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Compounding educational opportunities available  
to all attendees at the 2014 NCPA Convention.

Opportunities in Nutrition and Wellness:  
Niche Implementation Guide
Saturday, October 18, 2014 | Morning Session

With the national focus on health maintenance in the aging population, 
the Nutrition and Wellness niche is presenting a rewarding professional 
experience and an enormous profit opportunity for community 
pharmacies. The relationship that you have with your patients and your 
understanding of their history plays a vital role in their nutrition and 
supplement needs. This program will discuss the market in depth, and show 
you what commitment to success looks like.   

Building a Successful and Innovative  
Wound Care and Scar Therapy Niche
Saturday, October 18, 2014 | Afternoon Session

In an age of growing uniformity, Wound Care provides a niche that can 
differentiate your practice. Every day, patients with recent procedures face 
the challenge of finding solutions to scarring. Throughout the community 
there are patients disabled by painful wounds from diabetic ulcers, injuries 
or burns. These are challenges that can’t be handled by just any pharmacy. 
This educational session will provide the latest clinical information so you 
have better options for treating your patients. 

Member Fee: $350 ( 1/2-day: $200) | Non-Member Fee: $450 ( 1/2-day: $225)

Education that will lift 
your business.

For the latest information and to register, 
go to NCPAnet.org/convention. 

NCPA AD-v4.indd   1 5/29/2014   8:13:37 AM



PRELIMINARY AGENDA 

PERSONAL FINANCE TO PREPARE FOR OWNERSHIP
• Qualifying for a loan
• Paying off student loans and other debt
• Preparing to pre-qualify
• Preparing to own/buy a pharmacy

IMPROVING ADHERENCE FOR YOUR PATIENTS
• Medication synchronization, MTM
• Identifying patient barriers
• Introduction to Medicare Star Ratings

LEADERSHIP AND NETWORKING SKILLS FOR YOUNG 
PROFESSIONALS/ENTREPRENEURS
• Advancing your career
• Improving your business and communication skills
• Professional membership, advocating for your profession

NEW PRACTITIONER PANEL
• Community pharmacist resident
• Staff pharmacist at independent community pharmacy
• Owner within 10 years from graduation

All About Your Future Student Luncheon

Check www.ncpanet.org/convention for updated information.

Sunday, October 19, 2014
11:30 a.m. – 1:30 p.m.
Hilton Hotel, Austin, Texas



32014 Preliminary Program

The “Meet, Learn, Succeed” slogan captures the essence 
of the NCPA Annual Convention and Trade Exposition. 
They are the reasons why I am personally inviting all 
community pharmacists to our 116th annual meeting in 
Austin, Texas, Oct. 18—22. The NCPA Annual Convention 
is an unsurpassed opportunity to network with your 
peers, see the latest products and services from pharmacy 
industry vendors, and have a little fun, too.
 A major part of the convention experience is the 
Continuing Education programming. From breakfast 
through dinner, you will be exposed to more than 20 
hours of useful and thought-provoking CE, delivered by 
pharmacy peers and other experts in a variety of fields 
that impact community pharmacies and their patients.
 The range of offerings will give you the tools you need 
to improve your pharmacy’s business performance and 
sharpen your patient care skills. Past attendees tell us 
they have taken home ideas that had been successfully 
implemented by a colleague or an idea for plans from 
a CE session that they have incorporated into their 
practices that more than paid for the cost of their stay.
 Our headquarters hotels are the Hilton, the Hyatt, 
and the Courtyard Marriott, all within a block of the 
Convention Center and each other. They are a short stroll 
away from Sixth Street, the historic and entertainment 
district of “the live music capital of the world” with 
more than 250 music venues. Austin also is known as a 
development center for the technology industry, so much 
so it is sometimes called Silicon Hills.

Dear Colleague,

 At YOUR Annual Convention, you will see first-hand 
that NCPA is committed to developing practical, profitable 
business solutions. NCPA, as always, is committed 
to advocacy—zealously championing the interests 
of independent community pharmacy in legislative, 
regulatory, and legal arenas. Our convention programming 
reflects those values.
 Please look through this preliminary program to get a 
flavor of what awaits you in Austin at the best independent 
community pharmacy meeting, anytime, anywhere. The 
keynote speaker is Guy Kawasaki, a Silicon Valley author, 
motivational speaker, investor, and management advisor 
who will share his business and marketing acumen with 
you and inspire you to better operate your small business. 
The closing night entertainment headliner is classic 
country singer Mark Chesnutt, owner of 14 No. 1 hits, 23 
top 10 singles, four platinum albums, and five gold records.
 Education, networking, and entertainment—it’s all included, 
along with most meals, in one low registration fee.
 Check back for frequent CE and other program updates 
at www.ncpanet.org/convention and to register. 
 Please attend. You’ll be glad you did, because I am 
confident that you will:
•  MEET old friends and make new ones.
•  LEARN from experts in top-notch educational sessions 

and from vendors at the most productive trade show in 
the pharmacy industry.

•  SUCCEED with ideas and knowledge to better serve your 
patients and improve your bottom line.

