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ePharmacy
Australia’s #1 Online Pharmacy
200k plus active customers
Distributes over 1000 parcels per day
7 fulfilment across Australia
Multiple functions and roles not just dispensing of product

Distribution to vender–3PL
Email promotion
Domestic and International sales
Market revenues
Patient persistence to therapy
Content delivery
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Chemist Warehouse Strategy



Maintaining Customer Relevance via Multi Channel Marketing



Online: Analysis

July - Sept 2010 ePharmacy CW MC Total

Visits 435,915 652,286 41,275 1,129,476

Absolute Unique Visitors 299,136 394,199 30,921 724,256

Page views 1,686,670 3,885,501 282,697 5,854,868

Average page views 3.87 5.96 6.85 5.56

Time on site 0:02:57 0:04:21 0:04:41

New visits % 62.65% 52.57% 68.08%



Online: Email Campaigns and analysis





Mobile technology–remaining “real time 
relevant”



Market Reach –Sampling GP’s



Samples Plus: Monthly Responses by Drug Class

Average Monthly Samples Plus Responses
Acne 3,000 Devices

500 -
1000

Asthma
Treatment 2,500 Peripheral Vasodilator 2,500

Alcohol
Dependency 1,500 Dry Skin 3,000 Cough & Cold 3,500 Reflux 2,500

Allergic Rhinitis 4,000
Erectile
Dysfunction 2,000 Cramps 2,500 Rehydration 3,000

Analgesia 4,000 HRT 2,000
Diabetes
Products 2,500 Sedatives / Hypnotic 3,000

Anorectal
Treatments 2,500 Hypolipidaemics 2,500 Diuretics 2,500 Smoking Cessation 2,000

Antibiotics 3,500 IBS 3,000 Weight Control 2,500 Supplements 2,500

Antidepressants 2,500 Information
500 -
1000 Wound Care 2,500 Topical Steroids 3,000

Antidiarrhoeals 3,000 Laxatives 2,500
Anti-
inflammatories 3,500 Oral Contraceptives 3,000

Antifungals 3,000 Minerals 2,500
Antiulcerants /
Antacids 2,500 Osteoporosis 2,500

Antihypertensives 2,500 Multivitamins 2,500 Antivirals 3,000 Otics 3,000

Anti-infectives 4,000 Opthalmics 2,500



Samples Plus: Changes doctor prescribing habits

Denotes the week of sample delivery



Samples Plus: Changes doctor prescribing habits
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OTC Product A shifts market share from 0% to 21% in six months



•Multiple activity and channels

•Content, Content & Content
–Accessibility
–Digestible
–Consistent across all mediums

•Measure your activity and outcomes


