and Introduction of company by Akhil sir.  

Day 2: Branding Session by Niraj sir.  

Day 3: Client Project Allotment.  

Day 4: Project Discussion and Planning with senior 

consultants. 

Identified research areas: company website, social media, 

digital audit, competitor analysis.  

Day 5: Conducted research: analyzed client's online presence 

and competitors. 

Examined data from previous year for insights.  

Day 6: Continued research and analysis.  

Presented initial findings and received feedback. 

Linking theory (Classroom 

learning) with practice at 

your organisation 

 

• Theory of organizational culture applied in briefing 

session. 

• Branding theory discussed, applied in client project 

strategies. 

• Project management theory applied in team formation 

and project allocation. 

• Research methodologies discussed and applied in 

project planning. 

• Data analysis techniques applied in client data 

analysis. 

• Iterative process theory applied in refining research 

methods based on feedback. 

 

 

Gaps identified on the 

working area.  

 

 

 

Gaps identified in the working area include the need for more 

hands-on experience with theoretical concepts, potential 

inefficiencies in translating theoretical branding knowledge 

into actionable strategies, possible gaps in project allocation 

processes, the need for further guidance on research 

methodologies, potential shortcomings in data analysis skills, 

and the importance of implementing more structured 

feedback mechanisms to enhance the iterative process. 
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 Suggestions for 

improvement  

 

 

 

 

As of now, there seems to be no necessity for additional 

enhancements, as we are advancing effectively through a 

balanced integration of learning across various domains. 

 

Plan for the next week 

 

 

The formal presentation involves examining data sourced 

from Excel reports and collected across various social media 

platforms, as well as executing a thorough digital audit. 

 

 

 

 

       
   

Signature of the Student     Signature of Organization Mentor 

 

Approved by the IIHMR University’s Mentor 
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Annexure-E 

Reporting Format 

(Weekly) 

 

Name of the Organisation: Trizone Healthcare Consultants 

Area/ Department/ Project of Summer Internship Program: Marketing Department   

Name of the Student: Sharma Sourabh Sunderlal 

Roll no: 0571    Stream: MBA Pharmaceutical Management  

Week no: 2nd    From……13/5/2024……to…………18/5/2024……… 
  

Activity Done  

 

 

Day1: Our organization mentor was out of station, so I 

prepared my presentation of the last task. 

Day2: Presentation of my first project (Shree Siddhi Vinayak 

Multi speciality Hospital) based on report I was given 

different set of data for trend analysis of the data from last 3 

years.  

Day3: Presentation of my second project (HMS consultants) 

based on report I was given task to present ideas to improve 

engagement with the customers and research about the 

importance of this project. 

Day4: Got a training session on how to effectively use AI for 

analysis of data and to provide information of use.  

Day5: Did trend analysis on my first project (Shree Siddhi 

Vinayak Multi speciality Hospital) about how doctors are 

performing in the hospital and which department is 

generating highest revenue which is generating lowest 

revenue. And did keyword analysis for the HMS consultant 

website.  

Day6: Discussed about how to collect data and how to make 

digital audit. Prepared a Digital audit for Shree Siddhi 

Vinayak Multi speciality Hospital. 

 

Linking theory (Classroom 

learning) with practice at 

your organisation 

 

As studied in the theory about how to interpret data and 

analyse it. In theory we have learned about trend analysis. 

Which helped us in analysing the data.  

Gaps identified on the 

working area.  

 

 

 

The gap identified was different methods of analysing 

keywords for the website and how to identify the correct 

keywords and how to use them for the website.  

 Suggestions for 

improvement  

 

As of now there is no suggestions for improvement.  
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Plan for the next week. 

 

 

Whatever was learned this week will use it to develop 

branding strategy.  

 

 

 

 

        

Signature of the Student     Signature of Organization Mentor 

 

Approved by the IIHMR University’s Mentor 
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Annexure-E 

Reporting Format 

(Weekly) 

 

Name of the Organisation: Trizone Healthcare Consultants 

Area/ Department/ Project of Summer Internship Program: Marketing Department   

Name of the Student: Sharma Sourabh Sunderlal 

Roll no: 0571    Stream: MBA Pharmaceutical Management  

Week no:3rd  From……20/5/2024……to……25/5/2024……  
  

Activity Done  

 

 

Day1: We have been given new data to work upon and 

analyse trend firstly by visual analysis and then using the 

formulas charts and tables from excel.  

Day2: Brief about HMS website content development and 

given tools like ubersuggest for the keywords and analysing 

the volume of the keywords.  

Day3: Presentation of homepage of the website and finalysing 

the content for next pages.  

Day4: Did trend analysis on my first project (Shree Siddhi 

Vinayak Multi speciality Hospital) about how doctors are 

performing in the hospital and which department is 

generating highest revenue which is generating lowest 

revenue by visual analysis. And did keyword analysis for the 

HMS consultant website.  

Day:5 Visit to the Headoffice of Trizone Healthcare to finalyse 

the content and to get some new ideas about new tools to 

create website layout/map. 

Day6: There were some issues at the office so we were given 

work from home to complete our task and to present it on 

Monday.  

Linking theory (Classroom 

learning) with practice at 

your organisation 

 

As studied in digital marketing used the techniques of SEO 

(search engine optimization) and used some new tools to 

generate keywords.  

Gaps identified on the 

working area.  

 

 

 

The gap identified was the use of some new tools and some 

new techniques for research and identifing traffic on website 

and to analyse the keyword volume.  

 Suggestions for 

improvement  

 

 

 

As of now there is no suggestions for improvement.  
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Plan for the next week. 

 

 

Whatever trend analysis we did this week will help us in 

making branding strategy for the hospital in upcoming week 

and the content developed for the website will help in 

finalysing the website for HMS consultants.  

 

 

 

       

Signature of the Student     Signature of Organization Mentor 

 

Approved by the IIHMR University’s Mentor 
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Annexure-E 

Reporting Format 

(Weekly) 

 

Name of the Organisation: Trizone Healthcare Consultants 

Area/ Department/ Project of Summer Internship Program: Marketing Department   

Name of the Student: Sharma Sourabh Sunderlal 

Roll no: 0571    Stream: MBA Pharmaceutical Management  

Week no:4th  From……27/5/2024……to……1/6/2024……  
  

Activity Done  

 

 

Day1: There were some communication gaps between the 

online and offline students. We had a meeting with Akhil sir 

where he cleared all the doubts and problems arising between 

the students.  

Day2: Completed the sitemap for HMS Consultants website 

and generated some ideas for the social media and YouTube 

Posting strategy. 

