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RENEW RX

Impacting Lives, Restoring Nature

Stuck with Medicine That Won’t Sell? Let’s
Fix That!

You work hard to keep your shelves full, but some medicines just don’'t move. They sit
there, collecting dust, while your money stays trapped.

Slow-Moving Stock = Lost Money
Expired medicine is wasted medicine. The longer it stays, the closer it gets to being
thrown away. That's bad for business and bad for the environment.

We understand your struggle. Many pharmacies face the same problem.
We have the solution. We've helped pharmacies turn dead stock into cash before—
and we can help you too!

Clear the Shelf, Fill Your Pocket

© List It - Tell us what’s not selling.
@ Liquidate It - We help find buyers.
@ Earn & Reinvest - Free up space, get your money back, and stock what sells.

Act Now: Request Liquidation Today!

| http:// % Click to start—before it's too late!

The Cost Of Waiting?

X Your stock expires.
X You lose money.
X Your shelves stay cluttered.

What You Gain!

 You turn old stock into cash.
/ Your pharmacy stays profitable.
V You help the planet by reducing waste.


https://forms.gle/raWqPvmv1Q8LDUPF7
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MARKETING: HOW TO GET YOUR
PHARMACIES TO RANK FOR
“PHARMACIES NEAR ME” SEARCHES

Imagine this: A customer in your town wakes

HOW To Get up with a terrible headache. They pull out their
phone and type "pharmacies near me" into
Google. The first pharmacy that pops up gets
Your their business.
[ ]
PharmaCIeS TO Now, the big question—how do you make sure
R k F that pharmacy is yours?
“« an or Ranking for "pharmacies near me" is like
- getting the best spot in a busy marketplace.
PharmaC]-es The higher you rank, the more customers find
))) you. Let us break down the steps to get your
Near Me pharmacy to the top.
Searches

BY THE CHEMIST
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PHARMACIES TO RANK FOR
“PHARMACIES NEAR ME” SEARCHES
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Step 1: Claim Your Google Business

Profile

This is the most critical step. Claim your
Google Business Profile (GBP) now if you have
not. It is free and ensures that Google
recognizes your pharmacy.

How to doit:

e Go to Google Business Profile.

e Search for your pharmacy. If it is already
listed, claim it.

e |[fitis not listed, create a new one with
your correct business name, address, and
phone number (NAP).

e Verify your listing using the method
provided (usually via a postcard or phone
call).
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Service Station

Pro tip: Double-check that your name,
address, and phone number match precisely
across all platforms (website, social media, and
directories).

Step 2: Optimize Your Google Business

Profile
Just having a profile is not enough. You need to
optimize it.

What to focus on:

e Categories: Make sure your primary
category is "Pharmacy."

e Business Hours: Keep them updated,
including holiday hours.

¢ Photos: Upload clear images of your store,
interior, and team.

e Services & Products: List key services like
free delivery, chronic medication refills, or
immunizations. ©


https://www.google.com/business/

MARKETING: HOW TO GET YOUR
PHARMACIES TO RANK FOR
“PHARMACIES NEAR ME” SEARCHES

e Description: Use keywords naturally
—“We are a trusted community pharmacy
in [your town], offering quality
medications and friendly service.”

Pro tip: Google favors active profiles. Post
updates, promotions, or health tips regularly,
for example, weekly.

Step 3: Get More (and Better) Reviews
Google loves businesses with good reviews.
Customers trust them, too!

How to get more reviews:
e Ask happy customers in person.
e Send afollow-up SMS or WhatsApp after
purchase with a direct review link.
e Offer great service—people naturally
leave reviews for excellent experiences.
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Pro tip: Respond to every review, even the
negative ones. Thank customers for positive
feedback and professionally address concerns.

Step 4: Improve Your Website for
Local SEO

Your website should tell Google exactly where
you are and what you do.

Quick fixes:

e Add your name, address, and phone
number (NAP) on every page (the footer is
a great spot).

e Create a “Contact Us” page with your
location details and Google Maps.

e Use local keywords like “Your trusted
pharmacy in [your town]” on your
homepage.

e Start a blog with helpful articles like “How
to Manage High Blood Pressure” to boost
local relevance.
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MARKETING: HOW TO GET YOUR
PHARMACIES TO RANK FOR
“PHARMACIES NEAR ME” SEARCHES

Pro tip: Ensure your site loads fast and
works well on mobile.

Step 5: Get Listed on Local Directories
Google checks multiple sources to confirm
your business is real.

