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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!‌
 ‌Click‌ to start—before it’s too late!‌

The Cost Of Waiting?‌
 ‌❌‌ Your stock expires.‌

 ‌❌‌ You lose money.‌
 ‌❌‌ Your shelves stay cluttered.‌

What You Gain‌!‌
 ‌✔️‌ You turn old stock into cash.‌

 ‌✔️‌ Your pharmacy stays profitable.‌
 ‌✔️‌ You help the planet by reducing waste.‌

©‌

https://forms.gle/raWqPvmv1Q8LDUPF7
https://renewrx.africa/
https://renewrx.africa/
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How To
Delegate
Without
Losing Control‌
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You care deeply about your business, and you‌
want everything done right. But if you keep‌
doing everything yourself, you'll burn out and‌
growth will be impossible.‌

LEADERSHIP: HOW TO DELEGATE
WITHOUT LOSING CONTROL‌

©‌

The Weight on Your Shoulders‌

Running a pharmacy often feels like juggling‌
fire. You're constantly checking prescriptions,‌
helping customers, managing suppliers and‌
staff, and tracking inventory—all while trying‌
to grow the business.‌

More Time, Less Stress, Steady Growth‌

Imagine walking into your pharmacy and‌
knowing it runs smoothly without you. Now,‌
picture having the time to build new services‌
or negotiate better deals because your staff‌
confidently handles the daily tasks.‌

Delegation doesn't mean losing control. Done‌
right, it gives you ‌more control‌ by freeing you‌
up to steer the ship instead of rowing every‌
single oar.‌



How to Delegate Without Fear of‌
Chaos‌

So how do you delegate without feeling like‌
everything will fall apart? Here are practical‌
steps you can start applying today:‌

1. ‌Start Small‌

Don’t hand over everything at once. Begin with‌
simple, repeatable tasks, such as restocking‌
shelves or managing daily cash reports. Build‌
trust gradually.‌

2. ‌Choose the Right People‌

Match tasks to strengths. For example, give‌
stock control to someone organized and‌
customer service to someone personable.‌

PAGE 5 • THE CHEMIST‌

LEADERSHIP: HOW TO DELEGATE
WITHOUT LOSING CONTROL‌
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3. ‌Set Clear Expectations‌

Be specific. Instead of "manage stock," say,‌
"Every Friday, send me a list of items below 10‌
units." Clear instructions prevent mistakes.‌

4. ‌Create Systems, Not Surprises‌

Write down procedures for recurring tasks. A
simple checklist or standard operating‌
procedure can save you hours of explaining.‌

5. ‌Trust, but Verify‌

You don’t need to hover. Set up checkpoints,‌
such as a weekly staff meeting or a daily five-‌
minute report, to stay updated without‌
micromanaging.‌
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LEADERSHIP: HOW TO DELEGATE
WITHOUT LOSING CONTROL‌

©‌

6. ‌Invest in Training‌

A well-trained team makes fewer errors.‌
Training isn't a cost—it's an investment in your‌
team and your business's accuracy and‌
efficiency.‌

7. ‌Celebrate Wins‌
When your team does well, acknowledge it. A‌
simple “You handled that customer really well”
motivates them to continue performing.‌

The Bottom Line‌

Your pharmacy doesn't just need a‌
pharmacist—it needs a leader. Delegation
isn't about losing control; it's about‌
creating freedom. The freedom to grow the‌
business, build community trust, and stop‌
burning out.‌

Delegate one task this week and see how‌
your pharmacy can grow when you're not‌
doing everything yourself.‌

👉 ‌Share‌ your delegation ‌success story‌
with us. What worked for you? We'd love to‌
feature your insights in an upcoming issue‌
of The Chemist’s "‌From Our Readers‌"‌
section.‌

https://forms.gle/o1Z59K51nxe1U7zK8


Cash Flow Vs.
Profit: Which
Matters More
For Your
Pharmacy?‌
BY THE CHEMIST‌
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CASHFLOW: CASH FLOW VS.
PROFIT: WHICH MATTERS MORE
FOR YOUR PHARMACY?
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Profit: The Big Picture‌