Day3: Completed the report of Shree Siddhivinayak Mult 

speciality Hospital for data analysis and social media 

calendar.  

Day4: Presented our report on Shree Siddhivinayak Mult 

speciality Hospital.  

Day 5: Assigned with new task of making a offline as well as 

online strategy for promotion of the hospitals. In this task we 

are asked to make a calendar for both offline and online 

strategy.  

Day6: Had a meeting with the online team member for HMS 

Consultants about the social media strategy.  

Linking theory (Classroom 

learning) with practice at 

your organisation 

 

Digital marketing, Marketing analytics played a significant 

role in performing the task.  

Gaps identified on the 

working area.  

 

 

 

Gap identified is the lack of Brand awareness, Budgeting.  

 Suggestions for 

improvement  

 

 

 

 

As of now there is no suggestions for improvement.  
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Plan for the next week. 

 

 

Finalize the content for social media and prepare the result of 

survey for HMS Consultants and present social media 

calendar for on Shree Siddhivinayak Mult speciality Hospital. 

 

 

       

Signature of the Student     Signature of Organization Mentor 

 

Approved by the IIHMR University’s Mentor 
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Annexure-E 

Reporting Format 

(Weekly) 

 

Name of the Organisation: Trizone Healthcare Consultants 

Area/ Department/ Project of Summer Internship Program: Marketing Department   

Name of the Student: Sharma Sourabh Sunderlal 

Roll no: 0571    Stream: MBA Pharmaceutical Management  

Week no:5th  From……03/06/2024……to……08/06/2024……  
  

Activity Done  

 

 

Day1: We went to Ahmedabad for a meeting with a new client 

The Skinncura Hospital. 

Day2: We were working on the social media calendar for 

HMS website.  

Day3: We Finalize the social media calendar and For HMS 

and Shree Siddhi Vinayak Mult speciality Hospital.  

Day4: Presentation of Social media calendar for both HMS 

Consultants and Shree Siddhi Vinayak Mult speciality 

Hospital.  

Day5: Got a new client Elegance clinic Surat for strategy of 

YouTube and Instagram posting for Hair transplant therapy.  

Day6: Had a brainstorming session on generating ideas for 

elegance clinic and later in the day made word file for the 

content for HMS Consultants website.  

 

Linking theory (Classroom 

learning) with practice at 

your organisation 

 

Worked on creating the strategies for different platforms to 

reach out to maximum customers.  

Gaps identified on the 

working area.  

 

 

 

The gap identified was the use of different tools and 

techniques in analysing how people are searching for anything 

on any platform and how we can use that data to generate 

content. 

 Suggestions for 

improvement  

 

 

 

 

As of now there is no suggestions for improvement.  

Plan for the next week. 

 

 

Presentation of ideas for Elegance clinic and for creating posts 

according to the calendar that we made for HMS Consultants.  
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Signature of the Student     Signature of Organization Mentor

  

 

Approved by the IIHMR University’s Mentor 
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Annexure-E 

Reporting Format 

(Weekly) 

 

Name of the Organisation: Trizone Healthcare Consultants 

Area/ Department/ Project of Summer Internship Program: Marketing Department   

Name of the Student: Sharma Sourabh Sunderlal 

Roll no: 0571    Stream: MBA Pharmaceutical Management  

Week no:6th  From……10/06/2024……to……15/06/2024……  
  

Activity Done  

 

 

Day1: Started the week with HMS website content 

development using ChatGPT. We learned about how to write 

prompt in ChatGPT and how to give command to it. 

Day2: The content development for HMS website continued 

and later had a meeting with team Helix who are developing 

the website. 

Day3: Continued with the research for Elegance clinic Surat 

and created a social media strategy for Elegance clinic. 

Day4: Presentation of the social media strategy for Elegance 

clinic. Learned about focusing on the pain points while 

creating a social media strategy. 

Day5: Got the exercise of creating the blogs for HMS website 

using ChatGPT and created post for HMS Instagram page.   

Day6: Our industry Mentor Akhil sir was out of town for 

work. So we continued with creating blogs.  

 

Linking theory (Classroom 

learning) with practice at 

your organisation 

 

Worked on creating the strategies for different platforms and 

learned prompt writing for ChatGPT.  

Gaps identified on the 

working area.  

 

 

 

Learned a lot about Machine learning and prompt writing.  

 Suggestions for 

improvement  

 

 

 

 

As of now there is no suggestions for improvement.  

Plan for the next week. 

 

 

Completion of website content. 

Take brief from team Helix.  

And continuing with the social media strategy.  
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Signature of the Student     Signature of Organization Mentor 

 

Approved by the IIHMR University’s Mentor 
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Annexure-E 

Reporting Format 

(Weekly) 

 

Name of the Organisation: Trizone Healthcare Consultants 

Area/ Department/ Project of Summer Internship Program: Marketing Department   

Name of the Student: Sharma Sourabh Sunderlal 

Roll no: 0571    Stream: MBA Pharmaceutical Management  

Week no:7th  From……17/06/2024……to……22/06/2024……  
  

Activity Done  

 

 

Day1: Started the week with developing the content for blogs 

for HMS website. We shared the topics of blog among the 

offline and the online interns and worked on it.  

Day2: Had a meeting with Akhil sir where we discussed about 

this week’s task. Got the work to create a google form for 

Men’s Health clinic by Dr. Ashutosh shah. The purpose of 

creating this form was to check if people are feeling shy while 

talking about their problems and how could they be made 

aware about elegance clinic.  

Day3: Created content for social media for HMS Consultants. 

Later, that day we had a meeting with the HCG Hospital’s 

Bangalore team where we discussed about the new rule for 

healthcare marketing in which the companies posting any 

advertisement must submit a self-declaration form before 

posting the advertisement.  

Day4: Had a meeting with Team, Helix for updates on HMS 

website. Had few suggestions on the website layout. Later, 

continued with the blogs. And completed the social media 

content strategy for Elegance clinic on Hair transplant with 

the changes in it.    

Day5: Developed social media content for HMS Instagram 

and LinkedIn. And later, developed the Privacy Policy and 

content for about us page (Values, Ethics, Vision, Mission).  

Day6: Created Content for LinkedIn Post for HMS and 

Learned about Seach Engine Optimization.   

Linking theory (Classroom 

learning) with practice at 

your organisation 

 

Worked on content development for HMS Consultant using 

ChatGPT. Learned some new tools for keyword research and 

learned how to make any content SEO friendly.   

Gaps identified on the 

working area.  

 

 

 

Learned a lot about prompt writing in ChatGPT to create 

content and learned Search Engine Optimization.  
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 Suggestions for 

improvement  

 

 

 

 

As of now there is no suggestions for improvement.  