Where to list your pharmacy:
¢ Google Business Profile (already covered!)
e Facebook and Instagram
¢ Local business directories like Yellow
Pages, Yelp, Bing Places
e Health-specific directories

Pro tip: Keep your details (NAP) the same
across all listings.
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Step 6: Build Local Backlinks

A backlink is when another website links to
yours. The more quality links you have, the
more Google trusts you.

How to get local backlinks:
e Partner with local doctors who can link to
your pharmacy on their websites.
e Get mentioned in local news articles.
e Sponsor acommunity event and ask for a
link from their website.

Pro tip: Quality matters more than
quantity. A few strong local backlinks are
better than many weak ones.



MARKETING: HOW TO GET YOUR
PHARMACIES TO RANK FOR
“PHARMACIES NEAR ME” SEARCHES

Step 7: Keep Monitoring & Improving
SEO (Search Engine Optimization) is not a one-
time thing. Track your progress and make
improvements.

Tools to help:
¢ Google Search Console - See which
keywords people use to find you.
¢ Google Analytics - Track website traffic.
¢ Google Business Insights - Check how
many people see and click your listing.

Pro tip: If something is not working, tweak
and test. SEO is a long game!
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Review

Be the Pharmacy That Shows Up
Ranking for “pharmacies near me” is about
showing Google (and customers) that you are
the best choice. By claiming your Google
Business Profile, collecting reviews, optimizing
your website, and building your online
presence, you make it easy for people to find
you.

Start today! Even small changes can bring
significant results over time.



LEADERSHIP: HOW TO MINIMIZE
PHARMACY STAFF TURNOVER

v

-

A resignation here, another there, and

HOW TO suddenly, you are spending more time hiring

and training than running your pharmacy.

Minimize Sound familiar?
Pharmacy Staff Staff turnover is a challenge that many

community pharmacies face, but it does not
T have to be the norm. Let us rank the most
urnover effective ways to keep your best employees
happy, engaged, and committed to your

BY THE CHEMIST pharmacy for the long run.

5. Offer Competitive Pay and Benefits
Money is not everything, but let us be honest—
it matters. Your employees want to feel
valued, and fair compensation is a big part.

Imagine this: You have finally built an excellent
team for your pharmacy. Everyone knows
their role, customers recognize familiar faces,
and the business functions well. Then, one by
one, team members start leaving.
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While you may be unable to match big
corporate salaries, offering competitive pay,
bonuses, or even small perks like transport
allowances or staff discounts can make a huge
difference. Employees who feel reasonably
compensated are less likely to look elsewhere.

4. Create a Supportive Work

Environment

No one wants to work in a toxic or stressful
environment. Overworked, underappreciated,
and constantly criticized employees will seek
new opportunities. Instead, create a space
where your staff feels heard and supported.
Regular check-ins, open communication, and
simple acknowledgments like "thank you"
make a big difference in team morale.
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3. Provide Growth Opportunities
Pharmacy work can feel repetitive if there is
no room for growth. Opportunities for growth
—training, mentorship, and new skills—boost
employee engagement. Whether supporting
their pursuit of additional certifications, giving
them leadership responsibilities, or letting
them take charge of new initiatives, helping
employees grow within your pharmacy
reduces the temptation to leave for “better
opportunities.”

2. Recognize and Reward Hard Work
Recognition matters. Employees who feel
invisible will start looking for a workplace
where they are appreciated.



LEADERSHIP: HOW TO
MINIMIZE PHARMACY STAFF
TURNOVER

Publicly acknowledge achievements—whether Building A Team That Stays
meeting sales goals, handling a difficult Reducing staff turnover is not about one
customer situation, or simply showing up with sjgnificant change—but about consistently
a great attitude every day. Small rewards like creating a workplace where employees feel
gift cards, team lunches, or even an “Employee yalued, supported, and motivated to stay.
of the Month” board can boost morale and When you invest in your team, they will invest
motivation. in your pharmacy. A stable, happy staff means
better customer service, stronger patient

1. Hire the Right People from the Start relationships, and a more successful business.
Retention starts with recruitment. Hiring staff YWhich of these strategies will you try first?
who do not fit your pharmacy culture will lead Start today and build the team that will help
to high turnover. Look beyond qualifications— Your pharmacy thrive!

assess attitude, work ethic, and how well they

align with your team. A great hiring process

helps build a stable team, reducing the need

for constant replacements.
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CASHFLOW: PHARMACY BUSINESS
MODELS: WHICH ONE IS RIGHT FOR
YOu?

is -
Running a pharmacy is more than just filling

Pharmacy prescriptions. It is about finding the right

business model that helps you serve your

BuSineSS community while growing sustainably. It might

be time to rethink your approach if you have

M d 1 . ever felt like you are working too hard but not
0 e So seeing enough profit.