Profit is what’s left after you subtract your‌
expenses from your sales. It tells you whether‌
your pharmacy is financially healthy on paper.‌
Profit matters because it shows the long-term‌
sustainability of your business. If you‌
consistently run at a loss, your pharmacy can’t‌
survive.‌

Bu‌t here’s the catch: profit doesn’t always‌
mean you have money in the bank.‌

How can a profitable business run out of cash?
This is a common situation for many
community pharmacy owners, usually due to a
simple misunderstanding between profit and
cash flow.‌
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CASHFLOW: CASH FLOW VS. PROFIT:‌
WHICH MATTERS MORE FOR YOUR‌
PHARMACY?‌
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Delayed payments from customers‌ (like‌
insurance claims).‌
Upfront payments to suppliers‌ who don’t‌
wait for their money.‌

The mismatch creates a situation where profit‌
may appear favorable on your statement, but‌
the cash is locked in the system, unavailable‌
when you need it most.‌

Cash Flow: The Day-to-Day Lifeline‌

Cash flow is about the money moving in and‌
out of your pharmacy every day. It’s the cash‌
you actually have to pay suppliers, staff, rent,‌
and bills. Even if your pharmacy shows a profit‌
at the end of the month, poor cash flow can‌
leave you unable to meet daily obligations.‌

Think of cash flow as oxygen. Without it, your‌
pharmacy can’t breathe, no matter how‌
profitable it looks on paper.‌

Why Pharmacies Struggle With Both‌

Community pharmacies often get squeezed in‌
two ways:‌

Which Matters More?‌

The truth is, both profit and cash flow matter—‌
but in different ways.‌

Cash flow keeps your pharmacy alive‌
today.‌
Profit keeps your pharmacy alive‌
‌tomorrow.‌



If you focus solely on profit, you may run out of‌
cash and struggle to operate effectively. While‌
focusing on cash flow will help you stay afloat‌
in the short term, it won't help you grow your‌
pharmacy long term.‌
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3.‌ ‌Separate profit from cash.‌ Don’t assume‌
profit means available money—always check‌
your actual bank balance before making‌
spending decisions.‌

CASHFLOW: CASH FLOW VS.
PROFIT: WHICH MATTERS MORE
FOR YOUR PHARMACY?‌
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Stay In Control‌
Profit and cash flow aren't a choice—‌
they're two sides of the same coin.‌
Focus on cash flow to survive and profit to‌
grow.‌
Understanding how they work together‌
‌can lead to less stress, more control, and a‌
‌clear path to taking your pharmacy to the‌
‌next level.‌

What You Can Do Right Now‌

Here are three practical steps to balance both:‌

1. Track cash flow weekly.‌ Don’t wait for‌
end-of-month reports—know your inflows‌
and outflows regularly.‌

2. Negotiate payment terms.‌ Ask suppliers‌
‌for better terms and follow up faster on‌
‌insurance reimbursements.‌



Want to be featured in ‌The Chemist's‌ next ‌"From Our Readers"‌ section?‌

Share‌ your story about managing cash flow and profit in your pharmacy. What strategies‌
worked for you? We'd love to hear your insights.‌

Want to practically work out your Cashflow Vs. Profit? Check out our interactive Cashflow Vs.
Profit workbook link shared in ‌The Chemist‌ ‌WhatsApp ‌channel.‌
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CASHFLOW:‌  ‌CASH FLOW VS.
PROFIT: WHICH MATTERS MORE
FOR YOUR PHARMACY?‌
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https://forms.gle/o1Z59K51nxe1U7zK8
https://whatsapp.com/channel/0029VafHw8d6xCSTi8tiOz3y


Build A
Pharmacy
Brand
Customers
Trust‌
BY THE CHEMIST‌
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The Struggle‌

