Community Pharmacy Foundation


Patient Care Services

Implementation
	Service


	Service Rationale


	Goals


	Preliminary Education


	Preparation: Financial Analysis


	Market Analysis

	· Determine market potential

· Identify competitors

· Identify potential collaborators

· Identify potential referral sources

· Identify target markets


	Financial Proforma

	· Determine expenses

· Determine revenue

· See Appendix Five:  Proforma Revenue/Expense Template

· See Appendix Six:  Break even Analysis for a Professional Service (developed by Mike Rupp, Midwestern University)

· Determine financial viability 

· Is this a service which will contribute to the business bottom line?

· Is this a service which will contribute to an enhanced professional reputation for the pharmacists/pharmacy?

· Is this a service which will drive an increased number of consumers to the pharmacy, ultimately contributing to an increased number of patients to whom the business can market?

· Is this a service which is aimed at our target market?

· Is this a service which is in keeping with the pharmacy mission?

	


	Preparation: Personnel and Operations


	Develop documents

	

	


	Secure supplies

	


	Professional staff training

	


	Ancillary staff training

	


	Legal and regulatory issues

	


	Work space/ Work flow

	.


	Counseling/ education/ consent materials

	


	Documentation and billing

	


	Determine follow- up procedures

	


	Marketing plan development and implementation

	


	Establish patient session guidelines

	


	Enroll patients

	


	Implementation


	Establish payment mechanisms

	


	Patient encounter documents

	


	Patient follow up procedures

	


	Evaluation and Continued Quality Improvement


	Quarterly Evaluation

	


	Annual Assessment 

	


	Keys to Success


	Contacts


	Appendices
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