[ J
Wthh One IS To help you decide the best direction for your

pharmacy, let us rank different business

(4
nght For models based on their potential for growth,

ease of management, and impact on customer

You? loyalty.

"... decide the best direction
BY THE CHEMIST for your pharmacy,..."
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Pharmacy Membership Program

CASHFLOW: PHARMACY BUSINESS
MODELS: WHICH ONE IS RIGHT FOR
YOuU?

O

O

Discounts

O-0

Free Delivery

Members receive

exclusive discounts Enjoy complimentary

delivery for all
prescriptions.

on medications.

1. The Membership Model - The 2. The Full-Service Model - Be the
Future of Customer Loyalty One-Stop Shop

Imagine having customers who do not just buy ~ This model focuses on offering more than just
from you occasionally but commit to your medicine. You provide health screenings,

pharmacy regularly. The membership modelis  immunizations, wellness programs, and
built on this idea. Customers pay a monthly or medication therapy management. Customers

annual fee for exclusive benefits such as see your pharmacy as a trusted healthcare
discounts, priority service, or free delivery. destination, not just a place to pick up
prescriptions.
Why it works:
¢ Provides a steady revenue stream Why it works:
e Encourages customer loyalty ¢ Increases foot traffic and sales per visit
¢ |t makes the pricing more predictable ¢ Strengthens your role as a healthcare
provider
Who it is for: Pharmacies operatingin ¢ Differentiates your pharmacy from
competitive areas looking to create long-term competitors

customer relationships.
Who it is for: Pharmacies with enough space )

and trained staff to expand services.




CASHFLOW: PHARMACY BUSINESS
MODELS: WHICH ONE IS RIGHT FOR
YOu?

3. The Digital-First Model -

Convenience at Customer Fingertips
With online shopping and mobile apps
becoming the norm, a digital-first pharmacy
focuses on convenience. Customers can order
refills, book consultations, or even chat with a
pharmacist through an app. Adding free or
low-cost delivery can make this model even
more effective.

Why it works:
e Attracts busy customers who prefer online
shopping
¢ Reduces long queues and in-store wait
times
e Expands your reach beyond walk-in traffic
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Who it is for: Pharmacies looking to embrace
technology and improve accessibility.

4. The Discount Model - Winning on

Price

Price-sensitive customers love discounts, and
this model is built around offering competitive
pricing through bulk purchases, generic
alternatives, or special deals. Pharmacies that
succeed with this model focus on high sales
volume and operational efficiency.

Why it works:
e Appeals to budget-conscious customers
e Helps clear slow-moving stock quickly
¢ Creates excitement through regular
promotions

Who it is for: Pharmacies in highly competitive
areas where price matters most.



CASHFLOW: PHARMACY BUSINESS

MODELS: WHICH ONE IS RIGHT FOR

YOu?

'M,

5. The Niche Model - Specialize and
Stand Out

Some pharmacies thrive by focusing on a
specific niche, such as compounding, wellness
products, or holistic medicine. The model
allows you to become the go-to expert in one
area and build a loyal customer base.

Why it works:
e Reduces competition by serving a specific
market
e Allows for premium pricing on specialized
services
e Positions your pharmacy as an expert in a
niche field
Who it is for: Pharmacies looking to

differentiate themselves in a crowded market.
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Finding the Best Fit for Your Pharmacy
Choosing the right business model depends on
location, customer base, and long-term vision.
You do not have to stick to just one—many
successful pharmacies combine elements from
different models.

The key is to pick a model that aligns with your
strengths and market demand. If you are
unsure where to start, ask yourself:
¢ What do my customers need most?
e What strengths does my pharmacy already
have?
e What gaps exist in my local market that |
canfill?

The right business model transforms your
pharmacy into a thriving business. Ready to
take the next step? Start small, test what
works, and watch your pharmacy grow!



SALES: HOW TO USE GOOGLE
ANALYTICS TO GROW YOUR
PHARMACY

Imagine this: You have set up a beautiful
HOW TO Use pharmacy website. You have listed all your

services, maybe even added an online store.

Google However, there is a problem: slow traffic and

disappointing sales. You are left wondering:
Are people even visiting my site? What are

- .
Analytlcs TO they looking at? Why are they not buying?
Grow Your That is where Google Analytics comes in.

