2
CARDINAL HEATH INC. MARKETING INFORMATION AND RESEARCH 




Cardinal Heath Inc. Marketing Information and Research 

Samantha Moreno
BA 114
Mike Acheson
Feb, 2021


Research Question 
[bookmark: _Hlk64441749]In order to help Cardinal Health Inc., achieve competitive advantages and outcompete rival businesses, it is necessary to increase its buying power and focus on a specific population, which it can serve effectively rather than operating in a large geographic and highly dynamic market. Solving this problem will enable the company achieve its goals; that is to help clients across the medical care industry, produce and supply medical care administrations to patients, and provide answers for medical care needs. 
Information Needed
Cardinal Health Inc., needs information from different areas to assist in decision-making and finding viable solutions to the challenges being faced in the modern market. Useful information that will be needed is outlined below. 
· What the target audience thinks about the organization 
· The need, preferences, and wants of target customers that are relevant to make their products useful. Which of the wants, needs and preferences are most important?
· Which of the current products are selling the most? 
· What are the reasons why the target customers are not loyal to the brand?
· Are the target customers loyal and do you know their consumer behaviors?
Research Recommendations
The research that will be performed to gather the required information is qualitative research. This approach will focus on having separate interviews with a small population of existing and potential customers. Having separate interviews with a small sample size will provide first-hand information and an in-depth understanding of the underlying issues. Also, using a qualitative research approach is appropriate because its is less costly compared to quantitative research approach. 
Customer Decision-Making Profile
The target customer in this case is medical service units in developing nations. Focusing on this customer will allow the company access a niche and potential market where it can provide services effectively and develop huge competitive advantages. A primary decision-maker in the target segment is companies in pharmacy and retail drug stores. These customers make consumption decisions based on the purchases made by individuals and healthcare institutions. The problem that Cardinal Health Inc., will try to solve is provision reducing the severity of illnesses and improve the health of different populations through provision of quality health care services and products. There are different factors affecting their decisions. The first is geographic location. Customers in Africa and East Asia (developing countries) can make purchasing decisions based on the severity of infectious diseases Decisions are made based the level of income. A large population in developing countries is not financially stable. Culture and lifestyles in these countries are diverse with varied perceptions on health care. Based on these factors, the optimal marketing strategies that cardinal Health Inc., can use are cause marketing, relational marketing, and diversity marketing. Using cause marketing will allow the company find a cause that customers and the company share. Relational marketing will focus on building relationships with customers, which will prompt customer loyalty. Diversity marketing will help develop a customized marketing plan for different customer segments. 
Positioning and Differentiation 
Cardinal Health Inc., strives to be known for the provision of quality and effective health care products and service, education, and training for both privileged and non-privileged populations. The company has different programs, including talent management, where meaningful experiences, mentoring, and tools are provided to employees to enhance health care delivery (Moss, 2015). Competitive advantages in the organization are a skilled labor force, cost advantage for operating in a large geographic location, strategic partnerships, highly interactive company website, a large asset base, strong financial position, and a strong distribution network. The market niche that the firm will fill is small pharmacy and retail stores in developing countries and direct customers from the same area. The positioning strategy that will be used is positioning based on price. Considering that the company has an excellent distribution network, it will be easy to lower the prices of products and services for different markets. The positioning statement is “To pharmacy and retail drug stores and customers in developing nations, Cardinal Health Inc., is the only healthcare company that helps clients across the medical care industry, produce and supply medical care administrations to patients, and provide answers for medical care needs because of its experienced employees, an international reach, and available resources. I consider that the company use the price positioning strategy because it will increase its customer base in lower-income countries. 
Branding
Cardinal Health Inc., is a healthcare services company focusing on the provision of pharmaceuticals, medical products, and services to help hospitals, pharmacies, surgery centers and other health care units to improve patient care at lower costs, and enhance quality and efficiency. The brand is committed to improve healthcare among all populations. The brand is never aimed at discriminating any population in health care delivery. Cardinal Health Inc., should use service branding to promote the brand. This strategy will ensure that customer needs are leveraged. Leveraging customer needs will help provide value to customer lives, which will lead to brand loyalty. 
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