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Use of B2B and B2C in Healthcare Summary

With business-to-business (B2B) marketing in healthcare, businesses target and approach
healthcare organizations and professionals. However, with business-to-consumer (B2C)
healthcare marketing, businesses directly aim at individual consumers and patients. In simpler
words, the former approach to healthcare marketing focuses on selling to healthcare
organizations and the latter focuses on selling directly to patients but the right approach depends

on the service or product and the key audience.

With the B2B approach, the target audience includes healthcare organizations, medical
professionals, doctors or physicians, clinicians, and other businesses within the medical sector.
The focus of this type of healthcare marketing is on reaching the right decision-makers who are
responsible for “partnerships” and “procurement” such as healthcare executives and hospital
administrators (Heaslip, 2022). The process of decision-making in B2B healthcare marketing is
complex as it involves stakeholders, not the consumers which include procurement teams,
hospital board members, administrators, and physicians. So, decisions are solely made on the
basis of detailed evaluations of the product or service’s effectiveness as well as alignment with

organizational goals.

Contrary to B2B marketing, with B2C healthcare marketing, the target audience includes
caregivers and patients as this approach directly aims at the consumers of the product or service.
The goal of this approach is to directly connect with the end-users of care services while
addressing their health needs and meeting their care expectations. In this approach, the decision-
making process is more straightforward than B2B as the emphasis is on quick and informed

choices of the consumers involving them to make decisions based on their needs. However,



honesty and transparency are vital to drive personal benefit both for the business and the

consumer.

In essence, both approaches to healthcare marketing have their own unique benefits and
challenges based on the business goals and stakeholders' or consumers’ needs and expectations.
The dynamics of healthcare marketing are now changing from B2B to B2C to directly target the
consumers of the service or product in order to allow them to make decisions based on their
health concerns, preferences, and needs. Both B2B and B2C are essential for a comprehensive
healthcare system, ensuring that both healthcare providers and patients have access to the

necessary products and services.
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