Imagine a customer walking into your‌
pharmacy for the first time. They don’t know‌
you yet. They’re unsure if your advice is‌
reliable, if your prices are fair, or if you’ll treat‌
them with respect. In a world full of choices,‌
one bad interaction could send them down the‌
street to your competitor.‌

Trust is fragile—but it’s also the strongest‌
foundation for growth. Without it, your‌
pharmacy is just another store. With it, you‌
become part of your community’s daily life.‌

PRODUCT: BUILD A PHARMACY
BRAND CUSTOMERS TRUST‌

©‌



The Shift‌

So how do you build that trust? It’s not about‌
fancy branding or expensive advertising. It’s‌
about small, consistent actions that customers‌
feel every time they step into your pharmacy.‌

Here are three practical ways to start:‌

1. Show ‌You Care, Every Time‌

Don’t rush your customers. A smile,‌
remembering a name, or asking “How are you‌
feeling today?” goes further than you think.‌
People remember how you made them feel,‌
not just what you sold them.‌
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2. Be Clear and Honest‌

If a product is out of stock, state that clearly. If
there’s a cheaper alternative that works just as
well, suggest it. Customers notice honesty, and
they reward it with loyalty.‌

3. Stay Consistent‌

Trust is built over time. Ensure your service
feels the same on a busy Monday morning as it
does on a quiet Saturday evening. Consistency
signals reliability—and reliability is the heart of
trust.‌

PRODUCT:‌  ‌BUILD A PHARMACY
BRAND CUSTOMERS TRUST‌

©‌



The Payoff‌

When your community trusts you, something powerful happens:‌
Customers return, even if your prices aren’t always the lowest.‌
They recommend you to friends and family.‌
They see your pharmacy as a partner in their health, not just a business.‌

That’s how trust turns into growth. You stop chasing customers, and they start seeking you‌
out.‌

Trust isn't built with grand gestures; it's built with small, everyday actions that add up. Start‌
small, be consistent, and see your community respond.‌

Share ‌your Pharmacy Brand success story with us. What worked for you? We’d love to feature your‌
insights in an upcoming issue of The Chemist’s "From Our Readers" section.‌
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PRODUCT:‌  ‌BUILD A PHARMACY
BRAND CUSTOMERS TRUST‌
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https://forms.gle/o1Z59K51nxe1U7zK8
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The Problem‌

When was the last time you saw an ad that‌
didn't speak to you? Maybe it was for a‌
product you'd never use, or it was just too‌
generic. That's how many of your customers‌
feel about "one-size-fits-all" pharmacy ads.‌

Instead of generic messages like "We have‌
medicines" or "We're affordable," which‌
customers see everywhere, make your ads‌
personal. Otherwise, they'll just ignore them.‌

MARKETING: PERSONALIZING YOUR
PHARMACY ADS: THE SIMPLE SHIFT
THAT BOOSTS REVENUE‌

BY THE CHEMIST‌

Personalizing
Your
Pharmacy Ads:
The Simple
Shift That
Boosts
Revenue‌

©‌
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For students‌:‌ “Stay focused this exam‌
season—stock up on vitamins and study‌
snacks at [Your Pharmacy Name].”‌

The shift makes your ad feel personal,‌
relevant, and timely. And when people feel‌
“seen,” they’re far more likely to act.‌

MARKETING: PERSONALIZING YOUR
PHARMACY ADS: THE SIMPLE SHIFT
THAT BOOSTS REVENUE‌

©‌

The Shift‌

The good news? You don’t need bigger budgets
or fancy tools. You just need to personalize.‌
Personalizing ads simply means speaking
directly to the people who walk into your
pharmacy every day. Rather than trying to
appeal to everyone, create a more focused
message that resonates with a specific group
of people. For example:‌