Plan for the next week. 

 

 

Continue with Search Engine Optimization techniques. 

Presentation of Hair Transplant strategy for Elegance Clinics.  

Updates on HMS website.  

       

Signature of the Student     Signature of Organization Mentor 

 

Approved by the IIHMR University’s Mentor 
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Annexure-E 

Reporting Format 

(Weekly) 

 

Name of the Organisation: Trizone Healthcare Consultants 

Area/ Department/ Project of Summer Internship Program: Marketing Department   

Name of the Student: Sharma Sourabh Sunderlal 

Roll no: 0571    Stream: MBA Pharmaceutical Management  

Week no:8th  From……24/06/2024……to……29/06/2024……  
  

Activity Done  

 

 

Day1: Started week with finalizing Hair transplant content 

for Elegance clinic. This content includes pain points of hair 

transplant like does hair fall starts again after one year of 

surgery. 

Day2: Completed the blogs content and made privacy policy 

for HMS website.  

Day3: Send content to Team Helix and had a meeting about 

the changes on the website.  

Day4: Continued with my SEO course where I have learned 

about ON page, OFF page SEO.  

Day5: Had a meeting with Team Helix where I reviewed the 

changes on the website like changing a few designs, changing 

some pictures, making the website SEO friendly so that users 

can crawl to the website, and it ranks on google.  

Day6: On final day I continued with SEO course where I 

learned about SEO audit, content Marketing and learned a 

few new tools for analysis for websites.  

Linking theory (Classroom 

learning) with practice at 

your organisation 

 

Worked on content development for HMS Consultant using 

ChatGPT. Learned some new tools for Search Engine 

Optimization and learned about ON Page and OFF page 

SEO.  

Gaps identified on the 

working area.  

 

 

 

Learned some new tools for Search Engine Optimization. 

 Suggestions for 

improvement  

 

 

 

 

As of now there is no suggestions for improvement.  

Plan for the next week. 

 

End of our 8 weeks of internship period.  
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Signature of the Student     Signature of Organization Mentor 

 

Approved by the IIHMR University’s Mentor 
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About the Organisation  

Trizone Healthcare Consultants, founded in Vadodara, Gujarat, has quickly 

emerged as a leading agency in healthcare marketing and branding. Their goal 

is to transform healthcare marketing through innovative, ethical, and effective 

solutions. Trizone's mission is to enable healthcare providers to achieve 

sustainable growth and build strong, trustworthy brands. Their vision is to be 

the preferred consulting partner for healthcare organizations across India, 

recognized for their dedication to excellence and a customer-centric approach. 
 
Trizone offers a comprehensive range of services tailored specifically to the 

healthcare industry, including strategy consulting, marketing, branding, 

advertising, and digital services. They help clients create robust marketing 

strategies, develop distinctive brand identities, and execute comprehensive 

advertising campaigns. Their digital services include website development, 

SEO, and social media marketing, ensuring clients have a strong online 

presence. Additionally, they offer content creation services to support various 

marketing initiatives. 
 
Trizone Healthcare Consultants boasts an impressive portfolio of successful 

clients, including renowned hospitals, clinics, and healthcare providers such as 

Shree Siddhi Vinayak Multi Speciality Hospital, HMS Consultant, and 

Elegance Clinic. They have enhanced these clients' brand images, increased 

patient engagement, and achieved significant market growth. Trizone's work 

features impactful marketing campaigns, brand revamps, and the development 

of user-friendly websites that boost patient interaction and satisfaction. 
 
Trizone follows a structured, client-centric approach to healthcare consulting. 

They start by understanding each client's unique needs, followed by conducting 

thorough research and designing tailored strategies. During the execution phase, 

they implement campaigns across various platforms, monitor results, and make 

necessary adjustments. Trizone emphasizes continuous innovation and staying 

current with the latest trends in healthcare marketing to ensure the best 

outcomes for their clients. This approach guarantees that each project aligns 

with the client's goals and delivers measurable success. 
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Activities Done 

• Competitor Research: Conducted thorough analysis for Shree Siddhi 

Vinayak Mult speciality Hospital to identify challenges and areas for 

improvement and for Elegance Clinic to identify the types of posting 

done one different social Media platform by competitors. 

 

• Data Analysis: Carried out visual and trend analyses on doctors' 

performance, revenue, and key trends to guide strategic decisions for 

Shree Siddhivinayak Multi Speciality Hospital. 

 

• AI and SEO Training: Improved my analytical skills and brand 

awareness strategies through AI and SEO training under. 

 

• Social media Calendar: Developed an extensive social media 

calendar for consistent and strategic content posting for Shree 

Siddhivinayak Multi Speciality Hospital, Elegance Clinic and HMS 

Consultants. 

 

• Website Content Creation: Created informative content for the HMS 

website to effectively convey services and values. 

 

• Client Engagement: Generated new business opportunities by 

engaging with Dr. Jikisha Jain of Skinncura Clinic in Ahmedabad fir 

Trizone Healthcare Consultants. 

 

• Website Development: Assisted in developing the HMS Consultants 

website, ensuring it provides a user-friendly experience. 

 

• Content Creation: Produced engaging content for HMS and AHMP's 

social media platforms to enhance visibility and audience engagement. 
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Matrix: Assignment done under Trizone Healthcare Consultants during 

Internship 2024-25 

Components 

addressed in 

Internship 

Trizone Healthcare Consultants 

Trizone 

Healthcare 

consultant 

Vadodara 

Shree 

Siddhivinayak 

Multi 

Speciality 

Hospital 

Mandsaur 

Elegance 

Clinic 

Surat  

HMS 

Consultants 

AHMP 

India 

Research & 

Analysis  

 ✓ ✓ ✓  

Data 

Analysis 

 ✓    

AI & SEO 

Training  

✓   ✓  

Social media 

Calendar 

 ✓ ✓ ✓  

Website 

Content 

Creation  

   ✓  

Client 

Engagement  

✓     

Website 

Development 

   ✓  

Content 

Creation 

   ✓ ✓ 
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Objectives & Methods 

1. Objective: Conduct Competitor Research for Shree Siddhi Vinayak 

Multi Speciality Hospital 

Methods: 

• Conducted comprehensive competitor analysis by examining 

the hospital's online presence across multiple platforms. 

• Performed qualitative and quantitative analysis to identify 

challenges and opportunities. 

• Tools Used: Online reviews, competitor websites, social 

media analysis, and Advance Excel for analysing data from 

different years. 