Think of it as a powerful microscope for your

Pharmacy website. It tells you what is working, what is

not, and where to focus your efforts. The best
BY THE CHEMIST part? It is free!

"Why are they not buying?"

©
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SALES: HOW TO USE GOOGLE
ANALYTICS TO GROW YOUR
PHARMACY

Search Traffic

Visitors coming from
search engine results

Direct Traffic

Visitors typing the
website URL directly

Social Media
Traffic

Visitors arriving through
social media platforms

Referral Traffic

Visitors referred by
other websites

Step 1: Set Up Google Analytics Step 2: Understand Your Audience
Before you can start using Google Analytics, Who is visiting your pharmacy website? Are
you need to set it up. If you have not done this  they new visitors or returning customers?
yet, do not worry—it is easier than you think. Where do they live? Google Analytics answers
Here is what to do: all these questions under the Audience
1.Go to Google Analytics section.
2.Sign in with a Google account. How this helps you grow:
3.Follow the steps to create an account for ¢ |f most visitors are new, focus on making a
your pharmacy. great first impression (easy navigation,
4.Add your website and install the tracking clear calls to action).
code (your web developer can help with e |f many are returning, consider loyalty
this, or you can use a plugin if your site programs or special promotions.
runs on WordPress) e [f visitors are mainly local, tailor your

content to community health needs.
Once installed, Google Analytics will start
" : : : (1]
collecting data about your website visitors. ... great first 1M pression...
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https://analytics.google.com/analytics/web/

SALES: HOW TO USE GOOGLE
ANALYTICS TO GROW YOUR
PHARMACY

Step 3: See Where Your Traffic Comes

From
Not all website traffic is equal. Google
Analytics breaks it down into categories:
¢ Organic search - People who found you
on Google.
¢ Direct traffic - People who typed in your
website URL.
e Referral traffic - People who came from
other websites.
¢ Social media traffic - Visitors from
Facebook, Instagram, or WhatsApp.

How this helps you grow:
e Improve your SEO (Search Engine
Optimization) if organic traffic is low.
 |[f social trafficis high, invest more in social
media marketing.
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Visit Website

User accesses the website

Explore Products/Services

User browses offerings

Add to Cart/Book Appointment

User selects items or books

Proceed to Checkout

User initiates payment process

Complete Purchase/Booking

User finalizes transaction

e |[freferrals are high, consider partnering
with more local websites or directories.

Step 4: Find Out What Is Working (And
What Is Not)

Google Analytics shows which pages people
visit the most. This is in the Behavior section
under “Site Content.”
How this helps you grow:
¢ [f your services page gets many views but
few bookings, simplify the booking
process.
¢ If blog posts bring in traffic, write more of
them.
¢ |fvisitors leave quickly (high bounce rate),
your site may be slow or confusing.



SALES: HOW TO USE GOOGLE
ANALYTICS TO GROW YOUR
PHARMACY

armac

Step 5: Track Conversions Step 6: Use Data to Make Smarter
What do you want visitors to do? Buy a Decisions
product? Book a consultation? Sign up for a Data without action is useless. Every month,

neWSIetter? G00g|e Ana|ytiCS |etS you traCk take 30 m|nutes to |00k at your Google
these goals under the Conversions section.

Analytics reports. Identify trends, test new

strategies, and refine what works.
How this helps you grow:

¢ If few visitors book consultations, improve  For example:

your call-to-action buttons. * If most visitors browse on mobile, ensure
If people abandon the checkout process, your site is mobile-friendly.

make payment options simpler. * If ablog post is popular, update it and add
If newsletter sign-ups are low, offer an acall to action.

incentive (e.g., a free guide on managing * If people leave your site fast, simplify
chronic conditions).

navigation and speed up load time.
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SALES: HOW TO USE GOOGLE
ANALYTICS TO GROW YOUR
PHARMACY

Turning Insights Into Actions

Online pharmacy growth requires strategic planning, not just guessing. Google Analytics takes
the mystery out of website traffic. It helps you focus on what matters most: attracting and
serving your customers.