See you there, partner.

Mark Riley, PharmD
NCPA President 2013–14
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General Information

NCPA on Social Media

Use the hashtag #NCPA2014 on social media to join the 
conversation before, during, and after the convention. 
Follow NCPA on Twitter (@commpharmacy), like us on 

Facebook (facebook.com/commpharmacy), and add us to 
your circles on Google+ (ncpanet.org/googleplus)

What you hear is true: with vibrant 
entertainment and culture, inspiring 
cuisine, and stunning outdoor 
settings, Austin lets you create a 
soundtrack all your own. Austin is 
home to more than 250 music venues 
and a vibrant arts scene. So take 
a look around, and put Live Music 
Capital of the World® on your playlist.

Recently named “Best Domestic 
Airport” in the U.S., Austin-
Bergstrom International Airport 
(ABIA) makes it easy to get to and 
from Austin by air. All major American 
airlines serve ABIA, with roughly 
270 daily flights to nearly 40 nonstop 
destinations and 80 direct (same 
plane) destinations.

“Drive friendly” is one of the state 
mottos, and Austin is no exception. 
Getting to and from the airport—
and all around town—is easy. Most 
major rental car companies are 
available at ABIA, and taxi rides 
are very reasonable. The airport is 
located only 7 miles from the Austin 
Convention Center.

With more than 300 sunny days 
each year, Austin locals and visitors 
alike spend plenty of time outdoors. 
And it’s no wonder. The winters are 
temperate. The summers are, well, a 
little toasty. And the spring and fall 
offer up the perfect balance of bright 
blue sky and mild temperatures.

travel in Austin. The Courtyard 
by Marriott includes several great 
amenities: 270 guest rooms and 
suites; complimentary in-room high-
speed and wireless Internet access; 
separate seating area and workspace 
with a large desk, no-glare lighting 
and an ergonomic chair; in-room 
coffee and tea, hairdryer, iron, 
and ironing board; two telephones 
with multiple lines, data ports, and 
voicemail; “The Market” for all of your 
sundry needs; complimentary self-
service business centers; bountiful 
breakfast buffet served daily with a 
complete selection of hot and cold 
items; in-room dinner delivery; and 
guest laundry.

The Hyatt Place Austin Downtown 
is within steps of the best of 
Downtown Austin, including the 
Austin Convention Center, 6th Street 
Entertainment District, the University 
of Texas at Austin, and a multitude 
of restaurants waiting to satisfy 
your appetite for delectable food and 
engaging entertainment.

HOST HOTELS:
All of NCPA’s hotels are located within 
steps of the Austin Convention Center.

The Hilton Austin is elegant, modern 
and just one block from Austin’s 
famous 6th Street Entertainment 
District. It features a luxurious Spa 
and Health Club, fine dining at the 
Finn & Porter Restaurant, and an 
eye-catching, popular bar. The Liberty 
Tavern Restaurant offers breakfast 
and lunch, featuring traditional 
comfort foods. Their Java Jive on 
5th features fresh-baked pastries, 
Starbucks Coffees, Blue Bell Ice 
Cream and shakes, and free wireless 
Internet. The Hilton Austin is adjacent 
to the Austin Convention Center and 
is the largest hotel in the city, offering 
800 rooms, including 81 concierge-
level rooms, and 25 suites.

The Courtyard by Marriott Downtown 
showcases a contemporary new 
design package. Guest rooms are 
clean, comfortable, and perfect 
for both business and pleasure 
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LA QUINTA 
AUSTIN CAPITOL 
(130 rooms)

INTERCONTINENTAL 
STEPHEN F. AUSTIN (189 rooms)

DOUBLETREE 
SUITES BY HILTON
(188 rooms)

SHERATON AUSTIN HOTEL 
AT THE CAPITOL (365 rooms)

OMNI AUSTIN HOTEL 
      DOWNTOWN (392 rooms)

HILTON GARDEN INN 
                    AUSTIN DOWNTOWN (254 rooms)

HYATT PLACE AUSTIN 
DOWNTOWN (296 rooms)

HILTON AUSTIN 
CONVENTION CENTER 
(800 rooms)

HAMPTON INN & SUITES 
DOWNTOWN (209 rooms)

JW MARRIOTT
AUSTIN 
(1,012 rooms; opening 2015)

       COURTYARD & RESIDENCE INN
BY MARRIOTT (449 rooms)

RADISSON HOTEL & SUITES
AUSTIN – TOWN LAKE (413 rooms)

W AUSTIN (251 rooms)

FOUR SEASONS
                   HOTEL AUSTIN (291 rooms)

EMBASSY SUITES 
DOWNTOWN AUSTIN – 
TOWN LAKE (259 rooms)

HYATT REGENCY DOWNTOWN
AUSTIN ON THE LAKE (448 rooms)

HOLIDAY INN AUSTIN
LADY BIRD LAKE (322 rooms)

AUSTIN
VISITOR
CENTER

(opening 2014)

EXTENDED
STAY AMERICA

DOWNTOWN (101 rooms)