2. Objective: Analyse Data on Doctor’s Performance and Revenue 

Trends for Shree Siddhi Vinayak Multi Speciality Hospital 

Methods: 

• Utilized Advance Excel for visual and trend analysis of 

doctor’s performance, total revenue generated by the 

doctors, and key trends. 

• Created charts and tables and applied statistical formulas to 

derive meaningful insights. 

• Tools Used: Microsoft Excel. 

3. Objective: Enhance Analytical Skills and Improve Brand Awareness 

through AI and SEO Training  

Methods: 

• Engaged in AI and SEO training sessions to learn advanced 

analytical techniques for website optimization. 

• Used tools like Uber suggest, Answer the Public, and 

Google Trends for keyword analysis and volume estimation. 

• Applied SEO best practices to improve online visibility. 

• Tools Used: AI models (e.g., ChatGPT), Uber suggest, 

Answer the Public, Google Trends, and SEO tools (e.g., 

Google Tag Manager, Google Analytics). 
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4. Objective: Develop Content for HMS Website 

Methods: 

• I created website content using ChatGPT, focusing on 

prompt writing and command execution. 

• Coordinated with Team Helix to implement website 

development. 

• Tools Used: ChatGPT, SEO Tools. 

5. Objective: Create a Social Media Strategy and Calendar 

Methods: 

• Developed a detailed social media calendar for strategic 

content posting across various platforms. 

• Strategized content strategy for YouTube and Instagram to 

enhance engagement for clients like HMS Consultants, 

Shree Siddhi Vinayak Mult speciality Hospital, and 

Elegance Clinic. 

6. Objective: Facilitate Client Engagement and New Business 

Development 

Methods: 

• Engaged with client Dr. Jikisha Jain of Skinncura Clinic in 

Ahmedabad to explore new business opportunities. 

• Conducted brainstorming sessions and developed strategies 

to enhance client interactions. 

7. Objective: Conduct Diagnostic and Multi-Specialty Research to 

Analyse Consumer Perception 

Methods: 

• Designed and implemented surveys to collect data on 

consumer perceptions of the need for different types of 

Products offered by HMS Consultants. 

• Analysed survey responses to identify patient experiences, 

satisfaction levels, and areas for improvement. 
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• Tools Used: SurveyMonkey, Google Forms, data analysis 

software. 

8. Objective: Finalize Content and SEO for HMS and Elegance Clinic 

Methods: 

• Finalized content for hair transplant services for Elegance 

Clinic, ensuring it addressed patient concerns and 

expectations. 

• Completed blog content and privacy policy for HMS 

website, ensuring compliance and clarity. 

• Reviewed and implemented website changes with Team 

Helix to enhance SEO and user experience. 

• Continued SEO training, focusing on on-page and off-page 

SEO, SEO audits, and content marketing strategies. 

• Tools Used: AI for Content Development, SEO Audit Tools, 

Industry best practices for SEO. 
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Shree Siddhi Vinayak Multi Speciality Hospital 

Background: 

Shree Siddhi Vinayak Mult speciality Hospital, situated in Mandsaur, Madhya 

Pradesh, has established itself as a beacon of advanced healthcare in the region. 

The hospital is committed to providing high-quality medical services through a 

combination of modern infrastructure, cutting-edge technology, and a dedicated 

team of healthcare professionals. 

History and Establishment: Founded with the vision of delivering exceptional 

healthcare services, Shree Siddhi Vinayak Mult speciality Hospital has grown to 

become a trusted name in the medical community. The hospital was established 

with the goal of offering comprehensive medical care under one roof, catering 

to a wide range of medical needs and emergencies. 

Facilities and Infrastructure: The hospital boasts state-of-the-art 

infrastructure, equipped with the latest medical technologies. It features 

advanced diagnostic and therapeutic equipment, ensuring accurate diagnosis 

and effective treatment. The hospital’s infrastructure is designed to meet 

international standards, providing a safe and comfortable environment for 

patients. 

Healthcare Services: Shree Siddhi Vinayak Mult speciality Hospital offers a 

broad spectrum of medical services, including: 

1. Cardiology: Comprehensive cardiac care with 24/7 interventional 

services. 

2. Orthopaedics and Joint Replacement: Advanced surgical solutions for 

bone and joint issues. 

3. General, Laparoscopic, and Endoscopic Surgery: Minimally invasive 

surgical procedures. 

4. General Medicine: Wide-ranging treatments for various health 

conditions. 

5. Obstetrics and Gynaecology: Specialized care for women, including 

high-risk pregnancies. 

6. Dermatology and Cosmetic Surgery: Extensive skin treatments and 

cosmetic procedures. 

7. Paediatrics: Child healthcare, including immunizations and genetic 

disorder management. 

8. Emergency and Critical Care: Robust emergency services adhering to 

international protocols. 
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9. Psychiatry and De-addiction: Comprehensive mental health and 

addiction treatment programs. 

10. Pathology and Radiology: Advanced diagnostic services with cutting-

edge technology. 

Patient Care and Community Engagement: The hospital emphasizes 

compassionate patient care, ensuring that each patient receives personalized 

attention. Its community outreach programs aim to raise health awareness and 

provide preventive care to the local population. Regular health camps and 

seminars are conducted to educate the community on various health issues. 

Mission and Vision: The mission of Shree Siddhi Vinayak Mult speciality 

Hospital is to improve the health of the communities it serves by providing 

high-quality, compassionate, and affordable healthcare services. The hospital's 

vision is to excel in healthcare, education, and research, ultimately benefiting 

humanity and remaining at the forefront of medical innovation. 

Shree Siddhi Vinayak Mult speciality Hospital continues to uphold its 

commitment to healthcare excellence, ensuring that patients receive the best 

possible care through continuous improvement and innovation. 

Competitor Analysis and Social Media Enhancement: 

The primary objective was to analyse Shree Siddhi Vinayak Mult speciality 

Hospital’s competitors and improve its social media presence. I conducted a 

comprehensive competitor analysis, identifying key competitors such as 

Pamnani Hospital and R.K. Hospital. This analysis focused on their strengths in 

surgery, paediatrics, gynaecology, joint treatment, and child delivery services. 
 

To enhance the hospital’s social media presence, I reviewed its existing 

platforms, including Instagram, YouTube, and Facebook. which identified 

several gaps, such as irregular posting, lack of informative content, and minimal 

engagement. I recommended improvements like regular updates, sharing 

informative videos, and creating engaging content to raise awareness about 

diseases and treatments. 
 

This analysis provided valuable insights into the hospital’s market positioning 

and identified critical gaps in its social media strategy, leading to actionable 

changes. 

