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Abstract 

The main aim of the present research is the implementation of a ‘new medical tourist product’ in the Spanish market. The fulfillment of 
the activity of the new medical tourist product is carried out in the grupopalas.com hotel network.  
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1 Introduction 

The medical tourist product is an additional medical policy 
for accidents not covered by the tourist insurance (dental 
treatment, sunburns, light injuries and bruises, body 
poisoning, alcohol overodose). 

Topicality: the standard insurance does not cover 
accidents and extreme circumstances during tourists’ leisure. 
The aim of the research is to analyse the necessity and 
possibility of implementing the new medical tourist product 
in the Spanish market. 

Product positioning technology: a unique offer, a direct 
sale of the entire complex of medical services in one 
subscription by the tour operator.  

Enterprise’s positioning technology – a tour operator 
who takes care of his/her clients’ health. [1, p.32-33] 

2 Statement of the Problem (Objectives of the product 
implementation) 

 sign contracts with the leading tour operators of 
Russia, Europe, CIS, Scandinavia and the Baltic states; 

 sign contracts with hotels for the installation of 
equipment and the launch of a wellness programme 
from 15.04.2017.  

 develop a regular system of consumption of the 
tourist medical product that will enable to increase 
the accuracy of the produced % of the income in the 
activity of the hotel in question before 15.04.2018, 
whilst the initial sum of the investment does not 
exceed 550.000 € in Spain.  

3 Results of the Study  

To determine the prospects for opening of this kind of 
business independent research was carried out in the form 
of a questionnaire for tourists residing on the territories of 
Hotel Palas Pineda 4* and Gran Palas 5*. The interviewed 
tourists from Europe and Russia, having a rest in the 
palasgroup.com network voted in favour of the availability 

of a medical tourist product in the hotel (95%). 
In addition: 

 2,500 people (all respondents) - 100%; 
 2,375 people - 95% in favour of the availability of 

medical services at the hotel; 
 2,250 people - 89% in favour of the presence of a 

Russian-speaking specialist at the hotel; 
 125 - 5% against the medical services at the hotel. 
It should be noted that the provision of services is not 

only limited to visiting tourists, but for the locals also – the 
Spaniards themselves. For many visitors it will be a unique 
opportunity to mix business with pleasure. 

For most tourists, including former residents of Latvia, 
it will be a unique opportunity to get out on vacation to the 
sunny Spain from the UK, Ireland, Netherlands, Norway, 
Greenland, Wales; from any location in Europe and Russia. 
To have a rest in Spain and get an appointment with a highly 
qualified specialist through the customer database.                                                                                                            

4 Adopting relevant technology  

The development course of the organization can be 
viewed through the expanded model of the company’s 
holistic picture. For this the following is to be analyzed: 

1. external information (laws, taxes, social factors); 
2. internal information (orders, sales, salary). 
In the construction of the model, the following steps 

should be considered: 
1. model; 
2. the system layout; 
3. scenarios of implementation; 
4. options of implementation; 
5. solutions; 
6. action (implementation). [2, p.9] 
Six steps of creating the service: 
1) Selection of the staff. Requirements for employees, 

operating under the formula (knowledge + skills + 
experience) x motivation = the perfect employee. (pro-
ductive work) a perfect team made of specific people. 

2) The room is located in one of the 6 hotels in the resort 
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area where within a radius of 20 km there are more 
than 40 hotels and more than 100 apartments, 
purchased by Russian-speaking tourists. 

3) Location of the hotel 4*, being part of the hotel chain 
grupopalas.com and located on the first line of the sea 

4) Generation of a marketing program made to attract 
the maximum tourist demand for a medical tourist 
product with the help of Russia’s and Europe's 
leading tour operators, as well as through existing 
popular social networks and enterprise homepage, 
accessible from anywhere in the world.  

5) Calculation of financial costs. 
6) Calculation programme ratio of vacancies to the 

demand of the product. [3, p.275] 
By developing criteria of efficiency of this product’s 

consumption, we can provide a personalized approach for 
each tourist, using the patient's electronic card. 

5 Conclusions 

The solution of set tasks will improve the situation on the 
Costa Dorada coast in Spain. It will increase the flow of 
tourists willing to have a vacation in said region. It will 

allow each person to travel safely, feel comfortable in an 
unfamiliar environment for a period from 1 week to 1 month, 
purchasing an unlimited amount of subscriptions: for 
themselves, their family members, relatives and friends at a 
fixed subscription price of 250 € per 7 days.  

 The analysis of tourist profiles has showed that 95% 
voted in favor of the existence of the medical tourist 
product in the hotel. Consequently, the service will 
have a good demand on the market. 

 This service will be advertised through popular 
social networks. 

 A fixed price has been selected for a subscription for 
a definite number of days for all ages and each tourist. 

 The external market has been determined – these are 
the tourists from Russia and Europe. The domestic 
market of the product’s customers are the Spaniards. 

The ultra-product designed by the author allows you to 
check the effectiveness of a medical tourist approach, where the 
leadership is working in a supportive team, has a deservedly 
high level of qualification and experience of over 30 years and 
is certified according to European standards of medicine and is 
ready for implementation of the product in Spain. 
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