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November 21-26 2010

Welcome

Presenter
Presentation Notes
Kind words, 
Last time you will hear them
TREASON/TRAITOR will be among adjectives
Survey was in part triggered by competitors’ moves.

Goals and objectives
Wanted to identify readiness for change and identify barriers better encounter tomorrow
Compare to results from national (chain) surveys
Put out beacons—navigational tools to draw us to opportunities and steer us through uncertain and unchartered terraine
Wanted to create a benchmark that we could revisit
 

 
·         Provide a general description of the survey process (number of respondents etc). Wayne sent out questionnaire and few reminders – fill put on line or print off and return
 
·         List the steps taken to contact the respondents and the survey methods. 
 
·         Say whether or not the respondents’ answers gave you the information you sought. I’m not going to present all of the results as some questions/answers don’t tell us anything interesting. National responses generally validated our responses. 
 
·         Make a point of revealing information that was important, unusual and/or surprising. 
 
 Wright designed the spire in 1954 for the Arizona State Capitol 

Unlike many architects who are remembered for a distinct decade of work, Wright was able to adapt his architecture with the changing requirements of a fast-moving century. He used the newest materials and technologies.
-The spire design was ahead of its time for the 1950s but is still considered modern/avant-garde in 2010  (note: it was not built until 2004).
Beacons help guide navigators to their destinations. 
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November 21-26 2010

Encounter the future:
Member Survey Results

Presenter
Presentation Notes
Kind words, 
Last time you will hear them
TREASON/TRAITOR will be among adjectives
Survey was in part triggered by competitors’ moves.

Goals and objectives
Wanted to identify readiness for change and identify barriers so we can encounter the future on our terms
Compare to results from national (chain) surveys
Put out beacons—navigational tools to draw us to opportunities and steer us through uncertain and unchartered terraine
Wanted to create a benchmark that we could revisit
 

 
·         Provide a general description of the survey process (number of respondents etc). Wayne sent out questionnaire and few reminders – fill put on line or print off and return
 
·         List the steps taken to contact the respondents and the survey methods. 
 
·         Say whether or not the respondents’ answers gave you the information you sought. I’m not going to present all of the results as some questions/answers don’t tell us anything interesting. National responses generally validated our responses. 
 
·         Make a point of revealing information that was important, unusual and/or surprising. 
 
 Wright designed the spire in 1954 for the Arizona State Capitol 

Unlike many architects who are remembered for a distinct decade of work, Wright was able to adapt his architecture with the changing requirements of a fast-moving century. He used the newest materials and technologies.
-The spire design was ahead of its time for the 1950s but is still considered modern/avant-garde in 2010  (note: it was not built until 2004).
Beacons help guide navigators to their destinations. 
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Methodology

Conducted on-line between September 9th and 
October 10th, 2010. 

35 respondents

54 questions relating to:

• Pharmacy economics
• State of practice 
• Professional services
• Front shop merchandizing

Presenter
Presentation Notes

·         Provide a general description of the survey process (number of respondents etc). Wayne sent out questionnaire and few reminders – fill put on line or print off and return
 
·         Say whether or not the respondents’ answers gave you the information you sought. I’m not going to present all of the results as some questions/answers don’t tell us anything interesting. National responses generally validated our responses. 
 
·         Make a point of revealing information that was important, unusual and/or surprising.
We borrowed and adapted questions from the 2009 and 2010 Community Pharmacy magazine.
Thought the questions were good and allow us to make comparisons
Will point out points of convergence and divergence between the sample groups
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Pharmacy economics

Presenter
Presentation Notes
Most questions focused on provincial drug program reimbursement, logic being that private payers typically follow.
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Greatest challenge facing independent 
pharmacy owners

Presenter
Presentation Notes
What is the greatest challenge facing independent pharmacy owners today?

58 percent of Procurity members thought government cutbacks and regulations are the greatest challenge facing pharmacists today, a difficult number to reconcile with later questions in which the idea that the government’s drug plan is not an impediment to running a profitable business is largely supported. 

It it is worth noting that blaming the government was only top of mind as a challenge for 13% of national respondents asked to identify the greatest challenge. 
2009 survey before ontario hit + opinions likely caught in the gravitational pull of ON, AB, BC and Quebec as MB hasn’t made dramatic changes.
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Greatest challenge facing pharmacists

Presenter
Presentation Notes
What is the greatest challenge facing pharmacists today?