THE DRISKILL
HOTEL (189 rooms)

    WESTIN 
    AUSTIN 
    DOWNTOWN 
    (366 rooms; opening 2015)

HOMESTEAD
STUDIO SUITES
(130 rooms) 

 HOTEL ELLA
 (48 rooms)

AT&T EXECUTIVE
EDUCATION &
CONFERENCE
CENTER (297 rooms)

AUSTIN
VISITOR
CENTER
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Preliminary Schedule at-a-Glance

ALL SESSIONS WILL BE HELD IN THE AUSTIN CONVENTION CENTER. CHECK THE NCPA 
CONVENTION WEBSITE FOR UPDATES AND CHANGES—WWW.NCPANET.ORG/CONVENTION

THURSDAY, OCTOBER 16
8 a.m. – 6:15 p.m.
Diabetes Accreditation Standards 
Practical Applications, Part I & II
(Separate fee applies)

FRIDAY, OCTOBER 17
7 a.m. – 6 p.m.
Front-End Profit Building Seminar
Sponsored by Upsher-Smith Laboratories
(Separate fee applies)

8 a.m. – 12 p.m.
Diabetes Accreditation Standards 
Practical Applications, Part I & II
(Separate fee applies)

8 a.m. – 6 p.m. 
Pharmacy-Based Immunization 
Delivery Certificate Training 
Program 
(Separate fee applies)

SATURDAY, OCTOBER 18
7 a.m. – 6 p.m. 
NCPA Convention Registration 
Austin Convention Center, Main Lobby 

8 a.m. – 12 p.m.
Technology Seminar

8 a.m. – 4:30 p.m. 
Opportunities in Nutrition and 
Wellness: Niche Implementation 
Guide (Morning Session)
Sponsored by PCCA
(Separate fee applies)

Building a Successful and 
Innovative Wound Care Niche 
(Morning Session)
Sponsored by PCCA
(Separate fee applies)

9 a.m. – 4:30 p.m.
Educational Workshop Programming

1 – 6:30 p.m. 
Selling Your Pharmacy: 
Planning for Success
Sponsored by Live Oak Bank
(Separate fee applies)

6:30 – 9:30 p.m. 
NCPA Opening Celebration 
Austin Convention Center, 
Exhibit Hall 2-3 

SUNDAY, OCTOBER 19 
7 a.m. – 6 p.m. 
NCPA Annual Convention 
Registration 
Austin Convention Center, 
Exhibit Hall Foyer 4-5 

7 – 8:30 a.m.
NCPA Continental Breakfast
Austin Convention Center 

7:30 – 9 a.m.
Educational Workshop Programming

9 – 11 a.m.
Opening General Session
Featured Speakers: 
NCPA President: Mark Riley
Guy Kawasaki

11:30 a.m. – 1:30 p.m.
Luncheon Symposia



11:30 a.m. – 1:30 p.m.
All About Your Future 
Student Luncheon
Hilton Austin

1:30 – 6 p.m.
Grand Opening of 
the NCPA Trade Exposition
Austin Convention Center, 
Exhibit Hall 3-5

NCPA Exhibitor Theater
Austin Convention Center, 
Exhibit Hall 4-5

5 – 6 p.m.
Wine & Cheese Reception
Austin Convention Center, 
Exhibit Hall 4-5

MONDAY, OCTOBER 20 
7 a.m. – 6 p.m. 
NCPA Annual Convention 
Registration 
Austin Convention Center, 
Exhibit Hall Foyer 4-5 

6:45 – 7:45 a.m.
NCPA All About Your Business 
Breakfast for Success (Non-CE)

7 – 8:30 a.m.
NCPA Continental Breakfast

8 – 9:30 p.m.
Educational Workshop 
Programming

9:30 – 11:30 a.m.
Second General Session 
and Government Affairs Forum

12 – 4 p.m.
NCPA Trade Exposition 
(with Buffet Lunch)
Austin Convention Center, 
Exhibit Hall 3-5

NCPA Exhibitor Theater
Austin Convention Center, 
Exhibit Hall 4-5

Colleagues in Consultation
Austin Convention Center, 
Exhibit Hall 4-5

4 – 5:30 p.m.
Educational Workshop Programming

TUESDAY, OCTOBER 21
7 a.m. – 6 p.m. 
NCPA Annual Convention 
Registration 
Austin Convention Center, 
Exhibit Hall 4-5

7 - 8:30 a.m.
NCPA All About Your Business 
Breakfast for Success (Non-CE)

7:30 - 9 a.m.
NCPA Continental Breakfast
Austin Convention Center 

8:30 – 10 a.m. 
Educational Workshop Programming

10 – 11:30 a.m. 
Educational Workshop Programming

11:30 a.m. – 2:30 p.m.
NCPA Trade Exposition 
(with Buffet Lunch)
Austin Convention Center, 
Exhibit Hall 4-5

11:30 a.m. – 12:30 p.m.
Colleagues in Consultation
Austin Convention Center, 
Exhibit Hall 4-5

