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2023 IS THE START OF A new chapter for  

Total Pharmacy®. This special digital edition is the first time that 

the news, features, and industry insights published on  

totalpharmacy.com have been collected into one publication.  

Beginning in March, this publication will be printed quarterly, with 

the goal of enhancing the content we create for our independent 

pharmacist and pharmacy owner and operator audience. 

Total Pharmacy® incorporates content across 6 core sections, 

providing value through education and various resources for every 

aspect of independent pharmacy ownership. 

Business Strategies focuses on opportunities for pharmacists and 
pharmacy owners to increase business revenue and build a better 
pharmacy through staff development and training, marketing and pro-
motion, and relationship-building in the community.  

Patient Services covers topics from point-of-care testing to medi-
cation therapy management, immunizations, health screening, and 
more, because patients are at the heart of what pharmacists do.  

Pharmacy Inventory addresses front- and back-end procurement, 
negotiation with manufacturers, and challenges with the supply chain. 

Law and Regulations centers on some of the most pressing issues 
affecting independent pharmacists, including legislative and regu-
latory victories, provider status updates, and advocacy actions, and 
provides the latest updates on direct and indirect renumeration fees 
and pharmacy benefit managers.

Pharmacy Finance helps pharmacy owners understand the ins and 
outs of cash flow and financial performance and provides thought 
leadership around increasing opportunities for pharmacy revenue. 

Technology shares the latest news and updates on technology 
tools—current and future—that may impact the practice of pharmacy 
and change how independent pharmacy owners do business. 

This year, these special quarterly Total Pharmacy® supplements, 

published in March, June, September, and December, will be mailed 

together with those months’ issues of Drug Topics®. Visit drugtopics.

com/view/subscribe to make sure you receive the latest issues of 

Drug Topics® and Total Pharmacy® in the mail. 

As always, thank you for reading. 

Mike Hennessy Jr
President and CEO 
of MJH Life Sciences®
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Mike Hennessy Sr

1960-2021
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Rewriting the Script: 
Independent 
Pharmacy 
Trends 
Research Report

Insights and trends to help hard-working  
pharmacists navigate a fast-evolving industry
To better understand the state of the pharmacy industry and where it’s headed,  
we surveyed more than 340 pharmacy decision makers and more than 1,000 U.S. 
consumers. And now we’re sharing our findings with you. 

Access the full report today
Get the real-world data you need to better serve your customers 
and grow your business. Let’s work together to rewrite the script.

of consumers want 
their pharmacy to adopt 
technology that enhances 
their experience

91%

of pharmacy decision 
makers believe technology 
can improve their  
patients’ experience

89%

of pharmacy decision  
makers say they’re  
using technology  
to the fullest extent

ONLY

40%
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A new report unpacks some of the 
challenges that independent pharmacists 
may face in the years ahead. By Keith Loria

Examining the Impact on 
Independent Pharmacy

202
Technology Trends

3



Total Pharmacy®January 2023 7

I t’s been a strange few years for 
independent pharmacies. From the 
COVID-19 pandemic accelerating 
innovation to the rapid uptake of 
technology across health care spaces, 

many independent pharmacists have needed 
to change how their pharmacies operate.

A 2022 report published by Prescryptive 
Health titled “Rewriting the Script: 
Independent Pharmacy Trends” looked at 
trends that have already led to big changes in 
the pharmacy landscape and examined why 
now is the time for independent pharmacists 
to evolve and seize those opportunities.1

 Paige Clark, RPh, vice president of 
pharmacy programs and policy for 
Prescryptive Health, noted that despite some 
challenging headwinds, most independent 
pharmacies are in a great position for growth. 
“Within the next decade, a physician shortage 
and aging population means that the 
demand for health care services will outpace 
supply,” she said, adding that while one-
quarter of US adults are currently without a 
primary care provider, more than 50% of the 
population takes a prescription medication at 
least once a month. That means opportunity 
for pharmacists. 

“Things are changing so fast in our 
pharmacy ecosystem that it became 
imperative that we, as partners to community 
pharmacy, absolutely understand what is 
happening,” Clark explained. “We had the 
ability not only to look nationwide and 
determine the most important factors 
that ultimately will impact not only 
the profession, but to also address the 
profitability challenges.”

Erin Koenemann, senior director of 
marketing at Prescryptive Health, was 
instrumental in putting together the report. 
Koenemann collected timely and important 
information designed to help independent 
pharmacists continue to thrive. “Part of our 
approach was to also understand consumers; 
a lot of their behaviors have been impacted 
by the pandemic, and there’s more openness 
to using their mobile phones,” Koenemann 

said. “We knew that technology was really 
important to pharmacies, but we didn’t 
realize how important it could be to their 
business and also for the consumers who 
frequent the pharmacies.” 

