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It has become almost indispensable for hospitals to do without online  

marketing and opt for more traditional methods these  days because an ever  

increasing number of people are not only becoming active online but are also 

looking for solutions to their problems, including health-related questions.  A 

Lead refers to contact with a potential customer who is interested in the        

services provided.  A great deal of digital platforms are used by the                    

organizations for lead generation like website, social media, google ads and  

mobile app.  

Introduction 

Methodology 

Study Design: Observational           

Descriptive Study 

Data Source:  Annual data of digital 

platforms 

Sample Size:  2,483 leads   

Results 
 
 

 

 
 

• Highest number of leads are generated through mobile app and FEHI 

website. So, these platforms could be used repeatedly and more            

vigorously for lead generation. 

• The updated website content could help gain more engaged customers. 

• Content on the digital platforms should be synchronized which will help 

the patients to gain reliable information and better decision making. 

• Content enrichment on the social media platforms could be done as the 

total reach from these platforms is constantly decreasing. 

• Robust efforts could me made towards doctors’ video promotion on       

facebook page which will help in increasing total reach and                     

subsequently gaining more leads. 

• FEHI is more popular with senior patients hence digital focus will help 

FEHI get younger patients as well.  

Suggestions 
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1. To map the process of lead management through  

digital platforms. 

2. To investigate the channel wise lead generation. 

3. To asses the contribution of different channels to 

the revenue generated through digital platforms. 
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Rationale 

Process Map of Lead 

Management System 
Revenue Per Lead 

Website                                      Rs.20,133 

Mobile App                                Rs.16,515 Query made by 

customer received 

as email and sms 

Contact the customer 

Appointment      

Request Query    

received as e-mail 

Send email with        

hospital contact details 

Reply to the query 

and ask for booking         

appointment 

Book appointment through Sales 

Force Appointment Portal 

Book appointment through 

PA for selected doctors 

Register patient by filling      

personal  details 

Take down personal details of 

patient and preferred time 

and date of appointment 

Ask for preferred doctor and check for 

available date and time slot 

Forward details to PA 

Ask for Preferred payment option 

Appointment confirmed 

Update Excel Sheet 

Follow-up with patient 

Prepare weekly and 

monthly report 

Justdial Practo, Lybrate, Credihealth 

With only e-mail id With phone number 

NO 
YES 

PA coordinates with the patient 

and lead management team 

The study is conducted taking into  

account FEHI website and mobile app 

because it was observed that these 

two were responsible for generating 

maximum leads for the hospital. 
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Social Media Performance Report 


