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	Different times of the year, consumers make a variety of decisions that relate to their buying decisions. It is essential to understand that these decisions at times cover even their healthcare needs. It is argued that making of decisions does not mean that consumers have the right option but rather decisions are made from various valuable alternatives and choices which consumers analyze and compare to determine which one bests suit their needs at the time. However, it is important to understand that decision making process by consumers are usually based on subjective quality (Cordina & Greenberg, 2020). In a sense, consumers always look for the best service providers. 
	Depending on preferences for quality, different consumers usually present varying choices from one consumer to the other and these purchasing decisions are bound to change from time to time. In the healthcare sector, the kind of services offered by physicians significantly influences the decision making processes of patients (Gandolf, 2020). Arguably, before choosing physicians to work on them, patients are influenced by a variety of factors. Some of these factors include attributes of the providers, care experience and reputations of the provider. Believably, these are the major factors that influence a patient's decision-making process when seeking for a new physician. 
	Based on a search on the Cleveland Massillon staff, I came across Dr Shameem Ahmed, a practitioner in the Department of Gastroenterology, Hepatology & Nutrition. I believe the information presented about his expertise and level of experience make him a suitable choice for those individuals seeking primary care physicians. Observably, the doctor has an impressive rating of 4.9 out of possible 5 in the field of adult medicine (Cleveland Clinic). The site displays the doctor's contact information, the services offered, testimonials from other patients, high-quality imagery evidenced in the impressive doctor rating and a call to action. 
However, even though the website has been properly structured, it lacks essential information on the types of insurance policies that the hospital and the doctor accepts.  In my opinion, the hospital would have made this information available on the doctor's page as to whether they accept cash payments or not. Similarly, they would have indicated the need to call in to get information regarding insurers they accept. 
	Ideally, from a marketing point of view, I feel this is important because over 80 % of patient internet users look for health information online, this is according to the Pew research centre which observed that close to 50 % of these users search for physicians or health professionals (Stankevich, 2017). In this sense, it is an important strategy for hospitals to showcase the abilities of their practitioners to potential clients online. Experts in the medical marketing field have argued that providing easy access to patients online represents an important mechanism to build the right foundation by providing for answers that people are searching for (Willingham, 2017). In this view, potential patients will find the doctor website and fill in the appointment forms. 
	Admittedly, when choosing their providers, patients are guided by information accessibility besides the costs involved. Accessing relevant information by patients when making healthcare decisions is a significant factor that influences the patient's decision-making process. Evidence drawn past research indicates that close to 60% of patients are likely to require more information about physicians before deciding where they would get their care (Malik & Sharma, 2017). In conclusion, from a marketing perspective, it is suggested that availing enough information for patients and consumers presents a profound impact on how they make their decisions. 
	
	Admittedly, patient satisfaction plays essential roles in the decision-making process by patients. For this reason, I recommend the establishment of a good patient-physician relationship and continuity of care which I believe are important strategies in the building of consumer satisfaction. Establishing a positive relationship between the physician and patients can help in influencing the patient decision-making process. For instance, the provision of clear and abundant information significantly influences the patient decision-making process. Similarly, follow-ups and extensive consultations by doctors can also play a role in the choice of a physician. It is important to understand that the provision of universally appealing information can considerably influence the decision-making process of the patients. 
	Post-purchase generally involves the idea of organizations trying to ensure that their customers keep their facility in mind not only for themselves but for referrals as well. Cleveland Clinic can conduct the post-purchase through newsletters to the patients who have agreed to sign up for the organization's newsletter. In this sense, the institution can focus on customizing content that particularly focuses on the areas that interest their patients (Taylor et al., 2016). Also, the hospital can focus on getting feedback from the patients to ensure the return of clients. When patients leave a review of their experience of the hospital means they are more engaged with the facility and can be encouraged to come again. 
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