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Pharmacist and Technician Learning Objectives

1. Explain why it is important for pharmacies to explore and evaluate new 
business models/practice opportunities that best fit their business’ 
needs.

2. Outline strategies for evaluating a business opportunity including 
relevance to your specific pharmacy environment, community needs, 
market trends, and financial sustainability.

3. Discuss the importance of practice readiness, transformation and 
adaptability when developing and implementing a new business or 
service venture.
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A System in Need of Disruption

https://www.inc.com/jeff-haden/cvss-latest-move-proves-mark-cuban-is-truly-disrupting-drug-industry.html

CVS's Latest Move Proves Mark Cuban Was Right When 
He Said He Plans to Truly (Disrupt) the Drug Industry

https://www.usatoday.com/story/news/investigations/2023/10/26/pharmacy-chains-dangerous-conditions-medication-errors/71153960007/

Prescription for disaster: America's broken pharmacy system 
in revolt over burnout and errors

https://www.npr.org/2025/03/07/nx-s1-5320798/walgreens-private-equity-acquisition

Walgreens agrees to be acquired by private equity firm for almost $10 billion

https://ncpa.org/newsroom/news-releases/2023/12/19/ncpa-applauds-new-class-action-lawsuit-against-unitedhealth

NCPA Applauds New Class Action Lawsuit Against UnitedHealth, 
OptumRx to Recoup DIR Fees



Why is This Happening?
• Vertical Alignment

• CVS Caremark-Aetna, Cigna-Express Scripts, 
UnitedHealth Group-Optum, BC/BS-Prime Therapeutics 

• Newer companies entering into the marketplace 
• Amazon PillPackTM, divvyDOSETM, SmartScriptsTM, etc.

• Impact of PBMs
• Dramatic reduction in payment for product & 

dispensing services

• Lack of payment models for pharmacist provided 
patient care services



With All This Noise

Are there Opportunities  
or just Threats to our Profession?



What’s not being said?
• Pharmacist-Patient relationships

• Therapeutic relationships
• Pharmacists are the most accessible providers

• Ensuring that patients are achieving their therapeutic 
outcomes with safe and effective medications

• This is OUR DOMAIN, OUR EXPERTISE, OUR TRAINING
• We are uniquely educated and trained as the drug therapy 

expert

• Quality patient care
• It’s about VALUE not VOLUME

• Inexpensive drugs can cause costly adverse events and 
even death if not appropriately monitored 



Opportunities for Pharmacists
• Drug Spend in 2019 to top $370 billion

https://www.healthleadersmedia.com/finance/pharmaceutical-spending-top-370b-2019

• Cost of nonoptimized medication therapy
• $528.4 billion (2016)
• 275,689 deaths

• Causes
• Nonoptimized therapy
• Non-adherence
• Under-prescribing 
• Adverse effects
• New medical problems

Viswanathan M, Golin CE, Jones CD, et al. Interventions to improve adherence to self-administered medications for chronic 
diseases in the United States: a systematic review. Ann Intern Med. 2012;157(11):785-95.

Watanabe JH, Mcinnis T, Hirsch JD. Cost of prescription drug-related morbidity and mortality. Ann 
Pharmacother. 2018;1060028018765159. doi: 10.1177/1060028018765159
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• Enhanced Services
˗ Continuous Medication Monitoring (CoMM)
˗ Medication Reconciliation
˗ Medication Adherence Program (Adherence packaging)
˗ Clinical Medication Synchronization
˗ Medication Therapy Management (MTM)
˗ Enhanced MTM
˗ Med Check Program
˗ Influenza and Pneumococcal Vaccinations
˗ Shingrix Vaccination
˗ Tdap Vaccination
˗ Nursing Home Consulting
˗ CPAP service/Education
˗ Ostomy Consultations
˗ Drug Information Service
˗ Compounding
˗ Employer based health screenings
˗ Diabetic shoes
˗ Compression stockings

- Wellness Center
• Cholesterol screening 
• Blood glucose screening
• BP screening
• Height and Weight
• BMI
• Point of care testing

• COVID-19
• Influenza
• Strep

- Specialized Focused 
• Mental Health
• Wellness
• Geriatrics
• End of life/palliative care
• Pharmacogenomics
• CHW/SDoH
• Long-term Care at Home

Those services in red are the required core services for Community Pharmacy Enhanced Services Networks (CPESN)-IA

Towncrest Pharmacy Services



And the Newest Additions



Services, 20%

Product 
Distribution, 71%

OTC, 3.60%

Consulting/Grants
1.10% Rebates, 

4.30%

Sales 2024

Services Product Distribution OTC Consulting/Grants Rebates

• Value-based contracts
• Managed Care Organizations (MCO)

• Disruptive practice/business 
models

• Cost-plus
• Annual subscriptions 
• Direct contracting
• Pharmacy Care at Home
• Cash-based services

• Emphasis on non-dispensing 
revenue

Towncrest Financials



Disrupting with New Practice and 
Payment Models

Cash-based 
Practice

Direct 
Contracting

Concierge 
Practice

• Other Opportunities
• Embedding PCPs into community 

pharmacies
• Value-based arrangements with payers J Am Pharm Assoc (2003) 2017 Nov-Dec;57(6):692-697. doi: 

10.1016/j.japh.2017.07.006. Epub 2017 Aug 24.



