
ow is automated workflow helping 

pharmacists? Certainly no two sys-

tems are alike. Some have different 

capabilities, and pharmacists can pick 

vendors and products based on what their particular 

needs may be. Some do not use “automated workflow” in 

the strict technical definition, but find that they are achiev-

ing their desired results. On the following pages, indepen-

dent pharmacists discuss the systems they are using, and 

how they and their businesses are benefiting. 

Innovation Associates, Inc. (www.innovat.com) 
When Dave Burke, RPh, is asked to describe workflow, he  

has a simple response. “It’s an arrow that goes in one direc-

tion,” he says. “The goal is to get from A to B in as few of 

steps as possible.”

	 And for Burke, owner of Dave’s Pharmacy, technol-

ogy from Innovation Associates, Inc., is helping him stay 

on the straight line through its Symphony+ system. The 

system is designed to deliver comprehensive workflow 

management, in-depth quality control, and real-time 

prescription tracking. Burke says that Symphony work-

stations establish quality checkpoints by employing bar 

code scanning, digital imagery of medications and original 

paper prescriptions, and quality software protocols at 

every stage of the prescription fulfillment process.

	 Dave’s Pharmacy is located in Marysville, Ohio, 

northwest of Columbus. Founded in 1997, the pharmacy 

covers 3,000 square 

feet and has 12 em-

ployees. About 95 

percent of its busi-

ness is prescrip-

tions, with the rest 

consisting of OTC 

and niches such 

as support hosiery 

and orthopedic 

home health care. 

	 Innovation’s SmartCabinet system has also been a 

boon for Burke. When prescriptions are entered into the 

pharmacy management system, SmartCabinet receives 

them and verifies the availability of the requested drugs 

and their quantities. SmartCabinet dispensers then simul-

taneously count all autocountable prescriptions and  

stores them in secure internal buffers. 

	 “Technology has been a strong driver for us,” Burke 

says. “Our accuracy has improved the entire way through 

the process. It’s nice on my end because I’m a lot more 

confident. You might make one ‘mistake’ once every 

100,000 prescriptions and you would have to go out of 

your way to do that.”

	 Burke admits that he initially balked at investing in 

new technology. “I was hesitant,” he says. “I was doing 350-

400 prescriptions per day and I thought I had it all figured 

out. I said, ‘I don’t have the space, I know what I’m doing.’ 

But with Innovation, you don’t have to use the whole 

thing. It’s not an all-or-nothing, $120,000 proposition.”

	 Burke says that he’s spent about $50,000 for the Smart-

Cabinet and software. “It’s one of the best investments I’ve 

ever made.” That expenditure provided him under the 

counter accessories such as the server and cabling, along 

with on-site installation and training. Countertop items 
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Automated included the keyboard, mouse, flat screen montor, and a 

bar code reader. The system is integrated with Burke’s 

wholesaler inventory management system and his inter-

active voice response system.

	 Burke says his staff is comfortable with the system. He 

says one employee who doesn’t have a home computer was 

completely at ease. 

“You don’t have 

to be a wizard to 

figure it out.”

	 The return 

on investment 

can be measured 

in several ways, 

Burke says. For 

one thing, he says 

there are poten-

tial tax breaks 

available. For another, there are no workers’ compensation 

issues. And of course, there’s the efficiency and accuracy,  

which increases productivity.

	 “I have peace of mind,” Burke says. “I don’t have to 

worry about other pharmacists making mistakes when I’m 

not there.”

KeyCentrix, Inc. (www.keycentrix.com)
As a new pharmacy (opened in August 2007), Hunter’s 

Precision Rx in Oklahoma City, Oklahoma, had a clearly  

defined priority.

	 “We needed to produce a fairly high volume with a 

limited number of employees on a short timetable,” says 

Steve Brecheen, PharmD, pharmacy manager. “We needed 

our turnaround to be as quick as possible. And the product 

must be delivered on time in order to satisfy  contract 

obligations.”

	 Hunter’s is a closed door pharmacy with main em-

phasis on assisted living homes. It has seven full-time 

employees, and is 100 percent prescription based with no 

OTC or walk-in traffic.

	 For Hunter’s, the best fit for its automation needs 

are the RxKey products from KeyCentrix, Inc. “The 

system works great for what we are doing,” Brecheen 

says. “The ease of use, ability to adapt to specific needs, 

to handle multiple billing procedures, to handle multiple 

inventories and reports, along with satisfying normal 

requirements of prescription filling has been very helpful.”

	 Another attractive feature of RxKey is that the product 

offerings and capabilities don’t remain static. “They will 

work with you and tailor things for your needs," he says. 

"They are continually updating their system to improve 

performance and ease of use. They provide excellent on-

line training when needed. The system is very logical and 

user friendly—very little time is required to master it. 

They have the best customer service I’ve ever worked 

with. They are very responsive and helpful.”

	 Brecheen says some of the features he likes include 

high-quality image scanning, smart scrolling, the ability to 

adapt file information, patient grouping, and wholesaler  

ordering capabilities. 

	 “It has definitely moved the bottom line in a positive 

direction for us,” Brecheen says. “It reduces lost revenue 

due to insurance/patient billing, and the processing time 

has been shortened—it allows more labor to be devoted to 

the physical filling of the prescriptions, which is agood  

thing for us.”