The Price You Pay 
A 2022 report by the Kaiser Family 
Foundation (KFF) revealed that 3 in 10 
American adults have, at some point during 
the past year, not taken a medication as 
prescribed because of cost.2 This follows 
earlier reporting from KFF showing that 
nearly half of adults—approximately 4 in 
10—in the United States have difficulty 
affording the costs associated with accessing 
health care and have either delayed or gone 
without care as a result.3  

Exorbitant health care costs are also 
one reason technology has become such an 
important tool for many, with individuals 
across the country turning to the internet to 
order prescriptions and find better deals at 
different pharmacies. “Consumers want to 
have more control over their prescriptions, 
and technological innovation can help them 
find that control,” Clark said. 

According to Prescryptive’s report, 95% 
of consumers were at least somewhat aware 
that medication could be priced differently 
among pharmacies, with 72% of respondents 
indicating they would be likely to use their 
mobile phone to compare drug prices and 
shop around. “We saw a growing role of 
consumerism and the need for technology in 
pharmacy,” Koenemann said.

For consumers, the benefits of this access 
to pricing information are myriad. The 
report noted that 90% of consumers would 
appreciate knowing the price of medication 
before actually getting to the pharmacy; an 
additional 85% indicated that having this 
knowledge would improve their pharmacy 
experience overall. What’s more, 73% of those 
surveyed said they would talk to their health 
care provider about prescription cost—if they 
knew these numbers in advance. 

“Empowering discussions at the point of 

“Things are 
changing so 
fast in our 

pharmacy 
ecosystem 
that it 
became 

imperative 
that we, as 
partners to 
community 
pharmacy, 
absolutely 
understand 

what is 
happening.”  
—Paige Clark, RPhPA
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prescribing vs the point of dispensing could 
help patients become more adherent to 
their medications, especially when cost is 
a concern,” Clark explained. “Our findings 
show that not only are a large majority of 
consumers hungry to shop—especially with 
mobile devices—but that the ability to do 
so will help retain business.”

Clark added that the tipping point for 
this consumerism has been the  
COVID-19 pandemic, which has accelerated 
consumers’ adoption of technology at a 
rate that pharmacy hasn’t experienced. 
“When I talk to pharmacists today, it’s no 
longer about just trying technology, but 
about getting in line right now because this 
is happening,” she explained. “Community 
pharmacy is going to live or die depending 
on how quickly they adapt, and we’ve never 
had to pivot this quickly before.” 

The Digital Platform
Decision makers at independent 
pharmacies understand the need for 
convenience and expertise and are 
starting to recognize how technology can 
help maintain and exceed their existing 
standards while driving profitability.

In fact, more than 90% of pharmacists 
who responded to the Prescryptive survey 
believe that technology can help improve 
their pharmacy’s profitability and also 
improve the entire patient experience 
when used the right way. Despite this 
belief, the survey results show that only 
53% of pharmacists are actually utilizing 
the technology necessary to compete for 

patients and 40% of pharmacists are not 
using technology to its fullest potential.  

These results, then, set up a significant 
opportunity for pharmacists willing to fully 
embrace technology in the coming year. 

Money Matters
Another trend that has been integrated 
into the pharmacy world is new cash pay 
options, an area in which pharmacists and 
consumers alike are still learning more. 

“We are at the beginning of a new year; 
we don’t want community pharmacists 
getting 6 months into the year before 
they pick their heads up and realize how 
dramatic the shift has been in increased 
deductibles,” Clark said. “Understanding 
different cash options is the most urgent 
trend to keep our community pharmacies 
healthy when it comes to AI [artificial 
intelligence]-optimized pricing.”

Based on recent numbers, approximately 
10% of prescriptions were paid utilizing 
cash discount programs in 2021, an increase 
from 6% five years earlier, though more 
than 50% of those purchases were made 
with discount cards. Many pharmacists, 
dismayed by the exorbitant fees, lack of 
reimbursement, and overall messy situation 
created by discount cards, have stopped 
accepting them. Despite this decision, 
pharmacists are frequently required to 
honor certain drug discount cards due to 
contracts with pharmacy benefit managers. 
As one survey respondent described it, “The 
fee to process discount cards, coupled with 
the low copay rate, leads to a financial loss 

“Part of our approach was to also understand consumers; a lot of their 
behaviors have been impacted by the pandemic, and there’s more openness to 
using their mobile phones. We knew that technology was really important 
to pharmacies, but we didn’t realize how important it could be to their 

business, and also for the consumers who frequent the pharmacies.” 
—Erin Koenemann
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for the pharmacy the majority of the time.”
Still, respondents saw on average a 38% 

increase in discount program usage over the 
last 2 years, with 56% accepting cash and/
or discount cards. “People are unaware that 
many of the popular discount cards can 
potentially harm independent pharmacies,” 
Clark noted. 

Perhaps surprisingly, the report found 
that 31% of consumers paid out of pocket 
for medications and 61% of consumers 
paid cash—despite having insurance. The 
reasoning? Respondents indicated that 
their medication was less expensive with a 
discount card than with their insurance.

