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Charles “Chuck” Savage is no stranger to the practice of pharmacy—it has been 
a part of his life since a young age. He started out by working in an independent 
pharmacy, and realized it was ultimately what he wanted to do. After graduating 
from the St. Louis College of Pharmacy in 1973, he began practicing at a small 
independent pharmacy in southeast Illinois. From there, he moved to Jackson-
ville, Ill., where he worked for Osco Drug for nine years. 

STARTING A DREAM
Savage’s dream of owning his own pharmacy became a reality when a friend 
spoke about the opportunities and benefits of purchasing his own franchise 
through the Medicine Shoppe. Savage spoke to their representatives, and in 
1984 the Medicine Shoppe in Jacksonville, Ill., opened for business. At the time, 
there were nine other pharmacies in the town, including other independents 
and chains, but he knew that he could offer more and had the ability to sell 
himself to the patients.

When Savage became owner, the pharmacy had a simple model—most of the 
business was retail pharmacy, with limited front-end merchandise and free deliv-
ery. Charge accounts were not offered, and credit cards were not accepted. How-
ever, as with all businesses, to stay successful you must adapt to the changing 
market. With the acquisition of another local independent pharmacy, business 
began to increase due to drug packaging needs. It was at this time that Savage 
realized that to continue, change was needed beyond offering all of the options 
that weren’t initially available. That change came in the form of a brand new store.

BUILDING THE DREAM PHARMACY
With plans for the new store finished and construction underway, business 
at the old store continued as usual. In 2008, Savage and his staff moved from 
behind trees and houses to the main strip in Jacksonville, on Morton Ave. 

Time to Reinvent in  
a Changing Profession

by Corey Marin

PROFIT PEARLS

Editor’s Note: “Profit Pearls” is an occasional series of articles focusing on phar-
macies who have successfully used innovation, expanded offerings and outstanding 
customer service to become staples of their community.

For Charles Savage, taking advantage 

of opportunities is essential.
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are greeted by double glass doors 
and large, multi-leveled windows to 
ensure the pharmacy store is illumi-
nated with sunlight. Of course, as in 
any independent pharmacy, entering 
customers are always greeted with a 
booming “hello” and a big smile from 
every employee. 

NEVER SAYING ‘NO’ TO AN  
OPPORTUNITY
We have all heard the saying, “When 
opportunity comes knocking, it is 
wise to answer the door,” and that 
is how Savage ran his pharmacy. If 
there was a need, there was a way 
to provide that need to the entire 
community. At the time, the pharma-
cy did limited medication packing, 
servicing only 20-30 patients. Howev-
er, opportunity came knocking when 
the old heat-sealed bubble packing 
began to cause medication errors at 
nursing homes, which brought the 
need for something new. Savage, if 
he could find a way, was offered a 
contract to fill medication packages 
for all of the patients at the nearby 
nursing home in Springfield, Ill. After 
looking at the different technological 
options available and crunching the 
numbers, Savage selected pouch 
packing to provide this need. Ob-
viously there was a learning curve, 
as with any new technology, but the 
value this type of packaging offered 
to elderly patients was tremendous. 
This service allows more of them to 
be independent and stay at home. It 
is a rewarding feeling to give people 
back their independence.

Besides adding pouch packaging 
to the pharmacy services, small 
non-sterile compounding was added 
because, again, an opportunity came 
knocking, and the void needed to be 
filled by someone in town. This was 
a service that no one else could offer 
and has been successful ever since 
for both patients and pets. 

BEFORE

AFTER

merchandise, private immunization 
rooms, more workspace, a break 
room, offices, and room for expan-
sion, if necessary. Also, the addition 
of services such as charge accounts 
and free delivery were enticing to 
those in the community. Custom-
ers walking to the front of the store 

What made this new store enticing? 
Namely, it was the outward appear-
ance. No longer did he have a small 
corner business store, but a store 
to rival any pharmacy in town. There 
were two drive-thrus, more front-end 

In 2008 Savage moved out of his old location (top photo, above) and into a brand 

new store he built from the ground up.
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Savage says “If your heart is not in 
what you are doing and there is no 
passion, then it is not worth starting. 
There was not a day where I was not 
thinking about how to practice at the 
top of my license and how things could 
be changed to allow me to sell myself.”

