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In&epebent Pharmacies

Independent Pharmacies have a difficult time running the
“front-end” of the Pharmacy. By understanding what
consumers buy, Independent Pharmacies wil be able to
increase reveniue and compete with Chain Drugstores.
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Independent Pharmacies should ensure that these
product caiegory are continually in stock.
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What product

‘The following segments have the highest rates
of return:
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The product segments above should be in

stock at Independent Pharmacies during
ihelr respective seasons.

Focus on high performing
duct segments

Drop product segments that ave
"high retuim t0 sales ratios.

Account for
seasonal spikes
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