2:45 – 4:15 p.m.
Educational Workshop Programming

7 – 10 p.m.
Closing Night Event
Mark Chestnutt
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Pre-Convention Programming

THURSDAY, OCTOBER 16
8 a.m. – 6:15 p.m. 
Diabetes Accreditation Standards—
Practical Applications (DASPA)
(Separate fee applies)
Expand your business opportunities 
in the diabetes niche. You can accred-
it your pharmacy practice to get paid 
by Medicare for providing diabetes 
self-management education/training. 
NCPA is partnering with the Ameri-
can Association of Diabetes Educators 
(AADE )to deliver a comprehensive 
program that prepares your practice 
to provide and get reimbursed for 
DSME/T. Experts with community 
practice experience are the instruc-
tors for this program that delivers 
tactics for moving your pharmacy to-
ward accreditation. Featuring all new 
case studies and exercises, instruc-
tion, and advice on billing, program 
set-up, successful operations, patient 
outreach, and more. 

FRIDAY, OCTOBER 17
8 a.m. – 12 p.m.
Diabetes Accreditation Standards—
Practical Applications (DASPA)
(Separate fee applies)
See above for description.

8 a.m. – 6 p.m.
Front-End Profit Building Seminar
Sponsored by 
Upsher-Smith Laboratories
(Separate fee applies)
Build your business profits. The front-
end of the pharmacy has a lucrative 
cash margin and can enhance your 
image and attract new customers. You 
will walk away from this intensive 

seminar ready to improve your busi-
ness and your bottom line with tactics 
and tools for:
 •  Building an Implementation Team
 •  Creating Pharmacy Curb Appeal
 •  OTC Best Sellers
 •  Inventory
 •  Private Label
 •  Marketing
 •  Best Practices in Selling Gifts, 

Cards and Seasonal
 •  Peer Networking

8 a.m. – 6 p.m.
Pharmacy-Based Immunization De-
livery Certificate Training Program 
(Separate fee applies)
Pharmacy-Based Immunization De-
livery is an innovative and interactive 
training program that teaches phar-
macists the skills necessary to become 
a primary source for vaccine informa-
tion and administration. The program 
includes the basics of immunology 
and focuses on practice implementa-
tion and legal/regulatory issues.

SATURDAY, OCTOBER 18
8 a.m. – 4:30 p.m.
Plan to bring your pharmacy team to 
this two-part program to walk away 
with a plan that everyone can commit 
to! Sponsored by PCCA
(Separate fee applies)
Opportunities in Nutrition and Well-
ness: Niche Implementation Guide
With the national focus on health main-
tenance in the aging population, the 
nutrition and wellness niche is present-
ing a rewarding professional experience 
and an enormous profit opportunity for 
community pharmacies. The relation-
ship that you have with your patients 
and your understanding of their history 
plays a vital role in their nutrition and 
supplement needs. This program will 
discuss the market in depth – how to 
increase your presence, and maintain 
your market share, product mix, floor 
plan, staffing, finances, and market-
ing. You will walk away prepared to put 
together your own plan, with tools and 
templates for business success.
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Building a Successful and 
Innovative Wound Care Niche
In an age of growing uniformity, 
wound care provides a niche that can 
differentiate your practice. Every day 
patients with recent procedures face 
the challenge of finding solutions to 
scarring. Throughout the community, 
there are patients disabled by painful 
wounds from diabetic ulcers, inju-
ries, or burns. These are challenges 
that can’t be handled by just any 
pharmacy. This educational session 
will share not only the latest clinical 

information on the safe manage-
ment of these patients, but also how 
you can implement this niche in your 
practice, how to conduct hands-on 
training, workflow, quality assur-
ance, and have better options for 
treating your patients.

1 – 6:30 p.m.
Selling Your Pharmacy: 
Planning for Success
Sponsored by Live Oak Bank
(Separate fee applies)
Selling your pharmacy is an im-

portant event that, with the proper 
planning, can bring you the return 
on investment to fund your retire-
ment or next venture. For success, 
planning is key and this program 
will bring you a panel of experts to 
help you make the most successful 
and profitable plan. Topics include 
what to do and, more importantly, 
what not to do; contracts; legal; 
banking; tax issues; pros and cons; 
and the advice and counsel of an 
expert panel that will take the time 
to answer your questions. 

Workshops

How Not to Be an Audit Target in 2015
There is a saying that only death and taxes are inevitable, 
but any pharmacy owner knows you can easily add audits 
to that as well. In this program, you will learn audit trig-
gers and how to avoid them, as well as workflow tips that 
will help your pharmacy staff keep your business safer 
from audits. When the worst happens and you are audit-
ed—you will know what your rights are, what to do when 
you are audited, and how to dispute an audit recovery.

Before and After: The Step-by-Step of a Pharmacy 
Front-End Overhaul—Image and Profits
The competition is getting flashier and though studies 
show that pharmacy chains can’t begin to compare with 
the service and trust of the independent, a front-end 

make-over has been shown to boost your image with cur-
rent customers and attract new customers to your phar-
macy. This program will take you through the process of 
a pharmacy front-end revamp and share insights from a 
fellow pharmacy owner on the size, scope and impact of 
their overhaul project. This is a great opportunity to see 
actual changes, talk to the business owner, and find out 
the positives, negatives, surprises and rewards.

