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Introduction

Background
HL7 UK has run as a member driven organisation, with an informal and reactive approach to marketing.  This has been possible because the HL7 brand is well established, and the organisation has been able to do useful work without the development of a formal marketing or external relations plan.  

Issues were addressed on a case by case basis by the board, and this worked well for a small organisation with a limited budget.   

HL7 UK has now grown to the point where an explicit marketing plan would help us to retain focus, and to make best use of our resources in the interests of the membership.
Objectives
The HL7 UK board is looking for a marketing strategy that will help the organisation to develop and present clear messages on the contribution that the organisation makes to interoperability.  
The board is also looking for mechanisms for validating this activity and the requirements of the market and of our existing membership.

There should be mechanisms proposed in the plan for measuring the impact of the marketing activity.  This should cover both the impact in terms of contribution to the mission of the organisation, and the impact financially on the organisation.

HL7.org is also developing a marketing plan, and drafts of this will be made available, however it is critical that the HL7 UK marketing plan focuses on the UK market – and addresses the local opportunities specifically. 

Current HL7UK Marketing activity

HC200x.  For the last four years HL7 UK has taken a stand at HC200x, the main health informatics conference and exhibition in the UK.  We have panels that were made for the stand.  
Fliers and Mailings by Tim Benson.  In  2003, 2004 Tim Benson sent out HL7 UK literature by post along with his own training promotional material, in return for using the HL7 UK mailing list. 
Conference: HL7UK200x conferences have been run for a number of years
Website: www.hl7.org.uk
Mailings for particular meetings

Members list

eHealth insider articles

Invited speakers at conferences and related meetings – this is not currently tracked by HL7 UK, though some presentations and links are provided on the HL7 UK website
Printed material: HL7 UK branded folders and introductory leaflets that include membership signup forms.  These have only been used at HL7 UK conferences and HC200x exhibitions to date.
HL7 UK has hosted the HL7 International Affiliates Meeting in the past.
Activity

Conference call with members of the HL7 UK board

Attend one 2 day HL7 UK working meeting, to interview active members

Telephone interviews with actual and potential members

Others as discussed with the successful bidder.

Deliverables

The main deliverable will be a marketing plan for HL7 UK through to December 2007, including costed proposals for how that plan should be carried through.

This will include detailed recommendations for changes to the website, use of mailing lists, conferences and presentations.

The proposal will include mechanisms for measuring the effectiveness of different marketing initiatives.

The proposal will include recommendations on how the marketing plan should be maintained.  

The proposal will address how to market the activities of HL7 UK and HL7.org in a UK context, as well as the standards themselves.

The proposal will identify the different audiences that need to be addressed by HL7 UK marketing activity.

Budget, timelines and Management

A budget of up to £5K will be allocated for this work.

Board approval of RFP and circulation to interested parties and members 30/5/06

Bids must be received by 5pm 13th June 2006.
Bids must be delivered by email to chair@hl7.org.uk

Contract let by 21st June 2006.
Final deliverable 1/10/06

The RFP will be posted on theHL7 UK website, and an announcement sent to the members list asking for proposals.  Board members will be encouraged to seek out proposals. 
The proposals will be reviewed by a subcommittee of the board convened for the purpose, with a telcon to agree the final allocation. 

The final marketing report will be delivered to the Board for approval.  
The contract will be overseen by a named board member.