So, take a deep breath, log in to Google Analytics, and start making data-driven moves. Your
pharmacy growth is just a few clicks away!
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PRODUCTS: AI-POWERED
PHARMACY PRODUCTS TO
WATCH

Technology is changing how community
AI-Powered pharmacies work, and Al (ArtThese
innovations are not just for big hospitals—they

Pharmacy are becoming more accessible to community

pharmacies like yours. Here are the top Al-

powered products to keep on your radar.
Products To

1. Al Chatbots for 24/7 Customer

Watch Support

Imagine having a knowledgeable assistant who

never sleeps. Al chatbots can answer customer
BY THE CHEMIST questions, guide them to the right products,
and even remind them to refill prescriptions—
without you lifting a finger. They can be
integrated into your website, social media, or
even WhatsApp, making customer support
faster and more efficient.

Technology is changing how community
pharmacies work, and Al (Artificial
Intelligence) is leading the way. Al-powered
pharmacy products are worth watching if you
have ever wished for tools to save time,
improve customer service, or even boost sales.
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PRODUCTS: AI-POWERED
PHARMACY PRODUCTSTO
WATCH

Why it matters: Customers appreciate quick 3, Al-Powered Medication Adherence
responses, and a chatbot ensures they get help Tools

even after hours. This can improve customer

. i Many patients forget to take their medications
satisfaction and loyalty.

as prescribed, leading to poor health
outcomes. Al tools now send personalized
2. Smart Inventory Management reminders via SMS, apps, or digital pill
Systems dispensers. Some even detect missed doses

Stocking the right products at the right time ~ and alert caregivers or pharmacists.
can make or break a pharmacy. Al-driven

inventory systems analyze past sales, predict Why it matters: Customers who take their
future demand, and suggest reorder points. ~ Medications as prescribed tend to be healthier

This means you avoid overstocking slow- and are more likely to return to your pharmacy
moving items or running out of essentials. for refills.
Why it matters: Less waste, fewer lost sales, " are more hkely to

and a more profitable business.
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PRODUCTS: AI-POWERED
PHARMACY PRODUCTS TO
WATCH

4. Al-Driven Pricing and Promotion 5. Al-Powered Customer Insights

Tools Al can help you understand your customers
Setting the right price can be tricky. Al pricing better than ever. Al tools can segment
tools analyze competitor prices, market customers into  groups and  suggest

trends, and customer purchasing patterns to personalized offers or services by analyzing
suggest the best prices for your products. purchase history, browsing behavior, and
Some even recommend personalized feedback.

discounts based on customer behavior.
Why it matters: Targeted marketing means

Why it matters: You can stay competitive better customer engagement and higher sales.
without undervaluing your products,
attracting price-conscious customers while
maintaining profits.

6. Al-Assisted Telepharmacy Services
Virtual consultations are becoming more

" d lui popular. Al can assist in telepharmacy by pre-
- unaervaluing your screening patient questions, suggesting

pI'Od'l.ICtS,..." potential  treatments, or  translating
conversations in real-time.
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PRODUCTS: AI-POWERED

PHARMACY PRODUCTS TO
WATCH

Why it matters: This allows you to expand your services beyond your physical location,
reaching more customers conveniently.

Bringing Al Into Your Pharmacy

You might think, “This sounds great, but where do | start?” The good news is that many Al-
powered tools are designed to be user-friendly and affordable. Start small—maybe by testing
an Al chatbot or an inventory management system.

Al is not about replacing pharmacists—it gives you superpowers to serve your community
better, save time, and grow your business. The future of pharmacy is innovative, and now is
the perfect time to embrace it.
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Expand Your Pharmacy Revenue with the 7-Day AM/PM Pill Box

Boost Sales and Client Satisfaction R
e Increase your pharmacy's revenue streams effortlessly. ?‘Qv‘
* Enhance customer loyalty and satisfaction with a practical, daily-use product. o@

Ensure Medication Adherence

* Help your clients manage their medication schedules effectively and conveniently.
e Improve health outcomes with easy-to-use, organized pill boxes.

Special Offer: Limited-Time Only

e Receive a 10% discount on your first purchase when you use the discount code “THECHEMIST”!
e Enjoy free shipping on all orders placed this month*

*Terms & Conditions Apply
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https://paystack.shop/remedy-plus

OPERATIONS: HOW TO CREATE
SYSTEMS FOR YOUR PHARMACY

The best pharmacies do not just “wing it.” They

HOW To Create build strong systems that keep things running

smoothly. If you want to grow, reduce stress,

SVStemS For and serve your customers better, it is time to

put systems in place. Here is how to do it, step

Your Pharmacy o

Step 1: Identify Your Pharmacy’s Pain

BY THE CHEMIST Points
What if we told you that the secret to a Before you fix anything, you need to know
thriving pharmacy is not just about working what is broken. Take a moment to think about

harder—but working strategically? Imagine a the biggest problems in your pharmacy. Are
pharmacy that runs smoothly even whenyou  customers waiting too long? Do stock outs
step away. A place where customers get keep happening? Do staff members struggle to
precisely what they need without long waits, follow the same processes?

