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AWARD WINNER'S PROFILE

The sweet smell
of success

Jay Rayani acquired a pharmacy inatown aliento

%\)S'\(\ess_\e( him, revamped it and ended up winning two awards

“a(maG\J \Mp\e\a\ for his efforts. He shares his route up the success

° “\&%ea (200% ladder with Faras Ghani and how he converted

‘r\e'cl\ 0“\(\@\( ea(ei\m Riverside Pharmacy into a health and beauty hub...
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careerinmedicine, e nginee ringor b

used to be te pre€rred d oice for

Asians,butfor dyR ayani,itw asapeer-
inst Mddis ke forbe com ingadoctor com bined
w it a bw forscie nce s and int ractingw it
peop It atdrone him toteke upph arm acy as
aprofssion.

Hewasldwhenw ork experie nce atan
Uxbridge ph arm acy sparkedanint restinti e
re ti Bide oftie healk care business.Fo lbw ing
hisstudies,hew orkedatBootw hilch bing
up tie ranks,spenttime w it aprim ary care
trustandackdasa boum H owexerwhente
¢ anc acyuire aph arm acy cam ¢ up—aBbeit
inRicm answ ort ,atow naknthim and one
hehadnotwusitdbe fore —R ayanigrabbed it
w it bot hands,renam pedtie p ke andended
upw inningaw ards forh ise florts.

His Rinerside Pharmacy wonhim the
P arm acy BusinessH ealbh ¢ BeautyRetaill
eroft e Yearin2008and com es ustt oyears
aferw inningti e Fharm acy Busine ss Young
P arm acistgong.

‘I ke intractingw it peop B, and aph ar-
macyal aysh ast atbuzzaboutitSoldecded
vntre int atdire ctionrat ert anbe com ing
anoptidanw here itsquie € rorade ntistw here
you’re fidd bginside ape rson’sm out allay,’
Rayanisaid .“ThatiswhatBdme ot e w ork
expe rie nce de cisiona i ose yearsago.W hien
t e opportunitycam e upbuyt isph arm acy,
Idecided o take itup straigh taw ay.’
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Notbe inga bca litw asadifficu lde cision.
ButRayani w as de ®rm ined and se tabout
carryingoutsom e firsth and m ark e tre se arch
ofRickm answ ortt H e ok aw allaround e
high street, ok ingatth e range and type of
product onofEr.

Weknew e ootfa@we knew te de-
mandintow nandw e k new w e cou Bn’tpos-
sib F incorporat al atdem and and m ak ¢
tie pharmacy bok ke ashabby Kl shop.
P op B needed fragrance s and h igh -e nd cos-
m e icproduct.

Ridim answ orth isanafflie ntareaandw e
foundoutt attiere were sexerakustomers
whowentio W atford Janearby tow nJto sh op
fort ese productsince ©ere w asntm ud on
ofErontiehigh streethere.

Wehadtphnsometingnew . The ex-
istingbusinessh ad anestab kh e d re putation
aswe Bsabyakustomerbase Buttieo sty ll
oftie shopw ou In'th ane ge Mdw it tie beauty
products Ip bnned bintroduce .Sow e had o
renam pitcomp e ¥’

Itw asnotane asy tesk .Instantch angesw ere
notwhathe hadinmind,exaentiough hewas
claraboutwhathe wantd.W henRayani
took ovrtie business, te shophad noth ad
arefitforte Bst20years.Sohe Btthe shop
continue asitw as 0 gauge t e business, see
w h attype ofcustom e rscam e inand actacoord-
ing .

“The shopw as redesigned by m yse .1
impEmentdte continenta bty Baswe se I
dom w itness ph arm aciesw it a bngcountr.
Sncewewere busyw it heah care,w e decided

e |

Jay Rayani and his Riverside Pharmacy

tgoaheadw it tat

We did change a btoftings so as ©
accom m odat heauty producs, sk incare and
otieressential We didntw antcustom e rs o
tink tisasajustabeauty shop.

We added ababy se ction and tried new
window disp Bysw hich drew in custom ers.
Addinga%9pgondo ke nd’didw ondersasw e
stocked t atupw it new products.A b ough
ofnotm uad profittie producsem ptdte

Fact file

Name: Jay Rayani
Age: 28
Years in the industry: Almost six

Pharmacy: Riverside Pharmacy,
Rickmansworth, Hertfordshire

Staff: 10
Prescriptions: 8,000 per month

Services offered: Blood pressure,
cholesterol, diabetes, weight manage-
ment, hearing aid consultation and
personalised service, tried hypnotherapy
and planning in-house allergy testing
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Happy faces — Jay Rayani is flanked by his staff at Riverside Phramacy

customersinbtieshoptatioBwedw it
tiem buyingotertingsaswe I

Brimm ingw it new ideasw asone ting
butRayaniw askeentretaint e fam i lr faces
wallingacross tie shop’sais Is,both inte
form ofcustom e rs and staff.