Focus Areas

• Cash-based clinical services maximized
• Towncrest Wellness Apothecary—Cash-

based practice
• Consultations
• Functional medicine supplements
• Non-sterile compounding

• Pharmacy Care at Home—a goal of 500 
patients by the end of the year

• For LTC pharmacies
• For eligible patients whose Part D plans 

include LTC benefit
• Functional medicine
• Non-sterile compounding

• Value-based reimbursement 
contracts—Maximize

• Grant income—maximize
• CPESN-USA Special Purpose Efforts

• CPESN BI
• CPESN Health Equity

• Medical billing
• Cost-plus 
• Remote therapeutic monitoring

• Adherence
• Remote patient monitoring



Strategic Planning Process 

• Determine vision & mission
• Situational Assessment

• SWOT analysis
• Internal/external evaluation

• Establish goals and objectives
• Plan strategies to achieve 

objectives
• Implement plan and evaluate 

results



Situational Assessment

• SWOT Analysis
• Assess Strengths, Weaknesses, 

Opportunities, and Threats for 
pharmacy

• Scan the Environment
• Identify opportunities and threats
• Consider macroenvironment
• Evaluate microenvironment



Environmental Scanning

• Macroenvironment – external influences on 
pharmacy – not particular actors

• E.g. Trend to control drug costs; Medicare MTMS

• Microenvironment – specific actors that 
affect the success of a pharmacy

• E.g. Local physicians, pharmacies, insurers, 
employers



Macroenvironment
• Economic factors

• Health insurance, health care inflation
• Technology

• Monitoring, EHRs, electronic care plans (e-care plans)
• Social factors

• Demographics, family trends
• Competitive factors

• Consolidation, integration, networks
• Regulation & Politics

• Pharmacy practice regulations, lobbying groups



Macroenvironment

• Economic Factors

• Health care spending

• Health insurance
• Value-based reimbursement

• Patients’ willingness/ability to pay

• Direct contract opportunities

• Technological Factors

• Technology - system through 
which a firm produces outputs -
machines, methods, & knowledge

• Equipment – automated 
distribution, e-care plan platforms

• Managed care techniques

• Internet



Macroenvironment

• Social Factors
• Demographics and culture –

aging population

• Working for longer period of 
time

• Different wants and needs 
among the different 
generations

• Competitive Factors
• Consolidation of providers –

Pharmacies, others

• Growth of national health 
care firms

• Managed care penetration

• Strategic alliances and 
networks



Macroenvironment

• Regulation
• Antitrust regulations – limit 

cooperation

• State regulators –
collaborative practice 
agreements

• Accreditation

• Policies – recognizing 
pharmacists as providers

• Political Factors
• Influence of interested 

parties

• Lobbying ability -- $$$

• Public policy issues –
support for “hot” issues

• Trade associations – state 
and national



Practice Partner Analysis

• Evaluate microenvironment
• Analyze practice partners
• Identify opportunities and threats

• Identify parties that directly impact the firm
• Customers
• Suppliers
• Regulators
• Competitors



Microenvironment – Practice Partners

• What is the nature of relations with each party?
• E.g. Prominent physician group; large employer; health plans

• Is the power balanced?

• What is the level of cooperation and trust?

• Is there a long-term orientation?

• How are decisions made within the relationship?



• Evaluation may involve input from multiple sources

• Pharmacists

• Administrators

• Others – outside colleagues

• Local media – newspapers, radio, TV

Microenvironment – Practice Partners



Microenvironment – Practice Partners
• What is the nature of relations with each party? 

• How will they affect your marketing?

• Look for opportunities for your services
• Is there an unmet need?

• Identify threats to your plans
• Are there potential competitors? If so, who?
• What is likely physician response?



Competitive Advantage

• Try to create an arrangement of resources so the practice can 
produce a market offering that, relative to competing offerings:

1) is perceived by some market segments to have superior                                                      
value and/or

2) can be produced at lower costs

• Towncrest Pharmacy
• Know our customers, personalized service, experience in medication 

optimization and working collaboratively with other providers, proven 
clinical documentation system, etc.



Types of Resources 
(Tangible)

• Financial
• Cash reserves, cash flow, access to loans

• Physical
• Plant, equipment

• Legal
• Trademarks, patents, licenses 

• Human
• Skills, knowledge



Types of Resources 
(Intangible)

• Organizational
• Competencies, processes, controls, culture

• Informational
• Knowledge from consumer and competitor 

intelligence

• Relational
• Relationships with suppliers and customers



Internal Analysis
• Assess own strengths and weaknesses

• What do we do well? Core competencies?

• What resources do we possess that could give us a 
competitive advantage?

• What advantages do our competitors possess?

• How much investment is needed to overcome 
them?



Practice Readiness



Employee Readiness

• Intangibility. Services are inherently experiential. 
• Inconsistency. Service delivery is prone to 

inconsistency. 
• Inseparability. In addition to being intangible, 

a service is also inherently inseparable from 
the service delivery vehicle.

• Non-Inventoried.



Employee Readiness

• Training and development
• Practice support
• Practice transformation and readiness
• Engaging, committing, and persisting
• Accountability



Practice Challenges

• Funding/practice investment
• Employee apathy
• Employee resistance/hesitancy

• Lack of confidence in their competence?

• Practice partner(s) pushback/resistance
• Patient buy-in/acceptance
• Balance between managing operating 

costs and investing in the practice 
• Persistence



Randy P McDonough 
Co-Owner and CEO, Towncrest 
Pharmacy Corporation
rmcdonough@towncrest.com
319-430-4476 (Cell)

Questions?
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Visit rbc-ncpa.thinkingcap.com to claim your credit

To confirm successful completion of the course, visit the My Dashboard page 
and click on the ”Completed” tab of your dashboard.  


