
Seventy-five percent of independent 
community pharmacies across the 
country have implemented adher-
ence programs to help their patients 
stay healthier and out of the hospital, 
according to the 2015 NCPA Census. 
Nearly 3,000 pharmacies are offering 
NCPA’s Simplify My Meds® appoint-

ment based model (ABM) program. 
For this edition of Adherence—It Only 
Takes a Minute, we bring you some of 
the best practices we’ve heard from 
community pharmacies that have been 
successful in expanding their syn-
chronization programs. Here are eight 
highly effective strategies to build out 
your adherence offerings.

Color code sync patients with 
baskets. Keep better track of when 
patients are due to come in to the phar-
macy by using a different color basket 
for each day of the week. On a busy 
day, the staff can know at a glance who 
is coming in today and tomorrow and 
who will be in later that week.

Sync delivery patients by neighbor-
hood. One community pharmacist 
owner was able to cut down on delivery 
costs by dividing his delivery area into 
quadrants and syncing medication for 
patients in the same part of town to the 
same week of the month.

Ask about OTC medications or sup-
plements during the pre-appointment 
call. Don’t miss the opportunity to sell 
the patient any needed vitamins or 
OTCs well ahead of their appointment 
time. When the patient comes in to pick 
their prescriptions, their OTC medica-
tions are ready with all of their other 
prescriptions. 

Delegate tasks to a technician. Many 
pharmacy owners fall into the trap of 
taking on the responsibility of imple-
menting and managing their pharma-
cy’s adherence program themselves 
while still trying to run their business. A 
pharmacy technician (or other member 
of the pharmacy team) can manage 95 
percent of the day-to-day operations of 
the adherence program, only involving 
the pharmacist for clinical assessment.

Consider syncing a family’s prescrip-
tions together. For the busy parent 

struggling to take care of her young 
children and an aging parent, aim to 
make her life a bit simpler by synchro-
nizing the whole family’s medications 
to the same day. 

Build relationships with prescrib-
ers. Physician payments are increas-
ingly being tied to quality, and the 
prescriber community is looking for 
resources to improve patient out-
comes. Ensure your area prescribers 
know about your pharmacy’s deliv-
ery, med sync, packaging, medica-
tion therapy management, or other 
services that may help the patient 
take her medications appropriately. 
NCPA has a variety of prescriber 
detailing resources available at www.
ncpanet.org/marketing.

Sync patients based on primary 
disease state. If all of your diabetes 
patients are due to come in during 
the third week of the month, you may 
consider offering diabetes education 
classes or a special on diabetic socks 
during that time. This strategy also 
may make sense for bulk ordering of 
medications as well.

Work MTM cases and immuniza-
tions into the appointment date. 
The patient’s pick-up date is a perfect 
time to market other pharmacy ser-
vices that would be beneficial for the 
patient. During the pre-appointment 
call, ask the patient if his appoint-
ment date would be a good time to sit 
down and talk about his medications 
or get his shingles shot, and then, 
staff accordingly. 

For more great tips like the ones listed 
in this article, join us for the session 
“Profits and Opportunities: Pearls from 
Your Colleagues” at the 2016 NCPA 
Annual Convention in New Orleans. ■
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READY TO START WORKING ON YOUR  
PHARMACY’S GROWTH?
 
NCPA can help you re-engineer your practice for 
new opportunities.
 

Changes in health care delivery and payment have created 
important new opportunities for independent pharmacies. 
Shortages of primary care physicians and new interest 
in value-based networks have put pharmacy owners in a 
strong position to expand their pharmacies into profitable 
health care destinations and create new partnerships with 
other providers. Pharmacy owners who have successfully 
grown their practice and profits through clinical expansion 
are ready help you join the evolution. Get the tools you 
need to plan, execute, and thrive at our new peer-to-peer 
Re-Engineering Your Pharmacy Practice Boot Camp.

HOW TO:

www.ncpanet.org/reengineer

http://www.ncpanet.org/reengineer