You’re not alone, read from McKesson interview.
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Procurity: Provincial Drug Plan is fair to 
beneficiaries

Presenter
Presentation Notes
In general our provincial drug plan is fair and equitable to its beneficiaries: agree or disagree

Recommends or validates income tested program.  This doesn’t come as a surprise.
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Provincial Drug Plan is too restrictive

Presenter
Presentation Notes
Provincial drug plan is too restrictive in terms of which drugs are eligible for coverage: agree or disagree?
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Provincial Drug Plans do not negatively 
affect level of care

Presenter
Presentation Notes
Our public drug plan does not negatively affect the level of care my pharmacy is able to offer patients: agree or disagree?
Material variance between members and national responses.
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Provincial Drug Plans do not negatively 
affect profitability

Presenter
Presentation Notes
Public drug plan does not negatively affect my ability to run a profitable business: agree or disagree?

Validates or supports market-based fee structure.
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What governments should do to 
manage growing cost of drug plan

Presenter
Presentation Notes
Single most important thing governments should do to manage the growing cost of drug plans?
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Expectations for profits in 2011
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Presenter
Presentation Notes
What do you expect will happen to profits in 2011?

Asked about front shop and dispensary. Should have broken the slide in two.
We didn’t ask by how much they would increase or decrease which is regrettable
Interesting here is that the national results are significantly more optimistic about increasing profits from both the dispensary and front of house. Filtering the national survey results to only include independent pharmacy owners produces a slightly more bearish forecast, moving more in line with the Procurity findings, with 51 percent of national chain respondents expecting a rise in dispensary profits and 32 percent expecting them to remain the same. 
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State of practice

Presenter
Presentation Notes
Next set of slides measure gap between actual and desired amount of time spent on certain tasks.
I’m going to address them quickly. 
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Time spent dispensing
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Presenter
Presentation Notes
How much time do you spend dispensing/how much time would you like to spend dispensing?

Explain time allocation

The trend here is that everyone wants to spend less time dispensing than they presently do. 

56 % of respondents spend more than 40 % of their day dispensing and would prefer to be dispensing for 10-40 % of the day. The national average for amount of time spent dispensing by pharmacists is 45.1 %, up 5 % from 2007. The nationally desired amount of time spent dispensing is 26.8. 
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Time spent non-prescription counseling
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Presenter
Presentation Notes
Time spent non-prescription counseling

60 percent of respondents are spending very little time on non-prescription counseling, and wish to spend more. This is in line with the national results which show that 11% of time is spent non-prescription counseling while the desired amount of time spent at this task is 15%.

Remember these numbers when we get to the data on perceived influence of pharmacists.
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Time spent on administration including 
finance
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Presenter
Presentation Notes
Time spent on administration including finance

Really, who wants to spend time on administration? No surprise there.
They want to spend less time on administration. 
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Time spent on expanded services
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Presenter
Presentation Notes
How much of your time is spent on expanded or enhanced services?

No definition of expanded services was given.
This shows strongly that respondents are spending little time on expanded or enhanced services and to varying degrees would like to spend more. 
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Time spent talking with doctors
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Presenter
Presentation Notes
Time spent  talking with doctors
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Time spent on front-shop issues 
including marketing
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Presenter
Presentation Notes
Time spent on front-shop issues including marketing

This indicates congruence between actual and desired.
Not much apatite to spend more time on front shop matters.
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Time spent managing staff
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Presenter
Presentation Notes
Time spent managing staff
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More training to offer expanded 
services

Presenter
Presentation Notes
I wish I had more training to offer expanded services: agree or disagree.


Sandra Alyward will have much to say about this.
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What will reduce time spent dispensing 
by owners and managers?

Presenter
Presentation Notes
What is the most important thing to reduce the amount of time spent by owners and managers at dispensing?
How much is the payment was not asked
Not sure payment is sufficient – Medscheck under spent only 8% uptake. 
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Views on professional services
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Services offered

Presenter
Presentation Notes
Does your pharmacy offer the following services? (Note – National figures display results only from traditional drugstores, not grocery store drug outlets, etc.)