For young mothers‌:‌ “Running out of
diapers or baby formula? Pop into [Your
Pharmacy Name]. We’ve got what your
little one needs.”‌
For older adults‌:‌ “Struggling to keep track
of your blood pressure meds? Ask us about
easy refill reminders.”‌

The Results‌

Personalized ads don't just grab attention,‌
they build trust. When customers feel‌
understood, revenue grows. A mother buying‌
baby formula might also grab vitamins. An‌
older adult who sees your refill reminder‌
service may bring their prescriptions to you‌
every month.‌
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MARKETING: PERSONALIZING YOUR
PHARMACY ADS: THE SIMPLE SHIFT
THAT BOOSTS REVENUE‌
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When you connect with customers on a personal level, your ads become welcoming invitations‌
rather than a need to shout to be heard.‌

💡 ‌Practical First Step:‌ Start small. Select a customer group you often serve and create your‌
next ad specifically for them. Watch how the response changes.‌

Do you have a story about personalizing your pharmacy ads? ‌Share‌ what worked for you! We'd‌
love to feature your insights in an upcoming issue of ‌The Chemist’s‌ "From Our Readers"‌
section.‌

https://forms.gle/o1Z59K51nxe1U7zK8


Pharmacy
Podcasts: How
Audio Can
Become Your
Next Sales
Channel‌
BY THE CHEMIST‌
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SALES: PHARMACY PODCASTS: HOW
AUDIO CAN BECOME YOUR NEXT

SALES CHANNEL‌

©‌

Imagine this: one of your regular customers is
stuck in traffic, earbuds in, listening to a
pharmacy podcast—not from some big chain,
but from ‌you‌. By the time they step out of the‌
matatu or leave the jam, they’ve learned‌
something new, trust you a little more, and are‌
already planning to pass by your pharmacy.‌
That’s the quiet power of podcasts.‌

Many pharmacy owners still think podcasts‌
are only for celebrities, influencers, or “big‌
talkers.” But the truth? ‌Podcasts can become‌
your next sales channel—and you don’t need‌
to be a radio host to make it work.‌ ‌



Step 1: Why Podcasts Work for‌
Pharmacies‌

People trust voices more than ads. When‌
customers hear your voice, they build a‌
stronger bond with you. Podcasts let you:‌

Teach your community about health in a‌
personal, friendly way.‌
Position your pharmacy as more than a‌
shop—it becomes a trusted guide.‌
Stay in your customers’ minds even when‌
they’re not standing at your counter.‌

And here’s the emotional part: many of your‌
customers are ‌looking for someone to simplify‌
their health journey.‌ If you’re that person, they’ll‌
keep coming back.‌
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Step 2: Start Small, Keep It Simple‌

You don’t need a fancy studio. With just a‌
smartphone, a quiet room, and a free‌
recording app, you can start. Keep episodes‌
short—10 to 15 minutes is enough. Think of it‌
like talking to a regular customer across the‌
counter.‌

Possible topics:‌

Seasonal health tips (“How to protect your‌
‌family during flu season”)‌
Prod‌uct spotlights (“What you should‌
‌know about vitamins for kids”)‌
Behind-the-counter stories (“Why we‌
‌recommend certain products over others”)‌

The goal isn’t perfection; it’s connection.‌

SALES: PHARMACY PODCASTS: HOW

AUDIO CAN BECOME YOUR NEXT

SALES CHANNEL‌

©‌
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SALES: PHARMACY PODCASTS: HOW
AUDIO CAN BECOME YOUR NEXT
SALES CHANNEL‌
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Step 3: Let AI Do the Heavy Lifting‌ ‌

Here’s where it gets easier. Tools like‌
Notebook LM‌ (by Google) can help you create‌
content. Just feed it your notes, customer‌
FAQs, or even past blog posts, and it can‌
generate a script or outline for your episodes.‌
AI can:‌

Suggest catchy titles.‌
Organize your talking points logically.‌
Turn complex material into simple, easy-to-‌
read notes.‌

