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Overpowering recession

In th e  b ig, w ide  w orld of ph arm ace uticals,
Salim  Je th a is in th e  m inority: h is com pany
Avice nna e njoye d a 50 pe r ce nt rise  in

m e m be rsh ip num be rs last ye ar, at a tim e  w h e n
oth e rs w e re  laying off staff or closing sh op.
Je th a, CEO  and one  of th e  founding dire c-
tors of Avice nna – re garde d as th e  UK’s large st
inde pe nde nt ph arm acy support organisation
– is confide nt of a re pe ating th e  succe ss in th e
com ing m onth s as w e ll.

‘Alth ough  th e  bulk  of our grow th  com e s
via w ord of m outh , th e  acq uisition of Nucare
[by Ph oe nix in 2007] playe d a b ig part in us
ach ie ving th ose  num b e rs,’ h e  said. Anoth e r
factor th at m ay h ave  h e lpe d Avice nna de fy
th e  financial m e ltdow n w as th at it w as found-
e d during th e  19 9 2 re ce ssion. It is  fair to say
th e  instinct for survival and succe ss k ick e d in
e arly.

‘It w as th e  com m itm e nt of th e  m e m b e rs
w h o playe d a part in starting Avice nna and
th at is a tre nd th at w e  h ave  carrie d w ith  us
th rough out th e  ye ars at Avice nna,’ Je th a
adde d.

W h ile  th e  num b e r of m e m be rs h as gone
past 1,000, th e  profit sh are  for th e  financial
ye ar 2007/08 is e xpe cte d to be  ove r £ 1m illion.
All m e m be rs stand to gain from  th e  prospe r-
ity of th e  pre vious financial ye ar – th us un-
de rlying th e  custom e rs’ status in th e  com pany

While businesses around the world struggled to cope with the financial crisis that engulfed the world last year,

Avicenna managed to double their membership figures. Salim Jetha, Avicenna’s CEO, and Raj Haria, director

of sales and business development, provide a brief insight into last year’s performance and what lies ahead...

be e n ge tting around 100 m e m be rs pe r ye ar
for th e  past tw o to th re e  ye ars [e xce pt last ye ar

“
”

While advising pharmacists to work towards

the MURs and increasing the number and

type of services they offer, Jetha reminded

them to place special emphasis on

merchandising their products on offer to

come up with the level of sales they want

patte rn to continue .’
W h ile  advising ph arm acists to w ork  to-

w ards th e  M UR s and incre asing th e  num be r
and type  of se rvice s th e y offe r, Je th a also re -
m inde d th e m  to place  spe cial e m ph asis  on
m e rch andising th e ir products on offe r so as
to ach ie ve  th e  le ve l of sale s th e y w ant. H e  also
de taile d th e  pre -re gistration tutor sch e m e  th at
th e  busine ss is offe ring in orde r to h e lp th e
ph arm acists as w e ll as th e  individuals fre sh  out
of e ducation.

‘It is surprising h ow  m uch  w e  le arn from
fre sh  stude nts,’ Je th a said. ‘In-store  ph arm acists
m ay not ge t th e  tim e  to follow  up on curre nt
tre nds and com e  up w ith  fre sh  ide as. Th e se
stude nts ne e d to stay abre ast of it at all tim e s.
Th e re fore , it pays to h ave  an e xtra h and in th e
ph arm acy; it h e lps re duce  th e  ph arm acist’s
w ork load and th e n th e  ph arm acists ge t to le arn
from  th e  stude nts.’

Je th a also se nt a re m inde r to Avice nna’s
m e m be rs th at de spite  not be ing able  to m atch
price s se t out by bigge r inde pe nde nt and ch ains,
due  to th e  size  of its buying group, Avice n-
na is able  to influe nce  its supplie rs.

In th e  e ve nt of a doubt, h e  advise d h is
m e m be rs to look  at th e  busine ss’ logo: m e m -
b e rs m ay se nd in th e ir input to th e  h e adof-
fice  and in re turn, th e y ge t th e  b e ne fits.

Representing Avicenna were (from left) Alex Phelps, brand manager; Raj Haria, director
of sales and business development; and Salim Jetha, CEO

as th e  ow ne rs – as w e ll as be ne fiting from  a
divide nd distribution of ove r £ 180,000 give n
out in 2007.

D e spite  th e  re ce nt grow th , R aj H aria,
dire ctor of sale s and busine ss de ve lopm e nt
at Avice nna, e m ph asise d th at it w as not
num be rs th e y w e re  afte r, but th e  q uality and
de dication of its m e m b e rs.

‘Alth ough  it m ay look  nice  on pape r, w e
don’t w ant to build up our m e m be rsh ip fig-
ure s just for th e  sak e  of it. W e  w ant com m it-
m e nt from  m e m b e rs,’ H aria said. ‘W e  h ave

w h e n th e  figure  w as alm ost 500] and due  to
th e  num be rs and com m itm e nt, w e  h ave  at-
taine d th e  critical m ass e sse ntial for de ve lop-
m e nt and grow th .’

Unde rstandably, th e  e xpone ntial grow th
h as h ad an im pact on Avice nna’s busine ss plans,
H aria said. ‘Th e  type  of grow th  w e  h ave  ach ie ve d
h ad not be e n pre dicte d.’ So h e  look s at th is ye ar
as a ch alle nge  and is k e e n to push  for e ncour-
age m e nt th at th e  m e m be rs ne e d. ‘Give n th e
grow th  in num be rs, w e  are  not re stricte d by th e
plans w e  h ad m ade  pre viously and e nvision th e
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