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Disclosure Statement

There are no relevant financial relationships with ACPE defined

commercial interests for anyone who was in control of the
content of the activity.
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Pharmacist and Technician Learning Objectives

1.

2.
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Describe the types of information pharmacies generate
that can be leveraged for decision making.

Discuss examples of data patterns and trends revealed
through analytic tools.

ldentify approaches for using data insights to
improve profitability and sustainability in pharmacy
practice.
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What 1s Business Intelligence?

Business intelligence (Bl) refers to the processes and
technologies used to analyze business data and gain insights
that support better decision-making. It involves collecting,
storing, analyzing, and presenting data to reveal tfrends,
patterns, and relationships that can inform strategic and
operational decisions.

Essentially, Bl helps organizations turn raw data into actionable
intelligence.
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Rvailable Data Sources in Community-Pharmacy

Community Pharmacies are Rich in Data...
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As the Community-Pharmacy
Business Model Evolves — A More
Complicated (and Opportune)
Set of Analytfics Emerges

It's The
Economy
Stupid!

“It’s the Business Model, Stupid.”
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Independents Need to Differentiate and Innovate to Survive
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+ Vaccines + Adherence med packaging

+ Pharmacist prescribing

+ Medication administration
+ POC testing

+ Tobacco cessation

+ Medication Synchronization

+ Delivery

+ MTM: Comprehensive
Medication Reviews
(Medicare)

+ Adherence
assessment/coaching

+ At home vaccines
+ Travel vaccines/consultations

Independents Need to Differentiate and Innovate to Survive

Pharmacy + 9 Pharmacy ++ -9 Pharmacy +++

+ Clinical home visits

+ At-risk GAP closures;
STAR/HEDIS improvements

+ Lifestyle
coaching/preventative care

+ Pharmacogenetic
testing/counseling

Historical_[y + Chronic care management
+ New drug therapy + Medication :
the only consultations reconciliation/transitions of care Ren'l‘t:te_ pRtentherpy
monitorin:
box taken + GAP closures; STAR/HEDIS . 9 .
to the metric improvements + Primary care services such as
c dinati annual wellness visits,
market i disease state monitoring
+ Behavioral health support i
+ SDOH p + Risk assessments
N scre.enlngs + CHW Services
;):re p!a:nmg o + Deprescribing services
N ’_“.fe'g Emonforing + Condition education,
+ Opioid management/naloxone counseling and management
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Business Intelligence: Who Needs The Service?
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Business Intelligence: Who Has a Gap? What is the Margin?

Profit-Loss Opportunity Analytics & Scoring

(Example: Medication Synchronization Use Case)
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Profit-Loss
Opportunity
Enalytics &
Scoring

(Example:
Medication
Synchronization
Use Case)

Profit-Loss
Opportunity
Enalytics &
Scoring

(Example:
Medication
Synchronization
Use Case)

Mo Fit Mo detextabie > Poarmed o 0L o Wersealag med amc O improviag med syac . () Bmaryleg mad sy . £ Goad medyac. | £ Batter mad mnc ) Best med syec it
patterns. sy i - Hecent time intervals iy Time intervaty Teme ntervats. Time intevvaly

A patterms. outof t. Recenit tire ik

vals worsening sgumt  impradng sqaient days
of ooy of sipply.

5t 120 days. a
Extended Loss to Follow-up: At least | et 2 e ation

oSy - Suboptimal Med Mix (€ Poor Sync

Single class of chronk med- o medication ills in prior 1. "

prior
with grester than 27 days of s

Becret thme mtere.
ety match daps of genecally matchdays  mostly match days motch days of
. of of oty

¥ HEHE EEEE

celEEEREEEEEE




10/17/2025

NCPA

BI Use Cases From Pharmacy Owners

4

1. Med Sync Optimization (enrollment, MFP prep, other)

2. Technician Optimization (hours/rx filled, other efforts)

3. ROI Analyses

1. Diabetic Education
2. Chronic Care Management
3. Vaccination Clinics
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BI Use Cases From Pharmacy Owners

1. Optimize Med Sync (Enrollment, Match w/ Services
2. Pharmacy Care at Home (Recruitment, Enrollment)

3. Simple Step/Cash Pay Program (Recruitment,
Enroliment)

4. Performance Comparisons (Benchmarking, Staff
Motivation)

5. Assessing Advocacy Opportunities and
Evaluating New Program Options
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Call to Action

1. Inventory Existing Data Sources
Inventory Current Analytic and Reporting Services Capabilities
Create a 1 month and 1 year Capability Road Map

|dentify a Business Lead - for Strategy

o K~ W

|Identify a Clinical Lead - for Dispensing and Services
Operations

6. Brainstorm Business Intelligence Use Cases

7. Rank Use Cases and Start with 15 Priority

NCPAEE
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Contact Information

Troy Trygstad

Executive Director, CPESN USA
trygstad@cpesn.com

Joe Greenwood

Owner, Greenwood Pharmacy
joe@greenwoodpharmacy.com
Wyatt Walker

Owner, Walker's Pharmacy
walkerspharmacylivonic@gmail.com
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