It means you don’t waste hours planning—you‌
just record and share.‌

Step 4: Share Where Customers‌
Already Are‌

Once you record, post your podcast episodes‌
on platforms your customers use. You can:‌

Share links in your ‌WhatsApp groups‌.‌
Post episodes on your ‌pharmacy Facebook‌
page‌.‌
Add QR codes in-store that link to your‌
‌podcast.‌

When customers hear your advice while
driving, cleaning, or waiting, your pharmacy‌
stays top of mind. That’s how a podcast‌
becomes a ‌sales channel‌—by turning casual‌
listening into regular visits.‌
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SALES: PHARMACY PODCASTS: HOW
AUDIO CAN BECOME YOUR NEXT
SALES CHANNEL‌
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Take the First Leap

Don’t overthink it. Your voice, your knowledge,‌
and your care for your community are all you‌
need to get started. A podcast isn’t about being‌
perfect—it’s about being present.‌

We'd love to hear about your pharmacy‌
podcasting story!‌

Share ‌your podcast's ‌success story‌ with us for‌
a chance to be featured in the "From Our‌
Readers" section of an upcoming issue of ‌The‌
Chemist‌.‌ What worked for you? What did you‌
learn?‌

Step 5: Build Trust, Build Sales‌

Over time, your podcast builds a bond.‌
Listeners begin to see you as their local expert.‌
They’ll come in asking for the products you’ve‌
mentioned, or even bring a friend along who‌
heard your episode. This isn’t just marketing—‌
it’s community building.‌

Trust is the most valuable currency in business.‌
The more people trust you, the more they will
buy from you.‌

https://forms.gle/o1Z59K51nxe1U7zK8


Expand Your Pharmacy Revenue with the 7-Day AM/PM Pill Box‌

Boost Sales and Client Satisfaction
Increase your pharmacy's revenue streams effortlessly.‌
Enhance customer loyalty and satisfaction with a practical, daily-use product.‌

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

Special Offer: Limited-Time Only‌
R‌eceive a 10% discount on your first purchase when you use the discount code
“THECHEMIST”!‌
Enjoy free shipping on all orders placed this month*‌

*Terms & Conditions Apply‌

©‌

https://paystack.shop/remedy-plus


5 ways to
implement Lean
Principles In
Your Pharmacy
(and Still Get
Consistent
Results)‌
BY THE CHEMIST‌
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Running a pharmacy often feels like juggling—
serving customers, managing staff, handling
suppliers, and still trying to grow. Sometimes,
the work feels heavier than it should. That’s
where ‌Lean principles‌ come in.‌

Lean isn’t about cutting corners. It’s about‌
removing waste, simplifying your processes,‌
and making sure your pharmacy runs‌
smoothly. Think of it as giving your pharmacy a‌
health check so it performs at its best.‌

Here are five practical ways to use Lean‌
principles in your pharmacy—without losing‌
consistency or quality.‌

OPERATIONS: 5 WAYS TO IMPLEMENT LEAN
PRINCIPLES IN YOUR PHARMACY (AND

STILL GET CONSISTENT RESULTS)‌

©‌



1. Map Out Your Daily Processes‌

Every pharmacy has routines—dispensing,‌
stock-taking, and counseling customers. But
have you ever written them down step by step?‌

By mapping your processes, you can see where‌
time is wasted. Staff may spend extra minutes‌
looking for items, or maybe approvals get‌
delayed. Once you see it clearly, you can fix it.‌

👉 ‌Tip: Start small—choose one process, like‌
customer prescriptions, and create a step-by-step‌
workflow.‌
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OPERATIONS: 5 WAYS TO IMPLEMENT
LEAN PRINCIPLES IN YOUR PHARMACY
(AND STILL GET CONSISTENT RESULTS)‌

2. Cut the Clutter (Physical and Digital)‌

A crowded counter, unorganized shelves, or‌
too many files on the computer slow everyone‌
down. Clutter creates stress and mistakes.‌
Lean encourages the ‌“5S” method‌—Sort, Set in‌
order, Shine, Standardize, and Sustain.‌

