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Any number of factors 
may contribute to a 
pharmacy’s decision to 
resist or adopt new POS 
software technology. But 
the benefits are getting 
increasingly difficult to 
ignore. By Amal Awad.

There are many reasons why 
a pharmacy will make the move 
towards a point of sale (POS) 
software system. An increasingly 
tech savvy profession, pharmacists 
are looking to improve workflow and 
reduce workload, allowing them to 
spend more time with customers 
– and, of course, profitability is a 
necessary consideration.

Minfos, by Symbion Pharmacy 
Services, recently released new 
functionality that allows pharmacies 
to forecast the impact of price 
changes and act immediately to 
keep their profit margins. Simple 
Retail’s PennyLane system allows 
for live management of pharmacy 
groups – multi-location functionality 
– in an industry where financial 
pressure leads pharmacists to 
band together in groups to retain 
competitiveness. Meanwhile, 
HealthSoft’s PharmacyPro looks 
to boost productivity and financial 
performance by letting the computer 
take care of the re-ordering. More 
specifically, the program uses 22 
algorithms, choosing the individual 
algorithm in every store, for every 
product, every month, which has the 
highest probability of success.  

Better stock managment

“Ninety-two per cent accurate 
forecasts result in a stock reduction 
of close to 20 per cent, a reduction in 
out-of-stocks to around 50 per cent 
of the usual level, and a reduction in 
dead stock of also around 50 per 
cent,” said Nigel Murphy, Technical 
and Development Manager at 
HealthSoft Australia. 

While Mr Murphy believes the 
majority of pharmacists have at least 
gone some way to latching on to the 
benefits of a modern POS solution, 
he does think they could make better 
use of such functions.

“These are very significant 
improvements and reflect strongly 
in customer satisfaction, reduced 

workload, and profitability,” he said. 
“While having the right product on 
the shelf in the right quantity at the 
right time does not guarantee retail 
success, it is a good place to start.”

Quite simply, with improved 
functionality and tie-in with other 
technology, there is little reason to 
resist. 

“Pharmacies that are still using 
older version of POS software will 
probably notice less innovation and 
improvement than those running 
the latest software,” Mr Murphy 
noted. “There’s a trend towards 
more connectivity, whether it be 
between home and business, shop 
to shop, or shop to customer. Busy 
pharmacy owners need effective and 
targeted tools and information at their 
fingertips to enable them to keep 
control and boost performance.”

Dispense and POS in one

PharmacyPro, for example, can be 
run as a fully integrated Dispense 
and POS solution, or each module 
can be run separately alongside 
other software products. It offers 
PBS Online, eScripts, Internet-based 
ordering and integrated EFTPOS, 
wi-fi PDAs and an optional integrated 
Compounding module.

“[This technology] adds efficiencies, 
accuracy and speed of information,” 
Laura McKay, minfos Trainer and 
Installer, said. “This can only improve 
the bottom line for stores.”

According to Ms McKay, minfos is 
installing double digit numbers each 
month. 

“These stores are benefitting from 
the analysis that can be done on 
the complete store transactions for 
products and customers, as well 
as the ease of use of reporting on 
these.”

Pharmacists are not necessarily 
uninterested consumers either. 
Ms Mongia said pharmacists often 
request new features to help them 
make better POS management 
decisions and enable them to 
increase their competitiveness. 
PennyLane, for example, recently 
developed a comprehensive club 
loyalty management system.

“When customers have 
accumulated enough points 
through purchases, vouchers are 
automatically printed from the docket 
printer, enticing them to return to the 

pharmacy to redeem their vouchers,” 
she explained.

Mr Murphy agrees that pharmacists 
are asking for technology that makes 
their lives easier, including wi-fi PDAs 
for easier stock management, remote 
access to pharmacy computers from 
home, internet-based functionality 
such as integrated EFTPOS, ordering 
and emailed account statements, 
and a good clubs and rewards 
system.

PDAs for staff

“Invest in tools such as wi-fi 
PDAs that make it easier and more 
enjoyable for your staff to do regular 
stock takes and take control of 
their areas,” Mr Murphy advised. 
“Learn which reports to monitor 
for the overall picture but don’t be 
overloaded by information. Conduct 
regular training sessions to enable 
your staff to get their most out of the 
POS software and enable them to 
use the technology to its full.”

Ms McKay notes pharmacists’ 
desire for greater efficiencies in 
the POS software, whether it is in 
reducing key strokes or manual work 
outside the system, or integrating 
with third party systems.

“For multiple store owners, they 
also want to choose what to control 
from head office. This includes 
product ranging, pricing, ordering, 
loyalty clubs and much more.”

Justifying the cost

Still, while it would be difficult to 
argue against investing in POS 
software given the competitive and 
often busy retail environment in 
which pharmacists are operating, 
cost remains a factor for some, while 
others are simply resistant to change.

“Depending on the size of the 
pharmacy, POS software can be 
a significant investment,” said 
Gunisha Mongia, National Sales 
and Installation Manager at Simple 
Retail. “However, prices have fallen 
dramatically from the days when a 
single computer could cost around 
$15, 000. Today, returns on this 
small investment far outweigh the 
initial costs of installation.”

Mr Murphy said cost is generally a 
major consideration for customers. 

“With a good POS system it 
doesn’t take long to recoup the initial 
[financial] outlay, through such things 

as staff being more productive, fewer 
out of stocks, and releasing capital 
though effective stock management 
allowing for a reduced stock 
holding,” he said.

Meanwhile, Ms McKay said the cost 
of their software is small, providing an 
immediate pay back with savings on 
labour, as well as reduced working 
capital through better inventory 
management.

Fear of technology

Costs aside, there are other 
concerns that may prevent 
customers from embracing the 
technology.

“Instead of costs, a more common 
form of hesitation that pharmacists 
initially experience is the adjustment 
to the ‘change’ in their business 
operations, especially if they have 
not used a POS system before,” Ms 
Mongia said.

Ms McKay acknowledged that 
changing systems means some 
in-store procedures must also 
change, which also factors high into 
a customer’s reluctance. 

“This can be a concern, but having 
minfos staff on-site for a full week 
when the system goes live, and then 
a subsequent follow-up visit, does 
alleviate this substantially,” she said.

Further to all of that, pharmacists 
worry simply about the effects on the 
business and staff.

“The biggest hesitation we find is 
due to the perceived disruption that 
implementing a new software system 
can have on their pharmacy, and the 
added stress on staff of learning to 
use the new software,” Mr Murphy 
said. “After almost every POS 
installation we do, the immediate 
feeling is of relief that ‘it wasn’t as 
bad as we thought’ and, quickly, 
enjoyment of their new system.” 

Adopting POS software
“Prices have fallen 
from the days when 
a computer cost 
around $15,000. 
Today, returns on a 
small investment far 
outweigh the costs 
of installation.”