Essentially, Clark explained, patients are 
extremely loyal to their pharmacists and 
many don’t understand how these discount 
cards hurt. In fact, 75% of consumers 
indicated that they would be willing to pay 
slightly more for a medication by using a 
discount card that didn’t negatively impact 
their home pharmacy. “This shows consumers 
are more inclined to prefer pharmacy-
friendly options when they are educated 
about the negative impacts of cash discount 
programs,” she said. “Additionally, 88% of 
consumers said they would be willing to 
switch discount card programs if the discount 
card company was selling their personal 
data, even if it meant paying slightly more.” 
Therefore, a technology-driven cash discount 
solution that benefits both parties could 
strengthen an independent pharmacy’s 
financial position while delivering on 
consumer demands.

“There’s a lot of inconsistency from the 
independent pharmacy’s point of view in 
how they have a price strategy,” Clark said. 
“Many have price matching for discount 
cards, but we believe [that strategy] results in 
the lowest price and the race to the bottom, 
which would mean more profit loss.” 

What’s the solution, then, as independent 
pharmacies are trying to grow and become 
more profitable? One possibility, Clark noted, 
is a smart pricing solution driven by AI 

that can keep customers happy and boost 
a pharmacy’s bottom line. Prescryptive’s 
data show that 93% of pharmacy decision 
makers believe they offer competitive prices; 
16% revealed they try to be the lowest-
cost pharmacy available to consumers—
but knowing for certain if that’s true is a 
challenge. AI pricing can take the guesswork 
out of drug pricing by using data-driven 
insights and expert analytics to provide 
accurate, profitable pricing that flexes by drug 
and fairly positions a pharmacy against other 
stores, big and small.

Looking Ahead
As changes to the industry show no sign of 
slowing down, forward-looking report data 
are helpful to predict what might become a 
reality for independent pharmacists over the 
next 2 years. According to Clark, some of the 
data points from the report reveal the key 
differentiators that can set pharmacies apart 
based on what consumers are seeking. 

A whopping 93% of pharmacist decision 
makers believe that pharmacists will play a 
bigger role in serving the health care needs of 
their communities over the next few years—
and that technology will be a key driver of 
the changing role. At the same time, 91% 
of consumers expect technology to be the 
reason pharmacies retain their business. 

“Decision makers are focusing on 
improving or providing exceptional customer 
service, improving their pricing strategy, and 
adopting advanced technology,” Clark said. 

REFERENCES
1. Rewriting the script: independent pharmacy trends. Prescryptive Health. 2022. 
Accessed January 23, 2023. https://prescryptive.com/2022-pharmacy-study/ 
2. Hamel L, Lopes L, Kirzinger A, et al. Public opinion on prescription drugs and their 
prices. Kaiser Family Foundation. October 20, 2022. Accessed January 23, 2022. 
https://www.kff.org/health-costs/poll-finding/public-opinion-on-prescription-
drugs-and-their-prices/
3. Montero A, Kearney A, Hamel L, Brodie M. Americans’ challenges with health 
care costs. Kaiser Family Foundation. July 14, 2022. Accessed January 23, 2023. 
https://www.kff.org/health-costs/issue-brief/americans-challenges-with-health-
care-costs/
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YEAR IN REVIEW

 Best of the Best: 
 Top Total Pharmacy®  
Coverage in 2022 By Miranda Hester

Y
ear after year, independent 
and community pharma-
cists continue to turn to 
Total Pharmacy® for the 
latest news, information, 

and updates that impact community 
pharmacies across the country. Take a 
look back at the most popular articles 
published on Total Pharmacy® in 2022. 

10. The Need for Patient-Specific 
Medication Optimization Systems 
Medication decision support tools 
focused on individual patients can help 
pharmacists effectively analyze risk of 
unintended harm, identify and assess 
potential interventions, and facilitate 
longitudinal care.

9. Adventures in Pharmacy Front-
End Retailing 
Independent pharmacy owners need to 
pay more attention to the front end of 
their store.

8. Stories of Success: Trull Family 
Pharmacy
Brandon Trull, PharmD, and the Trull 
Family Pharmacy staff sprang into 
action during devastating flash flood-
ing in Waverly, Tennessee.

7. Thinking Back and Looking 
Forward, Good Neighbor Pharmacy 
Is Ready for the Next 40 Years 
After 40 years of experience, Good 
Neighbor Pharmacy is ready to tackle 
whatever challenges lie ahead for 
independent pharmacies.

6. NCPA Recommends 
Prescryptive Health AI-Optimized 
Pricing System to Community 
Pharmacists
MyRx AI Pricing uses enhanced analyt-
ics to bring dynamic pricing to phar-
macies and cash-paying customers.

5. Community Pharmacies Make 
Care Possible in Medical Deserts
Community pharmacies take care to 
their customers who lack easy access to 
basic, high-quality health care services.

4. Patient Advocacy: The Cycle of 
Paying It Forward 
A look at how a pharmacist’s local 
CPESN Network, the Pennsylvania 
Pharmacists Care Network, and Flip 
the Pharmacy helped one pharmacy 
better serve patients.

3. UAMS Wins NCPA 2022 
Good Neighbor Pharmacy Pruitt-
Schutte Student Business Plan 
Competition 

The winner was announced during 
the first general session of the 2022 
National Community Pharmacists 
Association Annual Convention.

2. Stories of Success: Dokimos 
Pharmacy
Jacqueline Paye, PharmD, shares how 
her pharmacy continued to serve its 
rural community during the pandemic.