Business Opportunities: Expanding Into a Successful 
Nutrition Niche in Your Pharmacy
Nutrition is one of the fastest-growing health care niches. 
It is profitable, non-insurance, and an area of natural ex-
pansion for the community pharmacy. Your patients need 
a health care professional they can trust for counseling 
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to help them sort through the barrage of information they 
get daily on supplements and how they react/interact with 
their medications. This program will bring you insights 
from a successful pharmacy practitioner and how they 
introduced nutrition to their practice. 

Making Your Pharmacy Business Safe: 
Virtual and Physical Security 
Whether it is the safety of your patient data, or the safety 
of your staff and property, there has been a sharp increase 
in crime that as a community business owner is concern-
ing. The 2013 holiday season was an eye-opener to retail-
ers and customers alike. Target and other retailers faced 
very high-profile damaging credit card problems that shook 
the industry and the faith of their loyal customers. Big or 
small, this world full of hackers has demonstrated that 
there is no guarantee of security unless you take steps to 
protect your patients and your business. The rise of crime 
surrounding prescription medications has put the physi-
cal safety of the pharmacy at risk as well. This session will 
help you to find the tools to secure your pharmacy and your 
patient data and outline the steps you need to take to keep 
your pharmacy business and patients safe.

Medicare Part D Star Ratings: A Pharmacist’s 
Practice–Based Guide
The industry is humming about Medicare Part D Star 
Ratings and their impact on plans and networks as well 
as their potential to impact pharmacy business. But the 
bottom line is how will they affect you, and how can you 
affect them in your pharmacy? This session brings you a 
practicing pharmacist business owner who can give you 
practical advice to use your patient data and alter your 
workflow to proactively manage the star ratings quality 
measures in your pharmacy. 

Cash Flow Management Tips for When Money Is Tight, 
and Other Accounting Solutions
A slow payer, a business growth surge, an unexpected 
expense – all of these situations can leave you with cash 
flow problems that affect your business. How do you ad-
dress and prepare for these situations? This session will 
give insight into accounting and banking solutions that 
can help you forecast and avoid cash flow and cash man-
agement problems, and a whole lot more. 

One Size Does Not Fit All: Inventory Management Guide 
for Front Ends of All Shapes and Sizes
Each pharmacy is different: different patient base, differ-

ent neighborhood, different sizes and shapes. What may 
be great for a 3,000-square foot store is unusable for a 
smaller apothecary. This session will cover the basics of 
the front end for a variety of sizes, what makes sense, and 
how to use information from your neighborhood to create 
a compelling product mix that sets you apart. It will also 
focus on inventory management pearls that teach you how 
to keep the right product mix at the right price specifically 
for your pharmacy business and its patients.

Compounding—Important Regulatory and Legislative 
Developments That Will Affect Your Practice
Vital information for all compounders! The implementa-
tion of DQSA is underway, bringing significant changes in 
compounding that will affect your business. This ses-
sion will give insight on FDA’s implementation of the new 
outsourcing facility category as well as further guidance 
regarding traditional compounding. Additionally, the pro-
gram will feature up-to-the-minute information on what 
you need to know to prepare for USP’s recently proposed 
chapter on the handling of hazardous drugs. This Gen-
eral Chapter <800> may well require new investment in 
equipment and negative pressure rooms for all providers 
of BHRT, among other things.

Practical Assessment for Pharmacy Health 
This presentation focuses on management processes es-
sential to a healthy pharmacy business. Operating a phar-
macy is always a challenge and the economic environ-
ment of the last few years has increased that challenge. 
Margins are lower and markets fluctuate. Crucial decisions 
such as where to expand or cut back must be made right 
the first time—with no room for error. Today’s uncertain 
economy can offer tremendous opportunity for those phar-
macies able to make disciplined financial decisions.

The Clinical Retail Pharmacist: Join the Conversation!
For centuries, pharmacists have consistently adapted to the 
ever-changing health care environment. Now, a new dawn 
of collaborative care is rising in the marketplace, which is 
rapidly changing the way we must operate. How will your 
pharmacy evolve to partner in more powerful ways with 
your patients to realize greater clinical outcomes? This 
program is more than continuing education… it’s an event. 
We’ve brought together some of the brightest thinkers in 
pharmacy to cast a vision and offer practical principles for 
becoming a Clinical Retail Pharmacist. At the end of this 
event, you’ll be armed with the right tools to impact your 
community, your star ratings, and your profession.
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Third Annual LTC Summit

MONDAY & TUESDAY
•  Long-Term Care Legislative and Regulatory Update

•  Medicare Part D Star Ratings—What They Will 
Look Like Shining on Long-Term Care

•  Technology for Your Long-Term Care Business 
Now and Tomorrow (Non-CE)

