
 
 
 
 

IIMC-CRC-2016-04 

 

 
This case was written by Professor Ramendra Singh, Prof. Prabhat Dwivedi, and M Rao. The case was 
prepared solely to provide material for class discussion. The authors do not intend to illustrate either 
effective or ineffective handling of a managerial situation.  
 
Indian Institute of Management Calcutta gratefully acknowledges the financial contribution of 23rd batch 
of PGP alumni in fully supporting the expenses toward development of this case study at the Case 
Research Centre of the institute. 
 
Copyright © 2017, Indian Institute of Management Calcutta.  
 
 
The case was revised on 22nd April 2024, with relevance to the company’s update, reflected on the Case Study and 
Teaching Note. 

 

 

IIMC CASE RESEARCH CENTRE (IIMCCRC) 

PROF RAMENDRA SINGH, PROF PRABHAT K. DWIVEDI, M.RAO 

AUGUST 2016 
 

LIFETRON HOSPITAL: IN SEARCH OF THE RIGHT SERVICE 

MARKETING STRATEGY 
 



 
 IIMC-CRC-2016-04 

Lifetron Hospital : In Search of the Right Service Marketing Strategy 
 

2 
 
The case was revised on 22nd April 2024, with relevance to the company’s update reflected on the Case Study and 
Teaching Note. 

 

It was the why that got Nidhi thinking. Why did the hospital not get patients from its prime target 

segment while competitors were comparatively better off? Why were only critical patients 

referred to Lifetron? Perturbed both pondered on what to do. After several hours Nidhi decided 

that the best way to get answers would be to conduct a survey to understand the problem at a 

grassroots level. The results of the survey when it came was insightful and yet stunning. The 