1. Good Neighbor Pharmacy 
Celebrates 40 Years of Elevating 
Independent Community 
Pharmacy at ThoughtSpot 2022
Good Neighbor Pharmacy and the 
AmerisourceBergen Foundation 
announce a new scholarship program 
and the 2022 Pharmacy of the Year 
Award was presented to Gateway Phar-
macy of Phoenixville, Pennsylvania. 
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Visit totalpharmacy.com to 
read these articles and more. 
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CONFERENCE COVERAGE

On October 22, 2022, community and independent phar-

macists all over the United States virtually met at the 

Total Pharmacy® Solutions Summit to learn from a 

packed slate of speakers to discuss nonpharmacy benefit 

manager revenue, point of sale functional testing, the 

upcoming Drug Supply Chain Security Act, the role of technology, and  

continuing education sessions.

Keynote Address
The morning opened with a keynote 
speech from Kevin Walker, PharmD, 
RPh, chief strategy officer at RPhAlly. 
During his presentation, Walker noted 
how often community pharmacists are 
left out—like with a recent $59 million 
grant in California that left pharma-
cists out in the cold, even though study 
after study has shown that pharma-
cists are helpful in the management of 
chronic diseases.

“Sometimes we are pushed away 
from community pharmacy because 
of thoughts of it not being clinical. 
But I’m here to tell you that I truly 
feel that patient care and clinical care 
happens in these locations,” Walker 
said. “It doesn’t only happen there, but 
I [also] feel like it is the most impactful 

location for it to occur. Prevention is 
everything. Having a holistic partner 
in your care is everything. Having 
someone who has time for you is 
everything. And that’s what pharma-
cists are providing.”

However, it’s not all gloom and 
doom for community pharmacy. 

Walker cited a promising development 
in Idaho, where the state government 
has pushed out the pharmacy benefit 
manager (PBM) that had been admin-
istering benefits to state employees. 
In its place is a transparent pricing 
proposal that favors independent 
pharmacy with preferred decreased 
co-pays.

Going Beyond PBMs for Revenue
The days of depending on the reve-
nue generated from prescription fills 
are gone, even as they remain the 
abiding image of pharmacy. The time 
to diversify is now, according to Lisa 
Faast, PharmD, CEO of DiversifyRx, in 
her session “Top 3 Non-PBM Revenue 
Opportunities in 2023.” Although they 
are ubiquitous and a fact of life for 
pharmacists, PBMs can create anxiety 
and uncertainty, and lead to poor cash 
flow if they are relied on as a major 
revenue source for a pharmacy.

Point-of-care testing is top of mind, 
thanks to COVID-19, but there are so 
many more concerns, from influenza 
to sexually transmitted diseases. Plus, 
pharmacy efficiency can often get 
results to patients faster than tradi-

The fall 2022 summit tackled adding new revenue streams, 
upcoming legislation, and the expansion of pharmacy.
By Miranda Hester and Meg Marzella 

Total Pharmacy®  
Solutions Summit  
Extending Care, Expanding Revenue

The next Total Pharmacy® 
Solutions Summit will take 

place on April 8, 2023,  
focused on the expansion 
of services in independent 

pharmacy. 
Visit totalpharmacy.com  
to learn more about the 

upcoming Solutions Summit 
and register today. 
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tional labs. Pharmacogenomics can 
offer information on how a person’s 
biology will affect a drug’s metabo-
lism, allowing for more personalized 
medicine. Cash prescriptions offer 
more flexibility to patients and can be 
offered alongside insurance options. 
Faast offered recommendations on 
how to get started and pitfalls to watch 
out for.

Offering these services can be a 
powerful way to fend off online phar-
macies that advertise convenience, 
because “we’re a real brick and mortar, 
in real life pharmacy. [Patients] still 
like to get real health care from real 
[providers], not from the mailman. 
And when you can offer the exact 
same price—or sometimes even better 
pricing, frankly—than some of the big 
guys, [patients] will choose you. They 
like that personal connection, espe-
cially when it comes to health care,” 
Faast said.

Technology in the Pharmacy
Not all pharmacists are technophiles, 
but the time has come to embrace 
technology in the pharmacy, accord-
ing to Paige Clark, RPh, vice president 
of pharmacy programs and policy at 
Prescryptive Health. Many pharmacists 
are spending more and more time 
reviewing drug costs, often because 
of concerns about consistent pricing. 
With artificial intelligence completing 
the price reviews, pharmacists have 
more time for patient interactions, 
allowing for confidence in pricing. 

When choosing a company to part-
ner with, Clark said it’s important to 
be careful. “We are experts in patient 
care. We are experts in running our 
pharmacies. We are experts in a lot of 
things, but as pharmacists, we are not 
necessarily experts in technology. We 
might even be a bit of a technophobe. 
I would say that certainly was true of 
me. We [must] understand how to ask 
the right questions of our technology 
partners about data security,” she said.