employees know exactly what to do, and you

do not feel like you are constantly puttingout ~ Make a list of your top frustrations and the
fires. That is what great systems can do for challenges your team faces daily. These are the
you. areas that need systems the most.
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OPERATIONS: HOW TO CREATE
SYSTEMS FOR YOUR PHARMACY

Step 2: Document What Works (And  Step 3: Standardize Your Processes
What Does Not) Consistency is key. Imagine visiting a

Chances are, some things in your pharmacy ~ Pharmacy where one employee gives detailed
already work well. Maybe you have a smooth Medication advice. Others hand over the
process for ordering inventory, but customer medicine with no explanation. Confusion arises
complaints still slip through the cracks. Or when processes are not explicit. To prevent
your team is good at handling prescriptions butthis, implement detailed, step-by-step

struggles with cash handling. procedures that everyone must follow.

Start writing down your current processes.  Hereis anexample: If you struggle with long
What do you do when a customer asks for wait times, create a system where

advice? How do you track and restock fast- prescriptions are checked in a specific order,
moving medicines? The goal is to see whatis ~ and customers are updated regularly. If
working and where gaps exist. inventory is a headache, set up a system where

stock is reviewed weekly, and reorders happen
before items run out.

Write down these steps and train your team to

follow them.
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OPERATIONS: HOW TO CREATE
SYSTEMS FOR YOUR PHARMACY

___\-l S —

Step 4: Use Technology To Your Step 5: Train Your Team (And Keep

Advantage Training Them)

Many pharmacy tasks can be automated or A system is only as good as the people

made easier with the right tools. Are you following it. Once you set up new processes,

manually tracking sales and inventory? make sure your team understands them.

Consider a point-of-sale (POS) system that Training should not be a one-time thing—

integrates with inventory management. Are regular refreshers help keep everyone on the

you calling customers one by one for same page.

prescription refills? Try automated SMS

reminders. You can create short training guides, record
simple video demonstrations, or schedule

The right technology can save time, reduce weekly meetings to discuss what is working

human error, and improve customer service.  and what is not. Encouraging staff feedback
You do not have to invest in everything at once can also help refine your systems.

—start with the areas that will have the most

significant impact.
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OPERATIONS: HOW TO CREATE
SYSTEMS FOR YOUR PHARMACY

Step 6: Review And Improve Regularly The Result: A Pharmacy That Runs Like
A system that works today might not work Clockwork

next year. Customer expectations change, new Imagine a day when you are not drowning in
medicines come in, and your business grows.  chaos. Your staff knows precisely what to do,
That is why you should regularly review your  cystomers are happy, and your business grows
systems, tweaking them as needed. without constant stress. That is the power of

creating systems.
Schedule a review every 3-6 months to

evaluate what is working and what is not. Ask Yoy do not have to do it all at once. Start small.

your team for feedback—they use the systems  Fix one process, then another. Over time, your

daily and can provide valuable insights. pharmacy will become a well-oiled machine—
giving you more time, profits, and fewer
headaches.

Now, it is your turn. What is one system you
can start working on today?
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CROSSWORD: TEST YOUR
KNOWLEDGE (ALBENDAZOLE)

ALBENDAZOLE by The Chemist
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The Chemist
The Community Pharmac: y Growth Kit

o »” '\"?EL‘ "" .
Drug Index Offer

ention e

-> December 2024 "The Chemist" Issue

Follow THE CHEMIST WhatsApp Channel THECHEMIST code

when ordering to get a

5% DISCOUNT when you
purchase the 19th Edition
Drug Index

Redeem Offer

e —

Introducing The Chemist Web App!

Your go-to platform growing your community pharmacy is now available on the
web! Access The Chemist magazine, participate in quizzes, and stay updated with the
latest industry news — all at your fingertips.

Exclusive Offer!
Get 5% OFF the 19th Edition of the East African Drug Index.
Use code: THECHEMIST when placing your order.

Key Features of The Chemist Web App:
o Access the latest issue of The Chemist magazine
» Stay updated on trends and best practices for growing your community
pharmacy
» Test your knowledge with interactive quizzes
» Redeem exclusive offers, like our 5% discount on the Drug Index

How to Get Started:

o Click HERE to explore the web app
o Share the app with fellow pharmacists and take your practice to the next level!
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