Revenue Analysis: 

Another key objective was to analyse the hospital’s revenue streams and 

identify performance trends. The methodology included an overall performance 
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analysis, identifying the highest and lowest revenue earners among medical 

professionals. 
 

Trend analysis was performed to understand revenue patterns across different 

months and specialties. This involved correlating patient volume with revenue 

generation to determine efficiency. Comparative analysis highlighted the top-

performing and underperforming specialties. 
 

The correlation analysis between patient counts and revenue for each doctor 

identified the most efficient doctors based on revenue per patient with the help 

of Pivot charts and tables. Seasonal variations and external factors impacting 

revenue were also analysed, revealing significant insights into the hospital's 

revenue trends. 
 

This comprehensive analysis provided detailed insights into revenue trends and 

doctor performance, identifying growth opportunities for underperforming 

doctors and specialties. 

Social Media Content Calendar Development: 

The objective was to create a structured social media content calendar for 

regular posting and increasing patient engagement for different camps organised 

by the hospital. I developed a weekly content calendar focused on diagnostic, 

treatment, rehabilitation, and prevention themes. This included a mix of health 

tips, patient testimonials, educational content, QNA sessions with top 

performing doctors, and team introductions. The content calendar provided a 

detailed structure for social media posting, aimed at increasing engagement and 

awareness. 

Comprehensive Analysis and Insights: 

A detailed analysis of patient trends, revenue generation, and the impact of 

various health initiatives at Shree Siddhi Vinayak Mult speciality Hospital from 

2021 to April 2024 was conducted. This included doctor-wise analysis, 

identifying high and low revenue doctors with factors influencing their 

performance. 
 

The contribution of different TPAs to total revenue was analysed, identifying 

top revenue-generating insurance categories and potential growth areas. 

Monthly patient trends were detailed, highlighting trends and fluctuations with 

seasonal factors and health campaigns. 
 

Strategic recommendations were made for marketing, operational 

enhancements, and patient engagement. This included leveraging high-
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performing doctors, optimizing departmental services, and enhancing TPA 

partnerships. 
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Linking Theory with Classroom Learning 

During my internship project at Shree Siddhi Vinayak Mult speciality Hospital, 

I was able to practically apply several theoretical concepts learned in the 

classroom. This provided a comprehensive understanding of how academic 

principles translate into real-world applications, particularly in the field of 

healthcare marketing and management. 

One of the primary tasks was conducting market research and competitor 

analysis. In my coursework, I studied various market research techniques, 

including SWOT analysis and Porter’s Five Forces. These tools were 

instrumental in identifying the strengths, weaknesses, opportunities, and threats 

faced by Shree Siddhi Vinayak in comparison to its competitors like Pamnani 

Hospital and R.K. Hospital. Applying Porter’s Five Forces helped me 

understand the competitive dynamics and market positioning, which helped in 

strategic decision and recommendation for mandatory changes in the hospital's 

competitive edge. 

Data analysis and reporting were crucial components of this project. The 

statistical analysis techniques and data interpretation skills I developed during 

my studies were directly applicable. I utilized tools like Excel for data 

visualization and trend analysis to evaluate the hospital’s revenue streams. This 

analysis provided insights into the correlation between patient volumes and 

revenue, helping in identifying top-performing doctors and specialties. These 

data-driven insights were important in formulating strategies to enhance 

efficiency and profitability. 

The principles of digital marketing, including SEO and content marketing, were 

extensively covered in my marketing courses. Which led to developing content 

which is patient friendly and also helped in identifying key problems faced by 

the patients developing a social media content calendar based on classroom 

learning helped increase engagement and attract a larger audience, thereby 

enhancing the hospital's online presence. 

 

Ethical marketing practices were implemented throughout my internship, 

highlighting the importance of integrity and responsibility in business 

communications. This theoretical understanding ensured that all marketing 

strategies developed for Shree Siddhi Vinayak adhered to ethical standards. 

Ensuring truthful representation, maintaining patient confidentiality, and 

promoting responsible communication were important in building trust and 

credibility among patients. 
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Identified Gaps in Working Area 

Communication and Coordination: 

One significant gap identified during the project was the communication and 

coordination between online and offline interns. This gap often resulted in 

misunderstandings and disorganization and slowing down the task. To bridge 

this gap, organizing daily virtual meetings and utilizing collaborative tools is 

essential. These measures ensure that all team members are working together 

effectively, irrespective of their location. Improved communication will led to 

better project management and reduces the risk of errors. 

Lack of Pharma Market Knowledge: 

Another critical gap was the lack of in-depth knowledge of the pharmaceutical 

market. While strategies were aligned with general healthcare marketing, there 

was a need for more specific insights into the pharmaceutical sector. Addressing 

this gap through targeted training and adding pharmaceutical market concepts 

can enhance the relevance and effectiveness of marketing strategies. This 

specialized knowledge would allow for better targeting and engagement with 

pharmaceutical stakeholders. 
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Elegance Clinic 

Introduction: 

During my internship at Trizone Healthcare Consultants, I was assigned to 

develop a comprehensive content strategy for Elegance Clinic’s hair transplant 

services. The goal of this project was to enhance the clinic’s online presence, 

educate potential clients, and position Elegance Clinic as a leader in hair 

transplant procedures. This report provides a detailed overview of the tasks 

performed and the strategies implemented to achieve these objectives. 

Activities Undertaken: 

• Market Research: Conducted extensive research on the target audience 

to understand the needs of individuals seeking hair transplant services. 

This involved primary research through various online platforms and 

secondary research on industry trends. 

• Social Media Strategy Development and Execution: Developed a 

social media calendar and created content for Elegance Clinic's Instagram 

and YouTube pages to improve their online presence. 

• Final Review and Presentation: Finalized all project deliverables, 

ensured tasks were completed, and presented the work during the project 

review. 

Objectives: 

• Market Research: Understand the pain points of individuals seeking hair 

transplant services through research on various online platforms and 

industry trends. 

• Enhancing Online Presence: 

• Social Media Strategy: Develop a robust social media presence on 

Instagram and YouTube to engage and attract the target audience. 

Methodology: 

1. Research for Content Ideas: 

• Competitor Analysis: Researched content being uploaded by 

competitors to identify successful themes and gaps in the current market. 

• Content Trends: Analysed popular content related to hair transplants 

available on the internet, focusing on what resonates most with the 

audience. 
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• Global Insights: Included research on content posted in Turkey, the 

largest hub for hair transplants, to understand global trends and effective 

strategies. 

• Innovation in Content: Based on the research, developed new content 

ideas that can be posted on Elegance Clinic's social media to differentiate 

and engage effectively. 