Even a simple shelf re-organization can save‌
minutes every day, and over a month, those‌
minutes add up.‌

👉 ‌Tip: Involve your team in reorganizing—it helps‌
them “own” the system and stick to it.‌

©‌



3. Standardize How You Work‌

If every staff member does things differently,‌
results will always vary. Standardization‌
creates consistency and trust for customers.‌
Think of it like having “pharmacy playbooks.”‌
Clear instructions for common tasks like how‌
to handle returns or how to record daily sales‌
—make sure the service is the same, no matter‌
who’s on shift.‌

👉 ‌Tip: Start with your most repeated task, write‌
a simple guide, and train the team on it.‌
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OPERATIONS: 5 WAYS TO IMPLEMENT
LEAN PRINCIPLES IN YOUR PHARMACY
(AND STILL GET CONSISTENT RESULTS)‌

4. Listen to Feedback (and Act on It)‌

Your customers and staff see where waste‌
happens before you do. Maybe patients‌
complain about waiting times, or staff feel‌
certain tasks are duplicated.‌

Lean thrives on feedback. Encourage open‌
sharing and make small changes based on it.‌
This not only improves efficiency but also‌
boosts morale. People feel heard.‌

👉 ‌Tip: Place a simple “What can we do better?”‌
board in the staff room or use quick customer‌
surveys.‌

©‌



5. Improve Continuously (Kaizen‌
Mindset)‌

Lean isn’t a one-time project—it’s a mindset.‌
Small improvements, made consistently, lead‌
to big results over time.‌

Don’t wait for the “perfect fix.” Test, adjust, and‌
move forward. Your pharmacy’s growth will‌
come from these steady, thoughtful changes.‌

👉 ‌Tip: Celebrate small wins—like reducing‌
waiting times by 2 minutes. It keeps the team‌
motivated.‌
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OPERATIONS: 5 WAYS TO IMPLEMENT
LEAN PRINCIPLES IN YOUR PHARMACY
(AND STILL GET CONSISTENT RESULTS)‌
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Why This Matters‌

Community pharmacies face tight margins and‌
heavy competition. By applying Lean, you free‌
up time, reduce waste, and create a better‌
experience for both your staff and your‌
customers. And when customers feel cared for,‌
they keep coming back.‌

Share‌ your ‌Lean Principles‌ success story with‌
us. What worked for you? We'd love to feature‌
your insights in an upcoming issue of ‌The‌
Chemist’s‌ ‌“From Our Readers”‌ section.‌

https://forms.gle/o1Z59K51nxe1U7zK8
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CROSSWORD: TEST YOUR
KNOWLEDGE
(DIPHENHYDRAMINE)‌
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https://www.puzzlefast.com/en/puzzles/2025090306312019E/plain-puzzle
https://www.puzzlefast.com/en/puzzles/2025090306312019E/plain-solution


Looking for Your Next Pharmacy Job? We’ve Got You!‌

Are you ‌a skilled pharmacy professional looking for the right job in a community
pharmacy?‌

💡 ‌We know how tough job hunting can be.‌

📢 ‌Over 400 community pharmacies trust us for practical advice—now, we’re making job‌
searching easier for you!‌

The Pharmacy Career Jumpstart‌
✅ Step 1: Visit ‌thechemist.co.ke/job-board/‌
✅ Step 2: Apply for jobs that fit your skills.‌
✅ Step 3: Land a role where you can grow!‌

📌 Check out the list and find your next job now! → ‌thechemist.co.ke/job-board/‌

🔴 Don’t miss out on great opportunities!‌
🔵 Start growing your career today.‌

PS: ‌Looking for a team member to grow your pharmacy? Advertise via
https://thechemist.co.ke/job-board/employer/‌ for FREE & get your ad in front of 400+
Community Pharmacy professionals.‌
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