


EKA Medical Tourism Office presentation speaking notes

· introduction to Health Tourism:
Health tourism has been defined as “a form of tourism that consists of patients traveling to other countries to get medical treatment or assistance.”  (Regiondo, 2022).
The reasons why some people choose another country to receive their medical treatment. For instance: having access to particular treatment that is not accessible in their country, the higher quality and reputation of that country’s health system, the cost, and not lastly, the chance to have a holiday while recovering. 
· Mission statement:
Calm down and enjoy the scenes while we bear the responsibility of every other arrangement concerning the healing journey. 

· Business aim:
EkA aims to be a pioneer in the health tourism business in the UK. To be known as the leading company and most trusted in health tourism services. Additionally, to be recognized as the number one agent in the UK that facilitates an efficient health and travel plan to meet individual needs. 

· Business objectives:

· The company will receive initial medical reports from clients and then look for the best treating clinics to obtain the utmost medical care.
· Facilitate transport method. 
· Provide qualified interpreters. 
· Accommodation booking.
· Arrange visits to numerous tourist locations in the country. 

legal Identity:
· EKA is a sole trader business. 
· A sole trader is a risk.
· EKA establishing comes at a low cost. 
· It is easier to start. 
· I have complete control 

Disadvantages:
· Have unlimited liability
· long hours of working. 
· can only raise limited funds 

About EKA: 

EKA is a sole trader business specializing in providing services to clients interested in medical treatment and assistance in the UK. 
· Features of EKA services:
· EKA ensures top-quality hospitals
· Make medical appointments reservations.
· Accommodation booking and transportation.
· Provide a qualified interpreter.
· Benefits for the clients:
· Peace of mind.
· Confidentiality.
· Safety.
· Never feel alone.
· Enjoy the stay.

· Unique selling points:

· Facilitating payments plans.
· Registering the client in an online English language course.
· Offer free trips to certain tourism marks. 
· Security services if required.
· Gender considerations.
· Help to find a school for his children’s education.

· Marketing:
“Marketing is the activity, set of institutions, and processes for creating, communicating, delivering, and exchanging offerings that have value for customers, clients, partners, and society.” (Marketing News 2008, p. 28).

· Marketing research:
The UK is one of the leading countries regarding medical services. It attracts large numbers of patients from the middle east and north African countries”(Annabelle Neame, 2022)
· All other health tourism agencies have a different concept.
· Targeted markets and customers ( segmentation):

· The UK is one of the most expensive countries to stay in and have medical care for a non-British citizen.
· Targeted markets for EKA medical tourism services will be the Gulf countries with the highest GDP per capita. (Arab League 2022, 2022). Furthermore, the language barrier is an advantage for me.
· A study published in 2019 showed that between 2009 and 2016, 1278 patients were traveling from UAE to the UK for medical treatment. An average of almost 183 patients per year. Consequently, for EKA company, it is a large market. (Alnakhi et al., 2019).

· Pricing strategy:
“A pricing strategy is a firm’s policy to determine what it will charge for its products and services” (Sammut-Bonnici, T. and Channon, D.F., 2014.) 
· There is no available similar business in the UK to compare.
· The price was made using a competitive-based price strategy with a similar company in Germany.
· The prices will be 1000 pounds for EKA services.
· Place and location: 

· The main office in Cardiff predominantly operates in wales and England, based on the questionnaire and the Interweave Healthcare 27th October 2021.

· EKA company structure and Human Resources:
· EKA is a sole trader business, and the type of services delivered depends on how many customers are available. Therefore, it is expected to have a fundamental structure with only one person, the founder, responsible for it.
· There is no need to hire other employees at the start. Instead, the plan is to expand and build a customer database and a reputation then hire employees. 
· Promotion and advertising:

· The concept of medical tourism might be unclear to the customers.
· The advertising process for the office will be based on a mix of two of the three advertising theories.
· The hierarchy of effects model to raise awareness and acknowledgment among customers and the mean-end chain advertising theory will elaborate on the benefits of EKA’s services (Clow, K. and Baack, D.2013).
· Printed flyers and the business card. 
· Online advertisement.
· The EKA internet site.
·  Facebook account and other social media platforms.
· Direct approach using relative connections.

· Finance:

· depend on savings and loans.
· Two thousand pounds savings+3000 as a loan.
· This capital will be spent on buying a laptop and a printer and promotion.

· Cash flow forecast for EKA in the next year:
· not expecting customers in the first months but then constant income in the following months.

· SWOT analysis:

· The following SWOT analysis will guide what strategy EKA company will follow to prosper in the future. 
	Strength 
	Weaknesses

	· Unique business idea.
· Lack of competition.
· My uncle owned a similar company in Germany which is an example to follow.
· Small budget to start.
· Medical background.
· Vast connections with medical doctors in the UK and targeted clients regions. 
·  My uncle’s connections with health authorities in Saudi Arabia, UAE, Kuwait, and Qatar.
· Speaking Arabic and English fluently.
· Skills at workplace course.
	· Sole-trader( work alone).
· EKA targets particular types of clients who could afford the cost of treatment in the UK.
· EKA operates only in the UK, mainly in Wales and England initially.
· Visa enter the UK.

	Opportunities 
	Threats 

	· Brexit as fewer European citizens will have free access to the NHS.
· Open market in the customers’ country.
· The government might fund the business as a sole-trader if it faced any setbacks due to pandemics (CROWCROFT, O., 2013). 
	· Life expenses in the UK for customers.
· All those countries have a medical office in their embassies.
· Paying upfront may be unacceptable for some customers.
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