
Building relationships with physicians and  
other prescribers (nurse practitioners,  
dentists, psychiatrists, veterinarians, etc.)  
can and should be beneficial to both you 
and the prescriber:

Promoting 
your pharmacy 
to prescribers
The prescribers who 
practice near your store 
could help you build 
broader awareness of 
your pharmacy and 
potentially lead to  
new-patient traffic.

Benefits for the prescriber
• Improved quality measures from pharmacist  

interventions on drug-to-drug interactions and  
patient medication monitoring

• Reduced administrative burden, such as  
refill phone calls

Benefits for your pharmacy 
• Increase new-patient traffic and help protect 

patient volume 

• Improve patient loyalty with better care 

• Promote your niche services 

LOCAL MARKETING SUPPORT



The Physician Outreach 
Program is an easy-to-use, 
comprehensive program 
that gives you in-depth, 
up-to-date prescriber data 
and all the tools you need to 
market to prescribers.
• Fast prescriber look-up.

• Easily identify high-opportunity  
prescribers and local Rx trends. 

• Track your outreach activities for each 
individual prescriber; see at a glance who 
you’ve contacted, and when.

• See your share of prescribers’ trends and 
newly added patients’ insights if you use 
McKesson  Pharmacy Systems software, 
Computer-Rx or PioneerRx. 

BUILD YOUR LIST
Determining which physicians to target and knowing  
how to best position your pharmacy can help save you  
time and make your physician outreach more effective.

Research the prescribers in your area
Build a list of prescribers according to:

• Distance from your store

• Number of prescriptions per month 

• Specialty 

• New/relocated prescribers

• Your pharmacy’s share of prescriptions or change in that 
share over time

Select the prescribers you want to target
As you decide which physicians to target, consider:

• Prescribers who treat patients who demand more complex  
medication regimens. Pharmacists tell us it is preferable to  
focus on physicians who write prescriptions for patients 
with complex medication needs for whom your services 
may be especially valuable. 

• Prescribers who have a targeted population of patients.  
Specialists such as obstetricians focus on female  
populations who may be key healthcare decision-makers  
for their families. 

• Practices whose patients may benefit from your  
special services. Let pediatricians, veterinarians and  
dentists and know that you offer compounding for their 
patient populations, for example. Endocrinologists may  
be interested in your specific products and services for 
diabetes patients.

• Consider your existing prescribers as much as you  
consider your “prospects.” If you see that you are receiving 
prescriptions from a certain physician or that prescriptions 
are increasing from a physician, it is especially important 
that you plan outreach to that practice.
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The 3-Step Guide to  
Building Valuable Prescriber Relationships

> Learn more

> Enroll today 

https://marketinghub.mckesson.com/marketinghub/mksn/login?targetUrl=https%3A%2F%2Fapp.sproutloud.com%2Fmember%2Fhome%2Findex%2F-lM2m79j9C_W5QaM7PP-XytrKc0JpS2td2V6F5jNv5NQZZDQyS2BXOLhW6cpRAh0
https://pop.mckesson.com/pop3/existingSubscriber.page


By enrolling patients in  
med sync, average refill  
calls to the physician’s 
office were reduced from  
17 to 4.

Source:
Health Mart® case study for Thrive 
Pharmacy Solutions in Plano, TX:  
“Embedding Pharmacists in Provider 
Clinics: Thriving in Partnership with  
an ACO”

PROMOTE YOUR VALUE,   
NOT JUST YOUR BUSINESS

When contacting a physician, your goal should be to better 
understand their needs so that you can tailor your solutions and 
create a partnership to provide better care for your mutual patients.  

Know the services prescribers value
According to a recent prescriber survey, prescribers are most 
interested in pharmacy services that help them manage complicated 
patient needs, including:

• E-prescribing

• High-risk medications

• Medication adherence

• Medication synchronization

• Home delivery

Understand quality measures
Physicians are under increasing pressure to meet certain quality 
measures that will impact their reimbursements. This represents a 
significant opportunity to partner with prescribers in your area.