Advanced Point-of-Sale  
Functional Testing
In the session, “Advanced Point-of-Sale 
Functional Testing,” Hillary Howell, 
PharmD, FACA, CCN, set out to help 
participants learn about the different 
types of available testing to patients 
and the regulations, the different types 
of advanced point-of-sale functional 
testing, when to use the various types 
of advanced point-of-sale functional 
testing, which types of training are rec-
ommended to offer advanced point-of-
sale functional testing, and to examine 
the potential benefits to the patient 
and the practice. 

Howell covered topics such as 
direct-to-consumer testing vs point-
of-care testing and the importance of 
having CLIA waivers in the pharmacy. 
She discussed the differences between 
allopathic and functional medicine 
models, where her experience in the 
subject was clear. Several specific 
types of testing, such as urine, breath, 
and stool, were discussed in depth. 
There are several benefits to including 
point-of-care testing in the pharmacy, 
such as improved patient outcomes, 
increased pharmacy revenue, and 
expanded scope of pharmacist and 
pharmacy technician roles. 

Howell’s presentation is an in-depth 
look at the ins and outs of point-of-care 
testing. “It helps me serve the purpose of 
not just mandating and giving [patients] 
prescriptions and sending them off 
[without getting] better,” Howell said.

Drug Supply Chain Security Act: 
Now and in November 2023
Josh Potter, director of compliance 
services at PRS Pharmacy Services, 
and Jim Shaver, director of operations 
at Advasur, closed out the day of com-

munity and pharmacy insights with a 
look at the Drug Supply Chain Security 
Act. Although the legislation is set to 
go into effect on November 27, 2023, 
when PRS asked a sample of pharma-
cies, 95% didn’t fully understand the 
act and only 8% were actively prepar-
ing for next November.

Potter broke down what drugs 
are affected by the legislation and 
how processes will differ from how 
they’re done now in key areas such as 
authorized trading partners, product 
identification, product tracing, product 
verification, detection and response, 
notification, wholesaler licensing, and 
interoperability.

For pharmacists who haven’t 
started getting ready for the legisla-
tion, “it will be very important that 
pharmacies, especially independent 
pharmacies, are attending webinars 
like this or listening to their buying 
group, their wholesalers, their compli-
ance consultants, and so forth to make 
sure they do understand what require-
ments are coming down the line, and 
[to] make sure they’re compliant with 
today’s requirements,” Shaver said. 

“Prevention is 
everything. Having a 
holistic partner in your 
care is everything. 
Having someone who 
has time for you is 
everything. And that’s 
what we’re providing.”
—Kevin Walker, PharmD, RPh

READY TO REV IS IT  THE OCTOBER  
TOTAL PHARMACY ® SOLUT IONS SUMMIT?  

VISIT DRUGTOPICS.COM OR SCAN THE QR CODE
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Working With Discount Cards  
and Manufacturer Coupons
These incentive programs can cost pharmacies in the 
long run.  By Keith Loria

P rescription 
discount cards 
and manufacturer 
coupons might seem 
great—especially for 
the patient—but not 
everything about 

these products is positive from the 
pharmacy’s point of view. The goal 
of pharmacies using prescription 
discount cards and manufacturer 
coupons is to increase the size of the 
patient pool the pharmacy services.

Manufacturer coupons are an 
incentive provided by pharmaceutical 
manufacturers to entice people to use 
their branded products. When these 
cards are used, pharmacists get the 
money back so the financial impact 
is minimal—although it can take 
months to see the money.

Stacey Swartz, PharmD, co-owner 
of Neighborhood Pharmacy of Del 
Ray in Alexandria, Virginia, sees 
manufacturer coupons as a wise 
opportunity for the pharmacy. 
“It’s…good PR for us. It allows us 
to do something about the cost of 
someone’s prescription drugs, and we 
don’t really lose any money,” Swartz 
said. “No one wants to be known as 
the expensive place to get medicine, 
and we truly want to make the lowest 
cost available for our patients.”

But public relations opportunity or 
not, not everything about the process 
is perfect. The coupons can be 
challenging to process, it takes time 

to call the help desk when problems 
arise, and a patient may max out 
on coupons. These coupons become 
less generous over time, potentially 
aggravating the patient who then 
takes it out on the pharmacist.

Discount cards have become 
more popular in recent years, 
creating challenges for independent 
pharmacies. Jesse C. Dresser, an 
attorney at Pine Brook, New Jersey–
based health care law firm Frier 
Levitt, noted that prescription 
discount cards typically result in 
more lost income to a pharmacy than 
manufacturer coupons.

“When a patient uses a 
manufacturer coupon, the pharmacy 
is still, generally, receiving the full 
price of the dispensed drug; it’s just 
being paid by a manufacturer instead 
of the patient,” he said. “On the other 
hand, when a prescription discount 
card is used, the pharmacy receives 
only the discounted price paid by 
the patient; there is no additional 
reimbursement.”

For example, if a patient comes 
into a pharmacy with a prescription 
for a drug that typically costs 
$20 if paying by cash, then uses a 
prescription discount card to lower 
the price to $10, the pharmacy 
collects only $10 from the patient, 
instead of the $20 cash price.

