Independent Pharmacies
'S

Big Chains

Independent pharmacies have to compete with big chains of
merchants, drugstores, and grocery stores. Analysis of
roduct sales data gives us key information on how
independent pharmacies can maximize front end revenue to
compete with big chain stores.
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Revenue Breakdown By Product
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Revenue Breakdown By Location
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Who Wins?

After analyzing product sales of independent pharmacies, we
can see that they can improve revenue in many ways to
compete with big chains. We saw that there are certainly

products and product categories that managers should focus
on much more than others and locations that will produce much
more revenue than others. Equipped with this information,
independent pharmacy managers can create appropriate
strategy to increase revenue and compete with the big chain
stores!
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