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“Impact of New Generic Launches on Your Practice” 

    There is a tidal wave coming at the independent pharmacy owner over the next four to five years, and many owners are unaware of the impact. The core of the problem is the patent expiration of major brand name drugs. Before a discussion of the impact, let’s look at a brief review of data:
	Brand Name Patent Expirations (in billions)
	Total U.S. Sales in 2010                                 (in billions)

	Year
	#Brands
	Impact*
	

	2011
	12
	$16.1
	Pharmaceutical 
	$307

	2012
	18
	$26.5
	Retail Generic 
	$7.6

	2013
	9
	$9.1
	Retail, Outpatient, Community Pharmacy 
	$220

	2014
	16
	$13.0
	
	



[bookmark: _GoBack]    An examination of the above data should alone be reason for concern. Over the next four years, the retail pharmacy industry will be moving nearly $50 Billion in Brand Drug revenue to Generic Drug revenue of approximately $1-2 Billion. Assuming that the prescription volume will remain consistent, this will create almost a 20% decrease in revenue on the independent pharmacy’s counters. You would assume that this impact would be offset by new and improved prescription drugs entering the market, but unfortunately this is not the case. Over the last four years and for the next four years, the pipeline of new drugs for use in community pharmacies is essentially non-existent. The U.S. pharmaceutical marketplace has concentrated their efforts on new bio-tech drugs with very little emphasis placed on the development of new drugs for use at the community pharmacy level. 
    Pharmacy owners purchasing drugs under the current business climate will suffer from a decrease in net dollars generated from their practice. As the shift in brand to generic continues to ramp up margins will rise, revenues will drop, and ultimately, net profit will decrease. Estimates show that the generic prescription dispensing rate will be approximately 94% by 2015, as compared to today’s generic dispensing rate of 78%. 
    So, what do we do? Our ability to sustain profitability will become a factor of the way we buy generic drugs as pharmacy owners. We will need to change the standard of purchasing generics from the wholesaler, and join groups where we can deal directly with the generic manufacturers. The wholesalers will ultimately be a source for brand and generic drugs we are unable to source out of a private generic warehouse. Resources are becoming available now for pharmacy owners to join programs where they can control the cost of goods related to generic purchases.  If you have any questions or comments, please feel free to contact me directly at (651) 270-0038.
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