Marketing:

S:

1. Product: differential service

2. in the beginning stage of the industry

3. low cost

4. Promotion: to first and third party payers. Parent advisory dinner  P9

5. all the staff have marketing dinner

6. P.10

W:

1. No marketing department and budget.

2. Low customers recognition

3. Promotion: rely on limited hospital

4. They don’t have the promotion advertisement to attrack customers

5. Distributional channel is limited???????????

Finance:

S:

1.  Reduce administrative cost by sharing some equipment and service with the children home   P9

2.  low salary     low cost

3.  lean
W:

1. Financial picture is not very good ----ratio

2. Administrative cost is too much -----note2

3. Money for equipment purchase and major capital expenditures is unstable (from charitable)

4. Patient care revenue can only cover operating cost

5. more nurse than other hospital ( ratio of nurse to patients is 1:2 as opposed to 1:3 or 1:4 in other hospital)

Operation:

S:

The quality of services

1.  Quick response- a nurse was dispatched to NICU within one hour.

2.  P8…….reduce the number of days that in the NICU

3.  outsourcing  

W:

1. Outsourcing -----can’t control the quality of the service

2. P11………..currently operating at less than 60% operating
3.  P11 ………TIC management discussed redesigned the referral process to reduce the workload of NICU staff and transfer………

HR;
S:

1.   Flexibility: nurse has the power to make decision

2.   Education program

3.   low turnover rate 

4.   never wear uniform except in NICU( family environment)

5.   high job satisfaction

6.   small multifunctional staff—less communicational problem

7.   They don’t have a difficult to reduce the staff

W:

1. low salary 

2. nurses has more than one job and responsibility

3. No HR department 

4. no special motive program  

O 

1.  P1…1980 were a period of explosive growth

2.  advanced tech……more babies can survive—more babies need health care

T

1. less baby

2. new competitor

Key issue:

1. How to expend their referral base in order to survive 

2. How to keep and increase their customers

3. How to compete with its new competitor