•  Business Building: Finding and Delivering The 
Perfect Package for the LTC Facility

•  Breakfast With Champions—All About Your LTC 
Business (Sunday)

LTC Vendor Showcase in the Exhibit Hall—visit this hall section 
focused on your LTC market

Technology Seminar

SATURDAY
•  Electronic Prescribing of Controlled Substances—

Requirements for the Pharmacy and Prescriber

•  Technology for Adherence Workflow

•  Data Security—The Need, The Technology, 
The System Maintenance

•  Social Media—Policies to Protect Your Pharmacy 

•  Technology to Support Pharmacist as Health Care 
Provider
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•  Medication Synchronization From the Ground Up: 
How to Build a Successful Adherence Program

•  Technology and Tools for Your Adherence Toolbox: 
Pharmacy Peers and the Secrets to Improvement

•  Taking on Adherence Together—Pharmacists 
Reaching Out to Prescribers and Other Players to 
Improve Patients’ Health

•  Tackling Percentage of Days Covered—Adherence 
Meets Medicare Part D Star Ratings

•  Beyond Adherence: What’s Next—A Pharmacy 
Owner’s Guide to Adding Niche Services

•  Let’s Talk: Capitalizing on Patient Relationships 
and Communication to Improve Care

All About Your
Business Breakfasts
BREAKFAST FOR SUCCESS (NON-CE)

Make More Profit in the Front 
End of Your Store
Speaker: Gabe Trahan, senior 
director of store operations and 
marketing, NCPA, Alexandria, Va.

Opportunities for the Pharmacy: 
Compounding, Innovation, and 
Nutrition—Niche Plus Patient 
Care Equals Profit

New Options for the PCCA 
Member: Basics in Wound Care

Adherence Track

•  Product Theater Luncheon—Pneumococcal 
Disease in Adults 50+: A Prevention 
Option for Your Patients. A promotional 
program sponsored by Pfizer 
Saturday, October 18, 12 – 1:30 p.m.

•  Optimizing Medication Management in 
ACS: The Role of the Pharmacist Across 
the Continuum of Care. Presented 
by Creative Education Concepts and 
Supported by AstraZeneca 
Sunday, October 19, 11:30 a.m. – 1:30 p.m.

•  NEW IN 2014! All About Your Future 
Luncheon for Pharmacy Students 
Sunday, October 19, 11:30 a.m. – 1:30 p.m.

Special Sessions
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Trade Exposition

The NCPA Trade Exposition is the most powerful and 
productive trade show in the pharmacy industry. It is 
your best opportunity to secure the very latest in quality 
products and services.

LOCATION
Austin Convention Center, Austin, Texas

EXHIBIT HOURS
Sunday Oct. 19, 1:30-6 p.m. with reception
Monday Oct. 20, 12-4 p.m. with lunch
Tuesday Oct. 21, 11:30 a.m. – 2:30 p.m. with lunch

EXHIBITOR THEATER ON THE EXHIBIT FLOOR
For attending pharmacists, these 30-minute, non-CE 
sessions present the latest on products and services from 
select exhibiting companies.

2014 NCPA Exhibitors (as of 5/27/14)

/alert
Acura Pharmaceuticals, Inc.
Almased USA, Inc.
American Associated Diabetes 

Educators
American College of Apothecaries
American Pharmacies
AmerisourceBergen
Anda, Inc.
Attix Pharmaceuticals
Auburn Pharmaceuticals
BD 
Berry Plastics Corporation
Bionix Health at Home
Board of Certification/

Accreditation (BOC)
Boehringer Ingelheim 

Pharmaceuticals, Inc.
Boiron
Buy-SellAPharmacy.com, Inc.
CAM Commerce Solutions
Cardinal Health
Carepoint, Inc.
Chattem—A Sanofi Company
Computer-Rx
Designer Greetings
Dr. Fuji/ACIGI Relaxation
Dry Corp
ECR Software Corporation
EISAI

Emdeon
Emerson Ecologics
Essential Formulas, Inc.
Fagron
Fireking
Franklin Eyewear
Freedom Pharmaceuticals
Genetco, Inc.
Guaranteed Returns
H.D. Smith
Health Business Systems
Health Engineering Systems
HPSO
iMedicare 
Independent Pharmacy 

Cooperative
Infinite Therapeutics
Innovatix, LLC
Integra, Inc.
Johnson & Johnson Healthcare
KeyCentrix, LLC
Konsyl Pharmaceuticals, Inc.
LDM Group
Letco Medical
Lilly USA, LLC
Live Oak Bank
Logix, Inc.
Managed Health Care Associates, 

Inc./Net-Rx
Mason Vitamins
Masters Pharmaceutical, Inc.