Prescriber quality measures:

> All About MACRA

>    Healthcare Performance Measures 
Worksheet

>   Power Your Partnerships: Develop Patient 
and Prescriber Relationships to Strengthen  
Your Pharmacy’s Impact 
(Video: 1 hour - CE credit)
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https://my.healthmart.com/Education.htm?link=performance-and-quality/Embedding-Pharmacists-in-Provider-Clinics
https://my.healthmart.com/Education.htm?link=performance-and-quality/Embedding-Pharmacists-in-Provider-Clinics
https://my.healthmart.com/Education.htm?link=performance-and-quality/Embedding-Pharmacists-in-Provider-Clinics
https://marketinghub.mckesson.com/marketinghub/mksn/login?targetUrl=RelayState=Deeplink%3dCUSTOMURL%26url%3dcreateuserdocument.aspx%3fcode%3dHMT078HC
https://marketinghub.mckesson.com/marketinghub/mksn/login?targetUrl=RelayState=Deeplink%3dCUSTOMURL%26url%3dcreateuserdocument.aspx%3fcode%3dHMT087HC
https://healthmartuniversity.ceimpact.com/library/course/827
https://healthmartuniversity.ceimpact.com/library/course/827
https://healthmartuniversity.ceimpact.com/library/course/827
https://healthmartuniversity.ceimpact.com/library/course/827


  

Know the impact your pharmacy can have
Pharmacists can collaborate with physicians and other eligible 
prescribers to impact quality measures. 

There are a number of measures that require appropriate  
drug therapy selection and monitoring in which pharmacy can 
play a role. 

• Pharmacists can collaborate with prescriber practices and 
identify mutual patients who are considered as high risk 
(including patients with diabetes, heart failure, cardiovascular 
disease, pulmonary disease, etc.).

• Pharmacists can regularly “work up” these patients to ensure 
that they are achieving their therapeutic outcomes with safe 
and effective medications, make clinical interventions, and 
communicate with prescribers. Offer some suggestions on 
additional services you can provide the patient to help impact 
their health outcomes.

• Schedule regular meetings with the medical office to review 
specific patients and mutual plans.  

• Recommend safe alternative solutions when medication- 
related problems are identified. 

Use the tools available to you on the  
Marketing Hub to improve care for  
mutual patients.

>  Physician Meeting Flyer and Worksheet

> Medication Adherence Fax Sheet

> Medication Synchronization Fax Sheet

>  Statin Use in Diabetes Patients Fax Sheet

Read these case studies  
detailing how pharmacies  
have successfully partnered 
with physicians.

>  A Pharmacy’s Role in Preventing 
Hospital Readmissions

>  Driving Relationships with 
Providers by Becoming a More 
Clinical Pharmacy

>  Co-Locating with a Nurse 
Practitioner

>  Helping Providers with Multiple 
Clinical Services

>  Embedding Pharmacists in 
Provider Clinics: Thriving in 
Partnership with an ACO

>  Prove Your Value to Payers 
through Focused Interventions 
That Leverage Your Pharmacy’s 
Unique Expertise