We gawe te pharmacy anew name
generatk extrainkrestAttie sametme,requ b
custom e rsw ou Bsee nodh ange inth e se rnice
offred.Therew asalloa bgofbyally atlad ed
teshop—te prenousow nerw ashasedhere
for20years—andwe w antd keep t atas
itis.

The staffprese ntw h e nR ayani took o\er
tie businessisst lm p byedbyRinerside,but
tingsare be tierorganised and Rid-outnow
1 an previous ¥, according to R ayani.

A Btaffh av teirow nsections o bok
afer.Iz alogivntiem abitofacreative
ke nse tocom e upw it ide as im prowe salls.
I’'m opentonew ideas,sot e staffcan bok at
arange andwe canh av ach ataboutw h ats
wort trying.

‘Ith ashecom e are hxed atm osphere, its
notam i Mary atm osph ere butt eyknow when
itswork ime .

As partofti e new businessm ode HR ay-
anih as Bidem ph asisonstaffraining gm p by-
eeshawe unde rtake n NPA training and now
tere isanN\Q-qualfied €chnicianintie
ph arm acy.R ayani allom akes itapointfor
\isitingcom pany re pre se ntatives o provide tie
ne ce ssary productirainingonnew and upcom -
ingproductwhene\erteyare instore sot at
tie regu br staffnoton ¥ acquire product
know Bdge,butalloim partcredib Badvice t©
custom ers.

Despit aheaww ork bad t atcom pris-
estie chicabswe Bhste adm inistrative side
ofti e business, R ayani is m anaging justfine
hrge B due ohisestab khedvisionofw here
hewanttake tiebusinesscom pImentd
apthbyhisprioritisingand de Bgatingqualk
ties.

‘ITs b e w ork adnott atbad,’h ¢ said .
Thesim p Istso ltionisoprioritise exerytiing
and de Bgat according §.A btofchical
stuffsud asb bod pre ssure € sting, | assign
omystaff.ltendote foBw -upd atw it
tie customerand tie de Bgating oftask s

take ahuge burdenoffn yshou Bers..Itste

samew it adm inistrative tesk s, t eyare divide d

amongt e staff.W ¢ alloh av anaccountant
t attekescare ofal e num berssoldontneed

tow orry aboutth aton adai § oram ont ¥
basis .

One drav bad ofthe businessis t atR iv
erside Pharm acyh asfi Bdtoconquert e Bbeal
GPm arketH owe\er,according®©R ayani, t at
isthe case wit allbharm aciesint e area.

‘No ph arm acy inRidkm answ ort hasa
greatre ktionsh ipw it tie doctors.There are
fing inde pe nde ntcontractorsintie area,we
ge ttoge therand Msitt e surgery asaunitin
order o putourviewsacrosstotem .

We hawe meetings exery €w mont s,
discussissues, ek e an appointm e ntand \isit
te doctor.We doh ane adai Fsurgeryco Bc
tionse rvice butw e don’th ane dai B atw ith
te doctors.The im portantt ingistieyk now
whoweare andwh atse rvicesw e ofErsotie
recom m endations are all ays tere .H avng
abyale tofcustom ers-which we doourbest
tohoBonto-allogoesa bngw ay inh aving
astady fbw ofbusiness.

Runningasucce ssfu businessm eans k-
tningtocustom ersande ncouraging€edbad:
and e boxofd oco ke sand Ch ristn as cards
received by tie pharm acy are proofofR aya-
niSaffinityw it hiscustom ers.The dualbw ards
sitting behind tie pharmacy countr allo
re affirm scustom ers’ fait inRinerside P ar-
m acy.

ARough lwasquit shockedatw inning
tiesecondaw ard,Im ustadm ith atith ash e Ped
estab kh arapportw it m y custom ers,’R ay-
ani said .

Inhisopinion, inare gu krph arm acy, 80
percentoftie sallscome from behind tie
countrwhiB20percentare from sh opfbor
salls AR inerside P arm acy, t atratiois 50:50,
com p Im entingt e im ¢ and e flortR ayanih as
putinto albspe cs oft e business_.Andw it
tephnst athe hasforte future,expansion
cannotbe rulld out

‘1w ou I b\ e xpand t is ph arm acy as
we haw enough product and p Bns.

There isasmallith,howe\er.

“The guy nextdoordoesn’tw anttose IlF

are asking for.

sales.

you delegate time accordingly.

Jay’s top tips

Be proactive — Get involved with customers and staff; take decisions regarding the busi-
ness. Stay on top of the market trends, especially with beauty products. You need to know
whatis happening outside your pharmacy doors, whatisbeing launched and whatthe consumers

Go the extra mile — Independents can’t always compete with the big companies, so you need
to offer something extra - exceptional customer service to the locals is a great way to increase

Re-merchandise constantly — Offer seasonal varieties as well as what is being advertised.

Plan ahead - Know what you wantto achieve and be flexible for any opportunity that presents
itself. Also, have a backup plan in case things take a bad turn.

Plan personal life accordingly — Being a pharmacist can take a toll on your private life. Ensure
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