McKesson
Medicine-On-Time
Medisca
Metagenics
Micro Merchant Systems, Inc.
Minnesota Independent 

Cooperative
Mission Pharmacal Company
Mylan, Inc.
NCPA
Novo Nordisk, Inc.
OmniSys
Ortho Molecular Products
PAAS National Inc.
Parata Systems
PCCA
PDX—NHIN
Pfizer
Pharmacists Online/Genius Central
Pharmacy Development Services
Pharmacy First
Pharmacy Quality Solutions
Pharmacy Times
Pharm Assess, Inc.
Phi Delta Chi Fraternity
PioneerRx
Prince of Peace—Tiger Balm
PRS Pharmacy Services/NASI
Purdue Pharma
Pure Encapsulations
QS/1

Qualitest Pharmaceuticals
RelayHealth
Retail Management Solutions
Return Solutions
Rexam Prescription Products, Inc.
River City Pharma
R. J. Hedges & Associates
RXinsider
RxMedic
Rx Systems, Inc.
Rx30 Pharmacy System
Sartoretto Verna S.R.L.
ScriptPro
Smart Step Flooring
SoftWriters, Inc.
Spenco
StoneRiver Pharmacy Solutions
Sykes & Company, P.A.
TCGRx
Telemanager Technologies
Tempest Med
TEVA Pharmaceuticals
TherapeuticsMD
Upsher-Smith Laboratories
US Nutrition
US Pharmacist
Value Drug Company
Variety Distributors, Inc.
VoiceTech
Waypoint Pharmacist Advisors
WynnPharm, Inc.

THE NCPA EXHIBIT FLOOR OFFERS:
•  Displays showcasing the many facets of the community 

marketplace
•  Live demonstrations for invaluable hands-on experience
•  Opportunity to meet key industry contacts who can 

spur ideas that help grow your business
•  Colleagues in Consultation: learn revenue building 

ideas from the real world
•  Cost-effective, one-stop shopping for owners, 

managers and purchasing agents
•  Fact-to-face networking opportunities with vendors 

and colleagues
•  Opportunity to learn about new pharmaceuticals
•  Discover new innovative products and services
•  Find new products and services to grow your 

pharmacy business
•  More offerings in front end.
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Selling Your Pharmacy: Planning for Success
Make sure you plan a sale that will get you the best return on the investment you have made in your 
pharmacy. Take advantage of a panel of experts at our October 18 program—a lawyer, accountant, 
banker, and investment counselor—who will focus specifically on issues of importance as you prepare 
to sell. This program will help you:

✓ Plan and prepare for retirement
✓ Clean up (normalize) your books
✓ Create a sellers checklist—the details of a sale
✓ Understand contracts and the legalities of a sale
✓ Establish the banker’s perspective on valuation
✓  Give you the tools to decide whether to do this yourself or rely on a broker
✓ Ask the experts panel

For more information and to register: www.ncpanet.org/convention

Supported by an independent  
educational grant from Live Oak Bank.

selling

Register today:
NCPA Pre-Convention Programming

Saturday, October 18, 2014
Austin Convention Center, Austin, Texas 

 1– 6:30 p.m.
NCPA Member Fee: $350
Non–Member Fee: $450

ready
for



† NCPA MEMBERSHIP NO.  † GRADUATION YEAR, IF STUDENT

† LAST NAME † FIRST NAME † NICKNAME FOR BADGE

† COMPANY/ORGANIZATION   

† STREET ADDRESS  † CITY/STATE/ZIP

† DAYTIME PHONE † FAX † EMAIL

† EMERGENCY CONTACT NAME  † PHONE NUMBER

GUEST NAME OR TEAM MEMBER NAME  NICKNAME FOR BADGE 

NAME OF PRIMARY BUYING GROUP/COOPERATIVE OR WHOLESALER 

Send add’l information from exhibiting companies ❏ yes ❏ no

HOW DID YOU HEAR ABOUT US? 
(CHECK A BOX)
❏ MAIL ❏ PHARMACIST ELINK 

❏ FAX ❏ PRIOR ATTENDEE

❏ OTHER ❏ AMERICA’S PHARMACIST

❏ EMAIL ❏ SOCIAL MEDIA

ATTENDEE INFORMATION (Required fields †)

over 8

† CARD NUMBER

† EXPIRATION DATE † SECURITY CODE

† CARDHOLDER NAME (PLEASE PRINT) † CARDHOLDER SIGNATURE (REQUIRED)

METHOD OF PAYMENT (Required fields †)

❏  Enclosed check made payable to NCPA 

for $ 
(in u.s. funds, drawn on a u.s. bank)

❏  Charge $  to my credit card  
(card will be charged immediately)

❏  Visa ❏ MasterCard  ❏ American Express ❏ Discover

2014 Convention Registration Form

4 EASY WAYS TO REGISTER:
1. Online: www.ncpanet.org 2. Secure fax: 703.683.0484 3. Phone: 800.544.7447 

4. Mail: NCPA, 100, Daingerfield Road, Alexandria, Virginia 22314, Attn: NCPA Conventions



Registration Fees Regular On-Site

Starting 7/1/14 Starting 10/18/14 Totals

Pharmacist Owner/Manager Member (amo) $850 $1,050

 Non-Member* (anmo) $1,100 $1,450

Staff Pharmacist Member (ams) $550 $900

 Non-Member* (anms) $720 $1,100

Pharmacy Technician Member (atec) $510 $550

 Non-Member* (antec) $585 $630

Pharmacy Resident Member (ares) $375 $425

 Non-Member* (anres) $400 $450

Student Member (ast) $250 $275

 Non-Member* (anst) $300 $325

Dean/Faculty Member (ad) $375 $400

Spouse/Guest

 Member (msg) $530 $585

 Non-Member (nsg) $600 $660

Team Member

 Member (mtm) $530 $585

 Non-Member (ntm) $600 $670

One-Day Registrant Member (per day) (dm) Pharmacists $450 $450

 Non-Member (per day) (dn) Only $610 $610

 Day(s) attending: ❏ Sat. ❏ Sun. ❏ Mon. ❏ Tues. 