PROMOTE YOUR VALUE (CONT.)2

https://marketinghub.mckesson.com/marketinghub/mksn/login?targetUrl=RelayState=Deeplink%3dCUSTOMURL%26url%3dcreateuserdocument.aspx%3fcode%3dHM430PMKTG
https://marketinghub.mckesson.com/marketinghub/mksn/login?targetUrl=RelayState=Deeplink%3dCUSTOMURL%26url%3dcreateuserdocument.aspx%3fcode%3dHM11104PMKTG
https://marketinghub.mckesson.com/marketinghub/mksn/login?targetUrl=RelayState=Deeplink%3dCUSTOMURL%26url%3dcreateuserdocument.aspx%3fcode%3dHM11103PMKTG
https://marketinghub.mckesson.com/marketinghub/mksn/login?targetUrl=RelayState=Deeplink%3dCUSTOMURL%26url%3dcreateuserdocument.aspx%3fcode%3dHMFAX04PMKTG
https://my.healthmart.com/Education.htm?link=performance-and-quality/A-Pharmacy-s-Role-in-Preventing-Hospital-Readmissions
https://my.healthmart.com/Education.htm?link=performance-and-quality/A-Pharmacy-s-Role-in-Preventing-Hospital-Readmissions
https://my.healthmart.com/Education.htm?link=performance-and-quality/Driving-Relationships-with-Providers-by-Becoming-a-More-Clinical-Pharmacy
https://my.healthmart.com/Education.htm?link=performance-and-quality/Driving-Relationships-with-Providers-by-Becoming-a-More-Clinical-Pharmacy
https://my.healthmart.com/Education.htm?link=performance-and-quality/Driving-Relationships-with-Providers-by-Becoming-a-More-Clinical-Pharmacy
https://my.healthmart.com/Education.htm?link=performance-and-quality/Co-locating-with-a-Nurse-Practitioner
https://my.healthmart.com/Education.htm?link=performance-and-quality/Co-locating-with-a-Nurse-Practitioner
https://my.healthmart.com/Education.htm?link=performance-and-quality/Helping-Providers-with-Multiple-Clinical-Services
https://my.healthmart.com/Education.htm?link=performance-and-quality/Helping-Providers-with-Multiple-Clinical-Services
https://my.healthmart.com/Education.htm?link=performance-and-quality/Embedding-Pharmacists-in-Provider-Clinics
https://my.healthmart.com/Education.htm?link=performance-and-quality/Embedding-Pharmacists-in-Provider-Clinics
https://my.healthmart.com/Education.htm?link=performance-and-quality/Prove-Your-Value-to-Payers-through-Focused-Interventions
https://my.healthmart.com/Education.htm?link=performance-and-quality/Prove-Your-Value-to-Payers-through-Focused-Interventions
https://my.healthmart.com/Education.htm?link=performance-and-quality/Prove-Your-Value-to-Payers-through-Focused-Interventions
https://my.healthmart.com/Education.htm?link=performance-and-quality/Prove-Your-Value-to-Payers-through-Focused-Interventions


  

Your time is limited — a simple, straightforward marketing plan 
will make the most of the time you have and ensure that your 
physician outreach is valuable and productive. 

Create a marketing plan
Multiple touchpoints and updates throughout the year keep 
your pharmacy top-of-mind with physicians and staff, and show 
your benefit to your mutual patients (and the physician’s quality 
measures). Having a plan will help you prioritize your targets and 
assign tasks internally to staff or to an outside consultant.

Understand what works 
Physicians and their staffs are busy—they also see a lot 
of pharmaceutical marketing every day. Make sure your 
communications add value, providing patient and prescriber 
education and updates on your mutual patients, rather than  
just traditional ads or marketing pieces.

• Preferred method of communication  
53% of physicians surveyed said they preferred to receive 
communications from their local pharmacist by phone; fax 
and email were preferred by 46%. 

• Patient leave-behinds  
77% stated that if a pharmacy were to provide printed  
materials to leave behind, they should include a complete list 
of available services, while 75% believed a coupon added value 
for their patients. 

Marketing Hub resources at your fingertips

What is important 
to prescribers?

• A pharmacy that will pick up the phone  
fast and provide answers to the physician’s 
medication questions.

• A pharmacist who will help them take  
care of their patients and help with  
patients’ medications.

• Dependable and affordable service  
for patients.

• Help and training for staff with addressing 
prior authorizations and how to save  
practices time.

• Someone who will visit in person  
(preferably over the lunch hour) to  
provide education and develop an  
in-person relationship.

PREPARE FOR YOUR 
PRESCRIBER VISITS3

>  Marketing Plan

>  Preparation Checklist 

> Pharmacy Tri-Fold Brochure

>   Physician Office 
Leave-Behind

Health Mart is proud to be a member of the McKesson family, sharing in the collective industry knowledge and experience residing within all of 
the McKesson corporate affiliates. Since 1833, McKesson has been committed to the success of independent pharmacies through the delivery of 
innovative programs and reliable distribution services. Learn more at mckesson.com.  
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