“[Additionally], prescription 
discount card companies charge 
pharmacies transaction fees for 

processing these claims,” Dresser 
said. “These transaction fees can be 
anywhere from $3 to as high as $36.”

If the transaction fee in the above 
scenario is $5, the pharmacy collects 
only $5 for a drug that it typically 
receives $20 for.

“Sometimes, prescription discount 
cards can result in pharmacies 
dispensing drugs at or below 
acquisition cost, especially when 
taking into account the fees charged 
by such cards,” Dresser said. “What 
has become very challenging for 
pharmacies is that many of these 
cards are applied without the 
pharmacies’ knowledge as they are 
increasingly being built into the 
benefit design by plans. So rather 
than cover generic drugs, the plan 
will exclude them from coverage 
and simply apply a prescription 
discount card at the point of sale 
automatically.”

Pharmacies—especially 
independent pharmacies—have 
grown somewhat weary of these 
offerings. With discount cards, the 
negotiated rates may be below 
the pharmacy’s cost, so Swartz is 
very picky about the cards that 
Neighborhood Pharmacy will 
participate with.

“If I can match their price or 
get somewhere close to what that 
discount card is offering, I should 
be able to just provide that price to 
them,” Swartz says. “I think people are 
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thinking they are getting a significant 
discount but don’t understand where 
that discount is coming from.”

Stephanie Gernant, PharmD, 
assistant professor at the University 
of Connecticut School of Pharmacy, 
notes that the loss of income to 
network discount cards is a serious 
issue for pharmacists and one that 
many are talking about. She noted 
that pharmacy benefit managers 
(PBMs) teaming with tech companies 
is hurting independent pharmacies, 
explaining that PBM/network 
discount card (NDC) contracts work 
such that if the pharmacy agrees to 
the contract, they must accept all 
presented discount cards regardless 
of the loss; if they don’t accept the 
contract, the PBM/NDC will direct 
the patient to take their business to a 
pharmacy that will.

“By accepting a network 
discount card…pharmacies stand 
to dispense some prescriptions at 
a net loss,” she said. “Not only are 
they ‘eating’ the cost of the drug, 
but also the operating costs, which 
could be higher per unit because 
processing network discount card 
claims takes the pharmacist’s and 
staff’s time.” Since the discount card 
must be entered and processed as 
if the patient were presenting new 
insurance, it takes a significant 
amount of time that could be spent 
on other direct patient care services 
that are actually revenue generating, 
such as medication therapy 
management, immunizations, and 
point-of-care testing.

Manufacturer coupons and 
prescription discount cards can have 
various impacts on pharmacists and 
pharmacies aside from potential 
low profits. “For instance, some 
arrangements between pharmacies 
and manufacturers could trigger 
anti-kickback statute violations 

where the discount the patient 
receives is viewed as impermissible 
remuneration,” Dresser explained. 
“Similarly, there are certain 
limitations when using prescription 
discount cards that pharmacists 
need to be aware of.”

Unlike manufacturer coupons, 
prescription discount cards 
cannot be used in conjunction 
with any type of insurance 
and can be used only on 
cash transactions. Another 
consideration for pharmacists is 
that by accepting the prescription 
discount card price, the 
pharmacy may lower its usual 
and customary price. Often, a 
pharmacy’s pharmacy services 
administration organization 
(PSAO) may have contracted on 
behalf of its member pharmacies 
to participate in prescription 
discount programs.

“As a result, the associated 
transaction fees will likely be 
deducted from a pharmacy’s 
reimbursement automatically,” 
Dresser explained. “As a primary 
matter, pharmacies need to diligently 
review their remittances received 
from their PSAOs and their PSAO 
agreements to make sure the fees 
they are charged for processing 
prescription discount card claims 
are reasonable and in line with their 
contracted agreements.”

Gernant would like to see more 
work done to regulate the discount 
codes, and she urges pharmacists 
to engage with national and state 
professional organizations who are 
currently lobbying and advocating 
for change. Ideally, prescription 
discount cards and manufacturer 
coupons will result in increased 
profits to the pharmacy overall 
because of increased access to 
patients.

“By accepting a  
network discount  
card…pharmacies  
stand to dispense  
some prescriptions  
at a net loss. 

Not only are they  
‘eating’ the cost of 
the drug, but also the 
operating costs, which 
could be higher per unit 
because processing 
network discount 
card claims take the 
pharmacist’s and  
staff’s time.” 

—Stephanie Gernant, PharmD

SUBSCRIBE to our 
newsletters for 
practical tips and 
valuable resources

PHARMACY FINANCE
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LAW & REGULATIONS

Health Policy Discussions Bolstered 
by Bipartisan Agreement
Experts say Democrats and Republicans could work together on a 
variety of policy issues over the course of the year.  By Joseph Burns

A version of this article originally appeared on  
Managed Healthcare Executive®, a Drug Topics® sister brand.

