HEALTHCARE MEETS
RETAIL: APLAYBOOK
FOR TRUST-DRIVEN,
RESULTS-FOCUSED
MARKETING

Actionable strategies for marketers
working across healthcare and retaill.

Learn how to connect with patients and
consumers, navigate regulations, and
deliver measurable impact, without
losing the human touch.

Dasha Randlett Consulting
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Blend Trust and
Speed

Healthcare requires
credibility. Retail demands
urgency.

Your campaigns should
balance both - earning trust
through clarity while using
strategic CTAs to drive action
at the right moment.
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Adapt What
Works Across
Industries

Techniques like loyalty
rewards, seasonal campaigns,
and wellnhess education work
In both sectors.

The key is adjusting tone,
language, and timing based on
whether you're serving
patients, consumers, or
caregivers.



Understand
What Drives
Action

People make decisions
when they feel confident
and informed.

Use empathetic
messaging, social proof,
and time-sensitive offers
to help move them from
Interest to action without
added pressure.



Build a Funnel
That Matches
How People
Decide

Patients research. Shoppers
browse.

Align your marketing funnel
to the decision-making
process - whether it's a
multi-touch B2B sale or a
one-click retail checkout.
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Think in

05 Channels,

Actin Journeys

Every touchpoint should
support the larger customer
or patient journey.

Email, social, in-store
sighage, and SMS should feel
coordinated - not
fragmented - to guide
people through next steps
seamlessly.



Position for
Confidence and
Clarity

Avoid vague claims or fear-
based hooks.

Instead, position your
offering as a trustworthy
solution to a clear need -
whether that's solving a
health issue, improving
wellness, or meeting
everyday lifestyle needs.
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Work Within the
Rules, Still
Deliver Results

Regulations don't have to
limit creativity.

Understand HIPAA, TCPA,
and FTC guidelines, then use
compliant messaging

€ structures and opt-in flows

that still allow for strong
engagement and
performance.



Use Operational
Insights to
Strengthen
Marketing

Effective marketing supports
the actual experience.

Learn how clinics book
appointments or how retaill
teams stock and sell - then
build campaigns that remove
friction, answer real questions,
and match operations.
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Speak to
Emotion
Without
Overpromising

Marketing in these sectors is
personal.

Stay grounded in real value -
use emotion to build
connection, not
manipulation.

Your message should leave
people feeling empowered,
not pressured.



Segment by
Behavior,
Not Just

Demographics

Group users based on actions -
like site visits, service history,
or purchase frequency.

This allows for more relevant
targeting, better timing, and
stronger message
personalization across
touchpoints.
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Respect Privacy
While
Personalizing

Personalization works best
when it's earned.

Use preference data, not
sensitive health info, to tailor
messages - and always be
transparent about how data
Is used to build trust.




Plan Around
Real-Life
Moments

Anchor campaigns in real-
world needs.

Use the calendar - like flu
season, open enrollment,
gift-buying holidays, and
school breaks - to craft
campaigns that are helpful
and timely.




Nurture Without
Fatigue

Patients and consumers alike
get overwhelmed by follow-
ups.

Use thoughtful pacing, clean
design, and relevant
messaging to keep your
brand top-of-mind without

adding stress.




Automate the
Routine, Keep
the Human
Where It

Matters

Automate reminders,
confirmations, and
onboarding steps.

But save personalized
support for complex
guestions or high-value
moments - especially in
sensitive health and high-
ticket retail settings.



Create Content
That Answers,
Not Just Sells

Build credibility through
helpful content - FAQs,
checklists, explainers, and
how-to guides.

When people trust your

advice, they're more likely to
trust your product or service.




Make Offers
That Feel
Valuable, Not

Gimmicky

Whether it's a bundled
service, loyalty perk, or first-
time discount, offers should
solve a real need - not just
check a box.

Good offers reinforce your
brand promise, not
undermine it.




Align Online
and Offline
Experiences

Your digital presence
should reflect your
physical experience - same
tone, same offers, same
ease of use.

Disjointed messaging
creates confusion and
weakens trust, especially
INn high-consideration
spaces.
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Report What
Matters to the
Business

Look past vanity metrics.
Focus on KPIs that show real
Impact - like lead-to-book
ratios, average order value,
repeat visit rates, or cost per
conversion.

Always tie metrics back to
strategy and goals.



