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We spoke with one of the pharmacy industry’s most respected tech-
nology advocates. He told us how pharmacies can (and should) get 
started with profit-driving analytics and business intelligence.

More information leads to better answers. That’s 
the entire idea behind data gathering and analyt-
ics. The more you measure, the better you can im-
prove. Used properly, analytics can make it easier 
for pharmacies to take better care of their patients 
and provide financial security for their business.

We sat down with Jeff Harrell, co-owner of Pen-
insula Pharmacies, Inc. and renowned pharmacy 
technology influencer. As we talked, he offered 
his thoughts on why pharmacies should embrace 
data-driven insights and how they can get started 
in the world of pharmacy analytics.

It turns out, you have to crawl before you can walk, 
and you have to walk before you can run.

So let’s get crawling.
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SPOTLIGHT

Jeff Harrell, 
Pharm.D

A leading authority on technology in-
novations in the pharmacy industry, 
Jeff Harrell is the co-owner of Peninsula 
Pharmacies, Inc. in Washington state. 
He also serves on the Board of Direc-
tors for both AAP and NCPA. Harrell also 
doubles as the Peninsula Pharmacies’ 
computer specialist and has been fea-
tured in Computer Talk magazine for 
technology innovations in pharmacy 
practice and pharmacy security.
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Step 1:  Get a Dedicated Business Intelligence 
& Analytics Solution

Your pharmacy management system isn’t 
enough. Yes, it may have its own reports, but 
the majority of those barely skim the surface 
of what you can do with your data. Using a 
dedicated analytics tool helps you get the 
most out of the information your PMS is col-
lecting.

Harrell uses ProfitAmp, powered by FDS 
MyDataMart. To really hit the ground running, 
he recommends running three simple, built-in 
reports that give you a quick glimpse into the 
financial health of your pharmacy.

• Refills On Time: Breaks down when pre-
scriptions are refilled: on time, early, late, 
or not at all. Can be used to address late 
refills and non-fills.

• Sold At A Loss: Shows which medications 
are being sold for less than their cost to 
the pharmacy.

• Missing Patients: Flags patients that have 
not refilled prescriptions for a certain peri-
od of time. Can be used to address compli-
ance issues.

“Those three alone will pay for [the analytics 
software] and put money in the pharmacist’s 
pocket,” says Harrell.

This first step is where many pharmacists 
stumble. They worry about the difficulty of 
learning a new system or that they won’t see 
results quickly enough to justify the monthly 

expense. They’re even concerned that the data 
won’t be accurate — that factors like changing 
drug acquisition and patient data errors will 
make the information unreliable.

Harrell dismisses the latter point: “As a phar-
macist, you’ll know what’s right and what isn’t. 
You can look at a report and say ‘No, I didn’t 
lose $40 on that medication — oh, but I did 
lose $60 on this one.”

As for everything else? “The most important 
thing is just getting started. Once you’ve done 
that, you can figure out the rest.”

“The most important thing 
is just getting started. Once 
you’ve done that, you can 
figure out the rest.”
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Step 2: Create an Action Plan Based On Your 
Data — Then Implement It

Data gathering alone won’t make a difference. “The 
data doesn’t lie,” says Harrell. “If you can measure it and 
you can count it, then you can — and should — do some-
thing with it.”

To start with, go for quick wins. Harrell suggests utilizing 
a report like ProfitAmp’s Refills On Time, sorting it by 
profitability, then following up with the top 10 patients on 
the list.

Take a “goals first” approach. Set your pharmacy’s 
goals, then leverage your data to accomplish them.

Want to increase medication adherence for your pa-
tients? Look at how frequently they refill. Send reminders 
to patients when it is time to refill their medications, and 
pay more attention to the ones who refill late.

You want to increase your profits? Check out your profit 
per prescription. In particular, figure out which medica-
tions your pharmacy is selling at a loss, and determine 
how to fix that.

QUICK WIN

1. Run Refills On Time report
2. Filter by No Fills
3. Sort by profitability, largest profit first
4. Call the top 10 patients in the report

Report, Then Respond
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Step 3: Choose Who Gets the Keys to Your 
Pharmacy’s Data Kingdom

Innovation requires focus; this isn’t a side 
project or a weekend hobby. To do this right, 
you need to dedicate time and resources to it.

While Harrell is no stranger to technology, he 
knew he didn’t have the time it would take 
to effectively drive the analytics for his stores. 
He chose to hire an analytical pharmacist to 
handle the data for his stores. This pharma-
cist creates custom reports that cover every-
thing from immunization admin fees to PBM 
clawbacks. It’s a full-time position — one that 
quickly proved its worth.

“With ten locations,” says Harrell, “[my analyti-
cal pharmacist] paid for himself within the first 
six weeks.”

Choose someone from your team to be your 
pharmacy data champion. That person will 
learn the programs, build the reports, analyze 
the data, and make recommendations to you 
and the rest of your staff. This could easily be a 
full-time position.

As Harrell can show, having a dedicated re-
source is more than worth the investment.
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We strengthen the health of pharmacies and their patients. At FDS, we help our clients build the clinically focused New Era Pharmacy, en-
abling their business to thrive now and successfully transition to a provider of community and population health with data, technology, and 
clinical services. We’re not just a technology company but a team of pharmacy experts with experience and playbooks developed from our 
work with more than 10,000 pharmacies and partnerships with leading PSAOs. Our clients have improved adherence and care coordination 
in their communities while achieving significant increases to revenue and profitability.

It’s time for a change.

“This is stuff that a lot of [pharmacists] have never, ever 
thought of — using your data to help you,” says Harrell. “They 
don’t even think of it like that. They’re just used to filling the 
prescriptions, putting them out the door, and then [complain-
ing] about the losses.”

Business intelligence can help you utilize your pharmacy data 
and turn it into insight. From there, it’s up to you to take that 
insight and turn it into action. Remember, anything you do as 
a result of data insights is something you wouldn’t have done 
before. “Even if you’re only finding a couple opportunities,” 
says Harrell, “you’re winning.”