I n late November 2022, the Senate 
passed HR 8404, the Respect for 
Marriage Act,1 to codify marriage 
equality. The New York Times hailed 
the vote as a bipartisan break-

through, with 12 Republican senators 
joining Democrats to vote in favor2; 
a similar effort in the House came in 
early December.3

Does the passage of this measure 
suggest that there might be more 
bipartisan cooperation in the future, 
particularly on contentious health pol-
icy issues? For now, the answer to that 
question is a qualified maybe, based 
on what experts who have worked in 
the House and Senate on both sides 
of the aisle have said following the 
November 8 midterm elections. 

One week after the midterms, Larry 
Levitt, executive vice president of 
health policy for the nonpartisan Kai-
ser Family Foundation, hosted a web 
event, “What’s Next for Health Policy 
After the Election?”4 Panelists included 
Chris Jennings, founder and president 
of health care consulting firm Jennings 
Policy Strategies, and Jennifer Young, 
a cofounder and partner at Tarplin, 
Downs & Young, a health care consult-
ing and policy development firm. 

Although Jennings and Young 
identified areas in which members 
of both parties might work together, 
each avoided strong predictions, while 
Levitt tamped down any expecta-
tions around major legislation. “With 
a divided Congress, it’s hard to see 

anything big happening in health care 
in Washington over the next couple 
of years,” he wrote in response to a 
request for comment after the web 
event. “One rarely goes wrong betting 
on inaction in Congress.”

Both Jennings and Young agreed 
that Congress is likely to consider laws 
to address the nation’s mental health 
crisis and to extend provisions for tele-
health services. Although health care 
is a high priority for both parties, Jen-
nings explained that “sometimes we 
have to lower our expectations about 
how big and broad” either party would 
go in tackling major issues. “This is not 
going to be a Congress in which you 
can accomplish bold coverage goals in 
a bipartisan way,” Young added.

   Legislation To Watch

January 31, 2023: More than 300 health care organizations—includ-
ing professional physician associations, health plans, health systems, 
and other health care groups and providers—signed a letter5 asking 
Senate and House leaders to authorize the continuation of all current 
telehealth waivers through December 31, 2024, and to pursue per-
manent evidence-based legislation supporting the implementation of 
telehealth services in 2024.

May 6, 2022: Representative Frank Pallone (D-NJ) introduced HR 
7666, the Restoring Hope for Mental Health and Well-Being Act of 
2022.8 The legislation was approved by the full House by a wide margin 
and is under consideration in the Senate. 

February 8, 2022: Senators Catherine Cortez Masto (D-NV) and Todd 
Young (R-IN) introduced S.3593, the Telehealth Extension and Evaluation 
Act,6 to expand how the Centers for Medicare & Medicaid Services will 
pay for telehealth services for 2 years after the end of the COVID-19 

public health emergency. The bill would allow federally qualified health 
centers and rural health clinics to serve as telehealth locations for health 
care providers, and for Medicare payment to critical access hospitals 
that provide outpatient telehealth behavioral therapy services and 
would set conditions for payment of certain high-cost laboratory tests 
and durable medical equipment ordered via telehealth on at least one 
in-person visit during the previous 12 months and would allow providers 
to prescribe certain controlled substances if they have conducted a 
video evaluation of the patient. The bill was referred to the Senate 
Finance Committee.

December 9, 2021: Representative Lloyd Doggett (D-TX) introduced 
HR 6202, the Telehealth Extension Act,7 which would accomplish some 
of the same goals as the Senate bill. This legislation was referred to the 
House Ways and Means Committee and the Subcommittee on Health. 
Senators introduced several other bills in 2022 that address various 
aspects of substance abuse; how they might be reconciled with the 
House legislation will be one thing to watch in 2023.

For references, visit totalpharmacy.com.
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10. Our Success Is in Our 
People
The Flip the Pharmacy program pro-
vides tools to pharmacy technicians 
and nonpharmacy support staff of 
Mitchell’s Drug Stores to help provide 
patient care.

9. Power in Numbers 
Flip the Pharmacy helped a Jonesboro, 
Arkansas, pharmacy go from a tradi-
tional dispensing one to a pharmacy 
offering robust clinical services.

8. Documentation Pays Off 
in More Than 1 Way
Quality documentation ensures phar-
macies get paid for clinical  
services and offers a way to engage 
with patients.

7. Motivate, Incentivize 
Your Team After the “Great 
Resignation” 
It’s more important than ever to keep 
your team motivated and incentivized. 

6. Total Pharmacy® 
Solutions Summit: A 
Day of Education for 
Independent Pharmacists
Thought leaders from across the com-

munity and independent pharmacy 
spaces came together for a day of edu-
cation and insight.

5. Supporting the Next 
Era of Independent 
Pharmacists in the US and 
Abroad
The future of independent pharmacy 
requires the combination of what 
makes independent pharmacy special 
and the digital landscape found else-
where in retail.

4. Thriving in a Digital 
World: Marketing 
Strategies for 
Independent Pharmacies
Cut through the online noise with 
these digital marketing tips for your 
independent pharmacy.

3. How to Hire Staff 
During the Great 
Resignation
Practices can use these strategies to 
attract skilled workers to open posi-
tions.

2. Marketing 101: How to 
Market Your Independent 
Pharmacy
If you consider yourself a health 
care professional first, marketer 
second, tune in! Expert Ginny Lang-
behn joins Drug Topics® to answer 
pharmacists’ most common questions.