2. Enhancing Online Presence: 

YouTube Content Strategy: 

• Patient Journey Series: Developed engaging and informative video 

content that documented the entire process from initial consultation to 

post-transplant results. 

• Myth-Busting Videos: Produced videos to debunk common 

misconceptions about hair transplants. 

• Live Q&A Sessions: Organized live sessions with Dr. Ashutosh Shah to 

provide real-time answers to viewers' questions. 

• Post-Transplant Care Tips: Created videos offering advice on post-

transplant hair care. 

Instagram Content Strategy: 

• Transformation Reels: Created visually appealing reels showcasing 

dramatic before-and-after results. 

• Interactive Posts: Ran interactive polls and quizzes about hair health. 

• Educational Infographics: Designed infographics explaining the hair 

transplant process and aftercare tips. 

• Behind-the-Scenes Highlights: Developed a highlights section dedicated 

to behind-the-scenes content, providing followers with a closer look at 

the clinic's operations. 
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Linking Theory with Classroom Learning: Elegance Clinic 

During my internship project at Elegance Clinic, I effectively applied several 

theoretical concepts learned in the classroom, which provided a comprehensive 

understanding of how academic principles can be used into real-world 

applications in healthcare marketing and management. 

One of the primary tasks was developing a content strategy for the clinic’s hair 

transplant services. My coursework on digital marketing and content creation 

was crucial in this regard. The principles of SEO, content marketing, and social 

media strategies were directly applied to enhance the clinic’s online presence. 

By conducting keyword research and implementing SEO strategies, and SEO 

tools like Answer the public and Uber suggest. I was able to understand 

problems faced by people and what they are searching on google and you tube. 

The principles of market research and consumer behaviour were extensively 

applied in understanding the target audience for Elegance Clinic’s services. My 

classroom learning on survey design and data analysis enabled me to gather and 

analyse valuable insights from patients, which informed the development of 

tailored marketing strategies.  

Courses on branding and reputation management were directly relevant to the 

tasks at Elegance Clinic. Creating engaging and informative content that 

highlighted the clinic’s expertise and success stories helped build a strong brand 

image. My understanding of brand positioning and communication strategies 

ensured that the content that relates with the target audience and improves the 

clinic’s reputation as a leader in hair transplant services. 

Ethical marketing practices were emphasized throughout my coursework, 

highlighting the importance of integrity and responsibility in business 

communications. This theoretical foundation ensured that all marketing 

strategies developed for Elegance Clinic adhered to ethical standards, promoting 

truthful representation and patient confidentiality. 

In conclusion, the integration of theoretical knowledge from my academic 

studies with practical applications during my internship at Elegance Clinic 

significantly enhanced my understanding of healthcare marketing and 

management. This experience reinforced the relevance of academic learning in 

solving real-world business challenges  
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HMS Consultants 

Introduction: 

HMS Consultants, founded by Akhil Dave, is a leading healthcare marketing 

consultancy firm addressing unique challenges faced by healthcare providers. 

The firm offers specialized solutions to enhance visibility, patient engagement, 

and overall growth. HMS Consultants aims to transform healthcare businesses 

through innovative and effective 360-degree marketing solutions. Their mission 

is to establish ethical marketing practices and become a trusted partner for 

healthcare providers by promoting their brand and services to the right 

audience. 

HMS Consultants provides a comprehensive range of services tailored for the 

healthcare sector, including healthcare marketing strategy development, hospital 

marketing audits, and strategies for medical practice growth. They specialize in 

patient engagement content and utilize WhatsApp for enhanced interaction. 

Their digital marketing services encompass strategy development, market 

research, advertising, and social media marketing. HMS also excels in branding 

and reputation management, offering training and workshops for healthcare 

providers. Additionally, their data analytics and reporting services facilitate 

data-driven decision-making, supporting strategic decision-making to help 

healthcare providers achieve their marketing and branding objectives 

effectively. 

Activities Undertaken: 

• Market Research: Conducted extensive research on the target audience 

to understand the needs of healthcare professionals, including single 

practitioners, small clinic owners, and hospitals. This involved both 

primary research through surveys and secondary research. 

• Survey Analysis: Collected and analysed survey data from healthcare 

professionals to identify key pain points and market gaps, providing 

insights for improvement in healthcare marketing. 

• Website Development: Assisted in developing and optimizing HMS 

Consultants' website, including content creation, keyword research, and 

SEO techniques to enhance online visibility. 

• AI and SEO Training: Received training in AI applications for market 

analytics and content development and advanced SEO techniques to 

improve website visibility and public relations. 

• Social Media Strategy Development and Execution: Developed a 

social media calendar and created content for HMS Consultants' 

Instagram, Facebook, LinkedIn, and YouTube pages to enhance online 

presence. 
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• Event Participation: Participated in an event in Mumbai as part of the 

AHMP India Foundation's social media execution team, focusing on 

network expansion. 

• Client Discussions: Engaged in discussions with healthcare professionals 

to strategize competitive positioning and marketing approaches for HMS 

Consultants. 

• Final Review and Presentation: Finalized all project deliverables, 

ensured the completion of tasks, and presented the work during the 

internship review. 

Objectives: 

• Survey and Needs Assessment: Perform surveys to understand the pain 

points of various healthcare professionals and determine the need for 

HMS Consultants' products and services. 

• Data Analysis and Reporting: Analyse survey data and generate 

comprehensive reports detailing findings and insights. 

• Enhancing Online Presence: 

• Website Development: Create and optimize the HMS Consultants 

website, including wireframes, sitemaps, layouts, and SEO-optimized 

content based on keyword research. 

• Social Media Strategy: Develop a robust social media presence on 

Instagram and LinkedIn, followed by Facebook and YouTube, to engage 

and attract the target audience. 

Methodology: 

1. Survey and Needs Assessment: 

• Design Survey: Created detailed survey questionnaires aimed at 

healthcare professionals to identify their pain points and needs. 

• Conduct Surveys: Distributed surveys through various channels such as 

email, social media, and direct outreach to ensure a wide reach. 

• Collect Responses: Gathered responses from a diverse group of 

healthcare providers to obtain comprehensive data. 

2. Data Analysis and Reporting: 

• Data Collection: Compiled survey responses into a central database for 

systematic analysis. 

• Data Analysis: Utilized statistical tools and techniques to analyse the 

collected data, identifying key trends and insights. 
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• Report Generation: Generated detailed reports summarizing the 

findings, highlighting main pain points, and providing actionable 

recommendations based on the insights. 

3. Enhancing Online Presence: 

Website Development: 

• Wireframe and Sitemap Creation: Designed the basic structure and 

navigation flow of the website to ensure user-friendly access. 