These are only a few of the additions 
that have been added over time, but 
his business has always had the 
same motif: if there’s an opportunity 
or need, Savage’s pharmacy will meet 
and exceed the need, which in turn 
increases satisfaction and profit.

Savage says the No. 1 mistake own-
ers make is letting emotion get in the 
way after seeing the reimbursement 
on only one prescription. Yes, you 
could lose money on one, he says, 
but you could be making more than 
expected on another. The key is to 
look at the whole aspect of your busi-
ness because at the end of the day, 
it is the dollars that are put into the 
bank account, not the percentages.

A CHANGING TIME – REINVENT-
ING PRACTICE
In recent years, there has been a 
shift in pharmacy practice, with more 
focus on clinical aspects. Savage 
recognized this, and knew that to 
continue providing the best service 
to patients, it would be necessary to 
reinvent himself. He began to look at 
the business numbers and realized 

that volume was up and employees 
were working smarter, but in order to 
increase profits, business would have 
to increase.

As the saying goes, “Behind every 
man there is an equally strong sig-
nificant other.” This is certainly true 
for Savage. His wife Diane, who also 
graduated from St. Louis College of 
Pharmacy, was instrumental in work-
ing the back office of their pharmacy. 
When it came time to consider selling 
the pharmacy, they carefully consid-
ered all of their offers. One thing they 
knew for certain: they wanted to sell 
the business to someone who would 
keep the store open. Ultimately, they 
sold the business to Beaux Cole, the 
owner of the Medicine Shoppe fran-
chise in nearby Springfield, Ill.

NEW FACE, SAME FEEL
Cole graduated from Creighton Uni-
versity in 2005. After graduation, he 
started working for a retail chain and 
realized that he wanted to work in the 
community, just not for a chain. After 
considering his options, he eventu-
ally purchased the Medicine Shoppe 
franchise in Springfield in 2011. 
Knowing Cole’s success in Spring-
field, Savage contacted him about 
potentially selling him his franchise. 
Cole admitted he was skeptical at 
first, but stated that life changes, 
and after talking things over with his 
wife, Carrie, he realized that owning 
the two stores was going to create 
a nice symbiotic relationship. As 
his Springfield franchise is mainly 
a compounding center performing 
both sterile and non-sterile com-
pounding for patients and their pets, 
owning both pharmacies allows Cole 
to gain access to a customer base 
throughout central Illinois that was 
previously unavailable when both 
stores were separate entities.

Cole is active with the Illinois Pharma-
cist’s Association, helping with pro-
grams such as the Patient Self-Man-

agement Program. Based off the Ten 
Cities Challenge, this study showed 
the health care savings by having a 
one-on-one conversation between 
patients and pharmacists. “The best 
thing a young pharmacist can do is 
to be politically active and involved. 
Owning your own pharmacy is the 
most rewarding thing you can do in 
your life,” Cole said.

ADVICE FOR FUTURE OWNERS  
Savage, who now does some consult-
ing, says the best advice he can give 
is a quote from one of his business 
professors from pharmacy school. 

“The best thing you can do is learn 
someone’s name.” he says. “When 
you own your own pharmacy, the 
goal is to sell yourself. I always made 
sure that I knew everyone’s name 
and it came to the point where it was 
expected of me.” 

Savage also advises that pharmacy 
owners embrace technology and uti-
lize the skills of people whose jobs in-
volve other aspects of business. Back 
office work can be the bane of inde-
pendent pharmacists because there is 
so much to do and learn. Therefore, he 
says, let others assist with that aspect 
of the business, freeing you to be the 
face of your pharmacy. ■

Corey Marin is a 2016 PharmD candidate at 

the University of Iowa College of Pharmacy.

“If your heart is 
not in what you 
are doing and 
there is no pas-
sion, then it is not 
worth starting.”
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