1. Empowering Pharmacist-
Physician Collaboration
As a pharmacist, embedding yourself 
in a primary care practice can have 
positive outcomes for both patients 
and your business.

Visit totalpharmacy.com 
to read these articles 
and more. 
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P harmacy owners rely on the coverage Total Pharmacy® provides in 

order to make the best business decisions each and every day. Last year, 

we covered a wide range of topics, including staffing, social media, and 

more. Take a look back at our top business strategy articles from 2022.

 “Quality documentation 
ensures pharmacies get 
paid for clinical services 

and offers a way to 
engage with patients”

 Best of the Best: 
 Top Business Strategy  
Coverage in 2022 By Miranda Hester
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BUSINESS STRATEGIES

T he federal tax code is often be described 
as confusing at best. Understanding how 
the code applies to pharmacy owner-
ship is something that many pharmacy 
owners may not have time to deal with. 

There’s one piece of the tax puzzle, though, that all 
owners should be aware of: IRS Section 179.

Scott Sykes, a certified public accountant (CPA) at 
Sykes & Company, an Edenton, North Carolina–based 
firm that specializes in accounting 
services for independent pharma-
cies, noted that this section allows 
businesses to write off the full pur-
chase price of any qualifying piece 
of equipment or software in the 
year it was purchased or financed.

“Typically, when a pharmacy 
purchases a major asset that’s an 
asset to the business and is on the 
balance sheet for the pharmacy, 
tax law allows you to write off that 
asset over a period of time—typically 5 or 7 years,” he 
said. “There are code sections that Congress has put 
into law to allow for much quicker depreciation and 
write-off of that asset, and that’s where Section 179 
and Bonus Section 168k come into play.”

Generally speaking, that means that up to 100% 
of the item could be used as a write-off in the year it 
was utilized—though there can be some limitations.

Greg Gluck, PharmD, a CPA and director of Phar-
macy Development Services’ pharmacy financial 
management offering, noted that IRS Section 179 
can be helpful for pharmacies looking to purchase 
physical property for the business, such as pharmacy 
software or a delivery car, which helps to reduce 
income taxes.

Section 179 can even be used if you’ve purchased 
a robot to pack and fill medication, which will 
improve workflow and cut down on labor cost—all 
while providing a tax advantage and a write-off.

“As [tax season] approaches, this is a good time to 

consider taking advantage of this tax break,” Gluck 
said, explaining that Section 179 may allow the 
pharmacy to take an immediate deduction related 
to depreciable assets such as equipment, vehicles, 
and software.

“This allows the pharmacy to lower its current 
year’s tax liability rather than depreciate it over 
time,” he added. “Before making any purchase, meet 
with your CPA to ensure that the planned equip-

ment purchase will qualify for the 
deduction. The CPA will account 
for Section 179 deductions when 
preparing the pharmacy’s taxes.”

Don’t Lose Out
 Many pharmacists aren’t taking 
advantage of available deduc-
tions simply because they’re not 
aware such a deduction exists. 
“I recommend that pharmacy 
owners meet quarterly with their 

CPAs to ask questions and discuss tax mitigation 
strategies,” Gluck said. “Oftentimes, owners will 
only speak to their CPA at tax time, and the 
CPA is usually too busy to discuss such top-
ics—plus, it’s too late for the year gone by.”

One challenge, Sykes noted, is that not 
every state follows the same federal rules. 
When planning a purchase and how to 
write it off, pharmacists will need to con-
sider the state impact and how deprecia-
tion is handled. That may mean it makes 
more sense to turn to a Bonus Section 
168k deduction instead.

“With [Section] 179, you can’t gener-
ally write off an asset to create a loss,” Sykes said. 
“If you break even for the year…and you put in a 
$100,000 robot, you’re not going to be able to create 
a $100,000 loss. But with Bonus [Section 168k], you 
are able to do that and create a loss against other 
income you have.” 

Understanding the IRS:  
Deductions for Pharmacy Owners
Asking your CPA about tax code sections 179 and 168k could  
lead to benefits at tax time.  By Keith Loria

“I recommend that 
pharmacy owners meet 

quarterly with their 
CPAs to ask questions 

and discuss tax 
mitigation strategies.”   

—Greg Gluck, PharmD



YOU’RE TAKING 
CARE OF YOUR
PATIENTS.

Learn More

C

M

Y

CM

MY

CY

CMY

K

Drug Topics - Liberty Software - Customer Service - Dec 22.pdf   1   12/13/2022   10:12:00 AM


	TP0123_Cover
	DRTP0223_HouseAd
	TP0123_PubNote
	TP0123_TOC
	DRTP0123-TP_000_Prescryptive
	TP0123_CoverStory
	TP0123_BestTPCoverage
	DRTP0123-TP_000_PRS Pharm
	TP0123_TPSS
	TP0123_DiscountCards
	TP0123_HealthPolicy
	DRTP0123_HouseAd
	TP0123_BestBusinessStrat
	TP0123_IRS_Deductions
	DRTP0123-TP_000_Liberty Software