• Layout Design: Developed visually appealing and user-friendly layouts 

for each page to enhance user experience. 

• Content Creation: Conducted keyword research to identify high-traffic 

terms and phrases. Created SEO-optimized content that is engaging and 

informative to improve search engine rankings. 

• Implementation: Collaborated with web developers to build and launch 

the website, ensuring full optimization for search engines. 

Social Media Strategy: 

• Platform Selection: Focused initially on Instagram and LinkedIn, 

expanding to Facebook and YouTube based on engagement metrics and 

audience response. 

• Content Planning: Developed a content calendar that included a mix of 

educational posts, client testimonials, industry news, and promotional 

material to keep the audience engaged. 

• Execution: Posted regularly, monitored engagement, and adjusted 

strategies based on performance data to continuously improve results. 
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Survey Results Analysis: 

In the evolving healthcare landscape, professionals often struggle to balance 

exceptional patient care with the growth of their practices. To understand these 

challenges, we conducted a survey targeting healthcare professionals, from 

single practitioners to hospital owners. The insights gathered reveal key pain 

points and opportunities, offering valuable guidance for healthcare consulting 

and marketing strategies. 

Key Pain Points for Healthcare Professionals: 

Healthcare professionals excel in patient care but face significant challenges in 

other areas. Our survey highlighted three main pain points: 

• Revenue Growth: Attracting more patients and expanding practices 

remains a top priority but is challenging despite their expertise. 

• Patient Footfall: Many struggle to drive patient footfall and seek 

effective strategies to enhance visibility. 

• Brand Building: Establishing a strong brand presence is crucial, but 

many lack the resources or knowledge to market themselves effectively. 

Survey respondents included primary care physicians, specialists, clinic 

managers, and hospital administrators, each bringing unique perspectives and 

challenges, underscoring the need for customized marketing solutions. 

Promotional Challenges and Strategies: 

Respondents identified several key issues in promoting healthcare services: 

• Limited Marketing Knowledge: Many professionals lack expertise in 

marketing techniques, leading to ineffective promotional efforts. 

• Budget Constraints: There is a significant gap regarding dedicated 

marketing budgets, with many practitioners lacking the financial 

resources for robust marketing strategies. 

• Satisfaction with ROI: Many expressed dissatisfactions with the return 

on investment (ROI) from their current marketing activities, indicating a 

need for more efficient and cost-effective approaches. 

Current Promotional Practices: 

The survey explored how healthcare professionals currently promote their 

services, revealing a variety of methods: 

• Online Presence: Many utilize websites, social media platforms, and 

online reviews to increase visibility and engage with patients. 
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• Traditional Media: Some still rely on traditional advertising methods 

such as print media, radio, and local community events. 

• Word of Mouth: Referrals from satisfied patients remain a powerful 

promotional tool, highlighting the importance of high-quality care. 

Marketing Budget and ROI Assessment: 

A critical finding from our survey is the infrequency with which healthcare 

professionals review the effectiveness of their marketing efforts. Many do not 

have a dedicated marketing budget, and those who do often fail to assess their 

ROI regularly. This oversight can lead to missed opportunities for optimization 

and improvement. 

Utilizing Branding and Marketing Agencies: 

Some healthcare providers have recognized the value of partnering with 

branding and marketing agencies, bringing much-needed expertise and 

resources to develop effective marketing campaigns. However, the survey 

indicates that such partnerships are not yet widespread, suggesting room for 

growth in this area. 

Measuring Success and Market Awareness: 

Success in healthcare marketing is measured through various metrics, including 

website traffic, social media engagement, and online reviews. However, only a 

fraction of respondents actively monitors these metrics, indicating a potential 

area for improvement. Regular assessment of market awareness and patient 

engagement can provide valuable insights to refine marketing strategies and 

enhance overall effectiveness. 
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Effective Channels and Improvement Needs: 

When asked to rate the effectiveness of their current marketing efforts, many 

healthcare professionals rated their efforts at 5 or below on a scale of 1 to 10. 

Feedback pointed to several key areas for improvement: 

 

• Enhanced Online Presence: Investing in a professional website, search 

engine optimization (SEO), and engaging social media content can 

significantly boost visibility. 

• Targeted Marketing Campaigns: Developing campaigns that address 

specific patient needs and demographics can lead to higher engagement 

and conversion rates. 

• Regular Performance Reviews: Establishing a routine for reviewing 

marketing performance and ROI can help identify successful strategies 

and areas needing adjustment. 
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SWOT Analysis: 

 

Strengths 

• Expertise: HMS Consultant’s 

principal consultant, Mr. Akhil 

Dave, boasts over 24 years of 

experience in healthcare 

marketing consultancy. 

• Budget-Friendly: Offers cost-

effective solutions for clients. 

• Comprehensive Services: 

Provides a range of consultancy 

services from strategy 

development to execution. 

• Innovation: Promotes young 

talent, encouraging fresh 

perspectives within the team. 

• Ethical Practices: Ensures all 

strategies are implemented with 

integrity. 

 

Weaknesses 

• Brand Recognition: Being 

relatively new, the firm has 

limited brand recognition. 

• Team Size: A smaller team 

may limit the capacity to handle 

multiple large projects 

simultaneously. 

 

Opportunities 

• Expansion: Aim to grow to 

5000 employees by associating 

with healthcare marketing 

professionals, freelancers, and 

advertising agencies across 

India. 

• Unique Position: No other firm 

solely dedicated to healthcare 

marketing consultancy, making 

HMS a unique player in the 

market. 

 

Threats 

• Dependence on Partners: 

Reliance on associates and 

external partners might impact 

service quality and consistency. 

• Regulatory Changes: Changes 

in healthcare marketing 

regulations could impact 

service delivery. 

• Reputation Risk: Negative 

feedback or unsuccessful 

campaigns could affect 

reputation. 
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Linking Theory with Classroom Learning 

During my internship at HMS Consultants, I had the chance to apply several 

concepts from my classroom to real-world scenarios, bridging the gap between 

academic theory and practical application in healthcare marketing and 

management. 

Market Research and Survey Analysis: 

In class, I learned various market research techniques, including survey design, 

data collection, and analysis, which are essential for understanding market 

needs and consumer behaviour. At HMS Consultants, I used these techniques to 

conduct market research targeting healthcare professionals. I designed detailed 

survey questionnaires, distributed them through different channels, and 

collected responses from a diverse group of healthcare providers. Analysing the 

data with statistical tools revealed key pain points and opportunities in the 

market. This hands-on experience made the theoretical aspects of market 

research come to life. 

