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Ways of Growing a Pharmacy Business
The Pharmaceutical industry contributes about US$ 81.5 Billion to the economy of the united states. It is quite an important sector of the economy with consistent growth. Like any other business organization, pharmacies also face plenty of challenges while conducting business activities. For a pharmacy business to give back maximum value, it should be able to not only attract customers but also make credible sales of pharmaceutical merchandise. From the interview conducted with one of the pharmacists in the community, the following are some of the problems he highlighted to be faced; shortage of drugs, the opioid crisis, enormous regulations, affordability, and more so competitions both from private organizations and government facilities. Addressing these issues requires competency in the industry and good relations in multiple health care sectors. Therefore, for the successful growth of a pharmacy, both the owner must employ the following tactics to ensure smooth operations. 
	Conducting deep deep market research. The pharmacist must know what the patients and other consumers need. The fact that the store is full does not imply that customers will love and purchase the items. A study conducted by (Wood et al. 2011) indicates that intuition is a misguiding tool in pharmacy, and therefore, the seller has to conduct detailed research about the market and review the available information to identify the products that have the best performance in the market. Before making any stoking decisions, the pharmacist should confirm the market sales figures to check the products on high demand and take necessary steps to make effective drug stoking. Also, the pharmacist can focus on the upselling through having bottom line sufficient stock. Training employees on the essence of upselling helps boost revenue. Since the aim of the business is to make a profit through increased sales, consumer persuasion is vital. Equipping employees with upselling business strategies facilitate the pharmacy to sell more products. For example, despite selling pharmaceutical products, the pharmacy can also set up a place for customer refreshments to boost sales. Besides, efficient stoking further facilitate smooth business operations. it is the nature of consumers to compare the same products from different manufactures to make informed purchase decisions. Personally, I would compare different drugs with the same purpose from different manufacturers and pick one with the best price and desired output (that is. Efficient treatment output of the medication). For such reasons, the pharmacists should always have enough stock (for example; keeping all types of cough syrup) at all times so that the consumer doesn't miss any product as well as make comparisons when needed. 
	Furthermore, setting up the pharmacy in a place with related products helps to boost the business. In most cases, the most conducive place to set up a pharmacy is near a health facility such as a clinic or a hospital. Such areas have a rich supply of patients since the patients will have to buy drugs that are not within the health facility. Also, in a residential area, medical emergencies are prone. Community residents need to find a place for medication refills, prescription drugs, and emergency pills such as painkillers and depressants. Therefore, a pharmacist with such knowledge of the market location is set for prosperity. In addition, the business owner/operator must create a strong and long-lasting relationship with customers. According to research done by (Hamilton 2009), a pharmacist who has created a trustworthy and positive relationship with customers is deemed to have continuous and repeated consumer visits due to close connections. Ther is openness and buyers are free to avail personal patient information to the pharmacologist. It is also necessary for proper training of employees to build a trustworthy, kind, comfortable environment for buyers. It facilitates the building of personal connection. Encouraging employees to identify repeated customers and addressing them with their names further improve the connectivity and hence creates loyalty. Last but not least, product promotion is essential. In modern-day technology, the internet through the Web, social media, and mobile applications have facilitated cheap and easy advertisement. As stated by (Zhan et al. 2021) with the presence of a mobile phone or a personal computer at hand, a pharmacist can improve product sales by developing an app or a web page on the World Wide Web or social media platforms. Uploading a variety of products with their respective prices enables consumers to check, purchase and make payments and schedule pick-up of products. Online shops improve sales and lower costs, hence bigger profits. Besides, developing an app can be done by a professional or a pharmacy app development company at very low costs. It offers the best solution for the best-selling prices. 
	Generally, a chemist operates like any other business. Profit is the priority. Unfortunately, organizational profit goals cannot be achieved without revenue. To achieve revenue, the pharmacy must get involved in activities and programs that promote the product to the market. In a brief conclusion, the sales of pharmaceutical products can be increased by conducting deep market research to ensure proper products, focusing on consumer persuasion by improving upsell skills for both owners and their employees, focusing on the proper business model, and placing strategically near consumers. Last but not least, sufficient stoking is essential but with proper advertising mechanism. Any pharmacist can improve sales if properly employs these strategies in sales. 
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