	 With a system that works effectively, quickly, and 

accurately, what could be the downside? Well, with no 

idle time, Brecheen says jokingly, “I definitely can’t goof 

off on the job. I certainly have to be on my toes.”

Kirby Lester (www.kirbylester.com)
For Anne Barr, RPh, owner of Countryside Pharmacy in 

Savannah, Missouri, life before acquiring her current  

automation was a bit more stressful.

	 “The challenges we faced prior to purchasing a  

Kirby Lester counting machine were increasing volumes 

with space at a premium and time-consuming triple 

checks to be sure the right medication got in the right 

bottle.”

	 Barr opened Countryside, located outside of Kansas 

City, in October 2001 inside an expansion to an existing 

grocery store. The pharmacy has two full-time and three 

part-time employees. The 600-square-foot facility has a 

limited front end and the pharmacy does some durable  

medical equipment business.

	 There were two key factors that led Barr to choose 

the Kirby Lester 16. “The biggest was my fear of a mistake 

making it out of the pharmacy and doing harm,” she 

says. “The second was needing to add another employee 

into our crowded work area.” She also was attracted by 
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the price, the “footprint” of the machine (about one foot 

of counter space next to her label printer), ease of use, 

quick learning curve, and the fact that all prescriptions 

(including liquids) would be verified using the machine. 

	 Barr says she paid $10,000 for her unit. That fee also 

covered phone training and one year of software updates.

	 As far as becoming acclimated with the system, Barr 

says it wasn’t difficult. “The learning curve with Kirby lasts 

maybe ten minutes,” she says. “All we had to learn was how

 to turn the machine on, identify ourselves using our 

fingerprint, scan the prescription label, scan the bottle, 

and pour the tablets through. It was also very easy to 

learn how to use Kirby’s memory to check how many tab-

lets were counted and by whom.”

	 Barr says that for her pharmacy’s needs, Kirby has  

been the perfect fit. 

	 “I like the fact that EVERY prescription can be verified 

using Kirby and that all solid dosage prescriptions can be 

counted by machine,” she says. “I do not want to choose 

which drugs to put in a machine. I am very uncomfort-

able taking drugs out of the manufacturer’s bottle and 

putting them in a counting machine. I also like the fact 

that I do not have to calibrate the machine for each new 

medication. If I could go back and decide on a counting 

machine again, I would get a Kirby Lester again.

	 And, the payback is more than simply financial. 

	 “The return on investment that I immediately noticed 

was the peace of mind I had at the end of the day,” she says. 

“I knew that between Kirby and myself the likelihood of a 

mistake leaving the pharmacy was greatly reduced. I think 

Kirby paid for itself within the first 12 months. I was at the 

point of needing to hire another technician with all the 

costs associated with an employee. Kirby frees up time for 

the entire staff to spend with patients, and it is invaluable 

in telling people when their prescription was filled and how 

many they received.”

Parata Systems (www.parata.com) 
Dan Hayes, RPh, owner of Stedman Drug Center in 

Stedman, North Carolina, admits that his pharmacy was 

limited in technology prior to diving into the automation 

market in 2004. That’s when he purchased the RDS from  

Parata Systems.

	 “We were all over each other,” Hayes says of his 25-

person staff. “We had to do something to move the busi-

ness forward.”

	 Hayes and his wife opened Stedman Drug in 1986 in 

the town of Stedman—described as a “bedroom commun-

ity,” about 10 miles from Fayetteville, North Carolina.

	 When looking for an automation vendor, Hayes says 

he shopped around, and Parata was the right fit. A primary 

concern was the lack of behind the counter space in their 

location at the time (about 330 square feet). “We had high 

volume and little space,” he says. In a typical day he says 

the pharmacy dispenses about 500 prescriptions, with 

Mondays pushing 

600-700. (The 

pharmacy has 

since moved to a 

larger location.)

	 Hayes says 

that Stedman’s 

pharmacy man-

agement system is 

tied into the RDS. 

In basic terms, 

the pharmacy 

management system directs prescriptions to the RDS. The 

RDS then selects from three vial sizes, then prints and 

applies a label. It dispenses up to 30 tablets per second, 

then caps the vial and sorts the finished prescription by 

a patient’s last name. Then the prescription is retrieved 

by a staff member and is scanned out of the queue.

	 “It has definitely helped grow our business,” Hayes 

says, estimating that annual sales have increased about  

15 percent since 2004.

	 In terms of support, Hayes says “Parata has been great 

for us. If we have any issues we can just call them, and if it’s 

a software issue they can usually fix it online.”

	 Hayes says that Stedman does not have the total “work-

flow” package as others might define it, as it handles about 

55 percent of his prescription volume. Down the road, he 

may consider additional components, but for his current 

operation, the RDS is a perfect fit.

	 Unlike some other pharmacies, Hayes says that the 

efficiency of his system has encouraged him to hire addi-

tional staff. For now, the staff now has more time to devote 

to medication therapy management, which is a major 

priority for Hayes.

	 “It totally changes your operation,” says Hayes. “It’s 

similar to years ago when they brought in computers and 

threw out typewriters.”
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