Digital Marketing and SEO: 

Digital marketing principles, including search engine optimization (SEO), 

content marketing, and social media strategies, were covered in my marketing 

courses. These principles were directly applied to optimize HMS Consultants' 

online presence. I conducted keyword research and implemented SEO 

techniques to improve the website’s visibility. Additionally, I developed a social 

media strategy and created a content calendar for platforms like Instagram, 

Facebook, LinkedIn, and YouTube. This strategy aimed to increase engagement 

and attract the target audience, making the digital marketing theories I learned 

in class practically relevant and impactful. 

Project Management and Strategic Planning: 

In project management courses, I studied frameworks like the PMBOK (Project 

Management Body of Knowledge), which emphasize planning, executing, 

monitoring, and closing projects effectively. Managing various tasks during my 

internship, from market research to final project presentations, required the 

application of these project management principles. Using the PMBOK 

framework, I ensured that projects were systematically planned and executed. 

Strategic planning theories helped set measurable objectives and formulate 

actionable recommendations, aligning all projects with HMS Consultants' goals 

and client expectations. 
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Ethical Marketing Practices: 

Courses on business ethics highlighted the importance of integrity, 

transparency, and responsibility in marketing and management. These ethical 

principles were integral to all marketing strategies developed for HMS 

Consultants. Ensuring truthful representation, maintaining client confidentiality, 

and promoting responsible communication were central to our approach. This 

commitment to ethical marketing practices helped build trust and credibility 

with clients and stakeholders. 

Data Analytics and Reporting: 

The use of data analytics for decision-making was a key component of my 

studies, covering various statistical tools and techniques for analysing and 

interpreting data. I applied these skills to analyse survey data collected from 

healthcare professionals. Using statistical tools, I generated comprehensive 

reports detailing findings and insights. These reports highlighted main pain 

points and provided actionable recommendations based on the data, facilitating 

data-driven decision-making for HMS Consultants and its clients. 

Brand Building and Reputation Management: 

Branding and reputation management theories focused on creating a strong 

brand identity and maintaining a positive public image. Creating engaging and 

informative content for HMS Consultants' website and social media platforms 

helped build a strong brand presence. My understanding of brand positioning 

and communication strategies ensured that the content resonated with the target 

audience and reinforced the firm’s reputation as a trusted healthcare marketing 

consultancy. 
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Identified Gaps in Working Area 

Communication and Coordination: 

One significant gap identified during the project at HMS Consultants was the 

communication and coordination between team members. The challenges of 

coordinating between online and offline interns often led to misunderstandings 

and disorganization. Effective communication is essential for successful project 

management. To bridge this gap, organizing daily virtual meetings and utilizing 

collaborative tools like Slack or Microsoft Teams can ensure that all team 

members are aligned and can collaborate effectively, reducing the risk of errors 

and delays. 

Specialized Healthcare Marketing Knowledge: 

Another critical gap was the limited specialized knowledge in healthcare 

marketing. While general marketing principles were applied, a deeper 

understanding of healthcare-specific marketing strategies was needed. 

Addressing this gap through targeted training and workshops focused on 

healthcare marketing can enhance the relevance and effectiveness of the 

strategies employed. This specialized knowledge allows for more precise 

targeting and engagement with healthcare stakeholders, improving overall 

marketing impact. 

Use of Advanced Analytics: 

There was also a gap in the use of advanced analytics to drive marketing 

decisions. Leveraging tools such as Uber Suggest, Google Trends, Google Tag 

Manager, Google Keyword Planner, Answer the Public, and AI for content 

development can significantly enhance the effectiveness of marketing 

campaigns. Training team members on these technologies and integrating them 

into daily operations would provide deeper insights into customer behaviour, 

optimize marketing efforts, and increase efficiency. This would enable more 

data-driven decision-making processes. 

Underutilization of Digital Marketing Channels: 

The underutilization of certain digital marketing channels was another gap. 

While social media and the website were primary focuses, other digital 

platforms such as email marketing, webinars, and online forums were not fully 

leveraged. Expanding the digital marketing strategy to include these channels 

can enhance reach and engagement, providing more comprehensive coverage of 

potential  
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Conclusion 

Summary of Internship Experience: 

During my internship at Trizone Healthcare Consultants, I had the invaluable 

opportunity to work on various projects that significantly enhanced my 

understanding of healthcare marketing and management. This report has 

detailed my work with Shree Siddhi Vinayak Mult speciality Hospital and 

Elegance Clinic, as well as the comprehensive survey analysis conducted for 

HMS Consultants. Each project provided unique insights and challenges, 

allowing me to apply theoretical concepts from my academic studies to real-

world scenarios. 

Key Learnings and Achievements: 

1. Application of Marketing Theories: Through extensive market research, 

survey analysis, and digital marketing strategies, I successfully applied 

theories of market research, SEO, content marketing, and project 

management. These applications were crucial in developing effective 

marketing strategies for the healthcare sector. 

2. Advanced Analytics and Tools: I gained hands-on experience with 

advanced analytics tools such as Uber Suggest, Google Trends, Google 

Tag Manager, Google Keyword Planner, Answer the Public, and AI for 

content development. These tools were instrumental in enhancing the 

precision and effectiveness of our marketing campaigns. 

3. Communication and Coordination: Addressing communication gaps 

between online and offline interns highlighted the importance of effective 

communication and coordination. Utilizing collaborative tools and 

organizing virtual meetings ensured better project management and 

reduced misunderstandings. 

4. Ethical Marketing Practices: Ensuring ethical practices in all marketing 

strategies was a fundamental aspect of my work. Promoting integrity, 

transparency, and responsibility helped build trust and credibility with 

clients and stakeholders. 

5. Cultural Competence and Patient Engagement: Developing culturally 

sensitive content and patient-centred engagement strategies improved the 

effectiveness of our marketing efforts. This approach ensured that 

marketing materials resonated with diverse patient demographics, 

enhancing patient trust and satisfaction. 
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Recommendations: 

1. Enhanced Training and Development: Regular training sessions on 

specialized healthcare marketing strategies and advanced analytics tools 

will further enhance the team's capabilities and effectiveness. 

2. Improved Communication Strategies: Implementing structured 

communication plans and utilizing collaborative tools can bridge gaps 

between online and offline team members, ensuring seamless project 

execution. 

In conclusion, the comprehensive approach to healthcare marketing adopted 

during my internship has highlighted the importance of continuous learning, 

ethical practices, and effective communication. These elements are crucial for 

achieving success in the dynamic and demanding healthcare landscape. As I 

move forward in my career, I am confident that the skills and experiences 

gained during this internship will enable me to make meaningful contributions 

to the field of healthcare marketing and management. 

 