Good penetration of services. Less than national on health promotion and counselling.




2525

Customers are surprised  when 
finding out about expanded services

Presenter
Presentation Notes
Initially, customers tend to be surprised or skeptical when they find out about our expanded services: agree or disagree.

National result – 61 % agree
Procurity Result – 47 % agree
Indicates greater receptivity to expanded services on the part of Manitoba consumers, However, when national results are filtered to accept only ‘Independent’ pharmacy’s, the numbers are closer, with 53 % agreeing that customers are surprised or skeptical to discover expanded services. 
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Level of support for pharmacist 
prescribing authority

Presenter
Presentation Notes
*Please indicate your level of support for pharmacist prescribing authority
*National support for pharmacist prescribing authority – almost identitical results

Of note: Nationally, pharmacists are slightly more comfortable with the expansion of prescribing authority, as opposed to Manitoba.
Surprising that the support isn’t higher. 
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Biggest barriers for charging for 
expanded services

Presenter
Presentation Notes
What are the biggest barriers for charging for expanded services

The numbers show us that there is agreement that charging for expanded services might not be supported by the customer. Procurity members seem far more concerned about the impact of expanded services on their time, which makes sense only if there isnt greater delegation to technicians and remuneration for expanded services.
63 percent of national pharmacists who provide expanded services feel they should be billing for them. 
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Fee-for-service medication review: 
Positive or negative impact

Presenter
Presentation Notes
If Manitoba were to implement a fee-for-service medication review it would have a positive impact on my business
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Logistical barriers preventing pharmacy 
from conducting medication reviews

Presenter
Presentation Notes
If Manitoba were to implement a fee-for-service medication review program, logistical barriers may prevent my pharmacy from conducting sufficient medication reviews
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Reducing dispensing time by owners 
and managers

Presenter
Presentation Notes
Please indicate your level of agreement with the following: It is important to reduce the amount of time spent dispensing by owners and managers.

This is the same level of agreement found at the national level




3131

Allocating more resources to 
expanded or enhanced services

Presenter
Presentation Notes
I wish my pharmacy could allocate more resources to expanded or enhanced services

This figure is the same as the national results, with 90 percent desiring more resources for the provision of expanded services
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Merchandizing and product mix
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Interest in more private label 
merchandise

Presenter
Presentation Notes
How would you gauge your interest in bringing more private label products into your store?
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Greatest benefit of adopting private 
label products

Presenter
Presentation Notes
Which of the below is the biggest benefit of adopting private label products?
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Greatest hurdle to adopting private label 
products

Presenter
Presentation Notes
What is the biggest hurdle to adopting private label products?

National brands have big dollar ad campaigns attached, ergo sell better.

But…
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Greatest influencer in customer decision 
to buy private label

Presenter
Presentation Notes
What do you believe has the greatest influence on a customer’s willingness to purchase a private label product?

Referral power is considerable and arguably rivals national brand ad buy. Earned media.
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Customer group most likely to purchase 
private label

Presenter
Presentation Notes
Based on your observations, what customer segment is most likely to purchase private label products?

Top 3 are all looking for value, and pharmacists recommendations can drive them to the product.
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Observations

• National and member results generally agree
• What should be up is down and what should be 
down is up with  most dispensary activities
• Training and a menu of services are needed to 
provide enhanced services
• Pharmacists influence customers’ decisions on 
product selection
• View of selling needs to be improved

Presenter
Presentation Notes
Medication therapy management = enhanced services
View of selling = Partner at KMPG, we’re not in the business of giving advice, we’re in the business of getting paid to give advice.
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Thank You

Presenter
Presentation Notes
I don’t know about you but I’m getting change fatigue—maybe it’s just Obama
I mentioned the beacon conversation. I
Unlike many architects who are remembered for a distinct decade of work, Wright was able to adapt his architecture with the changing requirements of a fast-moving century. He used the newest materials and technologies.
Encourage you to read the plaque (born in 19th century, designed the spire in 1954 and it was built in 2004)
The spire design was ahead of its time for the 1950s but is still considered modern/avant-garde in 2010  (note: it was not built until 2004).
He wasn’t dragged into the future, he created it daily on his drafting table and with some collective effort, so can you.
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