Non-Exhibiting Representative Member (acne) $2,000 $2,000

 Non-Member (acnne) $2,295 $2,295

NASPA-Affiliated State Association Executive (astex) ........ (complimentary) Check here: ❏
Convention registration fee does not include hotel room costs.

 *  A portion of your registration applies automatically toward your first year of NCPA membership. Total

Registration Fee Inclusions
Fees for the majority of registration categories include 
entrance to all educational sessions (Saturday–
Tuesday), Colleagues in Consultation (Monday and 
Tuesday), student programming (Saturday), symposia 
meals (Sunday–Tuesday), exhibit hall (Sunday–
Tuesday), opening night reception (Saturday), 
continental breakfasts (Sunday–Wednesday), exhibit 
hall reception (Sunday) and lunches (Monday and 
Tuesday), and closing night reception (Tuesday).

*Please note that fees for the Spouse/Guest and 
Team Member registration categories do not include 
C.E. credits.

Registration Deadlines
Complete and return the NCPA Convention Registration 
Form by the date(s) indicated with the full amount 
required. Incomplete forms will not be accepted, and 
discounted fees will not be honored for forms received 
after the indicated discount registration deadlines.

NCPA REGISTRATION POLICIES/PROCEDURES

Cancellation Policy
Cancellations must be submitted in writing and 
received by October 6, 2014. Cancellations should be 
addressed to NCPA, 100 Daingerfield Road, Alexandria, 
Virginia 22314, Attn: NCPA Conventions. Registrants 
also may send cancellations via email (ncpa@xpressreg.
net). A $100 processing fee will be charged for each 
cancelled registration, and refunds will not be issued 
for cancellations received after October 6, 2014, or 
on site. Refunds also will not be issued for “no show” 
registrants. Authorized refunds will be issued thirty (30) 
days after the close of the NCPA convention.

Liability Waiver and Convention Policies  
(Please read and sign) 
I acknowledge that I am physically able to take part in 
all convention activities, such as educational sessions 
and special events. I assume full responsibility for my 
own well-being and have chosen to participate in the 
NCPA 2014 Convention of my own free will. In case of 
damage or injury to myself or my personal property, I 

will indemnify and hold harmless NCPA and its officers, 
directors, employees, agents, and members and bear all 
costs they incur for all loss, expense, damage, cause of 
action, claims, or demands of whatever kind and nature, 
including judgments and interest.

I consent to be photographed and grant permission for 
2014 convention photographs to be used by NCPA staff 
for promotional purposes.

A $100 processing fee will be charged for each 
cancelled registration, and refunds will not be issued 
for cancellations received after October 6, 2014, or 
on site. Refunds also will not be issued for “no show” 
registrants. Authorized refunds will be issued within 
thirty (30) days after the close of the NCPA convention.

My signature below indicates that I have read, 
understand, and agree to abide by the liability 
waiver and NCPA convention registration policies 
outlined above.

SIGNATURE DATE



A program that gives you the know-how and tools to build 
store traffic and profit and beat the big boxes:

•  Eye-catching curb appeal to bring in new customers
•  Merchandise floor plans and cross-merchandising ideas 

to increase sales
•  Effective inventory management tools
•  Private label profit drivers
•  Proven and effective marketing guides
•  Popular gifts, seasonal items and cards that enhance your 

pharmacy’s image
•  Tools, examples and networking to make every square foot 

of your front-end real estate profitable

Supported by an independent educational grant 
from Upsher-Smith Laboratories.

YOUR
with

“I would not be exaggerating to say that I learned more in 
the eight hours I spent at the program than all I learned in 

school…I came away from the program energized, motivated 
and confident that I can survive.”

Dan Fucarino
Carrollwood Compounding Center & Pharmacy

Tampa, Florida

Connect

Front End
your bottom line

Friday, October 17, 2014
Austin Convention Center, Texas

8 a.m. – 6 p.m.
Held in conjunction with NCPA’s Annual 

Convention and Trade Exposition

NCPA Member Fee: $350
Non-Member Fee: $450

Team Member Fee: $150 for each  
additional team member from your store.
Store owner must be registered to receive 

team member discount.

Register today:
NCPA Pre-Convention Programming
www.ncpanet.org/convention

Front-End Profit Building Seminar



100 Daingerfield Road
Alexandria, VA 22314-2888


